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:. A Leader Among Pondosa Pine Manufacturers 


A man’s character is usually stamped indelibly upon his 
face and his different traits are easily read from the 
movement of his features. To anyone who has more or 
less regularly attended the meetings of the Western Pine 
Manufacturers’ Association during the last ten or fifteen 
years it is no trouble to picture a 
quiet, thoughtful man of small 
stature, with premature gray hair 
and always with a face lighted up 
by a winning smile, which invari- 
ably leaves the impression of 
latent power. Some men’s power 
lies in their ability to smile, or in 
their smile, while other men only 
indicate their power by such a 
smile. 

In any group of two-fisted, 
whole-hearted men who in indi- 
vidual operations dominate their 
organizations and whose activities 
are scattered over a broad terri- 
tory, such as the Inland Empire 
and eastern and central Oregon, 
it would be foolish indeed to ex- 
pect that there would not be any 
conflicting ideas which would 
bring about heated arguments. 
Like hundreds of other organiza- 
tions there has often been many 
points of merit on both sides of 
most of the wordy battles that 
have been fought over the issue 
of perplexing problems coming 
before the lumber industry, and 
particularly in the districts cov- 
ered by these manufacturers of 
Pondosa pine. But as the years 
have rolled by and the arguments 
waxed warm it has become a habit 
to look for that expected moment 
when one of their members would 
arise and briefly but effectively 
prove the reason for espousing 
the cause of one, or more than 
likely suggest a compromise of “middle of the road” policy 
which could be easily and honorably accepted by both sides. 

That particular personality who has so often stepped in 
at these times and who of late years has been duly recog- 
nized for his leadership qualities is William Carver Geddes, 
vice president and general manger of the Craig Mountain 
Lumber Co., of Winchester, Idaho, formerly president of 
Western Pine Manufacturers’ Association, for the last few 
years chairman of the advertising committee of that organ- 








W. C. GEDDES, WINCHESTER, IDAHO 


ization, and recently appointed by Secretary Herbert 
Hoover as a member of the National Committee on Wood 
Utilization. 

William C. Geddes was born and raised a lumberman. 
His father was a lumberman before him. He is a direct 
descendant of Capt. John Carver 
of Puritan fame. He was born in 
Plain City, Utah, Dec. 16, 1879, 
In 1887 his father went out to 
Oregon as general superintendent 
of the Oregon Lumber Co. at 
North Powder and Hood River, 
Ore. On Aug. 23, 1891, the 
father died at Hood River, Ore., 
and the family moved back to 
Plain City, Utah. The responsi- 
bility of supporting his mother, 
two sisters and three brothers 
rested on this youngster’s shoul- 
ders (and this was a big job as 
his father was not a man of means 
and all he left was a home and 
small farm). It meant hard work 
for this 12-year-old boy, with no 
vacations available. 

“Billy” Geddes, as he is fa- 
miliarly calied throughout the 
lumber fraternity of the West, 
went to school at Plain City until 
1896. During the period from 
1891 to 1896 he spent the sum- 
mers working in the mills and 
woods of Oregon, going back to 
school in the winter. In 1897 he 
went to school at Oneida Acad- 
emy at Preston, Idaho, where he 
remained for three years, having 
finished, during that time, the 
four-year course. He then put in 
two years in missionary work in 
California—then went to Baker, 
Ore., and entered the employ of 
the Oregon Lumber Co., being 
there until 1904. From 1904 until 
1908 his time was divided between Hood River, Viento and 
Inglis, Ore., where the Oregon Lumber Co. had operations. 
In 1905 and 1907 he had charge of the Viento operation. 

In 1908 he left that company and went to Baker, Ore., 
with the Stoddard Lumber Co., where he filled several posi- 
tions, doing office work, grading and shipping. He was 
also on the road selling lumber in Utah, Idaho and Colorado. 
He remained with this company in the different positions 
until 1912, and in that year was one of the [Turn to page 65] 
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It Pays to Buy the Best 











Screen Doors and Window Screens 


Combination Screen and Storm Doors 
Cloth Window Ventilators 
The reputation of the Continental Screen Company has not only been 


_ built on the QUALITY of its Screen Doors and Window Screens, but on 
the SERVICE with which it backs up this quality 


Selling a known, established, quality line— a line backed by more than a quarter of a 
century of service to the jobber and dealer, makes sales easier and gives the dealer 
confidence in the jobber who sells him these goods. 


CONTINENTAL JOBBERS IN ALL CITIES. 
CONTINENTAL DISTRIBUTION CARS TO 602 TOWNS. 


CONTINENTAL SCREEN CO., DETROIT, MICH. 
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A Hardwood Mill 
You Should Know 


Ours is one of the largest and most 
up-to-date hardwood operations in the 
country. We are supplying a large 
number of factories and woodworking 
plants with entire satisfaction and we 
should like very much to serve you. 





° « Let us have your inquiries. 
Continuous Testing . 

Samples are cut from every kiln truck of lumber, 
weighed on a finely adjusted gram scale, baked bone dry 
in an electric oven, then re-weighed. By this exacting 
process we make sure that every piece of lumber des- 
tined for “‘Everlasting” Hardwood Flooring contains the 
proper moisture content. There is no guesswork, at any 
stage of manufacture. 


NICHOLS & COX LUMBER CO. 


GRAND RAPIDS, MICHIGAN 
“The Home of Fine Woodworking” 
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LUMBER COMPANY 
Cadillac , Michigan 


W.L.. SAUNDERS C-T.MITCHELS 
President Vv Treosurer 
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Using Earned Leisure for Community’s Benefit 








NE OF THE most fruitful subjects for the newspaper para- 

grapher has been the retired farmer of the small town; though 
why the retired farmer rather than the retired business man, 
it is not easy to determine. Notwithstanding the fact that the 
“retired” person is so often the butt of the joker, if his situation is 
thoughtfully considered it will be found to be pathetic rather than 
funny. Certainly, observation will show that any person incurs a 
serious risk in suddenly changing from a life of action to one of 
idleness. Life and health demand activity and the converse of these 
is pathetic to contemplate. 

During the earlier periods of life attention is directed to fitting 
oneself for a vocation and these periods are followed by one of 
concentrated activity in the pursuit of the business or the profession 
adopted. No age or stage can be fixed at which the pursuit of 
middle life can be universally given up, but a time does come in the 


lives of most persons when they may if they choose cease to engage 
in business or to practice their professions. They may either give 
these up entirely or at least give part of their time to recreation 
and other pursuits. But what shall they do if they have not learned 
how to play or how otherwise to spend their leisure? Not to know 
these things is to make the prospect of leisure anything but attrac- 
tive to the middle aged or elderly. 

Many a man, and woman too, reaches the period of retirement in 
a state of physical and mental vigor and with a fund of knowledge, 
experience and judgment that should prove invaluable if made avail- 
able to the public through community activities. All that is required 
is that they shall be capable of adapting themselves to this new 
field of activity. Too often they can not so adapt themselves. Too 
often they retain the narrow viewpoint of personal interest instead 
of being possessed with the spirit of public service. Too often, in 
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the lifelong pursuit of their own business they have forgotten or 
failed to prepare for the period of life when the pursuit of business 
holds no further attractions. 

Will the time ever come when a part of each person’s education 
shall be designed to fit him for community service during the later 
period of his life, the period of earned leisure? This service may 
appear to the person of large business interests too narrow, but on 
closer examination he will find that, even in the smallest community, 
he can exert a helpful influence upon hundreds of persons and make 
vast contributions to the public welfare. To those persons who 
throughout their lives have found opportunity and time to serve 
the public, the period of earned leisure can have no terrors, for they 
will find it easy gradually to surrender active control of business and 
take larger and larger part in the social, political and educational 
work that is so essential to the public welfare. 





| Lumber Retailing Methods of the Future 


HEN A PROSPECTIVE buyer of merchandise, whether it 

be lumber or some other commodity, finds reckless varia- 

tions in prices made by competitors, he loses confidence in 
all the sellers and is apt to conclude that they have no standards 
of either quality or value. When also the efforts to sell and to 
serve, that is to deliver the goods and other services, appear to be 
altogether out of proportion to the real necessities of the case, the 
buyer is apt to infer that he must pay for the lack of efficiency ex- 
hibited by the seller. Sensible buyers in general know that the 
average of selling prices must include the costs of operation, how- 
ever wasteful they may be. 

Most sales of lumber are made on a price basis, and this is true 
whether the sales are made by the millman, the wholesaler or the 
retailer. Price is about the only element thought of or considered 
in the handling of lumber, and as a consequence nearly every factor 
in the trade from the manufacturer to the consumer is bending his 
efforts to secure price reduction. There need be no surprise, there- 
fore, that prices are at times unsatisfactory if they are not as a mat- 
ter of fact too low. The converse also is pretty sure to be true; if 
at times the prices are too low to afford a profit, they must at 
other times be too high for justice to the buyer in order that the 
seller may survive. 

It may be inferred, since the lumber business, particularly the 
producing branch, has been unsatisfactory during the last year, 
that higher prices to the public are inevitable in the future if the 
industry is to prosper. But since the industry already has a serious 
task to meet competition of other materials and to market its prod- 
uct at a price that will permit construction to go on without diminu- 
tion, it may be compelled to find some other solution than an in- 
crease in retail prices. That is to say, it may become necessary to 
check up selling and distributing methods and costs all along the 
channels of trade from the mill to the user and to eliminate wastes 
that add to the ultimate cost without adding to the profits of the 
manufacturer or distributer. 

Anybody contemplating the revolutionary changes that have 
taken place in the business and social life of the American people 
as the result of the invention and introduction of methods of trans- 
port and entertainment wholly unknown a few decades ago must 
marvel that so many customs and practices have been permitted to 
remain unchanged. While no business has remained unaffected by 
these revolutionary influences, there are doubtless some that have 
only begun to feel them with full force. It is inconceivable that an 
industry as extensive as lumbering can have remained uninfluenced 
by the vast changes that have taken place and if it shall fail to 
adapt its methods to new conditions it inevitably must suffer loss of 
market and reduction of prosperity. 


Getting Farm Trade by Asking for It 


AIL ORDER SELLING made its first big growth with the 
farm trade, and this was owing to the fact that the mail 
order house was the first retailer to solicit the farmer, ask- 

ing for his trade. In its beginnings or at least during the period 
of its most rapid growth, the mail order trade was largely in goods 
not regularly carried in the smaller retail stores or not carried in 
large variety. Strictly speaking, the mail order house did not at 
first take much trade away from the local retailer; it merely created 
business for itself by inducing the farmer to buy many things that 
hitherto nobody had asked or expected him to buy. 

But nowadays the farmer is solicited for business by producers 
and distributers of practically every sort of merchandise; least of 
all, perhaps, by lumbermen. Moreover, the fact must be admitted 
that the selling of lumber in complete house and barn bills and the 
exploitation of house plan service were used by mail order houses 
as early if not earlier than by the local retail lumber concerns. 





i —— 
Probably the first mail order lumber sales comprised sash and doo: 
these being practically ready for the buyer’s use when delivered, 
It has been said that the sash and door business was the Opening 
wedge for the sale of other building materials by mail. 

Whether the solicitation and sale of lumber by mail order ¢pp, 
cerns cuts much of a figure nowadays or not, there can be no doubt 
that the solicitation and sale of other merchandise by mail con. 
stitutes a serious competition for the local retail lumber dealer: the 
farmer is induced to buy or to invest his money in merchandise and 
projects that do not necessarily improve his farm or contribute to 
the upbuilding of the community. It does not follow that because 
money is spent and invested outside of the community the buyer or 
investor is pleased or benefited by such ventures; it merely means 
that they were more attractively presented to him than were loca] 
projects and opportunities. 

There are at least two good reasons why the rural lumber mer. 
chant ought to solicit the farmers of his community for the sale 
of lumber and other building materials. One reason is that such 
solicitation will pay him fully as well as it now pays outsiders to 
solicit the farmer for the sale of building materials and other 
kinds of merchandise. The other reason is that, unless the loca] 
dealer convinces the farmer that a better house, a better barn, 
poultry house or other outbuilding is the best possible investment 
and gets his order for the material for building them, that money is 
likely to be spent for other purposes and the needed farm improve. 
ments will be indefinitely postponed. In fact it is becoming more 
and more clear that in future the local retailer of building materials 
must rely in larger measure upon advertising and direct solicitation 
to move his merchandise in the face of competitive selling of that 
kind practiced by distributers of other products who seek the farmers’ 
trade. 





RECENTLY the AMERICAN LUMBERMAN had some interesting cor- 
respondence with a number of nationally known New York bankers 
—not, however, regarding either lumber or money, but boys. These 
men are interested in the Boys’ Club, of New York, which is doing 
a fine work in behalf of the under-privileged youth of the metropolis, 
It seemed like a good opportunity to find out what some of these 
eminently successful financiers considered the primary requisite for 
a boy to possess in order to succeed in life, and accordingly, several 
were asked that question. One of the most striking replies was that 
made by Mr. Walter Seligman, of the banking firm J. & W. Seligman 
& Co., who named as the most essential thing, “social responsibility.” 
He added: “In our Boys’ Club we stress the idea of social responsibil- 
ity by bringing the boys off the street at an early age and forming 
them into clubs where social responsibility is forced upon them imme- 
diately, by the necessity of their being responsible to each other and 
to their club president for their conduct.” A sense of social responsi- 
bility, or regard for the rights of others and appreciation of the 
primary duty of making some definite contribution to the common 
welfare, is an outstanding need in the complicated society of today, 
and no one can hope to play any worthy part in the world without 
cultivating and practicing it. 





Technics of Better Dwelling Construction 


TORMS OF GREAT severity and other natural disturbances, such 
as earthquakes, being inevitable and beyond human control, 
appear to be so overpowering in their destructiveness that pro- 

tection against them seems almost out of the question. However, 
closer examination often shows that a sensible precaution here and 
a thoughtful detail elsewhere would have lessened the damage if it 
did not wholly prevent it. It is well recognized that forms of con- 
struction can be adopted that will withstand most earthquake shocks, 
and study of the effects of the Florida hurricane unquestionably 
proves that most of the losses of life and property in that storm 
must be charged to neglect of fundamental principles of safe build- 
ing construction. 

Lumbermen and builders everywhere in the United States ought 
to profit from the facts developed in studies made of the Florida 
storm, and nobody ought to make the mistake of assuming that 
these facts have an interest only for the people of Florida. There 1s 
hardly a section of the country in which occasional, destructive wind- 
storms do not occur, and even if they do not always prove to 
disastrous they often cause injury and loss that in large part are 
avoidable by the practice of safe methods of construction. In the 
AMERICAN LUMBERMAN of Jan. 1, on pages 51-53, was given an 
illustrated description of the “hurricane proof” construction exem- 
plified in a Florida home built under the auspices of the Southern 
Pine Association. It is to be hoped that the structural details 
adopted in this building will be made known throughout the country. 

The lumber industry is not by any means the only one intere 
in structural lessons driven home by the Florida storm; producers 
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ing to Make Estimates 


I am desirous of getting in touch with some 
method by which I can learn the trade of esti- 
mating building costs etc. 

I will appreciate any information you may be 
kind enough to give me along this line.—INQUIRY 
No. 1,877. 

[This inquiry comes from a man connected 
with a southern lumber manufacturing company. 

There are several courses in retail lumber 
methods that include some instruction in esti- 
mating. This inquirer has been given the names 
and addresses of organizations that supply 
these courses. 

In the way of books there are several that 
should prove helpful to a person seeking the 
information that this inquirer evidently wants. 
One of these is ‘‘ Estimating Building Costs,’’ 
by Dingman, and another is ‘‘ Plan Reading and 
Quantity Surveying,’’ by the same author. Both 
of these are small books of about 200 pages each, 
substantially bound in flexible leather and they 
are supplied by the AMERICAN LUMBERMAN at 
$2.50 a copy, delivered. 

There is another much more comprehensive 
work entitled ‘‘A Complete System for Esti- 
mating the Quantities and Costs of Frame and 
Brick Houses,’’ by Alfred J. Donley. This is a 
large book of 950 pages, all gilt edges, and sub- 
stantially bound in leather. The first 134 pages 
of the work are used for illustrative examples 
of quantity surveys and estimates for twenty- 
five dwelling house plans. In part 2, quantity 
surveys and appraisals for standard size plans 
are treated. The author takes the reader step 
by step literally from cellar to attic showing how 
every item of labor and material is priced, and 
its cost in the building arrived at. Heights of 
cellar walls, thickness of such walls, widths of 
footings, sills, joists, studdings, rafters, board 
feet contents, length, spacing, and every other 
factor determining the ultimate cost of con- 
struction are discussed. The author uses form- 
ulas, but in each case explains how the formula 
is constructed so that short cuts may be availed 
of and uniform methods be used in making esti- 
mates. For convenience all of the handy formu- 
las for computing quantities are assembled in 
one chapter and whenever they are used through- 
out the book reference is made to them by num- 
ber. This book is supplied by the AMERICAN 
LUMBERMAN at the publisher’s price, $15 a copy, 
delivered.—Eb1Tor. | 


Piling Lumber in Dry Kilns 

Will you please tell us if there is any advantage 
in edge stacking lumber over flat stacking for dry 
kilns. If there is any virtue in it why do not 
more concerns adopt it. 

Will you please answer this either by letter or 
through your paper. We are interested and would 
like to know which is the best method of stack- 
ing.—INQquiry No. 1,876. 

[This inquiry comes from Mississippi. It is 
impracticable to say whether edge piling or flat 
piling is better in a given instance without 
knowing the construction of the kiln and the 
method in which it is designed to operate. Tie- 
mann in his book, ‘‘The Kiln Drying of Lum- 
ber,’’ says that where the air movement is in a 
general vertical direction as is usually the case 
in compartment kilns, with condensers or with 
ventilators along the middle or the sides, flat 
piling is not at all satisfactory, for the reason 
that the boards baffle the air currents. The 
same author says that in a progressive kiln 
where the air enters at one end and passes out 
at the other, so that the general movement of 
the air is in a somewhat horizontal path through 
the kiln lengthwise, flat piling crosswise gives 
very satifactory results, provided that the boards 
are spaced sufficiently far part to allow the air 
to sink downward at the same time that it 
moves through the pile. He cites as the best 
arrangement that with edge piled lumber in 
which the condensers are placed beneath the vile 


and the heaters on the sides. This takes the full- 
est advantage of the principle of descending air 
and offers the least resistance to its motion. 

The fact is that so many questions are in- 
volved in drying that it is impracticable to say 
which is the best method of piling without a 
thorough study of the kiln and its equipment. 
This inquirer has been referred to the book 
already mentioned, by H. D. Tiemann, and 
‘*Kiln Drying of Lumber,’’ a book by Koehler 
and Thelen, both of which are supplied by the 
AMERICAN LUMBERMAN at the publishers’ 
prices; the former at $5 a copy and the latter 
at $3 a copy.—EpITor. | 


Reforestation by Private Enterprise 

Epitok AMERICAN LUMBERMAN: Having read 
Mr. C. A. Barton’s article on the subject of “Re- 
forestation by Private Enterprise,” I want to 
compliment him on his complete and clear analysis 
of the problem of regrowing timber as an indus- 
trial enterprise. His reasoning is very clear all 
the way through. No forester, or lumberman, so 
far as I know, has given the problem more mas- 
terly treatment. 

Here in the South, we are following almost ex- 
actly the procedure outlined by Mr. Barton in 
analyzing private timber situations. In getting 
at any new situation to determine its possibili- 
ties, we use the plan of compound interest on all 
costs, including fair valuation of the land at 6 
percent. When reforestation plans are put into 
effect by operating companies, there is a tendency 
to absorb reforestation costs into general operating 
eosts as that is the simplest method. They could 
very properly be handled by charging these costs 
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against the new stand of timber, as Mr. Barton 
proposes, but that would involve additional book- 
keeping and probably make necessary a current 
inventory of growing timber. That, of courge to 
be accurate would be quite complicated. . 


Mr. Barton certainly is correct in his position 
that each owner should investigate and determine 
for himself the possibilities of reforestation. Bach 
region differs in general conditions and every com. 
pany is faced by different local conditions as wey 
as by varying conditions of ownership and man. 
agement. This phase of the problem, Mr. Barton 
did not go into but I find it to be very important. 


One other comment I am inclined to make. No 
matter how closely we may figure on costs and 
returns in any undertaking such as reforestation 
by large lumber companies, there are advantages, 
dimly seen and impossible to estimate, in organ- 
izing and carrying forward a great constructive 
undertaking that projects far into the future, It 
was much the same with the builders of our first 
transcontinental railways. We marvel at the faith 
of those men. They could not see into the future 
probably any better than can we today; but look 
at what they did and what came out of their 
daring plans. 

Our great lumber companies in projecting their 
reforestation programs and the program of per- 
manent operation, are prompted by similar mo- 
tives; that is, the motive of profit and great de- 
velopment enterprises. Very likely, in shaping re- 
forestation plans, they are dealing with possi- 
bilities just as great as the possibilities of rail- 
road development forty years ago. No one at 
present can say what the outcome will be. I am 
optimistic enough to believe it will outreach any- 
thing we dare claim for it now.—WILLIAM L. 
Hatt, Hot Springs, Ark., president and treasurer, 
Hall, Kellogg & Co. 
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Yard quotations for pine at 
Albany, N. Y., range from 
$42 @ 43 for clear to $12@15 
for l-inch common siding. 

. o 2 


There has recently been 
placed with a firm in Menom- 
inee, Mich., an order from the 
Puget Sound firm of Hanson, 
Ackerson & Co., for a chain 
400 feet long with links to be 
made of round iron 2/4 inches 
in diameter. Its weight will be 
about 5 tons and it will cost 
approximately $1,800. The 
necessity for a chain of this 
size exists in the fact that 
some of the logs out there 
measure 120 feet in length and 
7 feet in diameter. 

_ - 


La Crosse, Wis., depends 
for a market for its lumber 
upon the towns that are scat- 
tered along the Mississippi 
River between La Crosse and 
St. Louis. Such distributing 
points as Clinton, Rock Island, 
Davenport, Moline, Muscatine, 
Ft. Madison, Keokuk and Han- 
nibal draw quite a large pro- 
portion of their supply from 
the Black River, both of logs 
and manufactured lumber. 
Letters are daily being re- 
ceived from those and other 
points along the river com- 
plaining of dull sales and low 
prices and the partial failure 
of the crops in that portion 





of the country the last season 
does not warrant any expec- 
tations of a change for the 
better. If lumbermen would 
learn a lesson from experi- 
ence and curtail their opera- 
tions one-half they would get 
a living profit but they can 
not expect it unless there is a 
radical change in the present 
mode of doing business, and 
owners of pine lands stop 
trying to see how much busi- 
ness they can do, regardless 
of whether they do it at a 
profit or a loss. 
* 8 *& 


A bill has been introduced 
into the Wisconsin legislature 
fixing the rate of booming and 
sorting logs at Beef Slough, 
by the Beef Slough and Missis- 
sippi River Logging Co., at 
50 cents per 1,000 feet and 5 
cents for driving from Eau 
Claire to the boom. 

 -2 


The lumbermen of Minne- 
apolis, Minn., have been for 
some time agitating the ques- 
tion of uniform grading. 

e- 6 6 


The inquiry for home con- 
sumption of hardwoods has 
ruled very dull of late. Dealers 
complain of the flat, tame state 
of the market. A limited ship- 
ping demand has prevailed at 
times. There is a good stock of 
nearly all sizes and species. 


! The Whorton Brothers, of 





Appleton, Wis., have pur- 
chased a sawmill and pine tim- 
ber to the amount of 73,000,- 
000 near Grand Rapids, Wis. 
The price paid was $60,000. 


The San Francisco Com- 
mercial Herald tells us a new 
source of supply of redwood 
has been opened up for the 
San Francisco market, saying 
that “California has yet an 
extensive lumber supply. The 
completion of the North Pa- 
cific Coast Railroad from 
Saucelito to the Russian River, 
which will soon be effected, 
will have the effect of open- 
ing up one of the largest 
available bodies of redwood 
timber in California—timber 
of the very finest quality.” 


* * * 


The want of solidity in the 
building of cheap houses is the 
cause of the destructiveness 
of fires in this country. James 
C. Bayles in an_ excellent 
paper upon city architecture 
averages our annual losses by 
fire at $100,000,000. Struc- 
tures in which cheapness was 
the only consideration of the 
architect are in many places 
so numerous that solitary 


buildings considered fireproo 
are destroyed by the fierce- 
ness of the conflagration which 
rages round them. 
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Southern Pine Bookings Increase; Inquiry Active 


The southern pine market has shown a little more life since 
the holiday period. Bookings rose to an average of 418,000 
feet a mill during the week ended Jan. 7. Mill stocks are low, 
however, and production has continued considerably under 
normal, so that shipments were light, and files of unfilled or- 
ders made an increase. 

Both retail and industrial buyers are showing much more 
interest. A good volume of bookings from line yards is re- 
ported, while more are in prospect, and inquiry is becoming 
quite active, especially from yards in the middle West, as east- 
ern and northern buyers are holding off during the present 
bad weather. The placement of orders for about ten thousand 
railroad cars last week is distinctly benefiting the market. 

Quotations can not be said to have strengthened much so 
far, and sales of surplus items at concessions figured in recent 
trading. But the list in general is firm, and there is good rea- 
son for expecting early advances. 


Southern Hardwood Production Low; Prices Advancing 


Production of southern hardwoods had fallen to about 
thirty percent below normal during the week ended Jan. 8, 
according to telegraphic reports, and shipments were about 
a million and a half feet in excess of it. Bookings, however, 
were under both production and shipments, a fact that is 
probably explained by the reluctance of mills to accept cur- 
rent offerings, though orders are in good volume at advances 
recently put into effect. 

The greater part of present business is from the automo- 
bile and furniture groups, and it is believed that they have 
hardly begun in earnest to provide for their spring needs. 
Both of them are figuring on rather large production sched- 
ules. Orders have called mostly for sap gum, which made an 
advance of $3 to $5 during the week, and red gum is giving 
signs of strengthening. Oak flooring manufacturers and mill- 
work ‘plants are also in the market. The flooring plants for 
the week ended Jan. 8 reported a decrease of 23.7 percent in 
production, as compared with the corresponding period of 
last year, but an increase of 31 percent in business booked. 
It is therefore expected that they will soon be looking for 
raw material. There has not been much foreign business 
received, but overseas stocks are being absorbed, and the 
present conditions in the producing belt should lead to some 
early placements, especially as ocean rates are now on a more 
reasonable level. 

The woods are so water soaked that even with fair weather 
the output must continue low for some weeks. 


Shortleaf Items Are Showing a Little More Firmness 


North Carolina pine production has been low over the year 
end, but is picking up. Mill stocks, however, are depleted, 
for the mills shipped two percent more than they cut during 
the last year. The scarcity of air dried lumber is strengthen- 
ing the product of the larger, kiln-drying mills. Box lumber 
is stiffer, and advances are expected, although the box mak- 
ers are taking little beyond current needs. Retail yards are 
selling little, and are buying accordingly, but wholesalers 
have been contracting for building items, and it is believed 
that prices will strengthen as the yards enter the market. 

Roofer demand is slow, but production has been curtailed. 
Prices are weak, but few buyers succeed in placing business 
below the $18.50 base for 6-inch, though some trading has been 
done at $18. The manufacturers are expecting that eastern 
demand will appear soon, and higher prices. 

Arkansas soft pine production is below normal; some of the 
large mills are down for repairs, and small mills are inactive 
because of heavy rains. Log stocks are reduced, and the 
mills have less lumber than they had at this time last year. 


Current orders are mostly for mixed cars of yard items, there 
being little call for finish or industrial material, though some 
business has recently been placed by automobile plants. 
Prices are firming up, concessions having been withdrawn. 


Northern Hardwood Movement Small; Prospects Good 


There was not much buying activity in the northern hard- 
wood market during the first week of the new year. A good 
proportion of the bookings was of low. grades for box making. 
The higher grades have not begun to move, though prospects 
are considered bright for a large volume of business from both 
automobile and furniture makers, and miscellaneous industrial 
users. Many factory executives of the two major groups are 
now at the annual shows, and should have ascertained and 
begun buying their requirements within a week or two. 

Building demand is of course modest at this season. Call 
for flooring is light, and the factories have reduced their op- 
erating schedules, but business has improved somewhat since 
the holiday lull. 

The recent strengthening of the southern hardwood market 
is a factor making for strength in the northern product. There 
have been no changes in the northern list, but it is firm. 

Good progress is being made with woods operations, and 
mill production is increasing. Stocks of lumber are at least 
down to the level of the first of last year, but a large winter 
input is not contemplated. 


Cypress Slow But Improving; Redwood Demand Is Good 


While cypress trade remains quiet in most sales territories, 
total bookings have been showing gain. Country buyers in the 
middle West have been taking a little, and some industrial 
business has been placed. The demand, however, has not been 
satisfactory, and it is said that stocks have been accumulating 
at many mills. Some of the smaller concerns have given price 
concessions, and there have been rumors of readjustments in 
the lists of all. Mill stocks are reported to be in fine condition 
for shipping. A reduction of output is being considered, and 
this should be a strengthening factor. 

Redwood mills have well filled order files, these being almost 
five percent above normal, while both production and ship- 
ments are below normal. California retail yards have been 
taking good amounts, and demand from outside the State has 
been picking up. Some yard and factory business has come 
from the middle West and helped firm up prices, but harder 
competition is met in Atlantic coast markets. Volume is ex- 
pected to show gains during the next couple of weeks. 


Fir Orders Exceed Production; Rail Trade Improved 


Production of West Coast mills gained considerably in the 
week ended Jan. 8, though it was still about ten percent 
below what it was before the holiday curtailment. Demand, 
however, is also showing more life. There was a well sus- 
tained volume from the domestic cargo field, and rail trade 
made a big gain. Fir producers are counting on a good share 
of the orders that will result from the ordering of about ten 
thousand cars by the railroads last week, which has helped 
tone up the market. Retail buyers in the middle West are 
showing much more interest, especially the country yards 
and line concerns, but they have some difficulty in placing 
their business at the low levels that recently prevailed. At- 
lantie coast retail yards are taking very little lumber, as their 
deliveries are light during winter, and they can count on 
obtaining supplies readily from storage stocks. There is still 
keen competition among distributers in the East, but the mar- 
ket is not oversupplied as at the beginning of last year. 

Log supplies are reported to have reached so low a level 
that camps in some districts are resuming operations, but the 
larger loggers are determined to remain inactive until Feb. 
1. Quotations on fir logs are very strong. 


Lumber Statistics Appear on Pages 61 and 65; Market Prices and Reports on Pages 99 to 108 
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Continued Transportation Efficiency Promised 


Continued prosperous business conditions dur- 
ing the first quarter of 1927 and good transpor- 
tation facilities were forecast at the fourth an- 
nual meeting of the Mid-west Shippers’ Ad- 
visory Board, held last Tuesday at the Hotel 
Sherman, Chicago, with a heavy attendance rep- 
resenting nearly ‘every railroad serving this ter- 
ritory. and forty leading industries in Illinois, 
Indiana, Wisconsin and Iowa. 

General Chairman Robert C. Ross, Chicago, in 
his report emphasized the many features of the 
present general business situation indicating a 
prosperous feature. He pointed out that busi- 
ness developed into a generally satisfactory vol- 
ume in 1926, and said that while producers and 
buyers alike have approached the new year cau- 
tiously, as they are in the habit of doing, pros- 
petts for 1927 are most gratifying. Regarding 
transportation he stated that ‘‘despite the 
heaviest traffic in history, the railroads in 1926 
reached their topmost efficiency, even though 
very little new equipment was added.’’ 

The same note was struck by L. M. Betts, of 
Washington, D. C., in his report on general con- 
ditions. He described particularly the increase 
in efficiency shown by the railroads during the 
last year, which he ascribed in large part to 
the codperation of shippers. The roads are all 
in good condition, he said, with adequate rolling 
stock to serve the prospective needs of industry 
promptly and have developed the efficiency of 
their personnel remarkably. He stated that re- 
pairs, improvements and extensions of physical 
property have been very extensive during the 
last year. A total expenditure of $1,325,000,000 


for improvements of various kinds was author- 
ized by the railroads in 1926; of this $875,000,- 
000 was spent, which means that work to a value 
of $500,000,000 was carried over to 1927—this 
in addition to appropriations that will be made 
this year. 

‘* Transportation conditions are good, because 
of efficient railroad operation during the past 
year when 53,000,000 cars of revenue freight 
were moved with practically no car shortage or 
congestion,’’ said W. D. Beck, district manager 
of the board, in his report. ‘‘It is hoped that 
the performance will go forward to a higher 
level in 1927 and successive years. Prospects are 
that business this year will equal if not surpass 
that of 1926. 

**Tt will be noted from reports submitted by 
the railroads that the car supply is satisfactory, 
practically all roads indicating a surplus. The 
roads have further arranged for considerable ex- 
penditures for additions or replacements to car 
and locomotive equipment during 1927.’’ 

The reports of the railroads serving the Mid- 
west show that a total of 18,102 freight cars 
have so far been ordered for delivery this year, 
as follows: Chicago & North Western, 1,700 
ears; Chicago, Burlington & Quincy, 1,408; Chi- 
cago Great Western, 1,122; Chicago, Milwaukee 
& St. Paul, 2,000; Chicago, Rock Island & Pa- 
cific, 408; Baltimore & Ohio, 4,278; Michigan 
Central, 104; New York Central, 3,474; Louis- 
ville & Nashville, 3,000, and Missouri-Pacific, 
608 cars. 

After estimating the freight car requirements 
for the transportation of lumber out of the Wis- 
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prices have averaged lower. 





Business in Brief 

General business is affected by the usual seasonal dullness. Distribution of goods 
seems to be below last year and manufacturing appears to have slowed down more 
than distribution. There has been some increase in automobile 
production. Business is proceeding with caution with a very 
apparent disposition among businessmen to make sure of the situ- 
ation before forging ahead. With fundamental conditions sound and credit ample, 
prospects are that 1927 will be another year of satisfactory business. Business 
failures for the week ended Jan. 6 (5 days) were 466 compared with 486 the preceding 


Crude oil production for the week ended Jan. 8 is estimated at 2,389,850 barrels, 
compared with 2,388,400 barrels for the preceding week, an increase of 1,450 barrels. 
Bituminous coal production for the week ended Jan. 1 was 10,709,000 
tons, an increase of 223,000 tons over the revised figures for Christmas 
week. Car loadings of bituminous coal for the week ended Jan. 1 were 
10,031 cars below the preceding week. Prices are weak. 


Bradstreet’s food index number for the week ended Jan. 6, was $3.47 compared 
with $3.52 the preceding week and $3.58 for the week ended Jan. 7, 1926. This was 
a decrease of 3 percent from the preceding week and 1.4 percent from 
the like week of 1926. The Harvard wholesale commodity price index 
for the week ended Jan. 5 declined to 141.1 from 142 for the week 


Car loadings of revenue freight for the week ended Jan. 1, totaled 740,348 cars 
compared with 772,590 cars the preceding week. This was a decrease of 1,212 cars 
under the corresponding week last year, 26,750 cars under the 
RAILROADS _siike week of 1925 and 32,242 cars under the preceding week. The 
usual seasonal dullness in general business is given as the cause 

for this decreased number of car loadings. 


Some increased activity is reported in the steel industry but not to the extent that 
was expected. There is little buying although inquiries continue to be numerous. 
Unfilled orders on the books of the United States Steel Corporation at 
the close of December reached the highest total since the last of March 
and aggregated 3,960,969 tons. Production of the industry is hardly 
more than 65 percent of capacity. There has been increased buying of pig iron but 


There is little change one way or the other in the agricultural industry. Winter 
wheat is in good condition. Cotton picking is completed and corn husking is nearly 
finished. Grains are moving somewhat better than last month 
AGRICULTURE bt Iess is coming to market than at this time last year. All 
grain prices average lower. Live stock and dairy products 

continue in demand and prices are good. 








consin producing territory and into the consum- 

ing territories of Wisconsin, Illinois, Iowa and 
Indiana, A. A. Adams, traffic manager of the 
Edward Hines Lumber Co., Chicago, in his re- 
port for the lumber division reached the conclu- 
sion that the lumber movement during the firgt 
quarter of 1927 would show a 5 percent increase 
over the same period of last year. He believed 
transportation facilities would easily take care 
of the increase. In his review of Mid-west lum- 
ber trade conditions, Mr. Adams said: 


A survey of conditions in Wisconsin indicates 
that mills are operating steadily and are optimistie 
regarding the outlook for 1927. It is reported that 
the market in Milwaukee is quiet, as usual at this 
time of year, but it is predicted that retailers will 
soon reénter the market as nearly all of them have 
entered the new year with very low stocks. At 
other consuming points conditions are fair, but an 
improvement is expected in the next three months. 

The Chicago market discloses the fact that re- 
tailers and industrials are figuring on extensive 
buying of lumber products on account of their 
stocks not being very heavy and of the necessity 
to replenish in order to take care of the spring 
trade. Analysis of reports from various industries 
in Illinois indicate that present conditions are fair, 
but that a decided improvement -is expected with 
the approach of the active building season. 

It is the consensus of Iowa retailers that there 
is so much needed in the way of repair work on 
farms that business will be good. Purchase of build- 
ing materials is an absolute necessity on a good 
many farms at this time. 

The hardwood lumber market in Indiana con- 
tinues rather dull, but prominent lumbermen in 
that State look forward to favorable conditions, 
as stocks are in most instances badly broken. 

Retail lumber stocks everywhere are low, but 
dealers are purchasing only for current needs. Re- 
garding transportation, reports indicate that serv- 
ice rendered generally speaking has been good. The 
transferring of loads and proper notification can be 
improved on. We earnestly hope carriers will at 
least make every effort to notify parties entitled 
to notification of arrival of shipments. The car 
supply at producing points has been adequate and 
equipment placed for loading in good condition, 
except in a few cases. 


R. D. Waller, chairman of the committee on 
products manufactured from lumber, reported 
that anticipated requirements during the first 
quarter of this year would be 80 to 85 percent 
of requirements a year ago. ‘‘Some members 
will load about the same as last year,’’ he said, 
‘*but others only 70 to 75 percent as much. We 
find that stocks in consumers’ hands are low and 
that customers are purchasing for current needs 
only.’’ 

C. T. Bardford, chairman of the committee on 
agricultural implements, stated that ‘‘the gen- 
eral outlook for the implement business seems 
to be fair.’’ There was no report from the 
furniture division. W. J. Hammond, chairman 
on iron and steel, reported as follows: 

Production of iron and steel in 1926 exceeded 
1925, with the continued demand of railroads for 
car and track material indicating that 1927 will be 
as good as the past year. Small stocks are being 
earried by customers and there should be an active 
demand for iron and steel from now on. With the 
greatest volume of traffic ever handled the rail- 
roads have with few exceptions provided an ade- 
quate car supply throughout the year, largely due 
to efficient operation and the prompt loading and 
unloading of cars. 

The election of officers resulted in the reélec- 
tion for their fourth term of all the officers: 
General chairman, Robert C. Ross, general traffic 
manager Jos. Ryerson & Son (Ine.), Chicago; 
alternate general chairman, John L. Bowlus, 
manager transportation department Chamber of 
Commerce, Milwaukee, Wis.; general secretary, 
Robert Hula, traffic manager Clayton Mark Co., 
Chicago. 





DATA COLLECTED in the biennial census show 
that establishments engaged primarily in the 
manufacture of barrels, casks, hogsheads, kegs, 
tierces, wooden tubs and similar containers made 
of staves reported, for 1925, products valued at 
$67,734,662, a decrease of 7.4 percent as com- 
pared with $73,134,009 in 1923, the last preced- 
ing census year. 
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Sale Made Over Transatlantic Phone 


New York, Jan. 10.—Elmer 8. Anderson, 
president Southeast Lumber Export Co. (Inc.), 
15 William Street, this city, has the distinction 
of having completed the first lumber transac- 
tion ever made by transatlantic telephone. Mr. 
Anderson, in a telephone message to London 
on the first day this epochal service was estab- 
lished, sold one hundred carloads of lumber to 
Maj. A. P. W. Bamberger, D. 8. O., of the firm 
of Louis Bamberger & Sons, London, and Low 
Bros., Bristol, England. 

Mr. Bamberger put in the call at his London 
office and was fortunate to obtain his connection 
a little while after telephone company officials 
had inaugurated telephone service across the 
ocean. The one hundred carloads of lumber are 
said to have involved something like $100,000. 

After an exchange of personal greetings be- 
tween Maj. Bamberger and Mr. Anderson, there 
was an exchange of journalistic greetings be- 
tween New York and London. 

Mr. Anderson said that there was some in- 
terruption during the several transatlantic con- 


versations, but in the main the service was en- 
tirely satisfactory and that parts of the con- 
versation ‘‘ were absolutely as clear as ordinary 
local ecalls.’’ 

It is fitting that Mr. Anderson should have 
been the first to carry out a business deal by 
telephone across the Atlantic ocean, for he holds 
other long-distance records. He perhaps has 
traveled further in the interests of lumber sales 
than any other American. Several times he has 
taken journeys of 5,000 miles or more to the 
principal countries of South America and the 
capitals of Europe. 

Mr. Anderson sees the day when he will be 
able to get his customers in London by telephone 


and perhaps obviate the necessity of a long 


transatlantic voyage. 

The European representative of the Southeast 
Lumber Export Co. is A. C. Hamerton, 53 
Holmesdale Road, Teddington, England. The 
company has F.. 8. Van Riper as its representa- 
tive in South America, located at Buenos Aires. 
The firm has a buying and inspection office at 
Bristol, Va., and a yard, mill and wharf at Nor- 
folk, Va. 


Car Builder to Erect New Plant 


SourH Benp, Inp., Jan. 10.—The North 
American Car Corporation, a $7,500,000 con- 
cern, will erect a plant in North Judson, Ind., 
the buildings to be located along the New York 
Central tracks. Work of construction will be- 
gin at once. The corporation has plants in Chi- 
eago, Tulsa, Okla., and Coffeyville, Kan., and 
builds and repairs refrigeration cars, poultry 
ears, and tank cars. The plant was located in 
North Judson after negotiations covering a 
period of six months had been carried on with 
the North Judson Chamber of Commerce and 
the North Judson Development Co. 


Philadelphia Office Closed 


Macon, Ga., Jan. 12.—Announcement has 
been made by the Case-Fowler Lumber Co., of 
this city, that on account of the resignation of 
J. H. Mackelduff, sales manager in charge of 
the Philadelphia office, that office was closed on 
Dec. 31, and in future all sales will be handled 
through the main office at Macon. 








Origin and History of “Lumber” 


The origin of the 
word “‘lumber’’ is not 
quite clear. It is first 


found in English of the 
sixteenth century with 
the meaning of “disused 
articles of furniture and 
the like, which take up 
room inconveniently, or 
are removed to be out of 
the way.” The general 
sense can readily be seen 
in the following enumer- 


Because of the widespread interest recently aroused 
in the origin and the meaning of the word “lumber,” the 
AMERICAN LUMBERMAN requested Prof. W. A. Craigie, 
of the Department of English, University of Chicago, 
to prepare for its readers an article on this subject. Prof. 
Craigie is an international authority who has had an 
experience of twenty-eight years on the greatest dic- 
tionary undertaking in the world—the Oxford Dic- 
tionary. He is inthe United States now supervising the 
preparation of the Dictionary of American English, 
work on which was begun at the University of Chicago 





‘timber sawn or split for 


use, as beams, joists, 
boards, planks, staves, 
hoops and the like.” 
The importance of the 
word from the early part 
of the eighteenth century 
onwards, is shown by its 
getting into attributive 
or other combinations 
with different nouns. 
“Coasting vessels, and 








ation of household goods 
in a North of England 
will of 1587: ‘““The tubs, kirns (churns), stands, dishes, 
forms, chairs, stools, and other lumber.” 

The word was thus in common use before the settle- 
ment of the United States began, and must have been 
well known to most of the colonists. In a new country 
very few household articles would be reckoned as 
“lumber” in that sense; they were too few and too valu- 
able to be readily set aside as disused or worthless. 
What did exist in abundance was the product of the new 
country, timber, and it would be very natural to begin 
to use the word for the least useful or valuable portions 
of this. Whatever had not been, or could not readily 
be made into beams, planks, boards etc., would be 
classed as “lumber.” 

The first apparent instance of this new special sense 
which has so far been noted is in a deed of 1662 from 
Suffolk in Massachusetts, referring to a vessel “‘freighted 
in Boston with beams for houses, boards, and other 
lumber."” This example is not quite so conclusive, 
as the lumber might include other articles than timber; 
but there is no doubt that the word had acquired the 
meaning of “‘timber’’ in the seventeenth century, as 
Samuel Sewall quite clearly uses it in that sense in his 
diary under the year 1697. The shifting of sense from 
““waste timber’ to “‘rough timber,’ and then to timber 
in general was natural enough. It is worth noting that 
Webster in 1806 defined the word as meaning “timber 
in general, but chiefly small timber, as boards, staves, 
hoops, scantling, etc." In 1828, however, he omits the 
first part of the definition, and gives only: “In America, 


last year 


lumber carriers’ are 
mentioned in New 
Hampshire records of 
1700; “lumber money and excise money” occur in 1715, 
and there is a proposal “for repealing the lumber act” 
in 1721. Later in the century, in 1786, we have the 
first mention of a “‘lumber yard.” 

So far as the present record goes, the noun “‘lumber- 
ing’ precedes the verb “‘to lumber.”’ Belknap in his 
history of New Hampshire (1792) speaks of “‘towns 
adjoining the river, in which lumbering was formerly the 
chief employment.” The existence of the verb is spe- 
cially mentioned by Kendal in his Travels in New Eng- 
land (1809): ‘The verb ‘to lumber’ has also the sense, 
to procure, or even to manufacture lumber.”’ Kendal also 
speaks of “‘lumberers or fellers of timber,’ while his 
contemporary Timothy Wright uses the synonymous 
““lumberman.” 

Much of the above information is already accessible 
in the columns of the Oxford English Dictionary under 
the various words. In the interests of the projected his- 
torical dictionary of American English it is greatly to be 
desired that some one with an interest in the matter will 
pursue the quest for evidence still further. Local records 
of the seventeenth and eighteenth centuries have by no 
means been exhausted, and some of these terms can 
undoubtedly be found at still earlier dates. It is par- 
ticularly to be hoped that some one with a discerning eye 
will examine closely the early volumes of the journals 
devoted to the lumber industry, and catch the newer 
terms of the trade at their very start. It is apparently 
to the lumber trade that the modern use of “‘boom’”’ is 
mainly due, beginning in 1879.* 


EpirTor. 


*Note: In the “50 Years Ago” department, appearing in the AMERICAN LUMBERMAN, it has been noted that the word “boom” was 
used as early as April 1, 1873, there being companies prior to that date operating “booms” in connection with their lumber business.—-Epiror. 
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Graphic Charts Show Interplay of 


Southern Pine Sales for Year Exceeded Output 


Southern pine production reported for 1926 was about two hundred 
million feet smaller than that for 1925, but shipments were only about 
a hundred million feet less, so that this year the mills have sold a larger 
proportion of their cut. Stocks at the beginning of the year were 92.33 
percent of normal, and by Nov. 1 had been reduced to 82.83 percent 
normal, but have increased a little toward the end of the year. 

At the beginning of the year, there was a good demand from the South 
and Southwest, Florida being an active buyer, business from the North 
and East taking a secondary place. Agricultural and industrial develop- 
ment of the South was active, and oil fields in the Texas Panhandle and 
along the Gulf coast were making contributions to its prosperity. Average 
unfilled orders reached their peak early in April. The Florida deflation 
then began to have its effect, though other parts of the South were taking 
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increasing quantities. Late in March, however, production had been eur- 
tailed by heavy rains in Mississippi and Louisiana, soon followed by a 
flu epidemic that caused labor shortage for a time. 

The eastern markets began to open up early in April, but West Coast 
fir had obtained a strong hold on this territory, and competition was 
rather keen. Farm business in the Middle West was hindered by blizzards 
that swept the Missouri and Mississippi valleys during the spring. Build- 
ing in many northern cities suffered during the year from labor difficulties, 
In addition, railroad rates to this territory were working somewhat to the 
disadvantage of pine in competition with fir. Though prospects looked 
good for an active fall trade from the farms, the harvest, too, was late. 
Then came the slump in prices of wheat. And early in September there 
was a drop in prices of crude oil, which tended to slow up oil field demand 
also. Early in October there was a drastic reduction in cotton prices, and 
this had an immediate effect on farm buying in the Southwest. On the 
other hand, the largeness of the cotton crop resulted in shutting off much 
small-mill production because of labor shortage. 

Bookings of the large mills began to fall below production in September 
—there was also the usual midsummer lull in late June and July—and so 
continued to the end of the year, files of unfilled orders reaching their 
low point late in November. 

The mills came to the end of the year with total sales about one percent 
in excess of their cut, the unusually active demand during the first half 
of the year offsetting its slowness during the last quarter. 

Demand from the South recovered after the drop in cotton prices, the 
returns from vegetables enabling the rural districts to buy good quanti- 
ties of lumber, while industrial developments also took a lot. Florida 
trade improved a little—while financial difficulties prevent it from living 
up to expectations, retail yards have been buying more for filling out 
assortments. 

Pine appears to be restricting itself to its most profitable sales territory 
in face of severe price competition from Douglas fir, which is making 
inroads into the Southwest by rail, and into Gulf and Atlantic coasts by 
eargo shipments. Pine flooring has apparently been having harder com- 
petition from hardwood, and between the end of January and December 
the price of flat grain 4-inch B&better had declined about twenty-five 
percent. Pine producers are concentrating attention on the improvement 
of merchandising methods. The Southern Pine Association has to its 
eredit many resultful efforts along this line, and producers are also join- 
ing in associational efforts in merchandising special products—longleaf, 
dense longleaf, and shortleaf. 

Prices of dimension, boards and shiplap from large mills have remained 
pretty steady throughout the year, though averaging about a dollar less 
during the last quarter than for the early part of the year, but the small- 
mill ouput of No. 2&better in dimension and boards has been weak. The 
outlook is for early stocking up by the retail yards in southern pine ter- 
ritory, as at most of them the assortments are low and broken, and the 
mills expect that prices will strengthen as spring buying begins. 





Southern Hardwood Production Covered by Sales 


Southern hardwood mills started the year with unsold stocks averaging 
2,887 thousand feet a unit, this being a decline of 470 thousand feet a 
unit from the high point of July 1, 1925. Unsold stocks reached their 
low point for 1926 on April 1, at 2,580 thousand feet a unit, and had 
inereased to 2,797 thousand feet a unit by Dec. 1. Stocks of oak had 
gained from 932 thousand feet Jan. 1 to 967 thousand feet Dec. 1, but 
stocks of gum had declined from 887 thousand feet a unit Jan. 1 to 757 
thousand feet on Dec. 1—oak showing a gain of 35, and gum a loss of 
130 thousand feet per unit during the eleven months. 

Demand has been of very satisfactory volume throughout the year. 
Files of unfilled orders started Jan. 1 at an average of 928 thousand 
feet a unit, but active production and shipping had brought this down 
to 811 thousand feet by May 1, the low point of the year. Business con- 
tinued to come in good volume, however, and there was a steady increase 
in unfilled orders, which reached 980 thousand feet a unit by Nov. 1, the 
year’s high point. 

Production was active from the beginning of the year. It was above 
eighty percent of normal for the first five months, and would probably 
average above ninety percent of normal for the. remainder of the year. 
The weather in producing sections was very favorable most of the time, 
and woods operations had little hindrance except for a couple of weeks 
at the beginning, and for short periods early in April, early in May and 
again toward the end of the year. 

There was voluntary curtailment in May and in July because of unsat- 
isfactory prices as a result of new business falling below the output, for 
the miners’ strike in Great Britain greatly reduced business from there. 
Domestic demand was a little slow during the early part of the year, 
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farket Factors During Year 1926 


pecause of the unusually late sprmg. This affected marketing of auto- 
mobiles, sales of furniture, and building demand for flooring and trim. 
All the three principal buying groups—automobile, furniture and build- 
ing trades—had large requirements. The first group ran on heavy 
schedules for a good part of the year, but toward the end of it had to 
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reduce production to accord with retail car sales. This industry turned 
largly to steel for bodies, but the present trend is decidedly toward wood. 
The furniture industry had one of its very best years, there being great 
expansion in the South particularly, and it took a heavy volume of gum. 
Millwork and oak flooring plants also used a large quantity of southern 
hardwoods. 


Demand during the year practically equaled production, but there were 
temporary maladjustments that affected prices. The trend of the year 
as a whole has been downward. In plain red gum there was a break 
early in March, another marked downward turn early in April, and the 
low point of the year was reached in June. From that on the trend was 
upward until about the middle of November. Sap gum ran about the 
same course, but oak did not show much recovery from the low. 


Heavy floods throughout the South at the year end reduced production 
to about half normal, and it is likely that it will remain at a low level 
for some time, as log stocks are short and woods operations impossible. 
Both furniture and automobile industries are entering the market, and 
prices are advancing. 


Inland Empire Shipments Exceeded the Year’s Production 


Inland Empire mills have reported both orders and shipments above 
production for the year. Output was smaller than last year’s, and ship- 
ments were larger. They began the year with unsold stocks averaging 
23.95 million feet a mill; the low point, 20.49 million feet, was reached 
May 1, and on July 3 the figure was 22.16 million feet, and exactly the 
same again on Nov. 1. Production did not rise above normal until the mid- 
dle of April, and never far exceeded it, dipping below again at the begin- 
ning of September, the evident intention being to avoid cutting beyond the 
current needs of the market. Files of unfilled orders did not show much 
fluctuation during the year, but were heaviest during July and August. 
Quotations showed great stability. In No. 3 Pondosa boards there was a 
temporary drop of $1 in February, but throughout the rest of the year they 
remained steady. Shop prices were firm until the middle of August, but 
then had a sharp drop, from which they have not recovered. The agri- 
cultural depression in the Northwest has kept down Inland Empire vol- 
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ume, but there have been good sales in the territory centering around 
Chicago, and in the eastern States, where competition toward the end of 
the year was rather keen. The mills may very well look forward to a 
better year’s demand from the wheat belt. 
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California Pine Sales Take Large Proportion of Output 


California pine producers sold during the year a larger proportion of 
their cut than they did during the previous year, though this year esti- 
mated total inventories for the producing region rose from 807 million 
feet on Jan. 1 to 975 million feet Dec. 1. Production did not attain large 
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volume until about the first of April, and has been declining since about 
the first of November. City building demand from within the State 
suffered a great deal during the year from labor strikes. Country busi- 
ness has been on a better scale, especially in the southern part of the 
State. Heavy inward shipments of Northwest fir have, however, made 
for stiff competition. From outside the State there has been a good 
demand for millwork and finish stock, and sugar pine has had a good 
measure of success in winning a larger place in the eastern markets, 
There has been good demand from the California packers for box grades. 
California pine men have been making a more intensive study of their 
market, and are evidently turning their attention to the specialty uses 
wherein white and sugar pines will have their highest values. The foun- 
dations have been laid for exploitation work that should reap large 
rewards during the coming year. 





Coast Mills Did Big Volume at Unprofitable Prices 


The West Coast, fir mills reported a production in 1926 of almost one- 
third of a billion feet in excess of that for 1925, while the gain in ship- 
ments was only around one-quarter as much as that in the output, the 
year’s shipments being’ about one percent less than the production. The 
stock-carrying mills, that report on holdings of seven principal items, 
started out the:year with dn:average of 986 million feet on hand, which 
had decreased to an: average.of 919 on May 1, but had mounted to 1,103 
million feet by Dee. 1. 


The mills started out the year: with unfilled orders averaging’ 3,457 
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thousand feet, and files reached their high point of the year at the end of 
March. They filled out again during the midsummer forest fire hazara 
season, but from an average of 4,204 thousand feet July 24, they declineg 
to 2,893 thousand feet by Dec. 25. 
The water movement, according to reports for the first nine months of 
the year, more than held its own. A loss of about two percent in ship- 
ments to California was insignificant in comparison with a gain of thirty. 
three percent in shipments to the Atlantic coast, in the domestic cargo 
market, the total for which gained fourteen and a half percent for the 
nine months. The foreign movement gained forty-four percent, practi. 
eally all markets showing increases. The Oriental market is, however, 
adversely affected by the revolutions in China, which have continued to 
prevent trade from reaching a peace-time basis. Australian trade has 
continued to suffer because of the depression of wheat prices, while labor 
troubles in the United Kingdom have cut down demand from that market, 
but there has been a marked gain in sales to both coasts of South America, 


Middle West and Northwest territories did not produce as much busi- 
ness as they were expected to. City demand was maintained on a high 
level until the beginning of fall. Spring demand from the farms was 
prevented from developing by the lateness of the season, then the decline 
in wheat prices put many farmers out of the lumber market, and rainy 
fall weather that delayed harvesting was a final factor. 

Early in the year, Florida demand created a temporary flurry in the 
fir market. Reports are that a good part of the stock shipped in was 
poor, and, following the deflation in Florida, it congested the North 
Atlantic coast markets when reshipped there. The Southwest, however, 
has undoubtedly been originating an increasing amount of fir orders, 

California suffered somewhat from the extraordinary rush of tourists 
and investors to Florida last winter. The takings of the State have been 
very little below those of the previous year, but the market has tended to 
be oversupplied, and prices to be weak. Congestion there was relieved 
by the tying up during July of a large part of the coastwise lumber- 
carrying fleet, so that prices began to recover. Fruit crop prospects toned 
up country demand considerably during the fall, at a time when other 
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markets were quiet, so that inward shipments increased and California 
js going into the winter with rather heavy stocks. 


The Atlantic coast has developed into one of the largest markets for 
fir, but excess shipments have kept it unattractive for many sellers from 
a, price standpoint, as quotations were depressed early in the year by 
reshipments from Florida, and have not made a full recovery. The influx 
of fir foreed down prices on the minor softwoods originating closer to the 
large eastern markets—New England and Maritime spruce, eastern hem- 
jock, North Carolina pine, Georgia roofers and southern pine from Florida 
_—and competition between species keeps prices of all at a low level. 
A cut in freight rates from $14 to $11 early in May helped fir volume, 
though the buyers were able to secure most of the price benefit. Early in 
August, intercoastal rates began to advance again, largely as a result of 
the withdrawal of bottoms for coal carrying to Great Britain during the 
miners’ strike, and late in the year had reached the former level of $14. 


being in most regions $1 .to $2 above the summer level, and have shut 
down their camps to enforce the advance. Reductions in lumber prices 
therefore became impossible for cargo mills, though the sellers have been 
in a weak statistical position for about five months, during most of which 
time orders were below the output. The mills are therefore curtailing, 
though there has been no general shutdown. During most of January 
there will be few night shifts, and most of the plants will have idle periods 
for overhauling. 


Prices of boards and dimension have not had a very wide range during 
the year, after recovery from the low levels of the first month or so, but 
the trend of flooring has been steadily downward. Throughout the year 
mills able to give prompt shipment of mixed cars have had considerably 
the best of it. 


The mills see hopes of good volume again during 1927, and are devoting 
a great deal of thought to regulation of production and improvement in 





The belief of many Atlantic coast buyers that rates will soften again has 
The mills had poor success in getting 


caused them to defer purchases. 
the buyers to absorb the advances. 


In September the open-market loggers advanced their prices, these now 


for rail territory. 


merchandising, so that the business may be more profitable. 
buyers in practically all markets are low. Restocking should soon begin 
Offshore and intercoastal freight rates are declining, 
and a drop of a few dollars would quickly put life into these markets. 


Stocks of 


Fir Used in New Cascade Tunnel 


SEATTLE, WASH., Jan. 8.—Tensile strength of 
durable Douglas fir is a prime factor in the con- 
struction of the New Cascade tunnel of the 
Great Northern Railway, which when completed 
will be the longest bore in North America. Work 
on this unparalleled engineering project, which 
will pierce the Cascade Mountains from Scenic 
to Berne, Wash., is using more than 4,500,000 
feet of fir timbers, most of them 12x12; and 
they are being employed, not so much because 
they are most easily available but because they 
are claimed to be the best material for the pur- 
pose. Douglas fir, it is contended, will stand the 





Showing use of Douglas fir timbers in main bore at entrance of Mill 


When finished, it was skidded forward by means 
of five 15-ton jacks, placed in exact position, 
and the shaft timbering was prepared with the 
guides to match the guides fitted in the head 
frame. The time required to remove the tem- 
porary structure and place the permanent head 
frame was nine hours. The head frame is 80 
feet high and is substantially built of heavy fir 
timbers. Each of five long braces at the rear 
is a single timber in the form of a truncated 
square pyramid, 84 feet long, and having end 
dimensions of 14x14 and 18x18 inches, while 
vertical members run 12x12 to 16x16 inches. 


Columbia, 25,900 feet; and Hoosac, Massachu- 
setts, 32,175 feet. The world’s longest tunnels 
are in Switzerland, where Simplon I and Simplon 
II have each a length of 65,734 feet, St. Gothard, 
49,212 feet, and Loetschberg, 47,685 feet. 


Proposed Wisconsin Labor Legislation 


MILWAUKEE, WIs., Jan. 11.—Employers in 
Wisconsin are interested in the action taken 
by the general executive board of the Wisconsin 
Federation of Labor which announced that it 
will sponsor several bills in the State legislature 
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Creek shaft, 622 feet under ground 


downward and outward thrust better than any 
other wood; moreover, if it is due to collapse— 
as has not happened in the new tunnel—it will 
give timely warning through snapping and 
cracking, so that workmen in the danger zone 
may retire to a place of safety. Such are the 
outstanding qualities that have earned for 
Douglas fir timbers world-wide recognition. 


In the main tunnel, which is 16 feet wide and 
24 feet high, fir is used for the sides and arches, 
the timbers being cut to length as required. An- 
other use for the long lengths of fir appears in 
the construction of the Mill Creek head frame, 
which is built of one-piece hewed timbers. The 
Railway Review explains that to avoid delay a 
small temporary head frame was built while the 
permanent frame was under construction. This 
was built in two sections, the head frame proper 
being about 15 feet back of its final position. 


The new tunnel will be 7.78 miles long; it will 
lower the summit elevation 506 feet, will shorten 
distance by 7.67 miles, and will cut out 6.04 
miles of snowsheds. Electrification will be ex- 
tended to Wenatchee on the east and to Sky- 
komish on the west, 80 miles, and later 23 miles 
further west to Gold Bar, which is 29 miles east 
of Everett. World records have been made in 
tunnel work; and Dec. 1, one year from the be- 
ginning of construction, the total primary pene- 
tration was 17,257 feet, or 42% percent of the 
total length of the tunnel. 

Longest tunnel in America and fifth longest 
in the world will be the relative status of this 
monumental enterprise in which durable Douglas 
fir is playing a noteworthy part. The New 
Cascade will be 41,142 feet long. The Moffat, 
in Colorado, in which Douglas fir timbers were 
used also, is 32,160 feet; Rogers Pass, British 


New Cascade tunnel. 





Rear view of head frame, made of one-piece 


hewed Douglas fir timbers 


at this session, among which will be a law to set 
up a State fund for workmen’s compensation 
replacing the present law which makes insurance 
compulsory and permits private companies to 
handle it. A system similar to that in Ohio will 
be advocated by the labor organization. 

The federation will also ask that the maximum 
weekly payment for injuries be increased. The 
present maximum weekly salary is now set at 
$28 and payment of 65 percent or $18.20 is al- 
lowed. An increase to $30 which will permit 
the payment of $19.50 will be sought. 

The formation of an unemployment compen- 
sation bureau through which workmen out of 
employment will receive their compensation of 
$1 a day for thirteen weeks will also be asked 
in another bill. 

The federation will also strive to have a law 
passed calling for payment of employees every 
week instead of monthly and bi-monthly. 
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The Present State and Future Development of Lumber Merchandising— 
Some Thoughts From Retailers on Stabilizing Retail Lumber Selling 


The Realm counts itself fortunate, in com- 
piling this short series of articles on the 
future developments and logical needs of 
the retail lumber industry, to be able to 
offer opinions by outstanding retailers who 
say what they think and not what the 
go-getters prescribe. There-is no special 
value in being told to go out and get busi- 
ness, if that is not the right way to build 
for continuing success. Sometimes the way 
to “get business” for future years is to do 
something quite different right now; per- 
haps get some looming obstacle out of the 
way. We begin this article with some quo- 
tations from a letter written by L. P. Lewin, 
president of the A. M. Lewin Lumber Co. 
of Cincinnati, and past president of the Ohio 
association. The Ohio retailers have a gift 
for selecting capable presidents; and those 
who were present at the Ohio conventions 
held while Mr. Lewin was president will re- 
call the realistic way in which he drove 
straight at the problems which in his opinion 
ought to be met and overcome. 


Steady Building Program Desirable 

“I fear,” Mr. Lewin writes, “that my 
thoughts on increasing retail lumber sales 
may not be in line with the popular ideas 
on the subject. I have always felt, and 
still feel, that a steady building program is 
more to be desired from year to year than 
any artificial inflation which may increase 
the demand abnormally but which in the 
long run necessarily causes depression 
through the backward swing of the pendu- 
lum. I am sure that lumber manufacturers 
as a whole would prefer a steady volume 
of business from year to year rather than 
the mercurial changes which so frequently 
take place in the lumber industry. 

“The foregoing answers in part your ques- 
tion as to the stabilization of the lumber 
industry. The law of supply and demand, 
of course, must necessarily govern to a large 
extent; and stabilization, with the present 
restrictions placed upon the lumber industry 
by the government, is almost impossible. 
There is more lum- 
ber being manufac- 
tured today than can 
be consumed. It fact, 
with rare exceptions, 
there has never been 
a time when there 
was a real shortage 
of lumber. If the 
government would 
permit manufactur- 
ers to curtail opera- 
tions in an intelligent 
way, that is by co- 
Speration, it would 
do much to reduce 
speculation. 

“Manufacturers 
should, wherever 
possible, inquire not 
only as to the fin- 
ancial responsibility 
of the dealers who 
are their customers, 


but they should likewise be allowed to ascer- 
tain whether they are notorious price cut- 
ters. If they are, manufacturers should be 
permitted to decline to sell them. The gov- 





HERE is no road to suc- 

cess that has not been 
pointed out time and time 
again, nor is it likely that any 
new and radical departure 
from the methods not em- 
ployed by the most advanced 
dealers will find adoption. But 
a hopeful sign, arguing well 
for the retail lumber dealer, is 
the fact that with each year 
more dealers are falling in line 
and adopting policies recog- 
nized by their leaders and by 
their associations. In the first 
place, dealers should look to 
getting all the business to be 
had in the territory in which 
they operate, expressed in the 
slogan “One Hundred Percent 
Dealer Distribution.” The ad- 
vanced retail lumber dealer 
stands committed to the policy 
of maximum distribution and 
no dealer who looks into the 
future should knowingly mer- 
chandise a commodity in the 
community which is: offered 
for sale in other markets in 
ways detrimental to the retail 
interests.—T. F. Laist. 











ernment, of course, comes in here again and 

it is doubtful if such methods could be ad- 

hered to without violation of the laws. 
“My opinion is that the greatest stabiliza- 
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Main building and women’s dormitory of Antioch College, Yellow Springs, Ohio. This college is 
cooperating with the Ohio Association of Retail Lumber -Dealers to teach lumber selling 


tion of the lumber industry would come 
through a complete revision of the Sherman 
Antitrust Law, which to my mind has out. 
lived its usefulness. Recent decisions of the 
Supreme Court rather tend to prove the 
correctness of that statement. The public 
mind must be changed and the muck-raking 
newspapers silenced. The old idea that com- 
petition is the life of trade is bunk, if by 
that phrase we are to understand that the 
manufacturing and merchandising of lum- 
ber is more profitable when there is heavy 
competition. It may be the life of trade, 
but it is the death of profits. 

“I have spoken about there being too 
much lumber manufactured. By the same 
token there are too many wholesalers and 
retailers selling lumber. Mergers whereby 
duplication of efforts could be eliminated 
would be helpful in stabilizing market con- 
ditions. Here again we are confronted by 
the government. 

“As far as stimulation of trade is con- 
cerned, that is a doubtful remedy for present 
conditions. The ‘Own Your Home’ idea is 
a good one, but the average working man 
apparently would rather go into debt for 
automobiles, victrolas, radios and other lux- 
uries than eliminate them and spend money 
for a home instead. How his ideas can be 
changed on this subject is beyond me. 
Probably the manufacturers and retailers 
could solve the problem by taking a course 
in psychology. 

“The foregoing seems to me to be destruc- 
tive criticism rather than constructive. I 
believe, however, as stated above, that the 
repeal of the antitrust law and in its place 
a more sane document that will give indus- 
try a chance to regulate itself to a reason- 
able extent without governmental restric- 
tions will do more to place this country on 
a stabilized basis than any other one thing.” 

C. A. Wood, president of the Kirby-Wood 
Lumber Co., Muncie, Ind., president of the 
Indiana association in 1926, makes a pointed 
comment upon inter-dealer relationship: 

“To my mind the most important develop- 
ment in our business 
is the closer acquaint- 
ance one with the 
other. Our main 
trouble is that we do 
not trust one another. 
To my mind this is of 
much more import- 
ance than the rela- 
tion to our custom- 
ers. That is in most 
cases taken care of, 
but we do not have 
the.confidence in our 
fellow dealers that 
we should. We find, 
here, that the erec- 
tion of model or ex- 
hibition homes is the 
greatest stimulant to 
Fteew. +See good home building. 
We are just now en- 
gaged in erecting one 
sponsored by our 
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largest daily morning newspaper. 
“Concerning financing, we have left that 
to the building and loan associations and 
second mortgage companies, simply acting 
in an advisory way to our customers. Mail- 
order competition bothers us very little. 
The AMERICAN LUMBERMAN has received 
copies of the ads we use to combat that. We 
simply reproduce one of their ads exactly 
as they print it and then under that our 
own proposition and send a copy to them. 
It works. To my mind the most beneficial 





the job and back to the college. But when 
he has been graduated, in five or six years, 
he is or should be educated in the traditions 
of the liberal arts and also experienced and 
valuable in his chosen line of practical work. 

A year or two ago the college, with the 
codperation of the Ohio association, started 
a department of research in retail lumber 
merchandising. T. F. Laist was made direc- 
tor. We are told that the department is 
getting under way and is proving the idea 
to be sound and workable. We asked Mr. 
Laist. to tell us what 
he thinks lies in the 
future as the best 
lines along which re- 
tailing must advance, 
and herewith we print 
his reply: 

“Every dealer is in 
business to make a liv- 
ing and get a fair re- 
turn on his capital 
invested. This goes 
without saying, but 
there are some dealers 
who have a peculiar 
way of going about it 
and overlook the most 
obvious way of gain- 
ing their objective. 








The surest way to win new business is to finance those who earnestly 


desire to own homes 


suggestion made at New Orleans was the 
central warehouse idea for specialties. In 
our city of 40,000, with six yards, the in-_ 
vestment can be cut $50,000 and still give 
better service and more profit. A big thing 
connected with it is the bringing of the deal- 
ers together in a codperative effort. This 
will result, or should, in a confidence in each 
other that will mean much.” 


Lumber Delivery Studied 


Antioch College, located at Yellow 
Springs, Ohio, has attracted much attention 
to itself these last few years by reason of 
reviving and modernizing an old educational 
ideal; that of mingling so-called cultural 
studies with practical experience in com- 
merce and manufacture. Centuries of ex- 
perience have indicated that the liberal arts 
have a very real but not an easily defined 
expansive influence upon those who pursue 
them; but the criticism has been made and 
with some justice that when young people 
have completed their liberal arts college 
work and are confronted with the hard 
fact of getting a job they have to cross an 
unbridged gap. They don’t know the pre- 
liminary and practical facts which will 
make them immediately useful to em- 
ployers or that will enable them to go 
into business for themselves. So Antioch 
combines liberal arts with practical ex- 
perience. A boy selects the line of work 
he thinks he wants to follow. The college 
finds him employment at some job at 
the bottom of the ladder; frequently in 
some distant city. Two boys, in fact, hold 
the same job; and while one is pursuing his 
work at the college, the other is working at 
the job. At the end of every five-week 
period, they change places. In this way the 
employer has a hand all the time; and the 
college tries with notable success to har- 
monize theoretical work with this practical 
experience. It ismt,a matter of earning 
one’s way through college, for seldom does 
a boy earn more than enough in his half- 
time job to support himself during his prac- 
tical working periods and to pay his fare to 


There is no road to 
success which has not 
been pointed out time 
ut and time again, nor is 
it likely that any new and radical depar- 
tures from the methods now employed by 
the most advanced dealers will find adoption. 
But a hopeful sign, auguring well for the 
retail lumber dealer is the fact that with 
each year more dealers are falling in line 
and adopting policies recognized by their 
leaders and by their associations. 

“In the first place dealers should look to 
getting all the business to be had in the 
territory in which they operate, expressed 
in the slogan ‘One Hundred Percent Dealer 
Distribution.’ 

“The advanced retail lumber dealer 
stands committed to the policy of maximum 
distribution and no 


the period of systematic saving from the 
time of home ownership. 

“Hand in hand with financing will go plan 
service and the complete building service 
room. Plan and special architectural serv- 
ice is an activity which calls for group 
action and which may be operated success- 
fully and at minimum cost. A mutual plan 
service department in which the profits are 
expended for the benefits of the dealer was 
inaugurated last year by the Ohio Associa- 
tion of Retail Lumber Dealers and is now 
accepted as one of its regular functions. 

“Lastly the dealer should look to his led- 
ger. Better no sales than one without 
profit. The most effective deterrent to sell- 
ing at just any price is accurate cost ac- 
counting; and in this, too, the associations 
have pointed the way. 

“One more thought is the importance of 
selling treated lumber to meet the objection 
against untreated lumber in positions where 
decay is indicated. The American Wood 
Preservers’ Association has recognized the 
value of this potential market and appointed 
a committee to recommend a standard speci- 
fication for treating. Yard lumber and 
means for distribution from centrally lo- 
cated warehouses operated by the wood pre- 
servers and sold by the retail lumber trade 
will relieve the retail dealer of the burden 
of carrying the increased stock. It is recog- 
nized that without a standard specification 
and inspection service the unfair price com- 
petition of inferior treated material could 
not be avoided.” 


Maximum Dealer Distribution 


D. J. Fair, of the D. J. Fair Lumber Com- 
pany, with head offices at Sterling, Kans., 
in a brief letter, advocates maximum dealer 
distribution and also, as a necessary corol- 
lary, a sound and workable system of trade 
ethics: 

“T feel,” he writes, “that the most impor- 
tant thing the lumber industry should con- 
sider is the passing of suitable resolutions, 
copies of which should be forwarded to the 
interested parties, endorsing 100 percent 
dealer distribution and putting it squarely 





dealer who looks into 
the future should 
knowingly merchan- 
dise a commodity in 
the community which 
is offered for sale in 
other markets in ways 
detrimental to the re- 
tail interests. 
“However, the deal- 
er who stops at that 
point finds his busi- 
ness getting away 
from him because of 
the most intense com- 
petition from other 
lines and not from 
those in his own busi- 
ness. The surest way 
of winning new pros- 
pects is by financing 
those earnestly want- 
ing homes who have insufficient initial capi- 
tal to finance through the usual channels on 
first mortgages. Many perfectly sound 
ways have been suggested for financing, 
such as second mortgages by dealers, and in 
fact are successfully employed by mutual 
companies that have been operating without 
any losses. It does not follow because a man 
has not been able to accumulate a large 
amount of cash that he will not meet his 
obligations. In fact many a family dates 








Hand in hand with home ‘financing will go consulting, plan and archi- 
tectural service 


‘ 


up to the dealer in building materials that 
he ean’t expect 100 percent dealer distri- 
bution unless he, the dealer, makes an earn+ 
est effort to sell all of the items used’ in 
construction work on every possible job that 
comes up in his commynity. 

“The big need in the retail building ma- 
terial lines today is:the need of a high 
standard of trade ethics among dealers; and 
unless we develop that feature to a high 
point of efficiency it is a sure thing that no 
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slogan that our associations may adopt will 
be of any material value. 

“A large part of the disturbance we see 
among dealers is developed by the dealers 
themselves and not by the manufacturers, 
and it can be charged largely to a lack of 
proper understanding of trade ethics.” 

This, we think, concludes our symposium, 
unless some belated correspondents send us 
material later on. We shall make no at- 
tempt to sum up or to harmonize all these 
opinions into a system of reform. In fact, 
one of the interesting and important factors 
in this collection of opinion is that it covers 


such a wide field. The inner harmony of 
these opinions lies in the desire we all have 
to make our business more efficient and more 
useful both to the industry and to the pub- 
lic. This involves our own profit; but as 
numbers of these letters have pointed out, 
no clever method of forcing immediate sales 
is of real benefit unless it is something that 
can be continued with profit year after 
year. Big sales this year, won at the cost 
of disorganizing the trade of future years, 
are too costly. It is interesting and heart- 
ening to notice how many of these successful 
retailers are taking the long and statesman- 





like view of business; how many are strug- 
gling to fit yard practice and the inter-rela- 
tion of manufacturers, retailers, contractors, 
architects, financiers and the rest so as to 
produce a great and a thoroughly efficient 
mechanism that will be fair to every one, 
including the customer, and that will make 
possible the ownership of homes on an 
economical basis. So long as this desire 
is present and is presented so forcefully 
by the leaders of the industry we may be- 
lieve that the retailing of lumber has health, 
and that the ethical standards for which Mr. 
Fair asks are being realized. 


Great Increase in Farm Building Results 
From “Better Poultry” Campaign 


There is no better way to increase the volume 
of building on the farms than by showing the 
farmers how they can make money by concen- 
trating their efforts along lines that are specially 
profitable. ‘This of course means providing 
themselves with the buildings necessary to carry 
on such operations. ; 

No more striking testimony as to the real, 
tangible results in the way of increased build- 
ing, and therefore increased sale of lumber, that 
follow well directed educational effort along the 
line indicated could be found than the state- 
ments of lumbermen and other merchants, bank- 
ers etc., with regard to the increased amount of 
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A colony house built by Paris Morris, Imperial, Neb., since the visit of 
the poultry special 


farm building directly resulting from the cam- 
paign in the interest of increased poultry pro- 
duction conducted last spring in Nebraska and 
Kansas by the agricultural department of the 
Chicago, Burlington & Quincy Railroad, in co- 
operation with the Nebraska State College of 
Agriculture, the most spectacular feature of 
which was the visiting of about one hundred 
towns in the two States by a special poultry 
demonstration train equipped with educational 
exhibits, which were visited and studied by a 
total of 205,000 farmers and other interested 
persons. 

This remarkable campaign was fully described 
in the AMERICAN LUMBERMAN of Sept. 18, 1926, 
so it is not necessary to go into details here, 
further than to say that any person interested 
in promoting a similar campaign will find com- 
plete information, together with numerous illus- 
trations, in the issue referred to. 

Interest in the movement, and what it accom- 
plished, is revived at this time because of the 
very comprehensive and effective follow-up 
work that recently has been, and is now being, 
earried on under the auspices of the railroad. 
This follow-up work is in the form of a series 
of demonstrations, held in the communities vis- 
ited by the train last year. During July and 
August there was held a series of culling demon- 
strations, in October the demonstrations fea- 
tured the housing and care of poultry, while 
last month and during the present month the 
standardization of marketing holds the stage. 
During the coming March follow-up meetings 
will be held for the organization of boys’ and 
girls’ poultry clubs. 


It is of interest to note that in the forty-two 
culling demonstrations that have been held, a 
total of 4,729 hens were graded by the poultry 
specialists, and 1,506, or 31 percent, were culled 
out of the flocks. The 4,729 hens were laying 
9,593 eggs a week before the culling took place, 
and the 3,223 hens which remained after culling 
produced 8,545 eggs a week. Or, to put it an- 
other way, before culling, the production per hen 
per week was 2.02 eggs, while after culling it 
was 2.65 eggs. In other words, culling 31 per- 
cent of the poorest hens from the flock resulted 
in a 30 percent increase in egg production per 
hen, which shows the possibility of increasing 
profits through the elim- 
'| ination of poor laying 
| stock. 

It is estimated that 
the poultry production 
of Nebraska has been 
increased 50 percent as 
a result of the Better 
Poultry Campaign. 
What this means to 
business in all lines, and 
particularly the lumber 
business, may easily be 
seen. The construction 
not only of poultry 
houses on the farm but 
of other buildings re- 
lated to the poultry- 
industry of the State, has taken a boom. A 
large Omaha cold storage concern and one of 
the packing companies have each established 
several poultry receiving branches throughout 
the State, which has involved considerable build- 
ing. Another ‘‘straw’’ is the fact that last fall 
Fred S. Knapp, president of the Omaha Box Co., 
after making a survey of the State purchased 
$50,000 worth of lumber, much of which was in- 
tended for making chicken crates. Mr. Knapp 
said that he was swamped with orders for 
chicken crates for the principal shipping points 
in that territory. 

Under date of Dec. 22, 1926, E. E. Hall, sec- 
retary Nebraska Lumber Dealers’ Association, 
writes: ‘‘The visible results of this campaign 
are excellent, many dealers reporting a distinct 
addition to their trade along the lines of poul- 
try houses and equipment, with every indication 
of a steady increase.’’ , 

In order to secure further first-hand informa- 
tion as to the actual increase in poultry and egg 
production, increased building of poultry houses 
and other equipment, and other tangible results 
directly traceable to the campaign, J. B. Lam- 
son, agricultural agent of the Chicago, Burling- 
ton & Quincy Railroad, last month sent out a 
questionnaire to lumbermen and other retail mer- 
chants, bankers ete. in the territory covered. 
Of especial interest to readers of the AMERICAN 
LUMBERMAN are the replies relating to the large 
number of poultry houses that have been built 
as a direct result of the campaign. Excerpts 
from some of these replies are briefly quoted as 
follows: 

LIncotn, Nes.—As an operator of eleven yards 


I recognize a considerable increase of interest in 
poultry among the people, and this of ‘course has 
produced new business for us.—J. H. Yost, presi- 
dent J. H. Yost Lumber Co. 


LINCOLN, NeB.—There is no question but what 
the poultry special created more business for the 
lumber dealer, even at points where it did not stop, 
as well as towns situated on other lines. I know 
that material for various types of poultry houses 





Hens Will Do the Rest 


A Nebraska lumber retailer sent out 
on a mailing card the following poem, 
which invited the prospective customer 
to come into his office and look over plans 
for profit-producing poultry houses: 

Tell me not in mournful numbers 

That the price of boards is up; 
That you can’t afford a hen house 
Or a bed-room for your pup. 

In comparing coin with THINGS; 

Cost should be compared by angles, 

Never in concentric rings. 

Costs of eggs today remind us 

That we pay four times the yen; 
Last year twenty cents they cost us, 

Now we pay three score and ten; 
Yet a house to hold those chickens 

And a place for them to lay, 
Only costs a trifle over 

What it cost you yesterday. 
Let us then be up and building 

Hen house, roost and laying nest 
And the “cost” can be forgotten 

For the hens will do the rest. 











helped out our fall sales tremendously.—N. A. 
ALLEN, secretary and general manager, Cornbelt 
Lumber Co. 


Cowes, Nges.—From almost every town in which 
the train stopped came assurances from lumber 
dealers that the interest aroused resulted in much 
new business in the way of sales of lumber, sash 
and glass cloth.—F. A. Goon. 


RAVENNA, NeB.—We have had more sales of mate- 
rial used directly for the housing and taking care 
of poultry than we had last year. Our competitor 
also has been helped, and taking the gain as a 
whole, it is rather a large success.—D. L. Dunn, 
Dierks Lumber & Coal Co. 


Norton, Kan.—Since the poultry special was 
here last spring, two lumber yards report that they 
have sold more lumber for poultry houses and fur- 
nished more plans to farmefs than in the five years 
previous.—Kgnney L. Forp. 


Cuiay Crenter, Nes.—There have been about fifty 
new brooder houses, and nearly as many poultry 
houses, built in Clay County since the poultry spe 
= went through.—D. Z. HoL_coms, M. M. Johnson 

‘0. 


‘Szwarp, Nes.—There has been an increase in 
the building of both brooder houses and laying 
houses.—EarLe SMILEY. 


FRIEND, Nes.—Quite a few new and modern 
chicken houses have gone up, and a considerable 
amount of new equipment has been added in the 
last year. The flocks have increased forty to fifty 
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ercent, and we in the banks handle a great many 
more poultry and egg checks than we did this time 
jast year.—P. J. MULLIN, president Friend State 
Bank. 

Pawner City, Nes.—One of our lumbermen said 
that he sold. more poultry buildings of all kinds the 


first two months after the poultry special than he 
nad sold in the last two years, Feeding equipment 
received a big boost: better and more self-feeders. 


—F. C. CALHOUN. 


KEARNEY, Nes.—Fifteen brooder houses would 
be a conservative estimate of the number built or 
worked over directly as a result of this campaign, 
and also probably five laying houses built or re- 
modeled as a result of the information put out.— 
J. L. WoorELL, county extension agent. 


ASHLAND, Nes.—Am glad to report an increase 
in better stock, and many new poultry houses.— 
H. MATISON. 


SipngY, Nes.—During the fall and winter there 
have been several new colony poultry houses built, 
and during the summer at least two brooder houses. 











Cutting up material for making a dry mash 








modern poultry houses, and several “just chicken 
houses.”—J. H. Foster, president Farmers’ State 
Bank. 


Bivue Hitt, Nes.—There is increased interest in 
poultry raising, and while only a few poultry 
houses have been built, those show marked improve- 
ments over the old way.—L. C. PrISIGER. 


Superior, Nep.—There have been eight or ten 
poultry houses built, and considerably more inter- 
est is manifested in poultry and egg production 
since this special train. The loss of all our crops 
in this territory had a tendency to cause the farm- 
ers to look to the cow and hen for financial relief. 
—W. F. GINGRICK. 


FARNAM, NEB —Our lumber dealer tells me that 
they have sold a number of portable poultry houses. 
I can see for myself that the poultry industry has 
been wonderfully stimulated.—A. LaBounty, hard- 
ware dealer. 


OAKLAND, NEB.—Two local lumber companies re- 
port having sold lumber for about ten brooder 
houses each.—C. G. CARLTON, editor Oakland In- 


feeder, preparatory to the poultry feeding and 
housing demonstration meeting held at Imperial, 
Neb. The brooder house seen in the picture was 
built by Paris Morris, of Imperial, since the 


Also I have had a number of inquiries as to how 
to build more sanitary roosts.—Lrroy D. SKILLER, 
county extension agent, 


dependent. 


SHICKLEY, Nres.—While we had a crop failure 
here this year, there was one chicken house built, 


wee 





McCook, Nes.—Our county agent states that he 


poultry special train visited his town 


40 by 90 feet, and seven brooder, houses—these all 





knows of at least four poultry houses of the 
Nebraska type built last year, and a good many of 
prooder houses.—W. G. SPRINGER, cashier First Na- 
tional Bank. 


FAIRMONT, NEB.—We notice a number of new 
chicken houses, and that old ones are being re- 
modeled to make better quarters. The people seem 
at last to realize that extra care means more profits. 
—Lgroy STINES, cashier Bank of Fairmont. 


Wanoo, Nes.—There has been quite an increase 
in poultry houses, feeders and minor equipment dur- 
ing the last eight months.—R. N. Houser, county 
extension agent. 

CoLUMBUS, NEB.—I take pleasure in stating that 
since the poultry special visited this community 
three new brooder houses have been built, one 20- 
foot addition has been made to a poultry house, 


one farm garage has been turned into a colony 
house, and two separate 
farm have been connected so as to furnish addi- 
All this took place north 
of Columbus; I have no knowledge of what took CLINE. 
place south of town.—GerorGE P. WOLF. 

Avrora, Nzs.—There have been a number of ; . ‘ 
poultry houses built during the last year, and one done in Wyoming County, New York. The farm 
hatchery has been started. : 
try train was a great benefit to the community. of farm land idle. The total land area of the 
J. P. Ross, county extension agent. 


tional space for poultry. 


HERNDON, Kan.—There were many more chicken 
houses built this year than in former years.—J. R. 
KIRCHNER, hardware dealer. 


DaLton, Nes.—I am able to recall from memory 
the construction of at least five modern, or partly 


by one man. Besides, I know of six chicken houses 
and quite a few brooder houses built by others.— 


B. 8S. THOMAS. 
poultry houses on one 


PLAINVIEW, Nes.—At least thirty new chicken 
houses built, besides brooders, feeders etc.—M. L. 


(e@ag@aaaantaanaasaae 


REFORESTATION OF IDLE FARM LAND is being 


We feel that the poul- bureau reports that the county has 50,000 acres 
county is 384,640 acres. Farmers who own the 
idle lands considered ways and means of making 
it produce something besides taxes. During 
1926, nineteen farmers and other land owners 
set out 89,000 trees, and further steps toward 
reforestation are to be taken in 1927. 





Builds Bird Houses of Many Types 


Expora, Iowa, Jan. 11.—Just for the joy of working, just for the joy 
of creating, C. E. Greef, of Eldora, well known lumberman of the Middle 
West, devotes much of his spare time to the unique hobby of building bird 
houses. An enthusiastic golfer, he built his first two bird houses to attract 
and keep the blue birds on the beautiful Eldora Country Club grounds. 
These two houses were occupied at once by blue bird families, and were 
a source of great interest to club members and their children. 

To please two little favorites, he built houses which were replicas of 
modern Eldora residences, and they, too, were received with enthusiasm. 
Bird houses for Friend Wife’s luncheon favors—how do you like the 
idea? A lot of work? Mr. Greef doesn’t mind that. He likes work and 
more of it, and so the third order was executed. Soon came Christmas time. 
Plenty of shut-ins and little children to be made happy, and the accom- 
panying picture shows the ‘‘ Christmas trade’’ supply ready to go out. 

















Some of the many types and models of bird houses which C. E. Greef, 

retired lumberman of Eldora, Iowa, designs and builds in pursuance of 

his favorite pastime. The big house in lower center is a 40-room martin 
‘*apartment building’’ 


Mr. Greef finds that variety adds to the inter- 
est of his work, so he delights in new models 
and scorns to repeat himself. He says he finds 
it easier to imitate than to originate, but is not 
averse to ‘‘improving’’ on well known house 
plans. 

Future plans of Mr. Greef include providing 
houses and shelters for a bird refuge on the 
lovely little island in Pine Creek Lake, situated 
in the Pine Creek State Park adjacent to El- 
dora. This beautifully wooded island is a nat- 
ural resort for birds and if the supplying of 
comfortable and picturesque houses will attract 
them, the thousands of visitors to the lake will 
have an added enjoyment. The first house 
destined for this purpose is the big forty-room 
martin house seen at bottom center of to Fg ~~ : 
panying photograph. This is built in sections Whose Hobby is 
so as to be cleaned and placed in position easily. 








Building Bird Houses 


Mr. Greef has drawn designs of the house where he was born, and of 
the old store building where he grew up under the counter, on the banks 
of the old Des Moines River, and these when built and in place will un- 
doubtedly interest the bird loving public. Feeding stations and bird 
baths of cement are also interesting variations of Mr. Greef’s hobby. 

The accompanying picture and descriptions give a more detailed idea 
of the houses themselves. All are built of good quality of white pine, 
while the roofs are either 90-pound slate Mule-Hide or 40-pound plain 
roofing. Mr. Greef paints the material in rainbow tints so that the gay 
little roofs add much to the attractiveness of these special models. 

This display seen in the picture shows only about half of what he has 
made, and no two are alike. He hopes to increase this number to one 
hundred, providing he has friends enough to give them to. 

Mr. Greef’s workshop is a fine, airy room in his garage, with a well 
equipped carpenter’s bench and tools, and a strong north light. He fires 
up the old stove that he used in his lumber yard forty years ago, and 
hammers and saws away to his heart’s content. He says that he would 
not trade places with any lumberman, retired or in business, especially 
if he has gout or dyspepsia! He has never been idle since he was thirteen 
years old, and has no desire to quit now. 

Mr. Greef recommends an interest similar to his to all men not active 
in business who find time hanging heavily on their hands and are disposed 
to find fault with life and the world in general. Try it, says he, and see 
how many you can make happy easily and cheaply, while at the same time 
getting a lot of pleasure and satisfaction out of the proposition yourself. 
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News and Business Ideas for Retailers 


Lectures Arouse Interest in Homes 


An excellent method of promoting home 
building by arousing interest in the subject and 
imparting comprehensive information to pros- 
pective home builders is to prevail upon some 
local organization to conduct during the winter 
months a lecture course on homes. 

The lumber retailer would not be likely to 
encounter any difficulty in persuading the Cham- 
ber of Commerce, Civic Club or whatever the 
business or civic organizations in his town are 
called, to arrange such a series not only as a 
matter of public service but also of codperation 
with the merchants—all of whom, and not only 
the lumberman, are gainers through every new 
home built in their community. 

The program for these lectures should cover 
every major phase of home building. This is 
no drawback, for all well-equipped retail lum- 
ber offices have a plentitude of information of 
just this sort in their files and notably in the 
pages of their trade journals. Short lectures, 
and to the point, sustain enthusiasm far more 
than long rambling ones that tire the hearers. 
Speakers are easily recruited among the town’s 
leading real estate men, building loan men, 
bankers, architects, contractors and so on—not 
forgetting the lumbermen themselves. 

Lectures of this kind are pretty sure to ‘‘ go 
over big’’ in small towns as well as in the big- 
gest metropolis, and are pretty sure to produce 
results. 

As an illustration, such a series of lectures are 


this month being held in Chicago, at the Fuller- 
ton Hall of the Art Institute, under the auspices 
of the Small Homes Service Bureau, and have 
so far been an eminent success from the view- 
point of attendance and interest displayed. The 
lectures are held each Monday afternoon at 2:30 
o’elock and oceupy one hour, during which 
two speakers generally appear. The program 
of the Chicago course follows as a pointer to en- 
terprising dealers who might recognize the op- 
portunity offered through arranging similar 
events in their home towns: 

Jan. 3: ‘The Small Home and its Setting.’’ 

Jan. 10: ‘‘Planning and Designing of the 
Small Home.’’ 

Jan. 17: ‘‘ Financing the Small Home,’’ and 
‘*Garden Shrub Planting.’’ 

Jan. 24: ‘‘The Function of the Architects’ 
Small House Service Bureau,’’ and ‘‘ Secondary 
Financing of the Small Home.’’ 

Jan. 31: ‘*The Architecture of Small 
Homes,’’ and.‘‘ Creating Interiors for the Small 
Home.’’ 


Retailer Sticks Close to Wood 


PATCHOGUE, N. Y., Jan. 11.—Arthur Lewis, 
who was recently elected, for the twentieth time, 
clerk of the Patchogue lodge of the Modern 
Woodmen of America, is a lumberman by day, 
having been in the lumber business for ‘‘ umpty- 
ump’’ years—and a Woodman by night for the 
last twenty years. That’s sticking pretty close 
to wood, on a twenty-four hour schedule. 





This Week’s 
An Aid to Systematic Planning 


The note here reproduced shows the practical use which an en- 
terprising Illinois retailer is making of the schedule of month-to- 
month sales activities for the lumber dealer compiled by the 


Timely Tip 
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AMERICAN LUMBERMAN and printed on front cover and page 48 
of the Dec. 18, 1926, issue of this paper. 

If you missed that feature, better look it up and make similar use 
of it. Reprints of the complete schedule will be sent upon appli- 
cation to any readers who do not have the original copy. 


Watch for Next Week’s “Tip” 








Creating More Farm Business 


This is a fact-story of how, notwithstanding 
crops the last two years have not been up to 
standard, the A. M. Sanborn Lumber Co., Wake- 
field, Kan., has been able to create a nice lot 
of farm business. 

‘*The method I use with a great deal of sue- 
cess,’’ said J. E. Kerby, local manager, to the 
AMERICAN LUMBERMAN, ‘‘is simply to go out 
among the farmers, and casually drop in and 
pass the time of day with them, being careful] 
not to introduce any selling talk into the con- 
versation at that time. The farmer will almost 








Brooder house built by the A. M. Sanborn Lum- 

ber Co., Wakefield, Kan., which concern creates 

a good deal of farm business by building poultry 

houses, hog feeders etc., ready for delivery to 
farmer buyers 


always bring up something that will pave the 
way for making a sale of one kind or another. 
For instance, he may say something like this: 
‘Kerby, how much would it cost me to build a 
brooder house?’ thus himself creating the open- 
ing you have been waiting for.’’ 

Mr. Kerby proceeded to tell in detail just how 
he goes about it, as he expressed it, ‘‘to get the 
other fellow to want that which we have to sell,’’ 
which is the essence of good merchandising. 
‘*We have created business in a small way,’’ 
said he, ‘‘by building brooder houses, chicken 
and hog feeders and supplying other similar 
farm needs, and having these buildings and 
equipment displayed around our yard where the 
farmer will be bound to see them when he comes 
in. He will always show interest in such things, 
and in this way often lead the way to a sale, if 
not of the completed structure or article itself, 
of the materials from which he can make it. This 
plan of actually making the articles puts us in 
a class with the automobile sellers, in that we 
also are able to show a finished product.’’ 

Last fall a fair was held at Wakefield, and 
recognizing this as an opportunity to get some 
good advertising, Mr. Kerby built a brooder 
house of Celotex, and placed it on exhibition. 
One of the Sanborn men was on hand to explain 
the various uses to which this material may be 
put, hand out literature ete. As a result many 
inquiries were received as to the ¢ost of the ma- 
terial in such a house, and also about many 
other things. On the last day of the fair the 
brooder house was sold to the highest bidder, 
bringing almost as much as it was worth on the 
regular retail basis. 

Another Kansas dealer informs us that far 
some time he has been having a very nice busi- 
ness in poultry houses, barns, cattle sheds etc. 
‘*While we do not make any special effort to 
talk this up,’’ says J. W. Coons, of the Codper- 
ative Lumber Co., Canton, Kan., ‘‘at the same 
time we do not hestitate to tell prospects how 
much money others are making from their chick- 
ens and cows, and I believe that it helps.’’ 


Office Woodwork Is Own Product 


NorRISTOWN, Pa., Jan. 10.—No doubt many 
readers of the AMERICAN LUMBERMAN who ad- 
mired the handsome office layout of the Grater- 
Bodey Co. shown on page 47 of the Jan. 8 issue 
will be interested to know that the counters and 
woodwork shown in the view of the general office, 
and in fact all the woodwork not painted white, 
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is of chestnut, and made in the company’s own 
mill. In finishing, it was first given a coat of 
ammonia, then sanded, given a coat of zine white, 
which was rubbed off, and then the usual coats 
of shellac and varnish were applied. 

In another of the pictures appearing last week 
there is seen, just at the foot of the stairs, part 
of a rack for keeping literature. ‘‘ We find this 


In the Realm of Building 


Model Home to Feature Exposition 
INDIANAPOLIS, IND., Jan. 10.—The Indianapo- 


be, or in the vicinity thereof, against the will 
of the person. 








ng very helpful,’’ said Manager J . W. Roberts, : ‘a8 lis Home Builders’ Association will build the The law also defines congregating about places 
to it enables us to keep on display at all times <<centerpiece’’ home for the 1927 Home Com- Ff business as illegal. This is aimed at the prac- 
ke- and various other kinds of literature - ; tice of interfering with the business of a firm 
pamphlets lete Exposition to be held at the State Fair : . acing agi 
lot describing the various specialty products which , a P Sidi ah k of April 2 against which a strike is aimed. The penalty 
-e are handling. Plan books, too, are available rounds in indianapolis the week Of April @. for violation of the law is small, but the action 
we are £ ? ’ by J. F k Cant 
1e- n required, but of course we do not hand The announcement was made y J. frank Vant- — of the voters at the referendum placed the stam 
whe q ’ . ° P A A P 
he these out so liberallv as we do the sales litera- Well, director of the exposition. The house, of public approval so firmly upon this piece of 
ut ture kept in this rack.’ which will be of French cottage design, willem- legislation that labor leaders have recognized 
nd As stated in the descriptive article appearing body the latest in construction. its importance, with the result that violations 
ful last week, the company "8 principal business is Each year it is planned to have a center dis- have been negligible. 
nei special a b yve poe ape a play, consisting of a complete home, and this omuanbeneas 
of it coming from liadeiphia and vicinity. ear’s home is expected to surpass previous 1 3° ° 
The plant is located about twenty miles from arena efforts. ne. gcc of the os Bete is Wood Leads All Building Materials 
a ag sage and — — makes all de- eld to a point within reach of the average MILWAUKEE, WIs., Jan. 12.—Lumber was the 
SES SF 8 Se ee sneludi house builder. Each exposition has brought to Principal class of construction building material 
A wide variety of woods is used, including ‘ . ‘ he § used in Milwaukee during 1926, according to 
: é the home builders of Indianapolis and the State . Bay 
um, birch, walnut, mahogany, poplar, plain : : City Building I tor W. D. H h 
ee quartered red and white oak, cypress, white 4 different type of architecture. © = 4 outs tient epson 1 hem “te 
al arte wh , 8, : i . annual report shows that more money was spen 
pine and the usual building lumber. Richard E. Bishop has been selected as archi-  ¢oy jymber than for any other class. Lumber 
wassseneues: pegs ray Bay = —— Ba Loomer leads the four classes of construction material— 
. ” . , ‘ lumber, concrete, masonry and steel—the total 
Will Hold Annual “Get-Together in home construction, materials, landscaping and =f, Sensber being $16 PA 954: penne $10,- 
New York, Jan. 12.—Members of the Dykes equipment will be embodied in the house and its 479,342; concrete, $6,765,631 ; ond steel, $1,225,- 
Lumber Co.’s organization will hold their an- surroundings. 961. 
nual ‘‘ get-together’’ meeting at the main office, I a ie The fact that more dwellings and duplex flats 
137 West 24th Street, on Jan. 29, and that night City Free From Union Vandalism were erected than any other type of buildin 
a dinner and dance will be given for employees, ty . , and that most of ‘hes wens built of wood, is the 
- their wives and sweethearts, at one of the big Oman, NzB., Jan. 12.—A city entirely free > acon for lumber being in the lead. 
t Broadway hotels. Members of the organization from any instance of union labor vandalism in Permits were issued during the year for 1,367 
€8 : : _ the last five years, is the record claimed by - 4 ’ 
will be called to order by Mr. Dykes in the after : A A. dwellings of wood construction at a total cost 
ry ‘tions at th ’ 1 Omaha. The establishment in 1902 of an asso- : 
to noon and conditions at the company’s severa ‘atio F candies alike ans eaten of of $10,272,020, and for five dwellings to be 
retail yards will be discussed for the benefit of lation 0% employers wi : purpose | constructed of masonry at a cost of $65,000. In 
all. ‘We are coming together to celebrate an- keeping open shop conditions in the industries, 11. guplex flat class eit eam ae ean 
the other successful year,’’ said Mr. Dykes. sey be Reote "he ee strong oy ‘end eveeiuben, with a total cost of $4,156,750 
xy the State legislature, are the two factors - . 
er. euuuueuasnene 5 ‘ : There were 2,248 permits for wooden garages 
: which have made this record possible. . ’ 
is: Vv Dealer Tells of Early D ‘ . but the total value was only $772,141. 
la eteran Dealer o y Mays Early in 1921 the employers drafted the anti- praen rta 8 
en- Des Mornzs, Iowa, Jan. 10.—‘‘Fifty-four picketing law and secured its passage in the 
years in the lumber business’’ is the keynote of State legislature. The following year angenees A Record Year in Building 
ow the New Year’s advertisement of the Jewett labor procured its submission to voters at a ref- ais 2 
the Lumber Co., of this city, which appeared in  erendum election and the law was approved by The ee volume was the highest 
,”? large display space in the Jan. 1 issue of the a majority of more than 45,000. counine mati tthe Fr. hp sae, Me Baa 
ng. local daily newspapers. Over his signature The terms of the law are specific. It is unlaw- tion, Building and engineering poe, der ‘eons 
" George A. Jewett, president of the company, in- ful for any person or persons to interfere in jet during the year 1926 to the amount of 
cen dulges in some interesting reminiscences in the any way with any other person in the exercise  $6,349,914,700 in the 37 States east of the Rocky 
Jar advertisement, reminding readers that sixty-two of his lawful right to work; to in any way annoy Mountains, which was an increase of 6 percent 
ind years ago, as a boy of eighteen, he walked into oy molest or seek to influence such person; to over the record for the year 1925. For the en- 
the Des Moines hunting a job. °‘T got the job and —joiter about, picket or patrol the place of work tire country the total 1926 construction volume 
nes you have kept me busy ever since,’’ he continues, or residence of such person, or any street, alley, must have been well over $6,800,000,000, with a 
<7: ae Yay ee peas Se Bae ee road, or any other place where such person may _ probable increase of 4 percent over 1925. 
a ogether the old familiar road; con 
elf, helped us on our way; a home for every family 
3 j 4 , 
‘a 7 OT didn’t come into Des Moines over the asia 0 ps poe p 
we Rock Island or by automobile. I didn’t send my —— Wholesale Prices of Buildin Materials 
letters by air mail to friends in the East, telling Brick, comaon, g 
ind about the wonders of the West. I walked into oe reas tistics Pigures—Chart 
me Des Moines, and the mail was dispatched by “fale for U.S. . . a oe _ 
der stage coach.’’ Hollow Tile, pared by Department of Commerce, Division of 
on. The advertisement is headed, ‘‘I am very op- ame, : Building and Housing of Bureau of Standards 
ain timistic for the new year,’’ and closes with the Average for U.S.” 
be reminders that, ‘‘ Ours is a department store for Portland Cement, Maximum Price Level 
ny building materials,’? and, ‘‘ We handle every- Pe dg — “4 
na- thing from the foundation to the chimney top.’’ Averege tor 8.8. aS Price Level, November, 1926 
ny As in former years, the Jewett Lumber Co. Bars, reinforeing, 
the codperated with the Kiwanis Club in the job of — htt INDEX NUMBERS 
ler, making effective the motto ‘‘A Toy For Every Pittsporg> Sept. Oct. Nov. 
the Child In Des Moines at Christmas Time.’’ The Structural steeh, COMMODITY m. poate . —_ -— sage 
, ; 5 + ttsbdurg) 6 naex index index index 
company advertised that it would oe Slt, Building material index.Apr. 1920 299.7 172.4 172.1 174.0 
for repaint all the old toys brought in. In response At Mills. Brick, common ........- Oct. 1920 251.1 185.5 175.4  ° 
1si- to this invitation a great variety of discarded Menlocx, Be. 2, north- —— mahsrtnnkenenees fon. 13s 208.7 197,8 198.7 187-4 
. . : vate ’ Sis ern Chicago. OUI CED occvcccceces un 236. 2 : ‘ 
ate. toys were brought in, renovated and:repaired, i. vesiew pine, Lime, common, lump....Oct, 1920 286.0 217.4 2171 217.1 
to and through the agency of the Kiwanis Club they At mills. Portland coment Maes Sept. 1920 192.9 166.9 108.9 168.9 
i i i ili ea Ce es uilding sand ......... : 21 209. . 31.2 2. 
jer were distributed to the children of needy families —_»t.cetsr_ mine Bars, reinforcing ...... July 1917 327.1 1454 145.4 1454 
me on Christmas Eve. nis diese Nails, Wire. eeeseses. Jan. 1920 252.9 151.2 161.2 151.2 
OW wenesannnnanaaennans Cuictumuntt « : tructural steel ........ une 1 331. 2. 2. 2. 
: deainias aiid ina Douglas fir, No. 1......Jan. 1920 407.3 179.1 186.4 176.3 
ck- EXPERIMENTAL work is being done witha view “KA mnes * Hemlock, No.1,northern-Mar. 1920 282.1 161.3 161.3 161.3 
of ultimately reforesting all of the strip-mined rate cies, Red eedar shingles...../Feb, 1920 S468 190.9 1281 123-8 
lands of Indiana, most of which are lying idle peti Oak, white, plain......Mar. 1920 419.0 181.1 181.8 181.1 
4 wr agenstal Twelve themsand trees wil, “ng oue- | fa ame Yeliow pine flooring....Feb. 1990 455.3 1861 189.0 186.7 
. veniiie dan nt of the S Linseed 011 Plate glass ............ Aug. 1920 329.5 150.8 150.8 150.8 
my chased from the forestry department of the State —_— insect oth» Window glass ......... Aug. 1918 295.2 138.3 138.3 149.4 
ad- at cost and will be planted on ten acres of land guy, sénesed Oil ...eeeeeeeeed Aug. — o _s = 175.8 
er- as a beginning. The plot will be classified under —_—_™ew tor. Turpentine 22... cApr. 1920 .6OL8 2147 211-3 . 2081 
sue the State forestry act which permits tax exemp- ee WEE OE Soe kscereen. Jan, 1925 243.3 225.6 225.6 225.6 
and tion. The species to be planted include white, — wnite tesa — . F 
ion Aeleaiinie eit aol Austrian pines vullew poplar pc oman figure not available, bar represehts level as of 
‘ite, and a number of native hardwoods. 
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Retail Convention Programs Featu 


The convention season is here. Several important annual 
meetings of retail lumbermen are being held this week, and 
the calendar for the next two months is crowded with forth- 
coming events of the same sort- 

The benefits derived from these meetings, by the dealers 
who attend, depend largely upon the subjects discussed from 
platform and floor. Do these deal with the ‘‘ hot spots’’ of the 
business ; do they supply, or at least forecast, help in solving 
the practical, everyday problems that confront the average 
dealer? If they do—then the retailer, who perhaps travels 
far to attend, feéls well repaid. If not—he goes home with a 
sort of, ‘‘What’s the use’’ feeling. And only those who have 
had a hand in making up convention programs know the dif- 
ficulties in the way of selecting subjects of vital interest that 
are at the same time of general application to those who are 
to attend, and in having those subjects properly handled at 
the meeting. 

With a view to ‘‘feeling the pulse’’ of the retail lumber 
business the country over, and thereby furnishing to those in 
charge of convention programs some sort of guide as to what 
the retailers would like to have discussed, the AMERICAN 
LUMBERMAN some sixty days ago sent out several thousand 
questionnaires, the comprehensive character of which is indi- 
cated by the reduced reproductions (of the two sides of the 
form) appearing on this and the facing page. 

The interest of the retailers was evidenced by the large 


proportion that were returned, with the subjects in which the 
recipients were particularly interested checked thereon. 
While a few were returned with such notations as ‘All 
good,’’ or, ‘‘ Would like to hear all disecussed,’’ most of them 
not only showed careful selection, but the dealers in a great 
many instances went beyond merely checking the selected 
subjects and offered constructive ideas and suggestions, many 
of them of decided value. 

The results of the questionnaire were tabulated and made 
available to all retail associations, with the result that most 
of the subjects that received any considerable number of 
**votes’’ have been built into the programs of one or more of 
the conventions scheduled for the next two months. 

In addition, the AMERICAN LUMBERMAN has during the last 
few weeks been conducting individual correspondence with 
the hundreds of representative dealers in all parts of the 
country who responded to the questionnaire, for the purpose 
of securing their experiences and ideas on the various sub- 
jects. The replies received constitute a real contribution 
toward the better and more profitable merchandising of lum- 
ber and the other commodities handled by retail dealers. 
From week to week during the convention season this mate- 
rial will appear in these pages. 

The initial instalment appearing on this and the following 
page expresses the views of a number of retailers on subject 
No. 9 of the questionnaire : 


Is the Time Coming When Retailer Must Sell the Complete Home? 


Morrison, ILL.—We absolutely believe in selling the house complete, 
and have been doing considerable of it the last few years. We work this 
through the contractors, figuring up the lumber bill with them, also the 
mason work, plumbing and heating, wiring ete., and then selling the cus- 
tomer in conjunction with the contractor. When the job is sold we turn 
it over to the contractor and let him make what he can, and, incidentally, 





Suggested Subjects for Convention Topics 


Live Retailers have discovered that the thirty-three subjects listed 
below, which have been discussed in the AMERICAN LUMBERMAN, 
the World’s Greatest Lumber Newspaper, are of paramount interest. 


This is a list of subjects that retailers of lumber are talking about. Which ones, in your opinion, are the 
most important? Please put a cross opp each q g it in the column which expresses your 
idea as to its relative importance. If there is some oubject not listed which you consider important, or which 
you would like to see discussed at the forthcoming annual conventions (no doubt many of these will be dis- 
cussed there) please write such subject on the bottom of the sheet. We will appreciate it if you will return 
to us one sheet, with your marks and additions, keeping the other for your own reference. 








’ . Fairty OF ater Want more 
Ieper tant Importance Informe oa 





counts on which special credit arrangements have 
not been made? At what age of account should the 
charge begin? 


2. How may the competi for no senipen homes, also 
mail order competition, be That is yet undiscovered 2 


1. le it practicable to charge interest on past due ac- [ 
After 60 6 yes 








3. Ie the policy of one price to all and no discount to One price| to all 
contractors a good one? 





4. Does it pay to keep the good will of the contractors} you pot 
by local conferences, dinners, smokers, etc.? =. 








5. Is it a good selling odiinn equa fos Go seine oa, Yes 
phasze the natural beauty of 5 
Everybody|has their own way 








6. Has the use of uniform cost systems been helpful? 








7. Does it to make a special effort to interest 
women in building new homes or remodeling old| We should 7 
ones? 





& Does it for the lumber dealer to take an inter- 
<n to Ge camel Gages of ccheshs ools in his Sure 








9. le the time coming when the retailer must sell the 
complete home? s 
10. Should retail lumbermen handle steel sash and win- 


dow frames? How de you think steel sash com-| Absolutely #0 
pares with wood sash for dwellings? 10 


11. How handling cement be placed on a more sat- ’ 
% —p— ed By agreement just like the ofrs. 








11 





12. Suagecions fer now wave and. twosee of ones 


























secunng prosp building up mail-| Circulariging trade 
tag feta, ote. 12 
13. ‘Wher percentage of the gress busines chould the t 
pps ie & It depends I would say 2% Country 13 
14 Is grade marking of lumber to the interest of the 
retail lumb and his ? Tes 4 
(OVER) 


we allow ourselves a very fair margin on the materials that we handle. 
As we do most of the selling, our contractors are always under obligations 
to us and there is no competition on the material lists. We have also 
made more money for the contractors these last few years than they ever 
made before. In a few instances where the jobs needed financing we have 
taken the contracts, paid the contractor so much for his labor, and then 
turned over our contract with the owner to the bank.—PorTrTer Bros. 





RockrorD, ILL.—With reference to the retailer selling complete homes, 
I certainly believe that the mail order fellows are on the right track now. 
They are selling all of the material that goes into the homes they furnish. 
We must meet this competition at once. 

In the writer’s opinion, we as dealers must go a step farther and sell 
the home completely built. In other words, a ‘‘turn key’’ job. We must 
take the contract, furnish all of the materials, and either maintain a 
contracting crew or sublet the contracts. It would probably upset the 
whole order of things to start into the contracting field. We would rather 
utilize the present reliable contractors, and let the business on a com- 
petitive basis. 

In our city we find that the lumberman really finances the building of 
homes. The contractor does not furnish any financing money, yet under 
the present order of things he is making a contractor’s profit, and an 
additional profit on the sale of the house. When he furnishes no money 
to finance the deal, personally I figure that he is entitled to a contractor’s 
profit only. The so called ‘‘home builder contractor’’ is generally all 
sewed up on long time paper. He is at best only a fair erédit risk. I 
believe the lumberman can diplomatically replace this sort of builder, add 
volume to his sales, and make a better profit on the material. 

The larger general contractor will always be a factor in the building of 
homes. This fellow will always buy his materials under the usual com- 
petitive conditions. He has always had the best of it, and I am afraid 
always will have. Only careful study of the subject will permit us to 
venture into the ‘‘complete home’’ business safely —GrorGE F. Cotton, 
president Crumb-Colton Co. 





ROANOKE, IND.—Relative to selling complete homes, I believe this is a 
matter of importance to consider now because there are indications that 
the public may demand such an innovation. I am a country yard lumber- 
man. I have noted this trend and am inclined to believe that the lumber- 
man must meet the situation if he expects to get his share of business. 

A family inherits some money or through good crops and good manage- 
ment has a sum to spend. The lumberman approaches the family and 
suggests a new house. He pictures the comforts of an uptodate home. 
It’s all very fine but at once the family thinks of all the things that have 
to be done, the excavation, the hauling of sand, gravel, cement and the 
endless job of looking after all the details. Not a very pleasant outlook. 

The automobile salesman appears on the job. What does he have to 
offer—a finished job—just step in, push the button and you are off. 
Now, who gets the money? In nine cases out of ten the auto salesman, 
because his customer gets a finished job. 

We find that the average customer will buy hog houses, chicken coops, 
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corn cribs and the like if he can buy the finished job, so we are building 
them to order in our yard and deliver them to the customer exactly where 
he wants them. We find that this results in a satisfied customer every 
time. We believe the same thing can be done with houses.—H. A. DINIus, 
A. Wasmuth & Sons Co. 


KENDALLVILLE, IND.—Regarding the selling of complete homes, I shall 
be interested to hear this discussed, but certainly I have my doubts as to 
its being advisable at this time for the retailer to engage in the home 
building business. There may come a time when he will have to enter this 
field in self defense, but it would seem better if he would devote his 
entire time to the lumber and building supply business. It would be 
equally as logical for the contractor to engage in the building material 
business, and I would be perfectly willing to see him stay out of this field 
and we keep out of the home building field. 

It might be said that selling complete homes would not be in direct com- 
petition with the contractor, and it would not be if the houses were com- 
pleted before they were offered for sale; but on the other hand, if they 
were built to order, even though they were financed on the easy payment 
plan, there would be a reaction from contractors. I doubt if it is advis- 
able for the dealer to do this unless it is in self-defense.—E. H. SaBrosky, 
treasurer and manager Kendallville Lumber Co. 








ONTONAGON, MicH.—With reference to the question as to whether the 
time is at hand when the retailer must sell complete homes, we have not 
had sufficient experience to really decide whether the retailer should do 
this. In selling the complete home the retailer has an opportunity of dis- 
posing of a lot of material which may sometimes be slow moving. On the 
other hand, the responsibility and attention which has'to be given to 
supervising the construction of a home, to a certain extent, takes the 
dealer away from his regular business. In the last few years we have 
built eight or ten homes, but we have found that besides having the 
responsibility of supervising the construction, the buyer looks to us to do 
a certain amount of financing for him. In a community where there is not 
an organized institution to finance homes this naturally has been con- 
siderable of a burden on us. We believe that, if a retail concern is large 
enough, building homes is a good proposition, because then an experienced 
contractor can be employed to supervise the construction. We have found 
building homes quite an attractive proposition, but one which has not 
been a very paying one, considering the amount of time it takes and the 
responsibility assumed.—E. J. ToUSIGNANT, manager Riverside Supply Co. 





Kansas City, Mo.—In regard to the question ‘‘How may the com- 
petition from mail order houses best be met?’’ it is the opinion of the 
writer that this competition can best be met by adopting the mail order 
method of selling the prospect the complete house. This will necessitate 
attractive plan books and careful estimates on the part of the lumber 
dealer to show the prospect what he is getting and that he will actually 
receive it for less money than the mail order house prices indicate. The 
question, ‘‘Is the time coming when the retailer must sell the home com- 
plete?’’ is partially answered by what has already been stated. I feel 
that in suburban and country districts, at least, the time is rapidly 
approaching when the dealer will be handling the complete job.—ALLEN 
K. GIBBON, vice president and manager Leeds Lumber Co. 


SPENCER, IND.—We doubt if many dealers would care to go into the 
business of building and selling complete homes, but they should interest 
themselves in second mortgage plans, or indemnifying mortgage plans, 
by which a group of men with credit help finance the man of small credit 
in buying a home. I shall expect interesting discussions of above topics 
at coming conventions.—J. L. Pierson, J. L. Pierson Lumber Co. 





ONEONTA, N. Y.—We feel that the selling of complete homes is the 
most important item which can take up the time of our dealers. We 
believe the selling of complete houses the best plan not only for the 
dealer but also for the customer. We have sold many of them in the last 
few years and they have always proven very satisfactory for all parties 
and our customers feel that we have done them a service. In the final 
analysis I think that the dealers pay too much attention to their com- 
petition, whether it be mail order or local, and not enough attention to 
the customer. He is the problem and not the competitor. Any suggestions 
that will help to get him by way of service or advertising would be con- 
structive.—Roscok C. Briggs, president and general manager Briggs Lum- 
ber Co. (Ine.). 


EVANSVILLE, IND.—We have found it tc be very profitable for us to sell 
direct to the customer a complete home, and we have organized a service 
department in addition to an architectural department to render the pro- 
spective home owner the complete service of working out every necessary 
detail in the building of a home. 

We contract with our contractor customers for all the labor, brick lay- 
ing, carpenter labor etce., and find that we can handle same on a very close 
margin, as well as render a better service to the home owner, as we have 
facilities in our permanent model home display that no contractor in the 
city has. 

We take a great interest in the problems of home building, more so 
than the ordinary contractor, as we are building our business on the 
future possibilities of this business, whereas most contractors stay in 
business but a short time and some of their methods are not to the best 


re Subjects of Outstanding Interest 


interests of all concerned. We therefore feel that we are rendering the 
community a real service, and find that our business in this department 
has been increasing several times faster than our lumber business. 

This department by codperating with our customer contractors has 
raised our percentage of non-competitive business, as we are now able 
to furnish any financing the purchaser may need, through the investment 
company that we control. In addition we have platted and sold during 
the last four years more lots than any other real estate firm in the city. 
—WILLIAM JOHANN, Evansville Planing Mill Co. 





VINCENNES, IND.—I don’t believe the dealer can go into the selling of 
complete homes directly any more than the wholesaler can go directly 
into the retailer’s business. Our lumber company has nothing to do with 
the building end whatever. However, we have subsidiary organizations 
which are operated independently from ours, yet the same interests. 
One is ‘‘The Advanced Building Co.,’’ which does contracting for other 
people but simply builds houses and sell them complete, ready to move 
in to. Then we have another organization, of a finance company, also 
operated independently, which takes care of the financing part of it and 
arranges for the payments. 

We have found that quite a few more houses can be sold if they can be 
furnished on the spur of the moment when the customer is ripe. But 
they do not care to go through the ordeal of contracting, fearing that 
they will not know what they are getting, and also that they can not have 
the use of the house until considerably later. 

So we find it very successful, yet we do not think the dealers can do 
this directly, for they have to be in the good graces of the contractors 
on public work as well as repair work, and with real estate dealers. So 
this is the combination that we have found to work real well.—G, F. 
OsTERHAGE, G. F. Osterhage Lumber Co. 





WE CAN NOT SEE how a retailer can do otherwise than embrace the 
trend from the sale of material only to the sale of finished homes. This 
is bringing the subject to rather abrupt conclusion, as we are sure that 
if this were stated so plainly, and our contractor customers found it out, 
they would surely be very antagonistic to us. For this reason, we would 
prefer that any view which we may give be printed without our name. 

For the last three or four years we have realized that the prospective 
home builder very much prefers to deal with a reliable lumber dealer than 
with the house building contractor, and why not? We have given this 
subject a great deal of thought and each year we are perfecting our serv- 
ice to this end, and have now a very complete and simple method of 
financing which, of course, is the chief drawing card—A Nrw York 
STATE DEALER. 





SUGGESTED SUBJECTS FOR CONVENTION TOPICS—Continued 





Of mmor ‘Want more 


Fairly 
Supertant Important Importance 





15. Should the retailer's terms and statement regarding} Yes, a worderful idea,|we are going to do so 
the crediting of material returned be printed on the . 4 Orne 15 
delivery ticket? 

f 
16. Display windo eer If you have a window, yes 16 
Everybody jhas their owh way 17 











17. How to improve the morale of 


1 
18. Does it pay to improve the looks of the retail yard) Yes 18 
and surroundings? 
We think that this can) be over om 











19. Personal solicitation of business. Does it pay and 
can it be done effectively? 








20. Carrying side lines—paint, hardware etc. Have} It's a qu¢stion 
they helped to increase the sale of your lumber? 20 








21. Short lengths, including end-matched flooring. 
How can the retailer merchandise them to ad-| Mighty hayd to do in country towns 














vantage? 21 
22. The rising cost of doing business; how can thedealer| Use his head all the time 

“hold down” his costs? 22 
23. Remodeling old homes. How much of your year's 50% 23 

business can you credit to remodeling? 





24. Displays at local fairs. Do they create the interest Hardly think so 
which pays? What kind of display proves most 24 
- interesting? 





25. Are Building and Loan associations, and second 
tgag panies i ing in your territory, Yes 
and do the wage earners look with favor upon 
them? 



































25 
. 1 COAL 

26. How may the retailers increase their winter sales? Set 26 
27. Campaigns for more and better farm buildings, how That is a) hard questign 27 

to conduct them. - 
28. Getting employees to discover and report building Keep theif eye open wijen making deliveries 

and repair prospects. 
29. Building shows conducted by retailers. Do re- » 

sults warrant cost and labor? 
30. Can a retail lumber dealer individually successfully! Wo 4¢ talkes all the town business|men 

stage an agricultural show or fair, and if so, what 

are the benefits? 30 
31. The importance of proper piling of lumber. Some We think|every one is! well versed/on that 

mew methods that have brought good results. 31 





32. Is it worth while to cultivate some likely person in Yes 
your community with a view to inducing him to 
build a home? . 32 


33. Please add your suggestions and mail promptly. 
Thanks. 


























EASTMAN LUMBER COMPANY 
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Return thie Blank to the AMERICAN LUMBERMAN, 431 So, Dearborn St., Chicago, 
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Another Great Building Year 
Is Well Founded Forecast 


Because of its comprehensive character 
and the sources from which the data are 
gathered, the anual statistical review and 
forecast of building prepared by the Archi- 
tectural Forum is always awaited with 
interest. This annual survey is analyzed 
by C. Stanley Taylor as follows in part: 
The closing figures of the year 1926 show an 
astounding total national expenditure of well 
over $6,000,000,000 in new building construction. 
Ineluding alterations and unrecorded transac- 
tions, this total probably measures over $7,000,- 


ANNUAL CHANGES 
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This graph shows building activity in the United States since 1915 


000,000, thus establishing for the last year an 
unprecedented record of construction activity 
and one which probably will be unequaled for 
many years to come. 

When the figures were tabulated for 1925, it 
was felt that that year had probably established 
a total which might never be equaled, and while 
the conservative forecasts for 1926 promised an- 
other six billion dollar building year, it was not 
conceived by anyone that this figure would be 
as greatly exceeded as it has been. 

Similarly, it is difficult to conceive that the 
year 1927 will record as great a national build- 
ing investment as that of 1926. All indications 
point to the fact that while 1927 will probably 
prove to be one of the great years of building 
history, its total investment in new building con- 
struction will be approximately 12 percent less 
than in 1926. In other words, the forecast of 
The Architectural Forum, based on an extensive 
survey as explained in following paragraphs, 
indicates for 1927 a total of about six billion 
dollars as opposed to the seven billion dollar 
record of 1926. 

For several years past, The Architectural 
Forum has carried out a comprehensive survey 
among architects, obtaining over 2,000 confiden- 


tial reports of work actually on the boards or” 


seriously contemplated to reach the contract 
stage the following year. Having these actual 
figures in hand, it has been found possible to 
apply a series of ratios which have resulted each 
year in a fairly close approximation of actual 
figures ultimately recorded. Primarily, of 
course, this forecast deals with work carried out 
through architects’ offices, but with the excep- 
tion of small residential work (houses under 
$10,000), and factory buildings, the bulk of the 
building is controlled by architects. 

For those who wish to review and compare 
building activity since 1915, there is shown here- 
with a classification chart recording monthly to- 
tals of plans filed, contracts let and the volume 
of new building as measured in cubic footage. 


MONTHLY CHANGES 1925 


E 


These figures are primarily based on reports of 
the F. W. Dodge Corporation. 


In order that some detailed measure may be 
had of anticipated building activity during the 
year 1927, the architects’ reports received by 
The Architectural Forum have been correlated 
and weighted for presentation in the accompany- 
ing table which shows the expected activity in 
19 types of buildings, allocated to six divisions 
of the country. This tabulation shows a total 
of $4,856,817,500, which it is believed repre- 
sents the approximate value of the new con- 


“ SF 


struction which will be planned and executed in 
1927 through architects. In addition to this, 
there will be several hundred million dollars ex- 
pended for small residences in rural districts, 
which do not come within the architect’s scope 
of service, together with a large volume of in- 
dustrial building and a considerable program of 
remodeling, a part of which is handled by the 
architect, but which is not recorded in this 


Architects’ Reports 
Promise Total of 
Six Billions for 1927 


table. In total, therefore, the forecast for 1927 
exceeds six billion dollars. 

It is quite probable that a considerable part 
of the decrease in building activity in 1927 as 
compared with 1926 will be found in the cutting 
down of cheap speculative building. From im- 
portant mortgage money sources it is learned 
that the constantly growing tendency is to dis- 
courage flimsy construction, and the supervision 
of specifications has been developed to a consid- 
erable degree of efficiency as compared to the 
poor methods of control exercised in past years. 

In spite of occasional comments, there ap- 
pears at present no great danger of overbuild- 
ing, because, after all the building demand of 
this country is not primarily for space alone, but 
for space of a satisfactory quality. Here then 
we find conditions which are certainly discourag- 
ing from the viewpoint of owners of old build- 
ings, particularly those which physically or be- 
eause of local conditions are approaching the 
state of obsolescence. The competition of new 
buildings will naturally: be too great to sustain 
values in old structures, but probably the new 
buildings themselves will not suffer materially 
except in instances of a temporary satiation. 

To sum up the general impressions of this 
forecast, it is apparent that 1927 will be an- 
other year of considerable prosperity for the 
building industry and that economic conditions 
will provide both the demand and the means to 
add to the vast contribution to the nation’s total 
of well built structures. The labor situation in 
the building trades promises to remain approx- 
imately the same, without any great element of 
change or disturbance. The program of build- 
ing finance is operating smoothly and in readi- 
ness to take care of all sound projects, with an 
eye to discourage new building which shows an 
economic weakness either from the viewpoint of 
demand or because of poor specifications. 

In other words, the United States is appar- 
ently going about its building business in a sen- 
sible way, meeting requirements in a far seeing 
manner, and undertaking no program which will 
do other than meet the sane requirements of the 
situation. Over the next few years a gradual 
reduction of building activity is anticipated, 
one which will ultimately bring the national 
building program to a new normal of approxi- 
mately $4,000,000,000 a year. 






















































































| BUILDING N. EASTERN N. ATLANTIC S. BASTERN S. WESTERN MIDDLE WESTERN 
Types STATES STATES STATES STATES STATES STATES U.S.A. 
Automotive $8,605,000 $37,070,000 —«$8,887.500 $8,735,000 $52,365,000 $21,470,000 —-$137,132,500 
Banks 16,000,000 81,425,000 4,485,000 6,700,000 41,050,000 8,997,500 158,657,500 
‘Apartments 21,757,500 331,602,500 14,500,000. —-25,317,500 157,047,500 57,775,000 608,000,000 
Apartment Hotels 6,337,500 117,362,500 5,562,500 5,675,000 48,150,000 25,150,000 208,237,500 
Gute Oamenen 11,882,500 62,362,500 9,687,500 12,395,000 73,667,500 37,845,000 207,840,000 | 
Community Sie 4,337,500 29,570,000 1,112,500 18,815,000 31,275,000 11,522,500 96,632,500 | 
Churches 39,345,000 99,840,000 12,937,500 35,402,500 90,960,000 36,415,000 314,900,000 | 
Dwellings stan" 8,555,000 40,607,500 7,925,000 12,990,000 31,867,500 13,875,000 115,820,000 | 
Dwellings ae” 7,925,000 39,687,500 6,095,000 11,940,000 38,737,500 12,095,000 116,480,000 | 
| Dwellings si? 8,075,000 33,520,000 2,212,500 5,915,000 29,220,000 11,387,500 90,330,000 
Hotels 20,970,000 92,442,500 25,762,500 37,725,000 92,950,000 66,917,500 336,767,500 
Hospitals 17,850,000 126,937,500 7,850,000 18,465,000 78,222,500 23,622,500 272,947,500 | 
t Industrial 42,362,500 134,205,000 2,415,000 18,555,000 . 139,455,000 17,797,500 354,790,000. 
Office Buildings 32,250,000 194,140,000 7,757,500 47,385,000 267,845,000 68,250,000 617,627,500 | 
Public Buildings 28,102,500 102,027,500 6,950,000 10,912,500 65,845,000 56,440,000 270,277,500 | 
Ken 52,900,000 144,950,000 24,770,000 43,325,000 219,080,000 81,215,000 $66,240,000 | 
Stores 5,417,500 42,025,000 14,072,500 7,567,500 25,487,500 12,497,500 107,067,500 | 
| ‘Theaters 18,637,500 54,747,500 6,995,000 11,012,500 93,367,500 14,892,500 199,652,500 | 
Wadler tae. 7,425,000 24,167,500 4,262,500 4,745,000 30,537,500 6,280,000 77,417,500 | 
an Saeee $358,735,000  $1,788,690,000 $174,240,000 — $343,577,500  $1,607,130,000 $54,445,000 $4,856,817,500 | 




















@Tue Arcuitecturat Forum 


Detailed forecast of new building construction for 1927. These figures rep- 
resent only work being planned by architects 
*Architects plan only 20 percent of small houses—multiply figures by 5 for grand total. t+ Archi- 


tects plan 50 percent 
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Completes Model Damp-Proof Warehouse 


One of the handsomest and most modern 
office and lumber warehouse buildings in the 
country is that just completed by the E. Barthol- 
omew Hardwood Co. at 3403 West 48th Place, 
in the heart of the Chicago Manufacturing Dis- 
trict. The company, well known as a specialist 
in fine oak and maple flooring, has within the 
last few weeks moved into this new and in every 
respect well-adapted home after having disman- 
tled the yard at 4052 Princeton Avenue which 
it has occupied ever since its organization five 
years ago. . 

The new building, which contains the offices 
and warehouse under the same roof, represents 
an investment of $75,000. It is of face and 
fireproof brick construction throughout and 
measures in all 120 by 140 feet, occupying a site 
double that depth. 

The feature of the building is undoubtedly 
its heating system, cal- 


as sample room with a number of educational 
displays. Beyond this lies the general office, 
measuring 60 feet by 20. A corridor connects 
it with the president’s and bookkeeper’s spa- 
cious offices, the men’s and ladies’ lavatories, 
and terminates at an equally commodious sta- 
tionery and stock room. The offices are all ex- 
ceptionally well lighted through use of the mod- 
ern type of factory windows, occupying prac- 
tically the entire front of the building. 

The present flooring is merely temporary. 
The reception and display room will later be 
relaid with clear quartered white oak squares, 
while the floor of the main office will consist 
of clear plain red oak, select plain red oak, 
quartered oak decking, walnut decking, teak 
decking and oak herringbone, rotated in 10-foot 
squares and thus vizualizing the actual appear- 
ance of all these floorings when laid and sub- 


ple blocks laid with a parquetted effect. The 
warehouse floor is concrete throughout. 

On thé left side of the building is a spur of 
the Chicago River & Indiana Railroad, with 
connections with all railroads entering Chi- 
cago. Cars are unloaded with the aid of con- 
veyors which bring the material to any desig- 
nated spot within the warehouse, or through its 
entire length directly to trucks in the driveway 
along the other side of the building. This drive- 
way was built exceptionally wide to accommo- 
date the longest trucks, and the doors leading 
to it, like the shed alleys, are 20 feet wide to 
allow plenty of elbow room. 

The warehouse measures 120 by 120 feet and 
under the highly systematized arrangements ac- 
commodates a minimum of 2,000,000 feet. All 
standard stock is stored on the main floor where 
it can be loaded out with greatest dispatch, 
while a long gallery on 





eulated to reduce all 
flooring and other lum- 
ber in the warehouse 
to bone dry condition 
and to keep it so. A 
basement room har- 
bors a large oil burn- 
ing steam heating sys- 
tem, connected with 
radiators which line 
the walls of the ware- 
house. The use of oil 














as fuel makes it possi- 
ble to keep the stock 
spotlessly clean and 
fresh-looking. 

The offices stretch along the entire front of 
the building, measuring 120 by 20 feet. Enter- 
ing, one first passes through a lobby, then into 
a spacious reception room which will also serve 


Model Office and Warehouse Building, Incorporating Many Notable Features, Erected by the E. 


Bartholomew Hardwood Co., Chicago 


jected to use. The passageway connecting the 
display room with the warehouse, and the su- 
perintendent’s office are both uniquely floored 
with Mastic flooring consisting of 10-inch ma- 


the north wall is re-. 
served for slow moving 
material. 


Besides making a 
specialty of oak and 
maple flooring, the E. 
Bartholomew H ar d- 
wood Co. also handles 
a complete line of oak 
molding and trim, as 
well as of kiln dried 
Tennessee red cedar 
for a variety of uses. 

This building and 
facilities enables the 
Bartholomew company to serve its trade better 
than ever before, from probably the best ar- 
ranged damp-proof, steam heated warehouse in 
the country. 


The Sales Possibilities of Insulating Materials 


It is not outside the bounds of reason to say 
that no type of building material developed dur- 
ing the last two decades is of greater impor- 
tance—both to the dealer and the builder— 
than insulation. For the dealer, it opens broad, 
new markets. For the builder, it offers the so- 
lution of problems that have always encroached 
upon comfort and economy. 

Insulation has leaped to a position of promi- 
nence in the building world in a comparatively 
short time. Starting from scratch less than 
two decades ago, the yearly sales total has in- 
ereased very rapidly. This year it can be con- 
servatively estimated that the total sales of the 
various insulating materials will exceed one 
billion square feet. 

Interpreting the public acceptance of insu- 
lation in its true light and realizing that even 
the large figure given above is but a small frac- 
tion of the potential markets, retail dealers can 
hardly afford to neglect the profit possibilities 
offered by the sale of insulation. Sooner or 
later every progressive dealer must weigh the 
evidence offered by the various manufacturers, 
select the line or lines upon which he will de- 
vote his efforts and enter the field with an 
amount of effort justified by the sales possi- 
bilities. 

The market opened up by the develop- 
ment of heat imsulations is probably 
greater than made available by any intro- 
duction intothe building field during a great 
many years. Few people, even those who 
have come to regard the use of insulation 
as a standard practice, realize the possibilities 
for its widespread use. The market may truth- 
fully be said to be practically limitless. It is 
unconfined by location, character of the trade, or 
by the type of building catered to. The small 
town dealer whose principal market is farm 
building has sales possibilities that are com- 
paratively as good as the city dealer selling to 
the subdivision builder or the yard that caters 
to industrial trade. 


[By E. C. Hawley] 


Two of the most forceful factors in making 
anyone buy anything are: (1) Convincing evi- 
dence that it will guard his health and com- 
fort; (2) proof that it will save him money. 
A merchandising authority recently made the 
statement that any article that possessed those 
two qualities could be sold profitably. 

In its ability to do both of these things in a 
superlative manner, we have the reason for the 
rapid rise of building insulation and the basis 
for a prediction that its sales will mount to a 
point many times higher than the present mark. 

It is not hard to sell heat insulation to a 
prospective home builder when proof can be 
offered that it will reduce heating expense from 
25 percent to 35 percent, shut out the burning 
heat of the summer sun, guard the health of 
himself and his family by eliminating rapid 
temperature fluctuations, and increase the value 
of the house much more than the added cost of 
insulation. 

To say that home builders can easily be sold 
on the idea of insulating their houses is not a 
matter of theory. It has proved out in every 
city where any amount of effort has been ex- 
pended to inform the public about the advan- 
tages of insulated construction. The city of 
Minneapolis, Minn., is a typical example. There 
dealers and manufacturers have been working to 
put across the insulation idea for a number of 
years. That they have been successful is at- 
tested to by the fact that approximately 80 per- 
cent of the residential building in that city dur- 
ing the last year has used some kind of insula- 
tion. This represents thousands of profit dollars. 
Dealers in other cities and towns can reap their 
share of the waiting profits as soon as they go 
after the market in the same thorough manner 
that the Minneapolis dealers have. 


Possibilities in Residential Fields 


The residential field for the sale of insulation 
is augmented by the possibility of using insula- 


tion in atties, garages, basements etc. This is 
an important market as it is not confined to new 
construction. It is of added importance because 
it may be worked in ‘‘ off-seasons’’ when other 
business is slack. 

Every progressive farmer realizes that build- 
ings that are warmer in winter and cooler in 
summer increase the quantity and quality of 
production. The dealer who sells to the farm 
trade has wonderful possibilities to sell insula- 
tion for poultry houses, hog houses, dairy barns 
and other similar structures. 

All industrial buildings, apartments, hotels, 
stores, halls, laundries, bakeries, and hundreds 
of similar classes of buildings are possible out- 
lets for roof insulation. This is a tremendous 
market with the average sale running into large 
footage. 

Many insulations are sound deadeners. This 
quality opens up a sales field in hotels, apart- 
ments, clubs, industrial buildings, offices ete. 
Some insulations are also sold as acoustical ma- 
terial. This gives an added market in the 
auditorium and public building field. 


Of course, this is only a sketch covering the 
high points in the market. Many other uses are 
profit possibilities and new uses that insulation 
ean be sold for are being discovered every day. 
All in all it is a tremendous market of wonder- 
ful profit possibilities— a market that no dealer 
ean afford to overlook. 


One of the first questions that every dealer 
asks himself when contemplating going into the 
insulation field is, ‘‘ What qualities shall I look 
for in choosing the particular insulation that I 
will sell?’’? This and other questions dealing 
with the requirements for a good insulating ma- 
terial will be discussed in the next issue of the 
AMERICAN LUMBERMAN. 


[Note: This is the first of a series of four 
articles on insulation and insulating materials 
which will be printed in consecutive issues of the 
AMERICAN LUMBERMAN.—EDITOR. | 
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National Committee on Wood Utilization 


The First of a Series of Three Articles Outlining Its 


Aims, Purposes and Organization 


It is estimated that more than 80,000,000 
people in the United States live in dwellings 
built of wood and that more than 40 percent of 
American industries are dependent on wood as 
a raw material. The products of our forests 
range from timber and lumber to pulp and 
paper, wood chemicals, naval stores, rayon, 
wood flour, and a thousand and one other ecom- 
modities of the greatest importance in our so- 
cial, industrial and economic life, If one con- 


[By Axel H. Oxholm, Director ] 


They are not, however, and herein lies, perhaps, 
the main reason why, taking the country as a 
whole, we are converting only between 30 and 35 
percent of the standing trees into marketable 
products. The raw material, logs, is a bulky 
article and only the most valuable species will 
support a rail transportation charge of more 
than 200 miles. For this reason wood conversion 
industries must be located as close to the source 
of the raw material as-possible. As forests have 


Forest industries are often characterized by 
contrasting conditions even within the same 
branches, Highly developed technique and crude 
manufacturing methods will be found in the 
same localities. This is best illustrated in the 
lumber industry where plants equipped with 
millions of dollars’ worth of the most modern 
machinery and sawmills operated in the most 
primitive manner produce lumber sold in the 
same market and used for the same purposes, 
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siders, however, that there are more than a 
hundred different commercial species of wood in 
this country, each of distinct quality and scat- 
tered over every state in the Union, the complex 
raw material problem of our forest industries 
can be appreciated. 

Because of the adaptability of wood and the 
infinite variety of its uses it might seem that 
the forest industries must be closely codrdinated. 


been cleared following the development of the 
country, these industries have found themselves 
being located farther and farther from the con- 
suming points. This cireumsiance has been a 
deterent factor in the codrdination of the indus- 
tries and has also, to some degree, deprived them 
of the advantage of close contact with con- 
sumers. This contact is a most important factor 
in efficient wood utilization. 








J. Wilson and R. M. Weyerhaeuser, Weyerhaeuser Forest Products Co., 
Cloquet, Minn., and E. W. Davis, Wood Conversion Co., Cloquet, Minn., 


showing careful cutting of thin slabs. 
crates and boxes 





These waney boards used for 


Great waste of raw material under such condi- 
tions is inevitable. In many parts of the country, 
timber is still relatively cheap and relatively 
abundant, but the cut far exceeds the growth 
and the low utilization percentage causes the 
standing timber values to remain at a low figure. 


Reforestation Depends on Utilization 
Everyone realizes that the perpetuation of our 























Lumber Co., Crossett, Ark. 
cutting stock at the consuming plant as the boards are ready for imme- 


Automobile running board stock cut to size at the mill of the Crossett 


The consumer is saved time and expense in 


diate use 
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Here is shown the character of the waste mate- 

rial from a cut-up plant of the Crossett Lumber 

Co., Crossett, Ark. The bundle is composed of 

millwork items produced from small dimension 
stock 


timber resources is a problem of great import- 
ance not only to the forest industries but to the 
entire nation. Reforestation on a commercial 
seale will not be undertaken unless it is profit- 
able. This means that timber values must in- 
crease before capital will be attracted to re- 
forestation as an investment. When our timber 
resources are further reduced this increase in 
timber values is certain to oceur. To postpone 
reforestation until that time will cause serious 
consequences because to raise a new timber crop 
requires several decades, and in the meantime 
until the new crop is ready for harvesting the 
eutting of the remaining limited timber stands 
will be accelerated. The other alternative is to 
increase the value of the standing timber by 
eloser utilization; in other words, to produce 
more wood products from each tree and to make 
these wood products of greater value to the 
consumers. This can be accomplished through 
further refining processes and by improving the 
manufacturing and distribution of. these com- 
modities thereby enabling the consumers to de- 
rive the greatest benefit from their use. 


Organization of National Committee 


In November, 1924, the President of the 
United States called a conference in Washington 
to consider how the problems of wood utiliza- 
tion might be solved which was attended by more 
than 500 timber owners, manufacturers, distrib- 
uters and consumers of forest products. As a 
result of the news revealed by this conference 
the National Committee on Wood Utilization 
was organized under the chairmanship of Her- 
bert Hoover, Secretary of Commerce. For the 
first time producers, distributers, and consumers 
of all branches of the forest industries were 
brought together is a permanent organization. 

The first meeting of the committee was held in 
May, 1925, with Mr. Hoover as chairman, and 
Col. W. B. Greeley, forester of the United States 
as vice chairman. Immediately following the 
meeting headquarters were established in the 
Department of Commerce and a committee staff 
organized. The sum of $50,000 was. contributed 











The stock at the right was salvaged from the 

waste burner conveyor at the mill of the Pacific 

Lumber Co., Scotia, Calif. At the left is the 

same class of material resawn to be manufac- 
tured into baluster stock 


from private sources to inaugurate the work. 
The groups comprising the membership of the 
National Committee of Wood Utilization and 
their chairmen are as follows: 

LOGGERS AND LUMBERMEN—John W. Blodgett, 
Blodgett Co., Ltd., Grand Rapids, Mich. 

LuMBER DISTRIBUTERS— Dwight Hinckley, 
president National-American Wholesale Lumber 
Association, Cincinnati, Ohio. 

Woop PrEsErvers—A. R. Joyce, vice presi- 
dent, Joyce-Watkins Co., Chicago, Ill. 

SMALL DIMENSION Stock—William A. Bab- 
bitt, general secretary, National Association 
Wood Turners, Inc., South Bend, Ind. 

Woop CHEMICALS—W., L. Saunders, president, 
Cummer-Diggins Co., Cadillac, Mich. 

PAPER AND PuLp—Norman W. Wilson, presi- 
dent, American Paper & Pulp Association, Erie, 
Pa. 

VENEER AND PLywoop—E., V. Knight, presi- 
dent, New Albany Veneering Co., New Albany, 
Ind. 

CONSTRUCTION INDUSTRIES—John Foley, for- 
ester, Pennsylvania Railroad Co., Philadelphia, 
Pa. 

CONTAINER INDUSTRIES—Don L. Quinn, re- 
search director, Chicago Mill & Lumber Co., 
Chieago, Il. 

Each group selected two projects and project 
subcommittees were established each headed by 
a subcommittee chairman. These new subcom- 
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Pencil slats cut from 
California incense ced- 
ar by the California 





Wood block paving 
made from defective 
mill ends by the Pot- 
latch Lumber Co., Pot- 
latch, Idaho 


Cedar Products Co., 
Stockton, Calif. 


mittee members were also appointed members of 
the national committee. At the end of 1926 the 
total membership included 113 prominent manu- 
facturers, distributers and consumers, and in ad- 
dition a number of professional men interested 
in wood utilization. The majority of these 
members were selected by their respective trade 
associations as their representatives. 


During the fall of 1926 the committee’s pro- 
gram had developed to such an extent that it was 
found desirable to appoint a small executive 
committe to keep in close touch with the work. 

This executive committee meets in Washington 
at frequent intervals and acts as a steering com- 
mittee. It passes on the appointment of new 
members, settles on the priority of projects and 
on the committee’s policy. A special subcom- 
mittee on finances is also functioning in regard 
to the committee’s funds subscribed by private 
interests. 


How Committee’s Work Is Supported 


The committe has its office in the Commerce 
Building where supplies and other facilities of 
the Department of Commerce have been made 
available to it. Through the various bureaus 
and divisions of the department expert assist- 
ance is rendered the committee and direct con- 
tact with industry and trade are established 
through this medium. The bureau of standards, 
operating the best equipped scientific laboratory 
in the world, is codperating with the committee 





Douglas fir plywood in narrow widths is burned. 
Plywood of other species in narrow widths is 
joined to form a large piece. Consumers have 
been able to obtain sufficient supplies of wide fir 
plywood with the result that there is no market 
for the narrow widths. This is a view at the plant 
of the Wheeler, Osgood Co., Tacoma, Wash. 


and the division of simplified practice of that 
bureau, specializing in standardization and sim- 
plification work renders valuable assistance in 
the committee’s standardization program. 

The bureau of census is aiding in research 
problems and statistical compilations and the 
bureau of foreign and domestic commerce is 
of great assistance in all trade matters both 
foreign and domestic. Through the bureau’s 
forty offices in the United States the committee 
is in a position to cover the domestic field. 
Through its well organized foreign service now 
extending throughout the civilized world, the 
committee is in a position to follow wood utili- 
zation developments abroad. In nearly all cases 
of wood utilization the foreign angle must be 
considered because foreign markets are often 
the logical outlets for our manufacturers on 
account of cheaper freight rates to many foreign 
ports than to the principal domestic consuming 
points. 

The lumber division, chemical division, paper 
division, and other commodity and technical di- 
visions of the bureau, are closely codperating 
with the committee in these export problems, 

The special forest products experts of the de- 
partment, stationed in strategic points abroad, 
render invaluable service in this connection. 
In this work the American consuls abroad are 
also codperating so that the committee may call 
on over one thousand American Government 
trade representatives scattered all over the world, 


for aid in its problems. 


A close working arrangement with the bureau 
of mines has also been effected. This contract 
is of particular importance in connection with 
the committee’s work on mine timber and wood 
preservation. 


Department of Agriculture 


With Col. W. B. Greeley, forester of the 
United States as the committee’s vice chairman, 
the committee maintains close relation with the 





The grader can not do careful work when the 
lumber accumulates on the sorting chain. In 
many cases two graders should be employed 


where one now serves. A grader can save his 
wages many times over if permitted to do care- 
ful work. 
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Forest Service and other branches of the Depart- 
ment of Agriculture. The main contact is with 
the Forest Products Laboratory of the Forest 
Service which constantly develops new and prac- 
tical ideas along wood utilization lines. The 
program of the Forest Products Laboratory and 
that of the National committee will be geared 
in such a manner that the two organizations 
will work on the same problems at the same 
time. The committee does not maintain any re- 
search laboratory but is dependent upon the 
official laboratories such as the Forest Products 
Laboratory for scientific research. The com- 
mittee’s main function is to work for the prac- 
tical application of these scientific findings. 

As reforestation is largely dependent upon 
rational wood utilization it is evident that the 
committee’s work must be dove-tailed with that 
of the various branches of the Forest Service. 
The committee is also receiving valuable tech- 
nical assistance from the various specialists of 
that organization. Among the other organiza- 
tions of the Department of Agriculture of in- 
terest to the committee may be mentioned the 
bureau of entomology, agriculture, engineering 
and the bureau of public roads, which have 
rendered valuable assistance in the execution 
of the committee’s program. 


Coéperation with Government Departments 


Close relations have alse been established with 
the Army and Navy and the Department of the 




















Birch culled because of knots, rot and scars. It 

will be sold for firewood. Some of this material 

could no doubt be used for the production of 

novelties. This photograph was furnished by 
the Cloquet Lumber Co., Cloquet, Minn. 


Interior and Treasury Department. Several of 
these organizations have designated special 
representatives as their contact officers with the 
committee. 

The result of these relations is that both the 
committee and the official organizations in- 
volved may exchange views regarding wood utili- 
zation and wood using practices. The United 
States Government is one of the largest consum- 
ers of forest products in the country, and it is 
only natural that it should take the greatest 
possible advantage of any economy measure 
recommended by the committee as suitable for 
industry. It must also be remembered that 
one-fifth of the-standing timber of the nation 
is in public ownership. 

A number of other contacts have been estab- 
lished with State forestry conservation boards, 
State committees on wood utilization, forestry 
schools and universities, private forest products 
laboratories, and national] and local forest prod- 
ucts associations, all of which are codperating 
with the committee. 

Similar contacts are maintained with official 
wood utilization organizations in Canada and 
other countries. 

The National committee is an impartial body 
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The smaller piece of clear redwood 22 inches 
long was trimmed off to bring the board to the 
standard length of 18 feet. There is probably 
just as much use for boards 19 feet 10 inches 
long, as for boards 18 feet long, but consumers 
want lumber cut to even feet only. Picture 
taken at the mill of the Pacific Lumber Co., 
Scotia, Calif. 


working for improved wood utilization and wood 
using practices, maintained by industry. It is 
unique in this respect that it is the only organi- 
zation of its kind which unites all branches of 
the forest industries, embracing manufacturers, 
distributers, and consumers of forest products. 
No other similar organization in any line has 
such excellent support and backing. Its mem- 
bers donate their services free of charge and 
they represent the best brains in their respective 
field and many of the most influential men of 
industry. It is an interesting example of how 
industry can collaborate with the government 
in solving practical problems of interest to both. 
The program of the committee is entirely planned 
by industry and in its work the committee has 
the great advantage of official support. 


Committee Finances 


At a meeting of the executive committee held 
on Nov. 23, 1926, it was unanimously decided 
by the members that the National Committee 
on Wood Utilization should be established on a 
permanent financial basis. 

The industry is now in a position to judge 
the committee’s usefulness and a finance com- 
mittee has been appointed to raise such funds 
as may be necessary to carry on its work. The 
money received from each branch of the forest 
industries will be used for such projects as these 
groups may select. 


Projects and How They Are Handled 


The committee’s program is planned for 
twelve months in advance at the annual meeting 








Trimming and grading lumber at a mill in 

Sweden immediately before shipping. This 

method has been found to be the most satis- 

factory and efficient in that country and is mak- 

ing a considerable saving both in material and 
through the raising of grades 








held in Washington during the spring. The 
various groups then select such projects as they 
are willing to finance and the committee’s pro- 
gram as a whole is thereupon passed on by the 
executive committee in order to insure that the 
projects do not conflict with the committee's 
policy. In general it may be said that no project 
will be considered which is contrary to public 
policy, or which would injure the legitimate 
interests of other groups. Preference is given 
to projects which benefit the greatest number of 
groups. ' 

an the carrying out of the committee’s pro- 
gram, conflict between competing interests is 
avoided and so far < 1 projects taken up have 
been of equal interest to manufacturers, distrib- 
uters, and consumers. 

The usual method followed in carrying out the 
program of the committee is as follows: A pro- 
ject committee chairman is first appointed by the 
chairman of the National committee upon recom- 
mendation of the industry involved. Thereupon 
the other project committee members are se- 
lected in consultation with the newly appointed 
chairman. These project committees are usually 
made up of producers, distributers, and consum- 
ers, involved, in addition to special experts, 
such as engineers, architects ete., which may have 
a particular interest in the subject. In this 
manner the assurance of an impartial treatment 
of the subject is obtained and this constitutes 





Douglas fir boards which in their present form 

will have to be sold as No. 3 common. By cut- 

ting between the defects small dimension stock 

could be produced at a greater profit to the 

manufacturer and the consumer. View taken in 
a Long-Bell Lumber Co.’s mill 


one of the greatest advantages of the com- 
mittee’s work. 

The permanent staff at the Washington head- 
quarters then assists the project committee mem- 
bers in gathering the necessary data and may 
usually count on expert assistance rendered by 
various trade associations and individuals. A 
tentative draft of the bulletin is then submitted 
to the project committee. When all members 
have agreed on the contents of the bulletin it is 
prepared in final form for the approval of the 
members. Then it is referred to the executive 
committee to be passed on by it for publication 
as a committee document. 


[Note—The second and third installments of 
this article will appear in succeeding issues of 
the AMERICAN LUMBERMAN.—EDpITOR. | 


AMONG THE MORE OR LESS familiar stories of 
the lumber industry is the one of the firm which 
received an order from a man not overly prompt 
in his payments. The mill wrote saying the 
order would be filled as soon as he remitted for 
a former shipment, to which he replied: ‘‘ Cancel 
my order, I can’t wait that long.’’ 
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National Production, Shipments and Orders 


Wasuineton, D. C., Jan. 10.—The following statistics were compiled by the National Lumber Manufacturers’ Association: 














Softwoods: Production Shipments Orders 
Week ended: 1926, Dec. 31; 1925, Dec. 26— 1926 1926 1925 1926 925 

Southern Pine a | os sis neal bates 45,270,991 “ 744,441 36,908,784 47,325,068 34,402,632 40,442,584 
West Coast Lumbermen’s Association................sceeeeeee 36,304,010 »797,466 58,886,055 74,544,970 66,421,374 69,590,487 
Western Pine Manufacturers’ Association...............+.... 13,845, 8 922,000 17,726,000 18,426,000 27,944,000 16,632,000 
California Redwood Association. ...........ccccccccscccscccccce 4,682,000 4,802,000 ,424,000 4,495,000 6,661,000 ,313,0 
Tarte CORO PUNO -BORRRIRIOM es 6.6 00.05 oo ccccccccecsepeeevescs 3,351,3 4,044,453 2,533,356 5,419,114 3,967,309 5,333,430 
Northern Pine Manufacturers’ Association.................++: 6,094,700 7,532,600 4,624,000 7,142,600 2,785,000 8,321,000 
Northern Hemlock & Hardwood Manufacturers’ Association... 1,898,000 04,000 1,063,000 1,461,000 1,030,000 2,158,000 

el A, BER TS os oa os 6x sho br dsbnedecannnrsdve 111,446,064 135,046,960 127,165,195 158,813,752 143,211,315 148,790,501 
California White & Sugar Pine Manufacturers’ Association... 6,025, Cebeedeven o% 025, baeveboueee’ FORD «9 cwwsencceves 

Fifty-two weeks ended above dates— 

i rh etic nciawr sok reser emst ss se deeedmese 3,762,205,239 $,948,829,054 Hata ig 4 3,941,692,072 3,726,971,124 3,930,785,171 
West Coast Lumbermen’s Association................eeeeeeee 5,376,610,276 5,148,148,138 5,371,805,388 5,314,323,778 5,348,172, 5,306,818,132 
Western Pine Manufacturers’ Association.............e.e+ee0. »740,392,000 ,826,322, 1,784,904 ,000 ,654,006,000 825,749, 1,632,461,000 
CE, TO Bo oe ccc ccc ccsctsccccccccecestece 752,000 385,746,000 380, 862,000 362,525,000 421, 366,368,000 
Marth COP TIO BARGE icc cccecvcesccccevccecensveseces 396,507,125 467,080,185 403. 142,046 442,410,926 338,917,410 377,356,350 
Northern Pine Manufacturers’ Association........-...++.++s++ 7,702,400 ,615,900 459,361, 400 468,830,700 +837 ,000 433,384,000 
Northern Hemlock & Hardwood Manufacturers’ Association... 168,145,000 175,068,000 165, 138,000 128,201,000 146,697,000 107,248,000 

Weted set weeds, Giy-Ew WHO, « «.o 00006scescnsesesecevses 12,248,314,140 12,428,809,277 12,355,202,635  12,311,989,476  12,223,764,661  12,154,420,653 
California White & Sugar Pine Manufacturers’ Association... 1,443,555,000 ............ 1,382,369 ,000 nega eeioun 1 256,510,000 cores nepere 
al segs lock & Hard dM f: i 
Northern Hemloc ardwoo anufacturers’ Association— 

NES 6h cca civikinin: bm an ua ae aig EN Ute ee ee eRe et wh keen ae 2,146,000 1,751,000 1,939,000 2,130,000 1,281,000 1,986,000 

a wots eee ee RN AES diabae Rho Lens ae eee OR S| Sees eeeecars Sk sin css vo pews Te {te vevevvesus 
Hardwoo anufacturers’ Institute— 

Ce WHE cctevccse . Pe NaWG ani ein aee noe kbak st imesuenereeiies 8,296,401 6,908,169 11,040,759 8,806,807 9,367,323 8,924,010 

RP ere eee re ee TT ere rT 1,290,847,105 ...... cumin Pf | Beerrrrrer eee TSER TTS tcc ccccenere 








Northern Hemlock and Hardwood 


OsHKOSH, WiIs., Jan. 10.—The following summary is of figures supplied to the Northern Hem- 
lock & Hardwood Manufacturers’ Association b y twenty to twenty-five firms that ordinarily make 
about one-third the total monthly shipments, and shows averages for October, November and 1926 


to Dee. 31, and weekly figures for December: 


Hemlock 
Period— Firms Cut Shipments Orders 
Weekly average— 
Ce gossal os 4,419,000 4,543,000 3,430,000 
November ... .. 2,896,000 3,009,000 2,446,000 
1926 to Dec. 
SF aig itintine i. vale 3,231,000 3,166,000 2,801,000 
Me:. © ixciccss 26 2,890,000 2,472,000 2,469,000 
Se 21 2,530,000 2,676,000 2,534,000 
i. Mh csivcsae 20 1,986,000 1,454,000 1,451,000 
eee 21 oe 000 1,181,000 1,225.000 
SN EE adeneens 22 6,000 1,533,000 1,528,000 


Hardwood 
Weekly average— 
Oe 2,112,000 4,133,000 4,221,000 
November ... .. 1,724,000 3,735,000 2,986,000 
1926 to Dec. 
ee. gotkue paar. wa 4,160,000 4,222,000 3,918,000 


BOG, @ cesiccss 26 1,999,000 4,080,000 3,082,000 
ae: Pere 21 1,931,000 3,690,000 2,512,000 
a, ae 20 2,382,000 2,906,000 2,209,000 
Dee. 2B ..ccccee 21 2,086,000 2,262,000 1,756,000 
a . Seer 22 3,246,000 2,383,000 1,589,000 





Census Bureau Delivered Prices 


WASHINGTON, D. C., Jan. 10.—The Department of Commerce has secured through the bureau 
of the census the following prices per thousand for lumber and per hundred square feet for shin- 
gles, as the average paid Dee. 1 by contractors for building materials delivered on the job, these 


being selected from the complete list. 
No. 1 Dimension, 


$1S1E, 2x4—16’ 
Southern Douglas 
pine fir 

Springfield, Ohio ............. $55.00 $45.00 
Me tissacavioees 43.00 47.00 
Philadeiphia, Pa. ....ccccces ) ae 
(Sh  aeere ae 8 83—Ss oe 08 
Be GE, Bc occccsccces ! ae 
a eae a 8=—ss ‘tec naga 
PR, Fs. sccsccccccceve 49.00 ° 
Commmbus, OG ....ccccccsces a 0th 
i Ce ntcrecnewoestoan 50.00 50.00 
S. .  beendceceone nes ae 8 —Ss ss eae 
Milwaukee, Wis. ............. 39.00 39.00 
MS ctigdode an eeaviemas 45.00 45.00 
TO, ME. d:cckctnnctweas 43.00 43.00 
SI EE, BE cc cccccevieve 47.00 47.00 
Fort Wayne, Ind. ............ 48.00 48.00 
San Antonio, TOR. ...ccccccese ae -° 8 sacec 
DE, SS aii os ced onwseee eee 44.00 
eye | eee 36.00 
em Prameines, Call. ....2605 coves 30.00 
4. _. oh — SiR Sener er eA 20.00 
POE WEE cuceccceccssuee Sauer 20.00 


Flooring, 1x4” Shingles, Extra 


Common 10 to 16’ Clear, 16”, 5/2 
Boards Southern Douglas 
1x6” pine fir Red 
No. 1 “CO” e.g. No. 2Vv.g. cedar Cypress 
$42.00 $ 90.00 $85.00 cs ——- 
41.00 |, eee 6.00 $6.25 
50.00 | Sere |) ere 
40.00 130.00 , ...-- ae). | aes 
45.00 a ~  eakwes a 0 hae 
57.00 a 8 «=—«©- «anes 6.00 6.80 
48.00 ee. sete - ress 
50.00 | i re 
60.00 \ | ee Gee | ‘seaes 
a ne ee SS Sr 
PPE 90.00 mae 5.00 earar 
60.00 80.00 80.00 | ere 
40.00 95.00 95.00 ee > = eedées 
51.00 80.00 82.00 | limo 
— = (ieee Cl eS Da. | wee 
55.00 ) ee 6.50 6.50 
42.00 115.00 75.00 | rrr 
an Ctéié Kw 62.00 C a 
See 60.00 De andi 
| ee 50.00 iA 
ee, > eee 50.00 0 Waves 





Hardwood Barometer 


MEMPHIS, TENN., Jan. 10.—The Hardwood 
Manufacturers’ Institute barometer for the 
week ended Jan. 1, 146 units reporting, is as fol- 
lows: 








Percent of 
Normal Actual Ship- 
Production*— Feet output output ments 
Normal (iden- 
tical units) 24,800,000 eS are 
Actual ..... 14,019,146 56.5 ig se 
Shipmentst+ - 18,033,429 72.7 errs 
Orders— 
ee 18,042,591 72.8 128.7 100.05 
On hand end 
week (J ites. wesle = |.aecee 


*Based on mill log scale. 


tLumber fabricated at the mills and used in 
construction work included in total orders and 
shipments. 





Southern Pine Barometer 


NEw ORLEANS, LA., Jan. 11.—For the week 
ended Jan. 7, Friday, 119 mills report as fol- 
lows to the Southern Pine Association: 


Percent Percent 
normal actual 


Production— Cars} Feet output output 
Normal . cas'ae 74,928,956 stile Gl +ngee 
Actual i i dated 61,090,838 81.53 icuncaiaie 

Shipments* -. 2,295 47,534,040 63.44 77.81 

Orders— 

Received* . 2,401 49,729,512 66.37 81.40 


On hand end 
of weekt. 8,823 182,741,976 
Pm 3 of car loadings is November average, 20,- - 
eet 

Orders on hand showed an increase of 1.22 per- 
cent, or 2,195,472 feet; 107 mills contributed to 
previous report. 

*Orders were 104.62 percent of shipments. 

Of 116 mills reporting running time, 6 were shut 
down, eighteen reported overtime, and 45 worked 
full time; 2 operated two days; 4, three days; 1, 
four days; 1, four and one-half days; ; 27, five days, 
and 12, five ‘and one-half days. 





National Analysis 


WaAsHINGTON, D. C., Jan. 10.—The National 
Lumber Manufacturers’ Association has issued 
the following analysis for the period ended Jan. 
1, orders and shipments being shown as per- 
centages of production: 


During During 52 
Week Ended Wks. Ended 


Jan. 1 Jan. 1 
No. of Ship- Or- Ship- Or- 


ASSOCIATIONS— mills mentsders ments ders 
Southern Pine ...... 107 8 76 101 99 
West Coast ....cccs% 99 162 183 100 99 
Western Pine ....... 34 128 202 103 105 


California Pines* .... 13 150 212 96 87 
California Redwood . 15 116 142 96 100 
N. Carolina Pine .... 32 76 «6118 102 85 


Northern Pine ...... : f 76 46 113 108 
N. Hem. & Hdwd.... 15 56 54 98 87 

All softwoods ..... 322 | 133 100) 3=698 
N. Hem. & Hdwd. 60 102 


, 95 
Hdwd. Mfrs. Institute -92t 133 113. «101 =103 


All hardwoods .... ... 124 102 101 102 
Softwoods and hard- 
hardwoods ..... > 117 130 100 99 


*41 percent of cut in region. 
fUnits of production. 


The report for the week ended Dec. 25, in this 
department, showed 352 mills and 69 units. 





Western Pine Summary 


PoRTLAND, ORE., Jan. 7.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Jan. 1, from 
thirty-four member mills: 


—Percent of— 

Pro- Ship- 

Production— Carsf Feet duction ments 
SE 5 sole! 00% Ree. ccsesn s000% 
Ce ee yo | heer eee 


Shipments (car) oe 17, ty 000 
Local deliveries. 4 0,000 


eeoene 2086 


Total shipments .. 17,726,000 128.03. ..... 
Orders— 

Canceled .. 16 OO er 
Booked (car) . i i ae eres 
OS aero 540,000 ore e 
Total orders. .... 27,944,000 201.83 157.64 
On hand end 

ee SIGS BERGE GSO acess xb ase 


Bookings for the week by thirty-two identical 
mills were 151.31 percent of those for the previous 
week, showing an increase of 9,178,000 feet. 

7Car basis is 26,000 feet. 

*Normal takes into consideration mill capacity, 
number of months usually operated and usual num- 
ber of shifts—reduced to a weekly basis which is 
constant throughout the year. 

During the week, production was 43 percent of 
normal; shipments, 55 percent of normal, and 
orders, 87 percent of normal. Average for the 
corresponding weeks of the last four years was 
as follows: Production, 34 percent; shipments, 58 
percent, and orders, 72 percent of normal. 

Production is so seasonable that, during two 
winter months, actual ‘ey. amounted to 
only 53 percent of normal, while during two peak 
summer months the production increased to 114 
percent of normal. 


(Statistics continued on page 65) 
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Forests Are Water Soaked 


MeEmPHIs, TENN., Jan. 10.—The exceedingly 
heavy rains that fell throughout the producing 
territory during the holiday season have resulted 
in much high water. The Mississippi River is 
still rising, but the crest is expected within the 
next few days. Back water, however, has soaked 
the floor of the forests and logging roads are still 
under water. While during the last week weather 
has been ideal, yet it will take many weeks of 
sunshine in order to dry out the forests and per- 
mit of logging again. A few mills have logs 
enough for a few weeks’ run, but it is said that 
within a short time there will be a shortage. 
Log prices are strong in the face of these con- 
ditions, practically all mills have raised their 
prices, and there will probably be further ad- 
vances when buying starts in earnest late this 
month or early in February. 

Demand is coming from the building trades. 
Some of the flooring mills have entered the mar- 
ket again and are buying oak, expecting that 
further advances in lumber prices will be made 
soon. The interior trim plants also continue to 
buy hardwoods. The automobile buyers are be- 
ginning to look around for more hardwoods. 
Furniture buyers are closely watching the mar- 
ket, but have not placed any orders, due to the 
fact that they are busy at the shows. This group 
is expected in the market early in February, 
however. The export market is rather quiet. 
Some orders are being received, but the volume 
is rather small. Indications are that better buy- 
ing will be noted about Feb. 1. 


Demand Is Slightly Increased 


WARREN, ARK., Jan. 10.—Demands for hard- 
wood this week was slightly heavier. Prices 
remain firm. The general tendency is to make 
an advance when conditions will permit, as 
prices are ruling lower than costs justify. De- 
mand is mostly for common grades of gum, but 
some FAS is moving. Flooring oak items are 
slow. Upper grades of oak are also slow ex- 
cept FAS white, which is in demand. Production 
this week has been normal. Some mills are talk- 
ing of shutting down until market conditions 
are better. High water has forced some mills 
in the bottom country to shut down. 


Export Prospects Are Brighter 


BALTIMORE, MpD., Jan. 10.—Discussing export 
trade conditions, Harvey M. Dickson, secretary 
National Lumber Exporters’ Association, said 
today that, since the termination of the British 
coal miners’ strike, some improvement had taken 
place in the demand and prices had also worked 
up a little, though not commensurate with the 
advance of 10 cents a hundred pounds in ocean 
freight rates. The shippers had been prevented 
from realizing the full benefit of the freight 
rate increase, he explained, for the reason that 
many of them had bookings engaged at the time 
the advance was announced, and in order to 
take advantage of old rates a great deal of con- 
signment lumber was sent forward, swelling the 
supply in the United Kingdom and exerting 
pressure upon the market. Since the termina- 
tion of the strike, however, a considerable quan- 
tity of American hardwoods had been absorbed, 
so that the situation had definitely improved, 
and there was every indication that in the ecur- 
rent year the foreign business in American hard- 
woods would take on a more satisfactory aspect 
than for several years. For the first time in 
many months the exporters felt positively en- 
couraged, and unless consignment shipments 
should assume far greater proportions than 
there was reason to suppose, material gains 
might be looked for. 

Walter Wessels, who had an interest in the 
J. L. Gilbert & Bro. Lumber Co., which recently 
went into the hands of receivers, has joined the 


staff of the Gauley River Lumber Corporation, 
and will cover sections of Maryland, Virginia 
and other States. Mr. Wessels was connected 
for years with the James Lumber Co., and 
afterward engaged in business on his own ac- 
count. 


Some Items Becoming Scarce 


RHINELANDER, WIs., Jan. 10.—Rhinelander 
wholesalers held a general discussion of condi- 
tions at a luncheon at the Oneida Hotel last 
Saturday. The general impression was that 
there is lumber enough to take care of demands 
till the new stock is ready, although certain 
items, such as 4/4 basswood, are becoming 
scarce and are advancing somewhat. There 
seems to be plenty of birch and maple, but soft 
elm has been well sold up and is in demand. 

Jobbers have been unable to get their roads 
in shape for hauling until the last few days, but 
below zero weather is helping them very much. 
There has been no fresh snow for about a month. 

Rhinelander mills are sawing steadily. 


Increasing Auto Schedules 


Detroit, MicuH., Jan. 11.—With continued 
quantity operations by practically all of the 
leading producers of motor cars, and greatly 
improved prospects for continued good output 
during the first quarter of this year, the outlook 
for purchases of hardwoods is somewhat im- 
proved, due to the necessity for taking on stocks 
to provide for heavier schedules. Buick is turn- 
ing out about 950 ears daily, Cadillac is pro- 
ducing around one hundred cars daily. 

Chevrolet production is about 75 percent of 
capacity, with plans for operating schedules of 
4,000 daily. Hudson is pushing production on 
its new models. Oldsmobile, Hupp, Pontiac- 
Oakland, Dodge and other plants are planning 
at least normal production during January. 
Ford is expected to average around 5,000 cars 
a day this month. 

On Jan. 1, John W. Swain, who for twelve 
years has been vice president and sales manager 
of the Walter N. Kelley Co., at Detroit, severed 
his connection with that concern and announced 
the organization of the John W. Swain Lumber 
Co., which has engaged in the wholesale and re- 
tail lumber business, with headquarters in the 
MeKerchey Building, this city. Previous to his 
connection with the Walter N. Kelley Co., Mr. 
Swain was associated with the Estabrook-Skeele 
Lumber Co., of Chicago, and the Von Platen- 
Fox Co., of Iron Mountain, Mich. 


Trade Fair; Prospects Good 


Bay City, Micu., Jan. 11—Hardwood man- 
ufacturers have been enjoying a fair trade since 
the first of the year, and prices continue firm. 
The automobile industry is taking small quan- 
tities for immediate shipment. It is reported 
that sales of cars at the New York show were 
very satisfactory, so that the outlook is encour- 
aging. Practically all of the plants are operat- 
ing on a 75 percent schedule. There is very 
little activity among other wood-consuming in- 
dustries, but the box manufacturers report a 
steady demand for their product, and practically 
all factories in this locality are operating to 
full capacity. The hardwood flooring indus- 
try has curtailed operations considerably, and 
the usual seasonal decline in the demand for 
this product will reduce sales and shipments 
during the next few weeks. Practically all of 
the manufacturers of flooring have been running 
their plants on short time and as a consequence 
stocks of flooring lumber have increased. High 
grade maple and soft elm in 6/4 and thicker, 
also all thicknesses of hardwood culls, are low 
in supply. Logging conditions have been very 
good since Dec. 1 and practically all the Lower 
Peninsula sawmills are now operating to full 
capacity. 


| Strength Features Hardwood Trade 


Logging Stopped; Prices Higher 

Macon, Ga., Jan. 11—An advance of 10 to 
15 percent in prices of common and better 
grades of red and sap gum this week was her- 
alded as an indication of general improvement 
in the hardwood market. A slumping off in 
production due to bad weather has brought 
about the improvement. The advance on gum 
strengthens other hardwood lumber. Inquiries 
have been picking up since the first of the year 
and the movement both for domestic and export 
trade is considerably in advance of that for the 
same period of last year. There was a marked 
curtailment this week in deliveries of logs at 
mills. Water in the lowlands does not drain 
off as quickly at this season, and logging crews 
have been inactive. 


Demand Slow; Logging Stopped 


EVANSVILLE, IND., Jan. 10.—Business in hard- 
woods has been a little slow. Prices are holding 
rather firm. Owing to the rains and bad weather 
in the South, logging operations have prac- 
tically stopped. Local mills in most instances 
have small supplies of logs. Indiana furniture 
factories are being operated on fairly good time, 
but the manufacturers are waiting on the results 
of the mid-winter markets. Contractors dnd 
building material men predict that 1927 will be 
as good a building year as 1926, if not better, 
and trade in this line is expected to attain some 
volume by the latter part of February. Railroad 
tie trade is picking up right along. Box busi- 
ness has been good. 


Buyers Await Results of Shows 


CINCINNATI, OHIO, Jan. 11.—The hardwood 
market remains quiet, as large buyers are dt. 
voting their attention to the furniture and au- 
tomobile shows. There are no large stocks in 
consumers’ hands, so hand to mouth buying of 
sizable proportions will continue, even though 
there is little stocking up. Hardwood prices 
in the main are steady, large mills maintaining 
their lists with considerable confidence. 

The M. J. Byrns Co. has been incorporated 
with an authorized capital of $25,000 under Ohio 
laws. The ineorporators are M. J. Byrns, R. C. 
Swing, G. M. Glandorf, F. Woodward and J. W. 
Gibson. Mr. Byrns has withdrawn from the 
Byrns Bros. Lumber Co. and the Byrns Lumber 
Co. His new company has opened offices in the 
Union Trust Building. The Byrns Bros. Co. 
and the Byrns Lumber Co. will continue, with 
John Byrns as president. These companies’ 
offices are in the Ingalls Building. 

Cincinnati lumber exporters will leave in a 
private car for Memphis on Jan. 17 to attend 
the conference called by the Hardwood Manu- 
facturers’ Institute. The party is being ar- 
ranged by Theodore Davis, chairman of the 
transportation committee of the Cincinnati Lum- 
bermen’s Club. 


Orders and Inquiries Increase 


LOUISVILLE, Ky., Jan. 11.—Demand for hard- 
woods is a trifle stronger than it was last week, 
both orders and inquiries being more plentiful, 
while the tendency of the market is upward. It 
is reported that a number of southern mills are 
advancing gum prices about $5, and in some in- 
stances, it is reported, they have marked up 
everything on the list on the theory that poor 
production, and lack of dry stock, will make 
for a stronger spring market. Locally there is 
a tendency toward higher prices, but asking 
prices are not being received, it is claimed, and 
actual sales are being made at about the same 
prices as were in effect at the close of the year. 
With furniture trade prospects good and auto- 
mobile trade more active, it is believed that, 
with a return of activity in building, there will 
be a good spring market. 

Inch stocks are quoted at Louisville: Ash, $85 


For Current Market Prices on Hardwoods See Pages 101 and 102 
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for FAS, common, $50@55. Walnut, FAS, 
$215; selects, $150; No. 1, $90; No. 2, $40. 
Poplar, FAS, $95; saps and selects, $65@70; 
No. 1 common, $48@52; No. 2A, $35@40; 2B, 
$25@26; with soft mountain grade carrying a 
premium over these figures. Cottonwood, FAS, 
$55@65, according to width, and $33@38 for 
common. Chestnut, $90 for FAS; and $50 for 
common. Gum, quartered red, $107 and $60; 
plain red, $100 and $55; quartered sap, $65 and 
$50; plain sap, $58 and $45 to $47. Plain red 
oak, FAS, $85; common, $55; plain white, $90 
and $60 for southern, with a premium for moun- 
tain stock. 


Buffalo Hardwood Notes 


BuFrFraLo, N. Y., Jan. 11.—The hardwood trade 
is reported slow, but there is business to be had 
if it is gone after. Some who have been out 
after orders say they have lately been fairly suc- 
cessful, and that some business is being placed 
right along. Prices are holding firm, and whole- 
salers have no doubt that the recent heavy rains 
in the South will advance quotations on all 
southern hardwoods. 

Buffalo still fails to appreciate the longer 
lengths and thicker cuts of red cedar shingles. 
They are kept on hand in a small way, both 
18-inch perfections and 24-inch royals, the lat- 


Functions of the Dimension 
Lumber Association 


[By W. A. Babbitt] 


The purpose for which the Dimension Lumber 
Manufacturers’ Association was organized is to 
establish the manufacture of dimension stock 
on a sound basis of both production and sales. 
This undertaking was and is admittedly basic to 
the entire program of better utilization of our 
forests. Furthermore, the fact was emphasized 
that the interest in dimension stock is not con- 
fined to any single division of the lumber indus- 
try, such as the softwood lumber industry or the 
hardwood lumber industry; nor to any sectional 
groups, such 1s northern or southern hardwoods, 
West Coast or southern softwoods. 

As a matter of fact, maturer consideration of 
the field which this new association is to occupy 
evidently not only touches, but is a part of every 
other trade association of the lumber industry. 
There is and can be only one other association 
which touches all the other lumber associations, 











Here is shown how wood contributes its aid to bicycle racing. The bowl under construction was 
for the six-day race in Madison Square Gardens, starting Dec. 5, 1926 





ter cut half an inch thick at the butt. Rochester 
buys special sizes sparingly, as do some other 
eastern sections, but Buffalo seldom uses them. 
The complaint against shingle substitutes is on 
as strong as ever. Some members of the trade 
think that advertising is the remedy. 

Paul J. Glanton, secretary Burnside (Ky.) 
Veneer Co., was a visitor here last week. He 
said that the Cumberland River flood came with- 
in ten inches of the company’s mill, and that he 
and other employees worked all Christmas night 
trying to save property around the mill. 

Two changes of salesmen in this territory have 
lately been announced. Charles E. Lee has left 
E. Sondheimer, Memphis, and gone with the 
Baker-Matthews Co., of the same city. William 
Eifler, jr., has left the Welsh Lumber Co., Mem- 
phis, to take a position with the Kirby Lumber 
Co., Houston, Tex. 

A talk on his recent trip to Europe, and a 
reading of two original poems suggested by the 
recent war, were given by Millard 8. Burns, of 
Palburn (Inc.), at the regular meeting of the 
Buffalo Lumber Exchange on Jan. 7. 

B. Franklin Betts, Philadelphia, visited his 
partner, C. Walter Betts, of the Betts Lumber 
Co., last week. 

Henry E. Mallue, of H. E. Mallue & Bro., is 
planning a southern trip, not having been in 
the best of health of late. 


THE ‘‘ BETTER SIRES—BETTER STOCK’’ cam- 


paign has enrolled nearly 16,000 livestock 
owners. 





and that is the great National Lumber Manu- 
facturers’ Association. Nevertheless, the Na- 
tional association, due to the necessities of the 
ease, does not naturally and easily function in 
the field which belongs to the Dimension Lum- 
ber Manufacturers’ Association. The National 
association is a ‘‘ front office’’ institution. Its 
statistics run in millions and billions. Its voice 
echoes in legislative halls, and speaks in nation- 
wide publicity. Fine, necessary and most effici- 
ently handled. 

This association devoted to small dimension is 
well satisfied with a sawdusty office at the back 
end of the mill, but it has no small opinion of its 
job, which is to get more good utilizable lumber 
from our stumpage. It knows that its job ex- 
tends as far, possi¥vly farther, than the job of 
the big front office association. Indeed the di- 
mensioners are willing to admit that their job 
is just as important as the job of the National 
Lumber Manufacturers’ Association, and even 
has the rights of a junior to the name itself. 


Unit or Base for Membership 


We are well acquainted with the wisdom 
which says that it is cheaper to buy experience 
than to earn it. In that respect experience is 
like lumber—it always sells for less than its cost, 
and suffers from overproduction. Let’s be wise, 
therefore, and accept the freely offered experi- 
ence of the senior lumber association. Beeause 
the National must deal with widely separated as 
well as highly competitive groups of lumber 
manufacturers, and minister to their common in- 


terests in spite of these handicaps to unified ac- 
tion, and through these groups eventually reach 
individual operations, it was found that the 
principal unit or base for membership was the 
association, rather than individual firms. 

The advantage of this arrangement is evident. 
In the first place the number of individual firms 
in organic relation to the National association is 
far greater than could be on any other basis, and 
indefinitely more stable. In the second place, 
the membership is no unorganized mob of indi- 
viduals, but a trained and disciplined group of 
strong business men accustomed to codperative 
manoeuvers on the battlefields of trade. 

Furthermore, each one of these group mem- 
bers come into action with trained officers at 
their head, their staffs of big executives, who 
are leaders chosen on merit, and followed be- 
cause worth following, leaders who see to it that 
the policies to which their people are committed 
are carried out. I personally know all these 
groups that make up the National, and I have 
seen them in action, have been in action with 
them many times, and know whereof I speak. 

Finally, it is to be remembered that the ac- 
cumulation of the data, the facts of these com- 
mon interests between competitive groups; the 
interpretation and application of economic 
meaning of these data facts is a very costly 
undertaking, which becomes impossible practi- 
cally unless the cost is prorated over a very 
large per capita. So it would seem that the 
National Lumber Manufacturers’ Association 
has definitely shown the way of procedure for 
us, the only other possible lumber association of 
national scope. 


Says Proposition Is One of Salvage 


My thoughts along this line have been further 
stimulated by the fact that the executives of 
several associations have come to me with the 
question, ‘‘ Hew much will it cost our association 
to join?’’ To my satisfaction, but not surprise, 
they recognized the national character of the 
undertaking of the Dimension Lumber Manu- 
facturers’ Association and that its natural and 
proper course would be to function on a national 
basis. At the same time, it should be considered 
that while the logical thing to do is to develop 
along the proved lines of the senior association, 
still our proposition is a salvage proposition, 
and we have a duty that is wider than any or all 
of the organized groups of lumbermen, and must 
extend a friendly hand to many lumbermen not 
in any regional group. 

If these considerations which I have offered 
for your attention are found to be sound, it is 
evident that we may have to undo some of the 
work done at Cincinnati, which of course was 
anticipated might be the case. The conception 
of the Dimension Lumber Manufacturers’ Asso- 
ciation as presented there was that of ‘‘ just 
another needed association.’’ The charter pre- 
sented and adopted was conceived and developed 
along that line. It would seem that the plan 
must be recast for development along national 
lines, to meet the needs of a national service. 
We may well learn a lesson from our national 
capital. When the City of Washington was laid 
out, it was laid out to meet any and every pos- 
sible development of such a city. Who of the 
eighteenth century could have conceived the 
giant city of today as it rushes toward a mil- 
lion population? Yet the plan was so big that 
it is as competent today for that wonder city as 
it was nearly a hundred and fifty years ago for 
a little frontier village. 


Matters Demanding First Consideration 


Perhaps it would be well to refer to some of 
the matters which demand first consideration, if 
the plan is approved to revamp our organization 
so that it will become national in its scope. 

Evidently, if the basic unit of membership— 
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not the exclusive unit—is to be the membership 
of affiliated associations, it certainly would be 
expedient to maintain the present organization 
in its present temporary status, so that the per- 
manent status would represent the conclusions of 
the largest possible number. ees 

The question of dues in an association made 
up largely of association groups requires a radi- 
eally different solution from the question of 
dues for a local association. It is evident that 
the dues per capita would be much more in a 
local association. 

The constitution of the board of directors 
would necessarily be differently determined, as 
the constituent groups would be entitled to rep- 
resentation on the board of directors. The fune- 
tions of the paid staff and its relations with the 


paid staffs of the constituent associations re- 
quire determination. Most of these questions 
must be worked out in conference with the in- 
terested groups. It is hoped that this larger 
view of the Dimension Lumber Manufacturers’ 
Association will receive the consideration it de- 
serves, and that at the forthcoming meeting for 
permanent organization, measures will be 
adopted which will not only recognize the na- 
tional character of the dimension stock develop- 
ment, but send it on its way as an organization 
competent to render a national service to the 
entire circle of industries whose life and health 
are in our forests. 

Perhaps I may be permitted to express my 
views on the relation of the new association to 
the entire structure of the associated groups 


of the lumber industry. The Dimension Lum. 
ber Manufacturers’ Association is not a com- 
petitor of any of the regional lumber associa- 
tions which make up the National Lumber Manu- 
facturers’ Association, but rather the servant of 
them all—a position of incomparable advantage 
with reference to economies in logging and lum- 
ber production, and with reference also to the 
development of true qost data and true grades 
data. 

If this view of the relation of our Dimension 
Lumber Manufacturers’ Association is correct, 
then it ought to be the privilege, as it certainly 
is the duty, of the dimension group to become 
one of the units in the great and splendid eco- 
nomic institution which we call the Nationa) 
Lumber Manufacturers’ Association. 


Furniture Exhibitors Expect Good Year 


The campaign ‘‘Your Home Should Come 
First,’’ vigorously waged by the National Re- 
tail Furniture Association in codperation with 
furniture retailers everywhere in the country, is 
producing real results according to the majority 
of exhibitors at the Mid-winter Furniture Show 
now in progress at the American Furniture 
Mart, Chicago. The benefits are especially no- 
ticeable in the better quality of furnishings now 
in demand, but also in a larger volume of busi- 
ness. 

The exhibitors were all congratulating them- 
selves on a very successful year during 1926, and 
felt that 1927 would be equally as good. The 
show, which opened Jan. 3 and closes Jan. 22, 
so far has been well attended by buyers from 
all sections of the Middle West, South and East, 
practically all of them reporting their respec- 
tive communities to be prospering and their 
business to be good. But as has been the case 
ever since the War, they are wary and conserva- 
tive to a degree. They are going to look the 
whole of the immense show over carefully, study 
the designs and talk matters over with their 
brethren before placing orders. Many are here 
‘fonly to look and listen,’’ will return home 
without placing an order and will hold off as 
long as possible. 

Business at the show therefore has been lim- 
ited, but will show a big increase as it draws 
toward its close. Indeed, the full results of the 
show will not be known until toward spring, 
when most of the retailers do their buying now- 
adays. The exhibitors have become accustomed 
to that and no longer base their predictions of 
the season’s business on actual sales at the show. 

As said, the exhibitors are optimistic, and one 
of the reasons that they commonly refer to is 
that building pretty nearly everywhere holds up 
to one of the highest winter levels known, with 
continued heavy spring operations in rather 
definite prospect. As these new homes, apart- 
ment buildings, hotels and office buildings will 
all have to be furnished, this in itself repre- 
sents a heavy item. 

Factories in all the producing centers are con- 
sequently, from reports gathered at the show, 
running full time, with light stocks of both raw 
materials and manufactured goods on hand. 

No radical style changes are noticeable this 
year, the trend still being strongly toward 
Colonial and early American Period furniture. 
There have of course been rather numerous 
minor changes in design to give novelty to the 
offerings, which is in line with the trade’s 
positive demands; but these are rarely of any 
consequence as regards woods used or the vol- 
ume of lumber consumed. 

Furniture of solid walnut or with walnut fin- 
ish remains by far the most popular. Walnut 
in fact seems to be crowding mahogany a bit 
harder than ever. Some delightful things in 
maple are shown, among them such innovations 
as porch furniture, produced by the Tell City 
Chair Co. Maple seems to have a good hold on 
the trade and birch is also much in evidence. 
Both these woods are more extensively repre- 
sented than in former years. Oak has neither 
lost nor gained. Gum retains a favored place 
in the cheaper and medium-priced pieces. 
Foreign woods, notably the South Ameri- 
ean, seem to be used to a greater extent for 


the now exceedingly popular inlaid work. 
Novelties of all kinds are enjoying a huge and 
aparently ever-increasing demand, particularly 
if paint in flaming colors or in gay and rich 
combinations. This the exhibitors attribute in 
no small part to the ‘‘ Your Home Should Come 
First’’ campaign, which advocates beautiful, 
colorful things for the decoration of one’s 
abode. The prodigious exhibits of these novel- 
ties include a large variety of objects—magazine 
and newspaper holders, book troughs, side tables, 
nest of tables, leaf and folding tables, miniature 





A chair that grew is one of the most interest- 
ing exhibits at the Mid-winter furniture show, 
now im progress in Chicago. In 1908 John 
Krubsack, a central Wisconsin farmer-banker, 
planted twenty-eight box elder seeds in a care- 
fully planned plot. He allowed them to grow 
three years and then started training and graft- 
ing them. Four years later the results of his 
labor became apparent and ten years after 
planting he had a chair much as shown in the 
accompanying illustration. He then cut all 
trees but the ones intended for legs, which he 
permitted to grow for another year. At the 
eleventh year he cut the legs, trimmed and pol- 
ished the chair. It weighs about 40 lbs. and is 
practically unbreakable. Mr. Krubsack has re- 
fused an offer of $3,700 for the chair, and the 
furniture company which is exhibiting it has in- 
sured it for $4,000 


writing desks and chairs, stands of all kinds, 
smoking trays, bric-a-brac shelves to stand on 
floor or hang on walls. They are pretty but 
cheap, and usually not substantial. They are 
generally manufactured of sap gum, other cheap 
woods also being used. 

Other novelties offered have for their purpose 


economy of space or the elimination of labor. 
Take the Ta-bed, manufactured by the Ta-bed 
Corporation, Sheboygan, Wis., which in daytime 
is a perfectly normal-looking library table but 
at night is converted into a bed. Or the auto- 
matic cradle made by the Automatic Cradle 
Manufacturing Co., Stevens Point, Wis. When 
the baby wakes up at night for a little cry it is 
nowadays not at all necessary to get up. Just 
stretch out an arm, give the crib a push and it 
keeps on swaying to and fro vigorously long 
after baby again has wandered into Dreamland. 

A big feature at the show is an extensive line 
of outdoor furniture of every description. The 
demand for this class, the manufacturers stated, 
is increasing steadily as more and more people 
are being converted to the idea of outdoor life, 
are building summer cottages or country homes, 
and are beginning more than ever before to 
furnish them in accordance with their surround- 
ings. Everything in hickory from the now com- 
mon porch set of table, chair and rocker, to the 
handsome rustic single and double lawn seats 
and lawn swings with pagoda roofs, tree seats, 
rustic flower screens and trellises, arches and 
entrances, and the unusual rustic summer houses 
and pergolas, is impressively exhibited. There 
is, too, a children’s rustic play house completely 
furnished with miniature rustic furniture. 

A handsome display that attracts much atten- 
tion is that of the ‘‘Garden craft’’ furniture 
manufactured by the Express Body Corporation, 
Crystal Lake, Ill. It consists of a large variety 
of arbors, single and double rose or vine ladders, 
fan trellises, flower boxes, garden seats, bird 
houses, bird baths—and dog kennels that would 
be real homes for canine friends. 

Charles W. Fish Lumber Co., of Elcho, Wis., 
also hag an attractive display of lawn swings 
and lawn furniture, which it produces in vast 
quantities. Pergolas, swings, garden and porch 
seats and chairs were also displayed by the 
North Vernon Lumber Mills, North Vernon, Ind. 
A subsidiary of this company, the Platter Cabi- 
net Manufacturing Co., also had a complete ex- 
hibit of fine kitchen cabinets. 

The Wood Mosaic Co., of Louisville, Ky., was 
represented at the show with many beautiful 
examples of its product on display. 

Red cedar as a bed room furniture wood is a 
novelty which is steadily winning public appre- 
ciation, according to the Tennessee Red Cedar 
& Novelty Co., of Chattanooga, Tenn., which 
has an extensive exhibit of its line at the show. 
Red cedar has for years been a favorite for 
chests, but this is the only company that so far 
has built highboys, wardrobes, dressers, vanity 
tables and the like out of this wood. Such ar- 
ticles have been produced for three years, and 
their sale tripled in 1926, leading the company 
to enlarge the output materially to enable it to 
meet a prospective steady growth of demand. 
This company finds the market for cedar chests 
widening enormously with each year and at- 
tributes this largely to the small apartments 
with little closet space now in vogue. 

Children’s furniture is encountered wherever 
one goes within the Mart. Demand for this line 
is increasing constantly. More and more fami- 
lies are providing the little ones with their own 
rooms and are furnishing them according to the 
age and needs of the occupants. 
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(Statistics—Continued from page 61) 


North Carolina Pine 


NorroLK, VA., Jan. 10.—The North Carolina 
pine Association makes the following analysis 
of figures from thirty-one mills for the week 

> }- 
ended Jan Percent Percent Percent 
normal actual -ship- 


tion— Feet output output ments 
ee... SEND gees wes 
Actual ...-- 2'654,363 31 a 
Shipments ..-- 2,113,356 24 80 one 
Orderst .---+> 3,699,309 43 139 175 


*“Normal” is based on the amount of lumber the 
mills would produce in a normal working day. 


As compared with the preceding week, there is 
an increase of 22 percent in orders; although that 
week there were reports from thirty-eight mills. 


“California Redwood Data 


SAN FRANCISCO, CALIF., Jan. 8.—The follow- 
ing information is summarized from the report 
of the California Redwood Association for the 
week ended Jan. 1: 


-————_Redwood—__—_. White- 





No. of Percent of wood 
mills Feet production Feet 
Production* .. 15 4,682,000 100 591,000 
Shipments .... 15 5,424,000 118 569,000 
Orders— 
Received ... 15 6,661,000 142 775,000 
On hand .... 14 45,909,000 4,971,000 


*No production at six mills during week. 
Detailed Distribution of Redwood for Week 





Shipments Orders 
Northern California* ...... 2,506,000 2,241,000 
Southern California* ...... 1,533,000 1,201,000 
DEE visctiessamsaneees \aeaieaal 181,000 
OS 642,000 1,938,000 
DE s isccupewemasweare we 743,000 1,100,000 
EN drei eee ete m eee 5,424,000 6,661,000 


*North and south of line running through San 
Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
TtAll other States and Canada. 





Oak Flooring Statistics _ 
The following are statistics of the Oak Floor- 


ing Manufacturers’ Association for the periods 
shown: 


De- 

7——Week ended——..__ crease 
Jan. 8, Jan. 9, Per- 
1927 1926 cent 

No. of mills....... 49 4 
Production ....... 7,990,000 10,465,000 23.7 
Shipments ....... 5,787,00 8,457,000 31.6 
rs 8,448,000 6,450,000 *31.0 
*Increase. 





The West Coast Review 


SEATTLE, WASH., Jan. 8.—For the week ended 
Jan. 1, 99 mills report as follows to the West 
Coast Lumbermen’s Association: 


Feet 
36,304,010 


Production ... 
Shipments ... 58,886,055 62% above production 
a 66,421,374 83% above production 


Shipments— 


Water delivery: Feet Feet 
OS Sree eee 21,423,315 
EP eR 10,412,603 
ne cam As 31,835,918 

UID sh. ok oa tus o a Sieg ecko eh pad Sues 23,498,965 

EE ~ sce igs cwiticsigiah pits malrviada cowl beaeie 3,551,172 
TE MD, ii cant cacdim ein emir 58,886,055 

New business— 

Water delivery: 
ne eee 21,493,358 
REN aie Hines 11,221,733 
ED < vpnicaicuntiwineseeaeed 32,715,091 

NNN, re dian a a ae bale ee agts Suacigarae 30,155,111 

NT Baa aceh alk acuukh das aneeunnas 3,551,172 
meted mow WetNONE: vc. i icc ccc cccices 66,421,374 

Unfilled orders— 

Water delivery: 

Domestic cargo .......... 94,727,162 
See ere ee 82,707,609 
OE AS 177,434,771 
© iced bis © ewes ee va eW i Cai watese on 108,662,473 
Total unfilled orders................. 286,097,244 








THE TIMBER lands of Maryland, according to 
estimates by F. W. Besley, State forester, total 
2,338,000 acres, sufficient to supply the lumber 
needs of the State if the forests were fully de- 
veloped. 





A Leader Among Pondosa Pine Manufacturers 


(Continued from front page) 


organizers of the W. H. Eccles Lumber Co. at 
Baker, Ore. He managed that company until 
1915 and in July he became sales manager of 
the Oregon Lumber Co. at Baker. Late in 1921 
he was elevated to the position of general man- 
ager of the Oregon Lumber Co., and during the 
next two years made an enviable record in op- 
erating that company’s extensive manufactur- 
ing properties. 

During July, 1923, Mr. Geddes left the Ore- 
gon Lumber Co. to become vice president and 
general manager of the Craig Mountain Lum- 
ber Co., Winchester, Idaho, where he is building 
good will for Craig Mountain quality Pondosa 
pine and incidentally a new name for himself 
as an efficient and intelligent operator. 

Going back a few years and looking at the 
more personal side of his life, we find that he 
was married on June 14, 1905, to Miss Mame 
Thompson, of Ogden, Utah, the ceremony being 
performed at Salt Lake City. Mr. and Mrs. 
Geddes have four daughters. 

Of all the producers of Pondosa pine there is 
probably none among them who holds more uni- 
versal esteem of his colleagues than does Will- 
iam C. Geddes. He has been an earnest and 
inteHigent student of the lumber industry; al- 
ways interested in research work, working from 
the standpoint of association activities, and 
from the standpoint of the activities of his own 
operation. He has been progressive, far-seeing, 
and above all tolerant of the desires and opin- 
ions of his fellow members in the industry. 

Outside of his business life he has many sides. 
He is deeply interested in his family and the 
desires of his children. In the realm of Ma- 
sonry he has traveled far, being a 32nd degree 
Mason, Knight Templar and life member of Al 
Kader Temple of the Mystic Shrine. Having 
always lived near the scenes of his lumber op- 
erations he has not as yet become a golfer, but 
holds membership in the Portland Golf Club. 
He is also a member of the Concatenated Order 
of Hoo-Hoo and a member of the Elks Lodge 


719 at Ogden. He is a sportsman, a hunter and 
a trapshooter of considerable ability. During 
the last summer he was runner-up in the Idaho 
State shoot held at Sandpoint, Idaho, June 


13-15. 


Probably one of the most important commis- 
sions that ‘‘Billy’’ Geddes ever held was that 
of chairman for three years of the advertising 
committee of the Western Pine Manufacturers’ 
Association. This committee, which has now 
been operating for two years with a relatively 
small appropriation, got the different districts 
in the association together by the adoption of 
one trade-name for their products, ‘‘ Pondosa, 
the Pick of the Pines.’’ The rapidity and the 
extent to which this name was put over to the 
trade in the short time was astonishing to every 
one concerned, including the advertising com- 
mittee and the expert who handled the copy. 


Plans to Increase Output 


NEw ORLEANS, La., Jan. 11.—The Celotex Co., 
which recently began the operation of an addi- 
tional plant unit increasing its output more than 
50 percent, is planning the construction of a 
new $500,000 unit, to be completed by fall, and 
the installation of three additional units, to 
cost $1,500,000, during 1928, bringing the value 
of its New Orleans plant to $12,000,000 and 
its capacity output to 2,250,000 feet of Celotex 
a day. This announcement was made by Presi- 
dent B. G. Dahlberg, of Chicago, who was here 
last week to attend a conference of the com- 
pany ’s officers and sales force. It is added that 
the company is preparing to build, for operation 
within the year, a $1,500,000 Celotex plant in 
Porto Rico, for which its engineers have just 
completed a survey. The output of the proposed 
Porto Rican plant, it is explained, will be dis- 
tributed in Atlantic coast territory while the 
New Orleans plant will serve the Mississippi 
Valley territory. 


Lumbering Drives Russians to Suicide 


‘*Rather die than go lumbering’’ is no empty 
phrase with the thousands of prisoners of the 
Bolshevik government, assigned to labor in the 
grim north Russian forests during the intensely 
cold winter cutting season. Many of those se- 
lected for this work commit suicide upon hear- 
ing the news, and others wilfully invite death by 
revolting, according to the story of Julius M. 
Chevalier, the only American who has ever been 
imprisoned by the Bolsheviks for any consider- 
able time and who has had a first-hand oppor- 
tunity to study present-day convict life in Rus- 
sia. Mr. Chevalier was arrested and sentenced 


to Solovetski Island, the most dreaded of Rus- — 


sian prisons, two years ago on an allegation of 
espionage. He has within the last few weeks 
been liberated and found his way to Berlin on 
his way to Constantinople to join his waiting 
wife and children. 


The Russian lumber industry is a State mo- 
nopoly and the woodswork is being done almost 
entirely by convict labor. The Solovetski prison, 
within the Arctic circle and in the heart of 
Russia’s finest timber belt, is the concentration 
center where all the convicts from other Russian 
prisons picked for the arduous woodswork are 
sent. They usually number from 8,000 to 12,000. 

‘*Timber cutting is the hardest class of labor 
forced upon the prisoners,’’ Mr. Chevalier is 
quoted as saying in cable dispatches to the 
American press. ‘‘Only those most poorly 
equipped in mechanical ability are assigned to 
the work, except for special cases of punishment 
in which the culprit does not deserve death. 
The timbering gangs are mostly composed of 
criminals and speculators, but partly also of 
counter-revolutionary plotters. 

‘*When the cutting season starts, those pris- 
oners whose hopes for liberation are dead revolt 


and invite death by summary execution rather 
than face the unknown rigors of the Arctic and 
the dangers of those grim forests where they 
believe slow death from starvation and exhaus- 
tion awaits them. Others plod stolidly into the 
snow-mantled unknown, to camps sometimes sit- 
uated seventy-five miles from the prison, hoping 
to survive and bring freedom another year 
closer. 


‘*While other labor gangs work eight hours 
in winter and ten in summer, with one holiday 
a month, the lumberjacks are given a daily 
quota of work. Each gang of five men must 
fell, saw and stack daily a pile of wood seven 
feet long by seven feet high. The trees are se- 
lected and marked for cutting, and if after they 
have been felled and trimmed one is found to 
be rotten, that is the gang’s responsibility. The 
gang must finish the daily quota regardless of 
weather conditions. If darkness falls and their 
quota is unfilled they must continue working 
through the night. Once a gang falls behind 
it seldom is able to catch up again. If the gang 
is behind on two successive days, warm food is 
allowed only every third day. They are then 
put to pulling the sleds, which means that when- 
ever they lag they are beaten by the guards. 
When a man drops he is usually oblivious of the 
beating and death ends his agony. Whenever 
a man succumbs, he is left buried in the snow 
until spring. 

‘*The lumber gangs live in wooden huts which 
they build themselves. They are unlighted and 
seldom heated. Their clothes are never dry. 
Frequently the lumberjacks flee from their 
camps and wade all night through the snow to 
spend one night in the warmth of the main 
buildings. Death is usually the penalty for 
this offense.’’ 
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Lumber News of the Pacific Coast 


Possible Extension of German Demand 


SEATTLE, WASH., Jan. 8.—An opportunity for 
the extension of Douglas fir demand into Ger- 
many was unfolded in this city a few days ago 
by Fayette W. Allport, American commercial 
attaché, Berlin, who, while in Seattle, made his 
headquarters at the offices of the bureau of for- 
eign and domestic commerce. Mr. Allport says: 

Recovery from the recent crisis in Germany 
has been slow, but is progressing satisfactorily. 
The buying power of the people is reviving from 
day to day. German industry and commerce are 
endeavoring to become remodeled on the Amer- 
ican plan, and American commodities generally 
find favor in the eyes of the German buyer. A cer- 
tain amount of opposition is encountered on the 
part of German manufacturers of competitive 
products. 

In this respect, Pacific coast exporters are at 
an advantage over exporters in other parts of the 
country. For the most part Pacific coast exports 
are not only non-competitive from the German 
standpoint, but they may be classed as essential 
imports. 

Germany is an important importer of soft wood, 
and soft lumber and lumber products, and may, 
with little effort, be trained to an appreciation of 
Douglas fir. An extensive building campaign is 
under way, with a view to relieving house con- 
gestion in Germany. This activity may offer a 
favorable market for Pacific coast lumber and lum- 
ber products. 


Mr. Allport says that the credit situation, 
which has been a chief obstacle to trade, is rap- 
idly correcting itself in Germany. He urges 
American manufacturers and exporters who have 


harbored the intention of entering the German .- 


market, or of extending connections they may 
already have, to act without further delay in 
order that they may gain a firm footing at the 
beginning of the new period of commercial ex- 
pansion, that is now opening up in Germany. 


Redwood Prospects Excellent 


San Francisco, Cauir., Jan. 8.—The redwood 
industry has just experienced its most prosper- 
ous year, and 1927 prospects are even better 
from the standpoint of production, sales, ship- 
ments and opening of new fields. This sums 
the report of R. F. Hammatt, secretary-manager 
of the California Redwood Association, who has 
just compiled statistics showing the cut, sales 
and shipments of the association’s reporting 
mills which represent virtually all of the Cali- 
fornia redwood industry. 

Orders received during 1926 were 27,000,000 
feet in excess of 1925 and 36,000,000 feet in 
excess of 1924; they fell slightly below the peak 
year of 1923, however, due to abnormal build- 
ing conditions in the southern part of the State 
in that year. The slump which affected southern 
California business, however, is being worked off 
and increased population in those sections is 
gradually bringing the consumption back to the 
1923 level, which, according to redwood men, 
will have a substantially sound basis. 

The production report of 396,000,000 feet in 
1926, as compared with the sales of 398,000,000 
feet, represents the reporting mills only, points 
out Mr. Hammatt, while in reality the orders re- 
ceived were for 504,000,000 feet and the produc- 
tion of the entire industry was correspondingly 
higher. They fail, however, to alter the ratio 
of sales over production. 

Eastern business has shown promising in- 
creases throughout the last four years, 1926 
showing a 13,000,000 feet increase over 1925, a 
10,000,000-foot increase over 1924 and a 9,000,- 
000-foot margin over 1923, the peak year. 

Export business was greater than at any time 
in the history of the industry, and inquiries on 
hand at the mills indicate that there will be a 
substantial volume of foreign business in 1927. 

Northern California business was slightly less 
than in 1925, due probably to conditions in San 
Francisco and the bay district where the labor 
trouble between carpenter factions curtailed 
building production, particularly in the home 
construction districts. Southern California is 


rapidly overcoming the 1925 bubble, and while 
business ‘in that section was less than 1923 or 
1924, it was greater than 1925. 

Western territory business is normal, there 
being a limited outlet in this section which can 
not show radical changes either way. 

Advertising, which was begun by the associa- 
tion during the latter part of 1926, will be car- 
ried on in 1927. 

The price situation in the redwood industry, 
according to Mr. Hammatt, is excellent. The 
limited production, which is now less than the 
demand, has kept prices firm even in the face 
of severe fluctuations of the competitive woods 
of the Coast. 


Lumberman Leads Rescuers 


PORTLAND, ORE., Jan. 8.—L. A. Nelson, secre- 
tary of the Oregon district of the West Coast 
Lumbermen’s Association, is a man of few 
words, but when it comes to doing his bit, he 
can be counted on. 

The last seven days Mr. Nelson has been di- 
recting the search for two boys who ventured to 
climb Mount Hood New Year’s Day in the 
midst of a blizzard. One of them was found, 
and is slowly recovering from his terrible ex- 
posure, but tonight 
search for the other was 
abandoned as hopeless. 

The boys, Calvin 
White, jr., aged 16, 
and Leslie Brownlee, 
aged 20, both of Port- 
land, went to the 





L. A. NELSON, 
Portland, Ore., 


Lumberman Who Led in 
Search for Lost Boys 





famous mountain a 
week ago with many 
other Portlanders to 
enjoy the winter sport. 
Brownlee and a friend 
struck out for the moun- 
tain peak alone. The 
friend reached the goal, 
but Brownlee gave up at Crater Rock saying he 
would return to camp. That was the last seen 
of him. The White youth was with another 
party of ski riders and somehow strayed from 
the trail during the heavy snowfall. 

Mr. Nelson, an experienced mountaineer, be- 
ing at Government Camp, headquarters of the 
Mound Hood winter sport activities, at once 
organized forces to rescue the boys. Until Mon- 
day the vast snowfields and dangerous crevasses 
were scoured in vain, day and night by from 
100 to 500 men, volunteers and heroes, all of 
them. Monday night the White boy was found 
huddled under a log in a deep ravine, wet and 
frozen and barely able to speak. He was brought 
out on a sledge drawn by an Alaskan dog team. 

Encouraged, the searchers resumed hunting 
for Brownlee, but the snow of the mountain 
still holds the solution of the mystery. The 
Portland Ad Club, through public subscriptions, 
stood the cost of the search, amounting to about 
$500 a day for food and equipment. 


To Make Joint Exhibit 


SEATTLE, WasH., Jan. 8.—C. J. Hogue and 
J. B. Fitzgerald, of the West Coast Lumber 
Bureau, were in Vancouver, B. C., in conference 
with British Columbia lumbermen, with the re- 
sult that a complete exhibit of West Coast forest 
products will be installed at Winnipeg for the 
annual meeting Jan. 26-28, of the Western Re- 
tail Lumbermen’s Association at the Fort Garry 
Hotel. The exhibit will be shown jointly by 
the British Columbia Shingle & Lumber > Med 
facturers’ Association and the West Coast Lum- 
ber Trade Extension Bureau. 





Klamath Falls District Cut 


KLAMATH FALLS, ORE., Jan. 8.—Lumber cut 
in the Klamath Falls district in 1926, was as 
follows: 


Company— Feet cut 
Be Bd re eer ae 41,000,000 
Anna Creek Lumber Co.............. 7,000,000 
Big Lakes Box Co................... 31,000,000 
Braymill White Pine Co............. 18,000,000 
Campbell-Towle Lumber Co.......... 15,000,000 
ae neni 1,000,000 
*Ewauna Box Co................---. 50,000,000 
Forest Lumber Co..............2.... ,000;000 
Illinois Lumber Co.................. 3,400,000 
Klamath Lumber & Box Co........... 27,600,000 
ee Ee ee 31,500,000 
Long Pine Lumber Co............... 3,800,000 
McCollum Lumber Co................ 8,500,000 
*Pelican Bay Lumber Co............. 60,000,000 
Shasta View Lumber Co............. 4,300,000 
Shaw-Bertram Lumber Co............ 35,000,000 
Solomon Butte Lumber Co........... 6,000,000 
Wheeler-Olmstead Co................ 25,000,000 

Total Klamath County............. 404,100,000 
ES eee eer ree 500,000 
Kesterson Lumber Co................ 24,500,000 
ED chat gid 6G i.e 6 6.0.0.0 re he ee ware 1,500,000 
eh eee ee 7,000,000 
oS ee eee 10,800,000 
UD & BENE WGN, oo ccc crevavwcecece 2,500,000 


Total California mills north of Weed, 


Ey icky 48 kk aR Ba o.d wee Smee 46,800,000 
Re _ e rey ar 450,900,000 
*Estimated. 

Production of Remanufacturing Plants, Year 1926 
Klamath Moulding Co....... 85 cars moldings 
Swan Lake Moulding Co..... 3 cars moldings 
White Pine Moulding Co..... 26 cars moldings 
Ellingson Lumber Co........ 15 cars bevel siding 


B. C. Shingle Mills Organizing 


Vancouver, B. C., Jan. 8.—A new organiza- 
tion among British Columbia shingle mills is 
rapidly taking shape, and the majority of shin- 
gle manufacturers have already agreed to be- 
come members. Through this organization it is 
hoped more nearly to stabilize the market than 
it has ever been possible to do in the past. A 
marketing department, or selling agency, will be 
formed for those mills not already having ade- 
quate sales organizations. It is also planned to 
put into effect an extensive program of adver- 
tising and sales promotion work. 

An organization meeting will probably be held 
in the near future. 


History and Navy Requirements 

SEATTLE, WASH., Jan. 8.—In addition to other 
admirable qualities, Robert B. Allen, secretary- 
manager of the West Coast Lumbermen’s Asso- 
ciation, is beginning to shine as an historian. 
Basing an article on the fact that the Navy 
Department has asked bids for durable Douglas 
fir for rebuilding the historic frigate Constitu- 
tion, Mr. Allen recites that— 


in 1793 rich cargoes traveled back and forth 
across the Atlantic, under the American flag, com- 
parable in value to the Spanish treasure ships of 
the sixteenth century. For two centuries previ- 
ous all the great nations of Europe, engaged in 
maritime pursuits, had paid tribute to the Bar- 
bary Corsairs, who, in the year mentioned de- 
cided to extend their piracy to the defenceless 
American merchant marine. Their depredations, 
in 1794, caused Congress to build the frigate Con-- 
stitution and five sister ships. 

In 1804 the Constitution bombarded Tripoli, 
exacted peace and stopped Corsair attacks on 
American ships. 

In 1812, President Madison declared war against 
England by reason of the impressment of over 
20,000 American seamen and for the preservation 
of American rights upon the seas. The American 
navy at that time consisted of five frigates and 
a few smaller ships, as against a British navy of 
over 1,000 ships, 200 of which patrolled the 
American Atlantic coast. Fear of England’s navy 
was so great that the cabinet considered keeping 
our handful of frigates in port. Capt. Hull, com- 
manding the Constitution, put to sea without 
orders, exchanged broadsides with the Guerriere, 
one of Britain’s best, within pistol shot distance. 
American aim was deadly. The Guerriere was 


destroyed. 
The victory came when the morale of this coun- 
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try was at its lowest ebb. The thirteen States 
were swept by the news and went into the war 
with vigor. Subsequently the Constitution met 
and defeated the British frigates Java and Cyane 
and the sloop of war Levant. Her greatest 
achievement, however, lay not in her conquests 
but in the moral effect which her victories had 
upon the country, serving, as they did, to unite 
the opposing factions in a feeling of national pride 
and unity of purpose. 

In 1830 the Constitution was condemned as un- 
seaworthy and ordered broken up. The poem, 
“Qld Ironsides’”’ (she was built entirely of wood) 
by Oliver Wendall Holmes aroused such a storm 
of protest that the historic frigate was saved ; 
and it has floated the stars and stripes under 
every president from Washington to Coolidge. 

Congress authorized her reconditioning but did 
not make an appropriation therefore. A fund of 
$475,000 is being raised by popular subscription. 
The West Coast Lumbermen’s Association is donat- 
ing the masts of Durable Douglas Fir. 

Now the Navy wants bids (not donations) for 
the following bill of material in Douglas fir: 

Ceiling below gun deck: 

20,000 7x12 30 to 45’ and longer 50% 45’ 
42,000 7x12 30 to 45’ and longer 50% 45’ 


5,000 6x8 30 to 45’ and longer 50% 45’ 
10,000 8x15 30 to 45’ and longer 50% 45’ 
5,000 4x8 30 to 45’ and longer 50% 45’ 


16 pes. 5x12 45 nibbing strakes 

8 pes. 5x20 20 to 40 nibbing strakes 

25,000 7x12 30 to 45 ceiling above gun deck. 
Dense select structural Durable Douglas 


fir 

21,000 4x10 33 to 45’ V.G. decking B&btr. spar 
deck 

29,000 41%4x9 33 to 45’ V.G. decking B&btr. gun 
deck 


24,000 4x9 33 to 45’ V.G. decking “C”’ berth deck 
15,000 3%x8 30 to 40’ V.G. decking “C”’ orlop deck 
600 10x12 12’ red cedar for lower part of wing 
transom window. 
Quotations should be made immediately to The 
Commandant, Navy Yard, Boston, Mass. 


Vancouver Exports to United States 


Vancouver, B. C., Jan. 8.—United States 
Consul Harold 8. Tewell, Vancouver, reports that 
declared exports of manufactured lumber from 
the Vancouver consular district (including Fra- 
ser River) to the United States, by both rail 
and water, during November and for the eleven 
months ending with November were as follows: 


cific Northwest that they decided to locate here 
permanently and recently purchased a bungalow 
in Seattle for a home of their own. 

The West Coast Lumber Bureau is an organi- 
zation of about one hundred of the larger Doug- 
las fir mills, producing in the aggregate approxi- 
mately four billion feet of lumber annually. This 
bureau recently started a trade promotion cam- 
paign, providing about $500,000 a year for a 
period of three years, the larger portion of: which 
funds is to be expended for advertising pur- 
poses. 


(g@2@@2@2@e8 8202008 


Brazilian Hardwoods Shipped to Coast 


San Francisco, Cauir., Jan. 8.—One million 
feet of hardwood logs from Brazil arrived in 
San Francisco last week on the steamer City of 
Nome. It was the first shipment of South 
American hardwoods to arrive on the Pacific 
coast. Contained in the shipment were the so- 
called Brazilian mahogany, Spanish cedar, maca- 
cauba, a hardwood resembling the American 
rosewood, lucupira, a hardwood used for floor- 
ing, and jrei-jo, used for interior construction 
and furniture. 

The logs are owned by Banboza & Debritts, 
Brazilian planters and both graduates of Ameri- 
can engineering universities. The wood was 


originally brought from 1,800 miles up the 
Amazon River, where, according to Mr. Ban- 
boza, there are billions of feet in virgin growth. 
The shipment will be used to introduce the vari- 














Nov., 1926 May to Nov., 1926 

Species M. Feet Value M. Feet Value 
ica wks eae 15,392 $304,057 131,719 $2,519,347 
Hemlock ..... : a 53,429 838,292 
GE ccsescecs 444 8,292 1,799 51,676 
SR éadcawa 724 28,819 10,240 258,359 
. aaa 1,349 33,277 3,853 122,650 
_ 22,414 $460,741 201,040 $3,790,324 


Declared exports of logs to the United States 
from the Vancouver consular district for No- 
vember amounted to 7,751,000 feet, as compared 
with 12,599,000 feet in October. Log exports 
declared during the first eleven months of 1926 
amounted to 114,992,000 feet, valued at $1,- 
872,092, compared with 178,144,000 feet, valued 
a $2,680,235, during the corresponding period 
of 1925. 

Declared exports of shingles from the Van- 
couver consular district to the United States by 
rail and water, during November amounted to 
167,749,000, compared with 192,463,000 in Oc- 
tober. Exports during the first eleven months 
of 1926 have totaled 1,994,957,000 shingles, val- 
ued at $7,144,845, compared with 2,027,896,000, 
valued at $8,309,960, during the first eleven 
months of 1925. 


Joins West Coasts Lumber Bureau 


SEATTLE, WasH., Jan. 8.—Albert R. Israel, 
who came here recently from New Orleans, La., 
has joined the staff of the West Coast Lumber 
Bureau temporarily to handle some special pub- 
licity and field work for the Bureau. For years 
Mr. Israel filled responsible positions on daily 
newspapers and in the Associated Press in many 
of the leading cities of the country and also has 
directed the publicity activities of large enter- 
prises and organizations. 

For five years he was with the Southern Pine 
Association with headquarters in New Orleans, 
resigning as director of publicity and trade 
promotion of that association last August when 
he and his wife came to the Pacifie coast for 
recreation and to benefit Mrs. Israel’s health. 
They were so favorably impressed with the Pa- 


Gavel Maker Dakin at work turning vut a giant gavel which was pre- Y 
sented to ‘‘Uncle Joe’’ Cannon by Texas admirers during his last term 


ous species in America, and should a demand be 
created for this material a regular line will be 
established to bring the woods to the Coast, the 
ships probably having cargoes of Pacifie coast 
woods on the return voyage. 


SRSA ae: 


No Kick in 50 Cars 


SEATTLE, WASH., Jan. 8.—‘‘ Fifty Cars With- 
out a Kick’? is the title on circulars sent to the 
West Coast Lumber Bureau by Stanley Manness, 
distributer of West Coast lumber at Scranton, 
Pa. Underneath appear the names of twenty- 
three large users of West Coast woods, repre- 
senting fifty consecutive cars of West Coast lum- 
ber worth $40,000. Mr. Manness writes: ‘‘ These 
make up the best trade in this valley, and I am 
proud of them. This is absolute proof for you 
to give your mills of the helpfulness of your 
campaign.’’ 


Plans to Promote Wooden Lath 


New York, Jan. 12.—A plan for advertising 
and promoting the greater use of wood lath is 
being formulated by F. J. Bruce, of Frederick 
J. Bruce (Ine.) of this city. Discussing this 
proposition Mr. Bruce said: 

Although a firm believer in the merits of adver- 
tising, for many years I could not conceive of its 
application to any such old-fashioned thing as 
wooden lath. For several months I have been gath- 
ering data and formulating a plan to promote the 
use of wood lath to combat the advertising of 
substitute products. Without enumerating them, 


there are several different boards on the market 
today that are widely advertised to replace wooden 
lath. In association with the Progressive Mer- 
chants’ Bureau, I am now working out a campaign 
for advertising wooden lath. It is our idea to 
enlist the various branches of the industry in pro- 
moting this campaign—manufacturers,. wholesalers 
and dealers. While we have confidence it will be 
very effective, the expense distributed over these 
three factions will be light on any one. I propose 
to have the prospectus ready to present to the 
Canadian Lumbermen’s Association at its conven- 
tion in Montreal the first of February. To the best 
of our knowledge no effort has heretofore been 
made to advertise this good old fashioned product. 
We are in hearty accord with and have subscribed 
to the National Lumber Manufacturers’ Association 
trade extension program. However, we think we 
can put over our own little enterprise, and have 
it well on the way and working efficaciously before 
they get started. 


Is Official. Gavel Maker 


WASHINGTON, D. C., Jan. 11.—At each session 
of Congress the vice president, the speaker, and 
the temporary presiding officers break or wear 
out a number of gavels in securing the attention 
of the members. So many are broken, in fact, 
that in the basement of the Capitol an official 
gavel maker, J. Clyde Dakin, makes and repairs 
gavels in quantities. Mr. Dakin is head of the 
Capitol machine shop, and is said by his supe- 
riors to be one of the best elevator repair men 
in the country. He was 
formerly in the employ 
of leading elevator com- 
panies. His work as 
gavel maker does not re- 
quire much of his time. 
Years ago he worked 
with a lathe and it was 
chiefly on this account 
that he fell heir to the 
job of making gavels 
for the vice president of 
the United States and 
the speaker of the House 
of Representatives. The 
custom is to make up a 
number of gavels just 
before the beginning of 
each session of Congress, 
and to have a supply 
always on hand in the 
event the presiding offi- 
cer finds it necessary to 
use a lusty hand in 
maintaining order there- 
smashing a gavel 
now and then. 

The side line of. gavel 

maker does not disturb 
Mr. Dakin’s equanimity. He is fond of making 
things with a lathe, and when his machinist 
work does not require all his time is glad to 
turn a hand to something else. 

One of his superiors informed the AMERICAN 
LUMBERMAN that Mr. Dakin is a very valuable 
man to the Government. He will work all day 
and all night, if necessary, in order to have 
things running smoothly. Only last week he 
worked all night for three nights on a recal- 
citrant elevator. In the Capitol Building proper 
and the Senate and House office buildings there 
are many elevators. 

Any good hardwood makes a satisfactory 
gavel. Maple is often used. Occasionally when 
something especially nice is wanted for a par- 
ticular occasion a piece of historic old mahogany 
is used for the purpose. The nicer the piece 
of wood the greater the care exercised by Mr. 
Dakin and the greater the pleasure he takes in 
the work. 





Lumberman Joins Architectural Firm 


MINNEAPOLIS, MINN., Jan. 11.—O. E. Deckert. 
for twenty-four years in the lumber business in 
Minneapolis, has joined Long & Thorshov, archi- 
tects, as business manager. The company has 
been incorporated with Mr. Deckert as secretary 
and treasurer. The firm of Long & Thorshov 
has been in business in Minneapolis since 1868 
and has erected some of the finest buildings in 
the Northwest. 
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New Little Rock Firm Is Organized 

Litre Rock, ArkK., Jan. 11.—The formation 
of the Industrial Wood Products Co., headed by 
B. E. Halpin, one of Arkansas’ best known lum- 
bermen, has just been announced here. The new 
company has acquired the saw and planing mill 
properties formerly owned by the Pritchard 
Lumber Co., of this _ 
city. This plant, modern 
in every respect, occu- 
pies approximately 
eighteen acres at Eigh- 
teenth and Woodrow 
streets, and is served by 





B. E. HALPIN, 
Little Rock, Ark., 
Organizer of Industrial 
Wood Products Co. 





the Missouri Pacific 
Railroad. 

Mr. Halpin is a man 
of many interests. He 
is president of the Hal- 
pin-Neimeyer Lumber 
Co., of Hot Springs, 
Ark., operating a mod- 
ern sawmill and cutting 
timber under contract 
with the United States 
Government. He is also the head of the Union 
Lumber Co., of Hot Springs, conducting an ex- 
tensive wholesale lumber business. Associated 
with him in these enterprises are Frank Nei- 
meyer, of Little Rock, and Ben F. Gray, of Hot 
Springs. 

‘*In launching this enterprise at Little Rock 
we are bringing with us an established business 
which has been serving the automobile industry 
in particular with special classes of material,’’ 
said President Halpin in an interview. ‘‘ Until 
recently the motor car trade purchased its lum- 
ber requirements in stock sizes for shipment to 
various plants at Detroit and other points where 
the material was reworked to suit their particu- 
lar needs. This custom, however, involved loss 
through considerable waste in fabrication as 
well as through extra freight charges on this 
ultimate waste. Recently therefore, motor car 
makers have been buying lumber cut at the mills 
according to their specifications, thus effecting 
maximum economy. This method also makes for 
conservation, as we, in turn, can work what 
otherwise would be waste into special classes of 
small stock for which there is a constantly grow- 
ing demand.’’ 

The Industrial Wood Products Co. will also 
manufacture stock items for retail and millwork 
trade. The plant will employ approximately 
200 men. 





Views on Inheritance Tax Law 


Houston, Tex., Jan. 10.—The Federal in- 
heritanee tax law, held constitutional in a de- 
cision of the Supreme Court of the United 
States last week, discourages economy and 
thrift, according to John Henry Kirby, presi- 
dent of the Kirby Lumber Co. and member of 
the Texas State legislature. 


Because of such a law, men of property are 
obliged to carry more life insurance than would 
otherwise be necessary, declared Mr. Kirby. They 
must do it in order to protect their possessions, 
when they have passed, from the Federal tax col- 
lector. Great fortunes engaged in operating in- 
dustries can easily be embarrassed by sudden de- 
mands for ready cash. It is posgible for factories 
and mills to be demoralized in their operations 
and compelled to suspend to meet this unwar- 
ranted confiscation, and in such cases thousands 
of employees may be deprived of a chance to earn 
their living. 

The citizen has a non-forfeitable warrant to 
earn property by his toil, to be secure in the 
possession of that property against unlawful seiz- 
ure, and to pass it on at his death, immune from 
Federal levy, to his rightful heirs and to any other 
beneficiaries of his choosing. 

In my most solemn judgment the Federal in- 


heritance tax law is an obnoxious and inde- 
fensible piece of arbitrary legislative usurpation 
with centralizing tendencies. It is dictatorial, 
vicious and a plain contradiction of the principal 
of local, self-government. That provision which 
makes it 100 percent operative in States that have 
no inheritance tax law of their own, and only 20 
percent operative in other States, stamps it all 
over with the infamy of coercion and makes it 
at least violative of the spirit if not the letter of 
the Constitution which declares that all such Fed- 
eral tax levies shall be uniform throughout the 
United States. 

Such a tax helps to destroy the incentive to 
achieve, it helps to drain reservoirs of wealth 
needed to carry on big undertakings; it helps to 
discount personal merit and personal success; it 
helps to throw the machinery of a great going 
industry out of gear, and may be the means of 
disorganizing it and causing thousands in the 
humble walks of life who depend upon its activity 
and its prosperity to suffer from having to seek 
employment elsewhere. 

There are instances in which men have curtailed 
their operations, when business itself justified ex- 
tending them, just to arrange for the getting of 
ready cash, and there is no telling to what extent 
this influence has retarded development. 


(seg @aaaaeaaan: 


Pickering Building Is Work of Art 


Kansas City, Mo., Jan. 10.—The mangifi- 
cent architecture of the newly completed office 
building of the Pickering Lumber Co., in this 
city, justly makes it an object of considerable 
civic pride. Occupying a corner of Eleventh 
and Central streets, it crowns a hill just a few 
steps from Kansas City’s business and financial 
center, and is a worthy monument to the fifty 
years of achievement by its builders. 

The Pickering building is three stories high, 
of poured concrete construction, finished in 
cream terra cotta relieved by tapestry brick. 
The arched windows of the first floor strike a 
harmonious note of contrast with the upper win- 
dows and elevation. 


es 


Southern News of the Week 


produce 150,000,000 feet of California white ang 
sugar pine annually, while the millwork plant 
at Sonora, Calif., has a capacity of 700,000 sash 
and doors a year. In reserve at MeDoel and in 
Modoe County, California, the company further 
owns more than 2,000,000,000 feet of white pine, 
with a moderate percentage of fir and larch. It 
expects to build mills here later. 

Serving a vast Middle Western territory, the 
Pickering Lumber Co. also operates a chain of 
approximately sixty retail yards. 


Changes in Official Personnel 


McNary, Ariz., Jan. 8.—At a meeting of di- 
rectors of the Cady Lumber Corporation held 
here last Tuesday, James G. McNary, of El Paso, 
Tex., was elected president, succeeding in this 
position W. M. Cady, of Pasadena, Calif. Other 
officers elected were as follows: Chairman of 
the board, A. J. MeQuatters, of New York City; 
vice president, Louis E. Stoddard, New York 
City; vice president in charge of operations, 
T. G. Hawkins, Jr., McNary, Ariz.; secretary 
and treasurer, R. F. Lilley, New York City. 

Directors elected at the annual stockholders’ 
meeting were as follows: A. J. McQuatters, 
Louis E. Stoddard and R. F. Lilley, New York 
City; James G. McNary, El Paso; W. M. Cady, 
Pasadena, Calif.; Julius Day, of New Haven, 
Conn., and T. G. Hawkins, jr., of MeNary. 

James G. McNary, who has been associated 
with W. M. Cady since the organization of the 
old W. M. Cady Lumber Co., in Louisiana, in 
1910, until two years ago was president of the 
First National Bank of El Paso, Tex. He re- 
tired from the presidency of that institution in 
order to devote his entire time to the business 
of the lumber company. During these two years 
he has been actively engaged with his associates 
in perfecting the organization and building up 
this big industry which already is nationally 





A lobby extends [ 
across the first floor to 
a double staircase at | 
back, leading to the | 
floors above. Flanking | 
the lobby are the main 
halls leading to the exee- | 
utive offices. Lobby and | 
halls are floored with 
Italian marble, while 
walls and ceiling are 
panelled in black wal- 
nut, set off by bronze 
chandeliers with amber 
lights. The front en- 
trance and stairs are 
defined by marble pil- 
lars on either side and 
a large crystal mirror 
serves as a wall panel 
on the stair landing. 

The private office of 
W. A. Pickering, presi- 
dent of the company, 















presents what is proba- 
bly the finest example 
of craftsmanship in 
producing a_ perfect 
ensemble of woodwork and furniture. The room 
is entirely panelled in figured walnut cut from 
the same log as the materials for the massive 
desk and accessory furniture. The adjoining 
directors’ room is finished and appointed in the 
same manner and by the same method. 

The line yard and auditing departments oc- 
cupy the second floors and the general sales 
office and traffic departments the third. All of- 
fices are extremely light. In the basement are 
rest rooms for women employees, a lounge for 
men and a complete printing establishment. 

The Pickering operations embrace practically 
every phase of lumber manufacturing and mer- 
chandising. At Haslam, Tex., is the company’s 
large pine mill cutting shortleaf exclusively, and 
also a splendidly equipped hardwood band mill, 
regarded as a model of its kind. Its two mam- 
moth mills at Standard and Tuolumne, Calif., 


Monumental office building recently completed and occupied by the 
Pickering Lumber Co., Kansas City, Mo. 


known as the manufacturer of the famous 
‘Cady Quality Arizona White Pine.’’ : 
W. M. Cady, who was the founder and pres!- 
dent of the W. M. Cady Lumber Co. of Arizona, 
which property was acquired by the Cady Lum- 
ber Corporation in the latter part of 1925, is 
retiring from the presidency in order to devote 
his attention to other varied and important busi- 
ness enterprises. Mr. Cady’s home is in Pasa- 
dena, Calif., but he will continue to be associated 
with the company in his capacity as a member of 
the board of directors. : 
A J. MeQuatters, chairman of the board, is 
well known in the Southwest and has large in 
terests in Mexico, which include the Alvarado 
Mining Co., the Parral & Durango railway, and 
extensive lumber interests, all now consolidated 
in the Mexico Northern Mining & Railway Co. 
Louis E. Stoddard, vice president, is a well 





dry 
ere 
dri 
eha 


suy 
nee 


pla 
Bly 


Lw 
ern 
one 
har 





ew Hw 


+ eb 


rs 
Les 
up 
lly 


- 


as 


Sooke, = aR 








7 


e 


Lous 


resi- 
ona, 
um- 
), 18 
vote 
busi- 
asa- 
ated 
or of 





January 15, 1927 


AMERICAN LUMBERMAN 69 








jnown capitalist and industrial organizer of 
New York, and is nationally known as the presi- 
dent of the American Polo Association. 

The Cady Lumber Corporation owns and op- 
erates the big plant at McNary with a capacity 
of over 100,000,000 feet annually; a plant at 
Flagstaff, with a°capacity of more than 30,000,- 
900 feet annually, and the Apache Railroad, 
which embraces 75 miles of main line running 
from McNary to the main line of the Santa Fe 
Railroad at Holbrook. In addition to its physi- 
eal properties, the company holds valuable tim- 
per concessions from the United States Govern- 
ment, covering stumpage in the Sitgreaves, Coco- 
nino and Apache national forests, and the 
Apache Indian reservation. Improvements just 
being completed at the big plant at MeNary 
make this one of the largest lumber operations 
in the southwestern portion of the United 
States. 


Improvements at Arkansas Plant 


Rosporo, ARK., Jan. 11.—The Caddo River 
Lumber Co., with headquarters at Kansas City, 


‘ Mo., is doing considerable construction work 


at its double band plant here, which when com- 
pleted will make this one of the most modern 
pine mills in the South. It has recently com- 
pleted a large rough lumber shed to take care 
of its daily cut of 100,000 feet and has added 
to its dry kiln facilities to enable it to kiln 
dry its entire output. Work is now under way 
erecting additional sheds and installing motor 
driven lumber lifts and transfer cars, dry sorting 
chains and a four-unit remanufacturing plant. 

This extensive improvement work is under the 
supervision of L. B. Stephens, construction engi- 
neer, who has recently completed a large lumber 
plant for the Chicago Mill & Lumber Co. at 
Blythesville, Ark. 

Besides the Rosboro plant, the Caddo River 
Lumber Co. operates two other thoroughly mod- 
ern sawmills, at Glenwood and Mauldin, Ark., 
one cutting shortleaf yellow pine and the other 
hardwood. 


(‘SB@aRBEaZaAaaas 


Chicagoans Enjoy Hunting Trip 

ELECTRIC MILLS, Miss., Jan. 12.—Robert 
Hixon, of Chicago, secretary, and D. H. Fores- 
man, general manager, of the Sumter Lumber 
Co., have been hosts during the last week to a 
notable party of visitors from Chicago, on a 
delightful hunting trip. The visitors were Sey- 
mour Wheeler, James C. Hutchins, C. F. Glore, 
Paul E. Gardner, Edward J. Bermingham and 
John Stevenson. The party has been elaborately 
entertained, among other features in addition to 
the daily hunting trip being a dance at the home 
of Mr. and Mrs. D. H. Foresman on Tuesday 
night and an old-fashioned southern ’possum 
and coon hunt during which several opossums 
and coons were captured. The party has been 
spending each night in the quarters at Electric 
Mills, where they have first class accommoda- 
tions, including electric lights, steam heat, 
shower baths ete., and have started out early 
each morning for the daily hunt. The party 
has bagged the limit each day, of quail and 
turkey. The Sumter Lumber Co. has several 
thousand acres in its game preserve, which has 
been under careful restrictions for a number 
of years. There are five game wardens, all of 
whom acted as guides for this hunting party. 
Paul E. Gardner, who is a hunter of long ex- 
perience, says that this has been the most suc- 
cessful hunt in which he has ever engaged. The 
party left last night for their homes in Chicago, 
all enthusiastic in praise of the successful hunt- 
ing trip and the splendid entertainment afforded 
them by their hosts. 

In order to take care of the constantly in- 
creasing demand for its famous ‘‘ Nearwhite’’ 
southern pine products, the Sumter Lumber Co. 
has made some important changes in its sales 
personnel. Paul S. O’Leary, who for several 
years has been in the sales and production de- 
partment at Electric Mills, has been placed in 
charge of sales in Tennessee and Kentucky, with 
headquarters at Lexington, Ky. George S. Ashe, 
formerly in the commission lumber business in 
Chicago, has been engaged to represent the Sum- 
ter Lumber Co. in Illinois territory, and will 
make his headquarters in Chicago. 














A Salesman’s 
Ten Commandments 


First: Tell the truth. Do not 
lie. Do not exaggerate or mis- 
lead. Do not conceal. Make 
the buyer feel that you are 
sincere. 


Second: Be dependable. Even 
in small things create the im- 
pression of reliability. If the 
customer orders a certain grade, 
be sure that your product is that 
grade when it is delivered to 
him and ship it when you prom- 
ised to do so. 


Third: Know your goods and 
everything about them. Let 
there be not a single question 
about them that you can not 
answer. 


Fourth: Be agreeable. Other 
things being equal, 90 percent of 
human beings deal with the 
salesman who tries to please, 
the man who acts as though he 
likes you. 


Fifth: Donot argue. Go with 
your buyer in your talk and not 
against him. Lead him and do 
not oppose him. Suggest but do 
not antagonize. Argument re- 
sults in irritation and not in 
conviction. 


Sixth: Make things plain. 
Use no words your buyer can 
not understand. Do not air your 
technical knowledge in an ef- 
fort to impress him. If he wants 
it, he’ll ask questions that will 
bring it out. Then is ‘your 
chance. 


Seventh: Remember names 
and faces. If you do not have 
a natural gift for this, acquire it. 


Eighth: Do not be egotistic. 
Talk about your buyer’s needs 
and your own product and how 
the two will work together. Do 
not talk about yourself. The 
other man is the one you want 
to win. 


Ninth: Think success. It be- 
gins in your own mind. Keep 
your chin high. 


Tenth: Be human. The rea- 
son you are hired is that you 
are a human being. Otherwise 
your employer would have sent 
out a catalog. Be likeable and 
engaging—full of human elec- 
tricity. Ninety percent of buy- 
ers try hard to favor the sales- 
man they like. 














Plan for Great Smoky Mountains Park 


ASHEVILLE, N. C., Jan. 10.—A complete re- 
port on actual conditions and property holdings 
in the Great Smoky Mountains National Park 
area has now been made by A. C. Shaw, for- 
merly of the Forest Service and employed by 
the Great Smoky Mountains (Inc.), to make a 
thorough survey of all holdings, timber condi- 
tions and valuations. 

The report shows that large acreages aré 
owned by lumbering concerns, notably the Par- 
son Pulp & Lumber Co., the Suncrest Lumber 
Co. and the Champion Fiber Co., all of which 
operate mills in the area; also the Montvale 
Lumber Co. Other important tracts are one of 
25,000 acres owned by Morton Butler, of Chi- 
cago, and the Aluminum Co. of America tract of 
15,000 acres. 

Basing its action on Mr. Shaw’s report, the 
Great Smoky Mountains (Inc.) indicates that 
the next step will be the selection of lands to 
be purchased. for park purposes and the opening 
of negotiations for options and purchases. Park 
subscriptions, which were to be paid between 
Jan. 1 and 10, would provide funds with which 
to make initial purchases of lands. It is un- 
derstood that a bill will be introduced in the 
next national assembly asking for an appropria- 
tion of $2,000,000, with which the State may 
proceed with the purchase of the land. 

The plans are to acquire 80,000 acres on the 
North Carolina side of the line and a similar 
acreage on the Tennessee line. As soon as the 
160,000 acres have been acquired by the Gov- 
ernment, the park will be established and the 
national park service placed in charge of the 
program of development. 


Oak, 60 Years in Water, Is Faultless 


PENSACOLA, Fia., Jan. 10.—Oak timbers, 
which for sixty years or more have been sub- 
merged in what is known as Commodore’s Pond, 
on the naval reservation here, have been requisi- 
tioned by the Navy Department as material for 
the reconstruction of the historic old frigate 
U. 8. 8. Constitution at the Boston navy yard. 

When it was resolved to recondition the fa- 
mous old battler it was determined to use oak 
to insure permanence. Records consulted showed 
that vast quantities of oak timbers had been 
stored in Commodore’s Pond, submerged in its 
fresh water. Engineers found the timbers to be 
in an excellent state of preservation, with no 
sign of deterioration despite the fact that they 
were untreated when sunk over a half century 
ago. 

A naval vessel has lately been in port, loading 
upward of 250 of these timbers for transporta- 
tion to the Boston navy yard. 

Owners of sawn pine timbers in Santa Rosa 
Country have for years used submersion in the 
Blackwater River as a means of preservation 
and protection from sun and weather. Timbers 
thus submerged have months later been hauled 
up with every appearance of freshly cut wood. 


Discontinue Export Offices 


BEAUMONT, TEX., Jan. 10.—After doing a 
huge export business in longleaf pine timbers 
out of this port since 1912, the Long-Bell Lum- 
ber Co. last week discontinued its export offices 
here and future business through this port will 
be handled from the Kansas City office. Charles 
Kelly, for several years manager of the local 
export business of the firm, left the first of 
the week for the Pacific coast and will later go 
to New York to operate the eastern branch of 
the company. 

Fred Schulte, office manager here, has been 
transferred to the Kansas City office and left 
with his family for that city Friday. Mr. 
Schulte stated before leaving Beaumont that the 
Long-Bell company would continue to do a big 
export business through this port, particularly 
in hardwood. He also said Beaumont would be 
the distributing point for Pacific coast products 
of the company. The steamer Sunray last week . 
lifted here the last of 5,000 ecreosoted poles for 
Mexican delivery. Mr. Schulte predicted that 
his company’s business through this port, includ- 
ing hardwood exports and Pacific coast imports, 
would soon be larger than it ever was, even in 
the palmiest days of the pine export movement. 
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Better Merchandising Is Keynote 


INDIANAPOLIS, IND., Jan. 12.—The forty-third 
annual convention of the Retail Lumber Dealers’ 
Association of Indiana opened here today, prom- 
ising to be one of the largest and most interest- 
ing and valuable meetings of the association’s 
long history. The program was arranged with 
a minimum of set speeches, and these speeches 
served as keynotes to the discussion from the 
floor. The first day’s experience seemed to in- 
dicate that the officers were more than vindi- 
cated in their belief that sound merchandising 
really matters to the members and that the mem- 
bers were willing and able to discuss it profitably 
on the floor of the hall. 

President Charles A. Wood, of Muncie, in a 
brief and informal address opened the first ses 
sion this afternoon. He thanked the officers and 
directors and the members for their ready co 
operation during the year. He mentioned the 
local meetings held in different parts of the 
State during 1926 as having been well attended 
and productive of better understanding among 
dealers and of better merchandising practice. 
Indiana dealers are learning that the old idea 
of a lumberman’s competitors being his fellow 
lumbermen is largely a mistake. His real com- 
petitors are those merchants in other lines who 
are diverting the purchases of the public into 
fields other than home building. 


District Meetings at University 


‘ 


Secretary C. D. Root, of Crown Point, also 
mentioned the district meetings in beginning 
his official report. Some important meetings 
have been held at Purdue University. This in- 
stitution is charged with the duty of aiding the 
people of the State in many ways, and one of 
these is the preparation of farm building plans. 
The Purdue men need and want the codperation 
of farmers and lumbermen in making these plans 
practical and useful. The dealers took their 
local carpenters along to one of these meetings. 
As a result of this series of conferences between 
dealers and the university, the plans have been 
made more sable and fit in well with local 
building service. The South Bend meeting dis- 
cussed the matter of discounts to contractors, 
and that subject was so warmly discussed that 
it was included in the program of the present 
convention. At Greencastle the dealers visited 
the cement plant. Many of those living near 
by had never visited it. Manufacturers are 
anxious to meet dealers and to understand mu- 
tual problems. 

The secretary stated that the lien law would 
be discussed by the association’s legal counsel. 
He mentioned the uniform lien law that has been 
in process of construction by the Department of 
Sommerce and reminded the convention that this 
bill is not something that necessarily will be 
pressed in every State but will be used as a ref- 
erence by those States having no such law or an 
inadequate one. The Indiana law is a good 
one but is under fire from its local enemies. 

Dealers need to give more consideration to 
local building and loan associations. Such an 
association is of more local value than a second 
mortgage company. Lumbermen and bankers 
give their services in its operation, and the over- 
head expense is small. The traffic department 
has made money for those who have used it. 
The secretary mentioned a number of claims 
that have been collected and stated that 4,900 
freight bills have been audited. He declared the 
program would be largely one of discussion and 
said that a little notice printed in the AMERICAN 
LUMBERMAN some time ago had rather suggested 
or at least summed up the reasons for this inno- 
vation. This notice mentioned the conventions 
and then asked the following questions: What 
is it? What of it? What do I know? What 
do I care? The real competitor of the lumber- 
man does not sell lumber. A lumberman will 
overlook significant events in his neighborhood, 
such as a house destroyed by fire or an inheri- 
tance which the recipients do not quite know 
how to invest. He does not investigate and 
suggest the propriety of building. But if a lit- 
tle bill actually comes up, all the dealers near 


will begin figuring it on a price basis until no 
profit is left. 

Secretary Root then read the report of Treas- 
urer Harry M. Moore, of Indianapolis, who 
could not be present. 


Insurance and Better Lumber Yards 


C. Disher, assistant manager of the Indiana 
Lumbermen’s Mutual Insurance Co., then talked 
on ‘‘ Better Lumber Yards.’’ He stated that 
each dealer makes his own insurance rate; for 
the inspector can only report upon conditions 
us he finds them. He then made a series of 
practical suggestions about reducing: fire haz- 
ards and incidentally increasing the efficiency 
of the plant. He emphasized such things as 
sound construction, proper wiring, keeping the 
plant clean, keeping paints and oils in a sepa- 
rate building and gasoline in underground con- 
tainers, enforcing the ‘‘ No Smoking’? rule, in- 
stalling dry kilns and boilers according to un- 
derwriters’ rules, maintaining local fire fighting 
apparatus, having good fences and gates, mak- 
ing repairs promptly and the like. ‘‘A risk,’’ 
he said, ‘‘is little better than its exposure. ’’ 


Committee Appointments 


The president then appointed the following 
committees : 


Nominations 


Walter Crim, Salem; F. ¢ 
Anderson : 


ns— *. Cline, 
W. E. Pulse, Greensburg. 








FRED WEHRENBERG, 
Ft. Wayne, Ind. ; 
Blected President 


CHARLES A. WOOD, 
Muncie, Ind.; 
Retiring President 


Resolutions—Harry C. Scearce, Wallace Wolf, 
I.. Walker, M. O. Suelzer, jr., Franklin Dickey. 


Meaning of Hoo-Hoo 


Arthur A. Hood, of Minneapolis, Snark of 
the Universe, spoke briefly about the meaning 
of Hoo-Hoo. Hoo-Hoo, he said, is an industrial 
fraternity, and the Snark is necessarily an in- 
dustrial missionary. The order aims at a better 
understanding of the lumber industry both by 
the public and by lumbermen. A member is 
necessarily a lumberman and represents an in- 
dustry that cuts 37,000,000,000 feet of lumber 
annually and employs approximately a million 
men. A member is a thinker who thinks of the 
future of this business and its relations with 
the public. He is a leader, for but one lum- 
berman in fifty is a member, and he must repre- 
sent at least this number of men. He is a mer- 
chandiser and believes in and practices sound 
mercantile methods. He is a coéperator in and 
out of his business. He is a coérdinator and 
directs forces to accomplish mutual objects. He 
is an educator and tells the public the true 
status and meaning of the lumber industry. He 
tells the public that trees grow old and die, and 
that true conservation consists of cutting tim- 
ber when it is ripe and of sound utilization of 
the lumber sawn from these trees. Taxation is 
largely responsible for the rvthless exploitation 





——— 


of forests. Finally a member is a good scout: 
and while fun is made secondary to service it 
is still important and has a place in the order. 
Hoo-Hoo is overcoming the apathy in the in. 
dustry and so is inducing lumbermen to work 
together for the good of the industry and of 
the public. Hoo-Hoo clubs have accomplished 
splendid results along these lines. Mr. Hood 
closed by inviting all in attendance to the open 
dinner this evening and as many as would do 
so to join:at the concatenation to be held fol- 
lowing the dinner. 


Address on Cost Accounting 


Harry Colman, of Chicago, then made an im- 
pressive address on cost accounting, using a 
number of charts containing results of inves- 
tigations and calculations he has made. Last 
year was a pretty good year. Buying fell off, 
and volume during 1927 probably will not be a 
record breaker; but it promises to be a good 
year. More men are showing an eagerness to 
learn the basic facts of sound merchandising. 
The boom years are temporarily over, and deal- 
ers know that sound merchandising must take 
up the slack. Mr. Colman then called attention 
to a chart showing an ideal situation in which 
every dollar of sales shows a division into 70 
cents paid for materials, 20 cents cost of doing 
business and 10 cents net profits. But the 
average actual profit to lumber retailers is 3.7 
percent on sales. He next called attention to a 
chart showing the rapidly mounting percentage 
of additional business needed to compensate for 
euts in prices. ‘‘When you eut prices,’’ Mr. 
Colman said, “ you don’t cut costs. You merely 
give away net profit.’’ Price, he added, may 
attract but it does not hold’ trade. He next 
showed a calculation showing the disastrous low- 
ering of profit by the cuts given to a small per- 
centage of customers; namely, a certain class 
of contractors. This chart showed that 25 per- 
cent of sales are made to the general public at 
prices yielding a fair profit. Fifty percent are 
made to friendly contractors and yield about 
half of a fair margin. Twenty-five percent are 
made to contractors on hard competition and 
represent a loss of 5 percent. As a result, in- 
stead of getting a net profit of 10 percent on 
the whole volume, the actual profit is about 3.75 
percent. Mr. Colman defended his statement 
that no more than one-fourth of sales are made 
in the face of hard competition. 

He next demonstrated the loss involved in 
allowing accounts to run longer than the agreed 
time. He presented a chart of an actual inves- 
tigation showing that price cutting does not 
alter relative volume of sales among competing 
yards. The chart showed that one yard had 
made a large gain in volume; but unfortunately 
it failed financially. Mr. Colman closed with 
an ardent plea for district meetings that will 
get down to fundamentals. 


Maximum Dealer Distribution 


Adolph Pfund, of Chicago, introduced the 
general discussion of maximum dealer distribu- 
tion with an informal statement of a couple of 
problems touching the relations between re- 
tailers and manufacturers. Some thoughtful 
manufacturers have suggested that the buying 
of mixed cars in such large quautities indicates 
that dealers are not carrying sufficiently well 
rounded and assorted stocks. This involves a 
too great dependence upon quick railroad serv- 
ice to take the place of carrying adequate 
stocks. Mixed cars place a heavy burden upon 
manufacturers which they should not be asked 
to assume. And the whole practice is tending 
to make it easier for anybody, small dealer or 
large, legitimate dealer or small contractor who 
wishes to start a yard, to buy lumber upon 
about the same terms and at the same price. 
It has a bearing upon maximum dealer distribu- 
tion. Mr. Pfund suggested that it is wise to 
see these things from the other fellow’s point 
of view. The second problem is a too great 
attention to getting low wholesale prices. If 4 
dealer Duys from a commission salesman below 
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the current market thi’ salesman will shop 
around among manufacturers; and that pres- 
sure in time tends to disorganize the market, 
and this is reflected in a disorganized retail 
market. He suggested buying at fair prices 
from known concerns. It is important to find 
a community of interest in these relationships 
within the industry. Most reputable manufac- 
turers readily agree to the principle of maxi- 
mum dealer distribution, and dealers can not 
well do less than to see the interests which man- 
ufacturers have in the big partnership. 


Rising Cost of Doing Business 


The rapid fire of discussion then started on 
the subject of the rising cost of doing business. 
It was stated that costs are rising and can not 
seem to be reduced; that with a falling volume 
of sales it is hard to adjust fixed costs; that 
services have increased in all departments of 
life and must be paid for; that during the last 
three years the percentage of profit has decreased 
by about 1 percent a year; that more atten- 
tion must be given to mark-up; that the aver- 
age dealer does not know costs well enough to 
make a useful analysis of his records. One 
dealer said his net profits last year consisted 
mostly of savings he had made in expenses. He 
had cut out one truck by adding dump rollers to 
the others, and he had rearranged his yard so 
that he hauls but 10 percent of his lumber when 
it comes into the yard. He had trimmed some 
doubtful items from the advertising budget and 
had made a number of other small savings. 


Credits and Delivery Costs 


The discussion then went to the matter of 
credits, and the point was made that dealers will 
loan lumber readily to a man to whom he would 
not ioan money. It is not good merchandising 
to use the mechanic’s lien as a basis for credit, 
but this is done. Several dealers mentioned lax 
collections and suggested that exact terms of 
sale, exactly followed up, make for good collec- 
tions. One dealer stated that terms of sale were 
part of the record on the ledger sheet. Local 
credit associations were described, and it was 
suggested that if a man had lots of bad ac- 
counts he was the person who had made them 
in the first place. 

Delivery costs came in for considerable dis- 
eussion, with all sorts of practices described. 
Here the suggestion was made that false econ- 
omy is as bad as extravagance, and that adding 
a little more profit might be wiser than a crip- 
pling of service. Harry Colman stated that 
delivery costs usually amount to about three 
percent on sales. 

Discounts to contractors brought out a va- 
riety of practice with the general opinion tend- 
ing to the conclusion that in general it is a 
bad practice, disorganizing to trade and essen- 
tially unearned by the contractors themselves. 


THURSDAY MORNING 


[Special telegram to AMERICAN LUMBERMAN] 

INDIANAPOLIS, IND., Jan. 13.—A party for the 
ladies attending the Indiana convention was held 
yesterday afternoon in the parlors of the Clay- 
pool Hotel, with wives and daughters of officials 
acting as hostesses. Last night Hoo-Hoo gave 
a dinner to which all lumbermen were invited. 
Snark of the Universe Arthur A. -Hood, of 
Minneapolis, and Secretary-treasurer Henry R. 
Isherwood, of St. Louis, were guests of honor 
and spoke entertainingly of the mission and ob- 
jectives of the order. The*dinner was followed 
by a concatenation. 

A roundtable discussion at Thursday morn- 
ing’s session was opened by O. D. Haskett, of 
Indianapolis, who described briefly new methods 
of piling heavy lumber that is damp. He illus- 
trated the method with short pieces of two by 
eights. Each course is piled with space between 
pieces and the next course is piled with pieces 
bridging spaces below. Mr. Haskett mentioned 
a story of this method that appeared in the 
AMERICAN LUMBERMAN. [NOTE: Page 50, Oct. 
9, 1926, issue—EpiTor.] In the discussion 


which followed a method of piling small quanti- 
ties was mentioned. Pieces of iron pipe fitted in 
holes bored in uprights dividing the bins allow 
separation of different kinds of lumber in the 
same bin. 


Ways to Increase Winter Sales 


L. P. Mauck, of Owensville, opened the dis- 
cussion of winter sales by saying most dealers 
do business four months at a loss and four 
months at an even break, in order that they may 
do business four months at a profit. The dealer 
usually approaches the problem of winter busi- 
ness with the belief that it will not be success- 
ful. He has found that cabinet work and hard- 
wood floors can be sold in the winter at a good 
profit. He also handles coal and has found that 
a good grade of coal can be sold on a basis of 
quality rather than price. His company has 
built small portable buildings for farmers and 
finds that these sell readily when farmers are 
prosperous. This construction makes profitable 
use of shorts and odd stock. 

Harry E. Allan, of Greencastle, mentioned 
coach glass for closed cars as a profitable winter 
line. Local garages don’t handle it and send 
their jobs to the lumber yard. He also handles 
weather strips, storm doors and sash and hard- 
wood flooring as winter specialties. 

President Wood mentioned his own practice 
of inducing persons to build houses in winter. 
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With the house inclosed before winter begins it 
is possible to go forward with the interior work 
through the winter. One dealer mentioned the 
making of farm gates in winter time in his yard 
shop. 

Secretary Root called attention to the practice 
of certain manufacturers in getting agents other 
than lumbermen to handle lines, and the success 
he has had in persuading manufacturers that 
they would not like to have similar practices 
used against them. He suggested that dealers 
discuss these things with offending manufactur- 
ers and show them the other side of the matter. 


Indiana Lien and Garnishee Laws 


Earl Conder, association attorney, then dis- 
eussed the Indiana lien law. This law, he 
stated, has become an established institution and 
probably never will be repealed. But it has 
enemies, and dealers need to be watchful against 
weakening or distorting it, as some of these ene- 
mies try to do each time the legislature meets. 
The law has been rather completely interpreted 
by court decisions and but two decisions were 
rendered concerning it during 1926. Mr. Conder 
then discussed certain aspects in detail, and then 
discussed the garnishee law. This law, he said, 
was seldom invoked by lumbermen but it served 
as a moral deterrent. Secretary Root stated 


er Retailers in Annual 


that other merchants, such as grocers and dry 
goods men, do use the law and that lumbermen 
are bound by a gentleman’s agreement to help 
them keep it on the statute books in return for 
aid from these other merchants in maintaining 
the lien law. Mr. Conder answered a number 
of questions about specific application of the 
lien law. 


Better Utilization of Wood 


Dudley F. Holtman, assistant director Na- 
tional Committee on Wood Utilization, Depart- 
ment of Commerce, then discussed the work of 
that department along the lines of better utiliza- 
tion of wood and especially in utilization of 
short lengths. He stated that the average con- 
sumer is bound by old habits that were started 
three hundred years ago when there was no 
thought of lumber shortage. Progress in better 
utilization must eome from other than consum- 
ing interests. To promote this improvement the 
Government zalled a conference representing all 
interested elements, including consumers. Out 
of that conference emerged the National Com- 
mittee on Wood Utilization, of which Mr. 
Hoover is chairman. This committee has made 
extensive study and is issuing a bulletin which it 
expects to give wide distribution among con- 
sumers. The Department of Commerce is count- 
ing on lumber retailers to supply short lengths 
to meet the demand it is hoped will be created in 
this way. 

Mr. Holtman further said, in part: 


Economic necessity has established short-length 
utilization in all countries where tree growing is 
a real business. It came as the virgin forests dis- 
appeared. Sooner or later it must come to the 
United States. If it comes soon the user of lumber 
will be directly benefited for he will then get the 
advantage in price which more complete outlets 
for the products of the tree are bound to create, 
Thirty-five percent utilization of a product never 
results in economy, and that is about the propor- 
tion of the standing tree that is at present used. 

Moreover, the prospect of being able to market 
only slightly more than one-third of a grown forest 
is not going to make business men particularly 
keen about growing forests. Reforestation is es- 
sentially a business proposition. For every dollar 
invested there must be something more than a dol- 
lar yield. At present that plus yield comes from 
a relatively small proportion of the product. And 
why? Because the American public today is buy- 
ing lumber as it was bought by the colonists who 
had forests in their back yards. 

We are on the brink of widespread national in- 
terest in short-length lumber utilization. This 
interest will be converted into profitable business 
if the retail lumber dealers of the country will pre- 
pare to supply the demand. The stocking by deal- 
ers of more short-length lumber will mean smaller 
stocks of long-length lumber, with a _ resulting 
saving in total investment, and turnover of stock 
in the yard should increase in proportion to the 
economy of this merchandising plan as compared 
with the former more expensive custom. 

Furthermore, it has been estimated that up to 
3 percent of the standard stock in the retail yard 
is degraded before it can be sold, and short-length 
lumber is the only merchantable material that can 
be secured from such degraded stock. This gives 
the retail dealer a double interest in merchandising 
short lengths. More short lengths can be sold if 
advertised for specific uses—window heads, fram- 
ing around openings, minor structures in which 
almost nothing but short lengths is used—than 
when offered merely as “short-length lumber.” 
Stacking in the retail yard can usually be so ar- 
ranged that no more room will be needed for short 
lengths than is now required to maintain stocks 
of standard long lengths. 

Short-length lumber can be obtained at 25 to 35 
percent and in some cases as much as 50 percent 
below the prices f.o.b. mill asked for standard long 
lengths of equal grade. Here is an incentive which 
should encourage progressive lumber retailers to 
do everything in their power to cater to public 
interest in this phase of improved wood utilization, 
for the dollars-and-cents savings is bound to influ- 
ence many people living in Indiana to take earlier 
action toward home ownership. 


THURSDAY AFTERNOON 
The afternoon round table was opened by 


L. P. Mauck, of Owensville, on the subject of 
yard solicitors. He has used boy scouts to 
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gather prospect lists by house to house can- 
vass and filling out form ecards. This list is 
devoted to such matters as new building, 
painting, roofing and the like. Fred Wehren- 
berg, of Fort Wayne, stated that the value of 
a solicitor depends on how he works. If he 
solicits only contractors he is worse than use- 
less, for he creates no new business and intro- 
duces discord among competitors. If he hunts 
out his own prospects and brings in business 
that otherwise would have remained dormant 
he is useful. Some retailers themselves do this 
useless and destructive soliciting of competi- 
tors’ contractors. A manufacturer present 
described what he called enforced concentra- 
tion. Prospect cards are collected and each 
retailer handling a commodity is given but 
twenty-five cards. It is his business to culti- 
vate this list. When he makes one sale he is 
given another card. In this way the entire 
field is intensively covered, and after a start 
is made sales become easier and less expensive. 


Secretary Root displayed material prepared 
by the New Jersey association—stickers, dis- 
play signs, lithographs and cuts bearing the 
slogan ‘‘ Build a House First.’’ This material 
is available and can be purchased at low cost. 


Fred Wehrenberg then opened the subject 
of creating new business. He repeated earlier 
statements about good and bad solicitation. 
Mr. Voorhees, of Logansport, stated he con- 
sidered newlyweds as good prospects. He 
watches real estate transfers and notes when 
babies are born. He has a list of farm cus- 
tomers and distributes novelties by sending 
out cards which the recipient must present in 
person. One dealer said personal solicitation 
added 10 to 15 percent to sales. 


Roy Metzger, of Lebanon, described at 
length his system of building model houses 
from year to year and displayed a panel of 
blueprints and newspaper publicity. The 
latest venture was in conjunction with local 
newspaper. The most active lines of merchan- 
dise, he stated, were automobiles, radios and 
ladies’ clothing. A show of hands indicated 
that but four of those present were driving 
ears five years old. Automobile men get out 
new models that may be no better, but look 
better. Radios are sold by being installed and 
tried out. Fashions change from season to 
season. But lumbermen still talk about low 
prices on two by fours. Fashions in houses 
change, and people can be sold new houses 
by being shown improvements. These other 
merchants follow up all leads, but lumbermen 
do not. A car is made in Detroit by Detroit 
labor. A house is made in your town by local 
labor and adds to local values. Six people 
out of ten have not been in a new house for 
five years. 


Mr. Metzger described at length the building 
of his model house and the interest taken in 
it by the public. In his opinion it aids his 
business directly and indirectly. He is glad 
when competitors do the same kind of build- 
ing, for it aids all dealers by educating the 
public. 

Roy Johnston, of Logansport, described the 
eentral warehouse idea as practiced at Min- 
neapolis. He described pooling of stocks, re- 
sulting in decrease in necessary stock carried, 
decreased of operating expense, avoidance of 
small surpluses left from special orders, and 
inerease of codperative feelings among com- 
petitors. He answered many questions and 
objections. In his opinion the same plan 
could be used in rural counties where the haul 
is not too long. 


L. R. Putman, of the Southern Pine Asso- 
ciation, then described some of the sales helps 
prepared by his association. He stated that 
last year was a good year though prices had 
not been so good. He laid special stress on 
the wisdom of the lumberman keeping his 
identity as lumberman, for when he takes on 
sidelines he increases the number of his com- 
petitors. Lumber is the oldest and one of the 
best building materials. He mentioned ex- 
travagant claims of substitute men in regard 
to strength, fire resistance and insulation and 
insisted that lumber still excels in these fields 
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when properly used. Lumber manufacturers 
do not try to set retailers’ prices but do help 
him create markets by telling people how 
best to use lumber. Recent storms prove that 
frame house construction will stand when 
other materials give way. He then displayed 
some advertising material gotten out by the 
Southern Pine Association and described the 
new education of lumber salesmen. The asso- 
ciation is spending much money to spread the 
gospel of better construction. 


Discusses Cut-Price Competition 


Arthur A. Hood, of Minneapolis, Minn., 
Snark of the Universe of Hoo-Hoo, made a 
brief address on the subject of cut-price com- 
petition. He analyzed types of price-cutters 
and made the statement that ‘‘the right price 
is never too high.’’ He suggested ways of 
meeting different types of customers who as- 
sert that prices are too high. He described 
the method used to clear up the worst com- 
petitive system he ever knew. One competi- 
tor took pains to build up a sale for his neigh- 
bor in such a way that the latter made it a 
profit. The experience was so novel and 
pleasant that old abuses simply dropped out. 
Mr. Hood made a list of suggestions based 
on the right price which is never too high. 


Gist of Resolutions Adopted 


In its report the resolutions committee urged 
that all members install some sort of work- 
able cost accounting system. It endorsed max- 
imum retailer distribution and opposed 
changes in the Indiana lien law. It urged co- 
operation with insurance companies im reduc- 
ing fire hazards, and it expressed thanks to 
officers and directors, speakers and the manu- 
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facturers and salesmen and Indianapolis dea}. 
ers who tendered the banquet. 


Officers Elected 


The following officers and directors were 
elected: 

President—Fred Wehrenberg, Ft. Wayne. 

Vice president—R. R. Johnston, Logansport, 

Directors—Charles A. Wood, Muncie; Ernest 


Calloway, Fowler; J. H. Moore, Bedford, anq 
Charles Hollowell, South Bend. 


The usual brilliant banquet in the Riley 
room of Hotel Claypool coneluded the conven- 
tion. The entertainment program was un- 
usual in that it was contributed entirely by 
relatives of members. 


PAST PRESIDENTS’ DINNER 


INDIANAPOLIS, INp., Jan. 11.—Sixteen former 
executives attended the Past Presidents’ Din- 
ner of the Indiana association this evening, and 
the present executive, Charles A. Wood, of Mun- 
cie, was duly initiated. Five of the original 
founders of the Indiana Lumbermen’s Mutual 
Insurance Co. were present, and it was disclosed 
that the company was originally capitalized at 
$100,000, that members gave their notes for 
$5,000 each and that this was all the capitali- 
zation the company had at the beginning. 0. 
D. Haskett presented a little memorial of two 
members deceased during the last year; S. P. 
Stroup, of Shelbyville, who was one of the 
founders of the association, and J. T. Eagles- 
field, of Indianapolis. The association through 
Secretary Root, himself a past president, pre- 
sented to each member of the club a gold badge 
containing his name and the dates of his serv- 
ices as executive. The meeting was quite infor- 
mal, and a number of the earlier presidents dis- 
cussed their experiences as association members 
and president and agreed that the close friend- 
ships they had formed were the things they 
remembered with greatest satisfaction. 

Those present were W. H. Winnie, Frank- 
fort; W. E. Pulse, Greensburg; Barney C. 
Smith, South Bend; H. C. Scearce, Mooresville; 
D. A. Peterson, Warsaw; T. Guy Pierson, Spen- 
cer; Albert Greely, Muncie; Charles W. Lanz, 
Bedford; C. D. Root, Crown Point; F. C. Cline, 
Anderson; W. H. Crim, Salem; G: F. Oster 
hage, Vincennes; Willis B. Dye, Kokomo; Roy 
Metzger, Lebanon; O. D. Haskett, Indianapo- 
lis; and Charles A. Wood, Muncie. There are 
twenty-two of the past presidents now living. 


About the Making of Golf Tees 


NEw York, Jan. 10.—In a recent issue of the 
AMERICAN LUMBERMAN, a picture was printed 
showing a man holding a bushel basket of golf 
tees and the statement was made that the Novelty 
Turning Co., of Norway, Me., is making large 
quantities of these, birch being the material 
used. The Nieblo Manufacturing Co. (Inc.), of 
New York City, is the manufacturer of these 
golf tees, which are known as the Reddy tees, 
and which are produced in the plant at Norway, 
Me. The Nieblo Manufacturing Co. produced 
over 30,000,009 of these tees in 1926 and expects 
to inerease this production in 1927 in order to 
take care of the ever increasing demands. These 
tees are packed in small boxes, each containing 
eighteen of these little golf accessories. 


Two Examinations for Forest Service 


The United States Civil Service Commission 
announces open competitive examinations for the 
position of junior forester in the Forest and 
Indian services, and of junior range examiner 
in the Forest Service. Applications for the 
former must be on file in Washington not later 
than Feb. 26, and for the latter the closing date 
is March 12. The entrance salary in both cases 
is $1,860 a year, with one year as probation pe- 
riod and subsequent advancement depending on 
degree of efficiency. Full information and ap- 
plication blanks may be obtained from the com- 
mission, Washington, D. C., or from the board 
of civil service examiners in any city. 
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‘Louisville Division of Southern Traffic Body 
in Annual Meeting 


LOUISVILLE, Ky., Jan. 12.—Harry E. Kline, 
viee president of the Louisville Veneer Mills, 
was elected vice president in charge of the 
Louisville division of the Southern Hardwood 
Traffic Association, at the annual meeting held 
at the Brown Hotel last night, and attended 
by about fifty members of the hardwood lum- 
per and allied industries. Mr. Kline sue- 
eeeded J. Graham Brown as head of the Louis- 
ville division of the organization which has its 
headquarters in Memphis. 

The advisory board as named consists of 
E. B. Norman, of E. B. Norman & Co.; W. A. 
MacLean, Wood Mosaic Co.; W. R. Willett, 
W. R. Willett Lumber Co.; A. E. Norman, 
Norman Lumber Co.; Daniel Wertz, of Maley 
& Wertz Lumber Co., Evansville, Ind.; C. E. 
Platter, North Vernon Lumber Co.; I. N. 
Combs, Lexington, Ky.; J. G. Brown, W. P. 
Brown & Sons Lumber Co., Louisville; and 
Sam C. Mengel, Foreign & Domestic Veneer 
Co., Louisville. 

In the absence of J. Graham Brown, Preston 
P. Jovyes served as toastmaster and introduced 
the speakers. Mr. Joyes referred to the fact 


that it was the eleventh annual meeting of the 
holy, which had grown from a mere handful 
of members to a large organization. 

J. H. Townshend, of the Memphis office, 
who had never failed to attend a meeting of 


the local body, wired regrets because of his 
unavoidable detention in Memphis, in connec- 
tion with the meeting of the parent organi- 
zation there next week. 

The eleventh annual report of the Louisville 
district office of the Southern Hardwood Traffic 
Association, made by J. 8. Thompson, district 
manager, pointed out that during 1926 the rail- 
roads of the country handled the greatest freight 
traffic ever offered to them by the shippers of 
the United States without any congestion or car 
shortage. The loadings of revenue freight for 
the fifty-two weeks ended Dec. 25, the report 
said, amounted to 53,309,644 cars, an average 
of over 1,000,000 cars a week. These car load- 
ings exceeded those of 1925 by over 2,000,000 
ears. The loading of lumber and other forest 
products reached 3,654,000 cars as compared 
with 3,736,000 cars handled in 1925. 

A brief summary of the activities of the 
Louisville office during the last year showed that 
valuable service had been rendered to the mem- 
bers and that while claims to the amount of 
$39,946.34 had been filed collections on these 
claims were made for the Louisville members 
to the amount of $40,666.74. The office had also 
been very successful in having rates on logs, 
lumber and manufactured wood products to and 
from Louisville reduced in a surprising number 
of cases. Among these reductions were the fol- 
lowing: Lumber from stations on the Chicago, 
Indianapolis & Louisville Railroad to stations 
on the line in Indiana to eastern cities, approxi- 
mately 3 cents per 100 pounds; lumber over the 
(linois Central from Owensboro, Ky., to St. 
Louis, Mo., from 19 to 16% cents; lumber from 
Midville, Ga., tc Hope Valley, R. I., 5 cents per 
100 pounds; lumber from Guin, Ala., to Ten- 
nessee points; lumber from stations on the 
Monon Railroad to points in Ontario, Can.; lum- 
ber from Roosevelt, Tenn., to Louisville, Cin- 
cinnati and other points in Central Freight As- 
sociation territory. 

The report also pointed out that during the 
year there had been a remarkable growth in the 
rehandling, yarding and milling business in 
Louisville. During this time 29,968 cars of 
lumber and logs were handled in and out of 
Louisville. The rehandling of lumber through 
Louisville continues to grow under the transit 
arrangement. The number of cars handled last 
year exceeded those of 1925 by 5,000 cars. 

Other important achievements of the office 
during 1926 was the securing of transit ar- 
rangements with the Southern Railroad to apply 
ou stoek reshipped from New Albany to points 





in Canada; with the Monon Railroad on lumber 
originating at points in Michigan and reshipped 
at Louisville to Gulf ports for export; from 
Louisville & Arkansas Railroad stations through 
Louisville in connection with the Illinois Cen- 
tral Railroad; with the Southern Railway on 
lumber from Illinois and Indiana and reshipped 
to Carolina territory, and with other roads for 
shipments through Louisville. Many other mat- 
ters were also taken up and brought to a suc- 
cessful conclusion. 

During the year, the report said, two members 
of the association who went out of business were 
lost to the association. During the same time 
two new members—Kentucky Veneer Works and 
the Hillerich & Bradsby Co.—were added to the 
membership rolls. 

Nickolas H. Dosker, vice president of the 
National Bank of Kentucky, the only outside 
speaker of the evening, and being a close stu- 
dent of economics, conditions ete., delivered a 
very excellent talk on business, financial and 
general conditions, reviewing business prog- 
ress over the last few vears, its ups and 
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downs, and how the business of the country 
surmounted the big slump experienced in 1920. 
Mr. Dosker held that the very flexible Fed- 
eral Reserve system enabled the country to 
pull out of that slump quickly, and enjoy sev- 
eral years of prosperity. As to 1927 Mr. Dos- 
ker held that fundamentally, economically and 
financially the situation is sound, and that 
with faith and confidence there should be a 
continuation of good conditions experience’ 
over 1923, 1924, 1925 and 1926. Touching on 
loose financing and instalment buying he said 
that bankers are not as worried over that 
situation as they were, although instalment 
buying had been extended to clothing and 
many other lines. In summing up he stated 
that a few lines might be slow in 1927, but 
that others would be strong, and would offset 
the slow ones. 


Talks on Traffic Conditions 


J. Van Norman, local attorney, and coun- 
sel for the association, made a short talk on 
traffic conditions. Mr. Norman said that the 
railroads are operating more efficiently than 
ever before, and that last year they collected 
in the neighborhood of $1,250,000,000 in freight 
charges. He held that discussion of railroads 
having earnings based on replacement values, 
and audit of properties ou that basis, would 
result in a valuation of over $35,000,000,000, 
and to earn 6 percent return on any such sum 
was out of the question, as it would be im- 
possible to get freight rates up to a level that 


would produce it, without stopping transporta- 
tion. Any such plan is socialistic and destruc- 
tive. He said that if the sawmills of the 
country were to put in all properties on re- 
placement values, and endeavor to secure a 
6 percent return on investment, lumber would 
be too high in price to use, and copper or other 
high priced items would replace it. 

Mr. Norman also discussed the ever increas- 
ing tendency to place the burden on long 
hauls, or force out competition, without con- 
sideration of economic conditions. He thought 
that such a policy would localize business to 
too great an extent, through removing compe- 
tition, and using rate making powers for pur- 
poses other than for which they were intended. 

Mr. Norman stated that today rate making 
appears to be one of political rate making. 
He held that there was a time when rate mak- 
ing was between shipper and carrier, as to a 
reasonable rate. Today it is a question of 
various sections of the country aligned against 
one another, with the carrier and shipper per- 
haps working together in one district, against 
carrier and shipper in another, it being a war 
for markets, and forcing rate making into poli- 
tics, and causing market power and politica! 
strength to interfere with tribunals. 

‘‘While it has been claimed that the trans- 
portation problem has been solved, it has not 
been solved,’’ said Mr. Norman, who claimed 
that the situation had never been as acute as 
it is today, and that over the last three years 
it had become an increasingly greater eco- 
nomi¢e problem. 


Vigorously Attacks Fake Advertising 


W. E. Humphrey, member and former chair- 
man of the Federal Trade Commission, deliv- 
ered a notable address before the National Home 
Study Council in the Drake Hotel, Chicago, last 
Wednesday, in which he made a vigorous attack 
on fake advertisers and declared it to be the 
intention of the Federal Trade Commission to 
make a determined effort to protect the public 
from concerns of this kind. He declared it to 
be the intention not only to investigate fake 
advertisers but also to extend their activities to 
the publishers who accept misleading advertise- 
ments. He said, ‘‘I am firmly convinced that 
by one action against a publication we can more 
effectually throttle fifty fakers than we could 
possibly do by fifty or seventy cases against each 
of the advertisers.’’ In further elaboration of 
this idea, Commissioner Humphrey said: ‘‘ All 
we demand of a publisher is that he be as the 
public believes him to be and what he represents 
himself to be. Is that placing too much respon- 
sibility on the publisher? Where is the pub- 
lisher who will dare assert that it is, either in 
his columns or before the court?’’ 

The commissioner directed his attack particu- 
larly against fake advertisements of various 
anti-fat remedies, patent medicines ete., and 
also against disreputable correspondence schools. 
He declared that ‘‘by false and fraudulent 
promises as crooked and dishonest as stupidity 
and cunning can invent, so called correspond- 
ence schools are robbing the ambitious and 
credulous young men and women of this country 
of not less than $35,000,000 a year.’’ 


DETAILED sTuDY of the present rent situation 
in the various cities of the United States, the 
amount of over-building or of building shortage 
at present existing in individual cities, and the 
type of structure for which there is any under- 
or over-supply, accompanied by a study of the 
money supply for real estate development and 
the general condition of the real estate market, 
is now being made by the National Associa- 
tion of Real Estate Boards. The study is the 
ninth semiannual survey of real estate conditions 
of the country made by the association. 
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Georgia Roofer Manufacturers Meet 


Macon, GaA., Jan. 11.—A canvass of the nine- 
teen planing mills operated by the members of 
the Roofer Manufacturers’ Club, in attendance 
at the January meeting of that organization at 
Hotel Dempsey, today, showed that there has 
been a marked curtailment in production. At 
these nineteen mills the canvass made for the 
AMERICAN LUMBERMAN showed that stocks on 
hand total 53,000,000 feet, as compared with 
71,000,000 feet a year ago at this time. Of 
the stock on hand 271 ears, or approximately 
5,000,000 feet, have been sold. The stock on 
hand averages about two and three-quarter mil- 
lion feet per mill as compared with 4,000,000 
feet a year ago. 

The survey’s result bore out the general opin- 
ion of the trade that practically all mills have 
been curtailing and reducing their stocks. From 
reports of the manufacturers and wholesalers it 
was indicated, also, that if the demand of last 
year at this season prevailed at the present time, 
the price would seobabiy advance to $25 a thou- 
sand feet. 

R. H. Morris, southern manager of the North 
Carolina Pine Association, called upon for a 
few remarks during the meeting, was optimistic 
over the outlook. Manufacturers in their con- 
versations had made known the fact prior to 
Mr. Morris’ address that the general price for 
dimension ranged from $19 to $19.50 and that 
no one was selling below $19. ‘‘I have been 
following the roofer market closely for last 
sixty days,’’ said Mr. Morris, ‘‘feeling the 
pulse of the trade during that period. There 
isn’t any doubt but that stocks have been re- 
duced. From what I gather the outlook is most 
encouraging, but a great deal depends upon our 
own people. We can’t get away from the fact 
that roofers are as much of a staple as sugar. 
Reports from the North and East show that 
money is easy. Many projects are on hand for 
buildings. There is no question but that 1927 
will be profitable for all of you, if you keep 
posted.’’ 


Praises Club Ethics 


The following letter, read by C. R. Mason, 
secretary, showing that the members of the 
Roofer Manufacturers’ Club stand well with the 
— is reproduced here at the request of the 
elub: 


3IRMINGHAM, ALA., Nov. 26, 1926. 
C. R. Mason, 


Secretary Roofer Manufacturers’ Club, 
Madison, Ga. 

DeAR Str—Some days since you mailed me a list 
of the members of your club. I wanted this list 
because I had before me a number of complaints 
(seven in fact) of Georgia mills which had treated 
our wholesalers unfairly. 


You may be interested in knowing that not one of 
these mills is a member of your club. 


This reflects rather favorably upon the member- 
ship of your club, and we are glad to give credit 
where credit is due. 

Very truly yours, 
C. M. Hueeins, 
Secretary Wholesale Lumbermen’s 
Club of Birmingham. 

That letter is a further incentive for the 
members of the Roofer Manufacturers’ Club to 
continue to keep their product at a high stand- 
ard, in the opinion of its members. They also 
considered it highly important that they con- 
tinue to advertise. 

During the meeting Hugh Thurston, of Thom- 
aston, Ga., one of the most active members of 
the organization, wired: 

Just getting ready to leave for today’s meeting 
when a wholesaler dropped in and offered me $21 a 
thousand for the entire output of my mill this year, 


The message nearly broke up the meeting and 
no one blamed him for not leaving. 

The Campbell Lumber Co., of Covington, Ga., 
was admitted as a new member, upon the recom- 
mendation of the membership committee. 

Upon the request of Secretary Mason the 
club voted to leave all membership matters, dis- 
missal and the acceptance of new members, in 
the hands of the membership committee—at 
least to require its approval before any one is 


dismissed. 
mendation. 

Mr. Mason complained that some of the mem- 
bers had not paid their dues promptly and he 
didn’t have time to keep behind all of them, he 
said. He thought that with the membership 
committee given the added authority, instead of 
dropping members automatically, it would have 
a good effect. 

C. B. King, former president, in a short talk 
for the good of the trade, said that he thought 
the 98 percent rule of the club ‘‘is worth all the 
trouble that we have gone to. We must stick 
to the 98 percent rule,’’ said Mr. King. While 
he was on his feet, as a matter of information, 
Mr. King asked how many were operating their 
mills on full time? Only nine hands were raised. 

W. H. Lowe, assistant secretary of the North 
Carolina Pine Association, in a few remarks, 
pledged the continued coéperation of that or- 
ganization with the Roofer Manufacturers’ Club. 

W. W. Hicks, of Eufaula, Ala., president of 
the club, was unable to attend the meeting. H. 
M. Johnson, of Jeffersonville, Ga., presided. 

It was voted that the next meeting of the club 
be held at the Hotel Ralston, Columbus, Ga., on 
March 8. 

Following the meeting there was an excellent 
luncheon at the Hotel Dempsey for the members 


The entire club voted on the recom- 











R. H. MORRIS, 
Macon, Ga.; 


Cc. B. KING, 
Cuthbert, Ga; 
Who Took Prominent Part in Meeting 


of the elub and for their friends, at which a 
number of informal talks were made. 

The attendance was one of the best in some 
time, more than twenty-five members being on 
hand when Former President Johnson rapped 
for order. This was considered exceptionally 
good, as it was the coldest day of the winter, a 
temperature of 22 degrees being recorded. 
There were members present from Georgia, 
South Carolina and Alabama, some of them 
coming in the night before. Those who attended 
were: 

H. M. Johnson, Whitaker Lumber Co., Jefferson- 
ville, Ga.; W. R. Lowe, assistant secretary North 
Carolina Pine Association, Norfolk, Va.; G. G. King, 
King & Thurston, Thomaston, Ga.; W. E. King, En- 
terprise Lumber Co., Lumpkin, Ga.; John T. Gragg, 
Gragg Lumber Co., Amsterdam, Ga., and Toomsboro, 
Ga.; James C. Williams, jr., Buffalo Lumber Co., 
Lexington, Ga.; J. R. Moore, jr., Moore Lumber Co., 
Desoto, Ga.; H. M. MeBlrath, Jeffreys-McElrath 
Manufacturing Co., Macon, Ga.; M. H. Greene, A. 
C. Alexander Lumber Co., Ellaville, Ga.; J. H. Liv- 
ingston, Johns-Carroll Lumber Co., Hurtsboro, Ala. ; 
W. M. Whitaker, Whitaker Lumber Co., Jefferson- 
ville, Ga.; E. W. Smith, Jeffreys-McDlrath Manu- 
facturing Co., Macon, Ga.; J. S. Lord, jr., J. 8S. Lord 
Lumber Co., Toomsboro, Ga.; C. R. Mason, Mason 
Lumber Co., Madison, Ga.; C. C. Osborne, Osborne 
Lumber Co., Parksville, S. C.; C. J. King, King 
Lumber Co., Cuthbert, Ga.; A. B. Carroll, Johns- 
Carroll Lumber Co., Hurtsboro, Ala.; T. B. Love- 
lace, Lovelace Lumber Co., Macon, Ga.; R. H. Mor- 
ris, southern manager, North Carolina Pine Associa- 





tion, Macon, Ga.; G. B. Saunders, Alexander Bros, 
Lumber Co., Cataula, Ga.; A. C. Alexander, Waverly 
Hall Lumber Co. and Alexander Bros. Lumber Co,, 
Waverly Hall, Ga.; G. L. Sinclair, Alexander-Sip. 
clair Lumber Co., Box Springs, Ga.; M. Bracey, 
Bracey Lumber Co., Guntersville, Ala.; D. I. King, 
King Lumber & Oil Co., Unadilla, Ga.; J. L. White 
and J. P. White, White Lumber Co., Hillsboro, Ga.; 
H. E. Hammack, Truman Lumber Co., Edison, Ga, - 
G. W. Griffin, AMPRICAN LUMBERMAN, Chicago. 


Roads to Establish Through Rates 


CINCINNATI, OHIO, Jan. 12.—J. S. Thompson, 
district manager of the Southern Hardwood 
Traffic Association, made the important an- 
nouncement today that after negotiating with 
the Chesapeake & Ohio Railway and the Erie 
Railroad for the last two years, these roads had 
been prevailed upon to establish through rates 
from all points of origin from which rates are 
published in Chesapeake & Ohio Railway tariff 
332-E, I. C. C. 9935, to all points of destination 
on the Erie Railroad in New York, New Jersey, 
Pennsylvania ete. This will result in notable 
reductions in rates because there have been no 
rates in effect other than the lowest combina- 
tions. In some cases these reductions will 
amount to 9 cents a hundred pounds, and in 
others the reductions will be in excess of that 
amount. 








Southern Firm Adds to Sales Force 


MEMPHIS, TENN., Jan. 12.—Announcement 
has just been made by the Baker-Matthews 
Lumber Co., of this city, that Charles E. Lee, 
formerly of E. Sondheimer Co., has been em- 
ployed as sales representative in New York, 
Pennsylvania, and the New England States, and 
that Allen T. Russell, formerly of Turner- 
Farber-Love Co., has been engaged to cover 
Michigan and adjacent territory in Indiana, 
Ohio and Ontario, both of these appointments 
becoming effective immediately. These repre- 
sentatives, together with Leo R. Malone, who 
has represented the company in North Carolina 
and Virginia for several years, have been guests 
of the company in Memphis for the last ten 
days, during which time visits were made to the 
various mills in order that the sales repre- 
sentatives might have first-hand information as 
to the high quality and excellent manufacture 
of the lumber they will sell. 


Has Designed New Nail 


Pictured herewith is a cross section view of 2 
new nail designed especially for the application 
of corrugated sheets and V erimp sheets. No 
lead or lead washers are needed for this nail. 
Its scientific construction provides for a mechan- 
ical change in the shape of the head when the 
nail is set, eliminating in this way all need for 
lead. 

This ‘‘Springhead’’ nail is formed from one 
solid piece of nail wire. The head is not a 
washer but instead an integral part of the nail. 
This feature is of great interest, for it elim- 


Cross Section of Head 








Patent applied for 


inates any danger of the head flying off or com- 
ing loose. For protection from rust, this nail 
is heavily coated. 

The manufacturer of this nail claims that it 
represents a distinct advance in nails for cor- 
rugated sheets. Not the least of the claims is 
the fact that there are about twice as many 
‘“Springhead’’ nails to a pound as there are 
lead-constructed nails to a pound. This means, 
that in actual construction work they are about 
one-half as expensive. 

Samples and prices can be obtained from the 
manufacturer by application through the AMER- 
ICAN LUMBERMAN. 
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Southern Pine Salesmen Deliberate 


Promotion of the use of wood, development 
of new markets, and correcting misconceptions 
regarding lumber were the vital subjects dis- 
eussed at the second luncheon meeting of south- 
erm pine salesmen, held in Chicago on Tuesday. 
In attendance were seventy-five sales representa- 
tives, wholesalers and commission men, and the 
deep interest manifested indicated that the 
Southern Pine Association, under whose auspices 
these meetings are being held, has opened up a 
line of work that will be of tremendous benefit, 
not alone to the southern pine industry but to 
the entire lumber industry as well. 

Due to the unavoidable absence of P. J. Me- 
Hugh, sales manager of the Edward Hines Lum- 
ber Co., who had been selected as chairman, 
¢. W. Lawrance, manager of the Chicago office 
of the Long-Bell Lumber Co., presided. He 
frst introduced L. R. Putman, merchandising 
counselor of the Southern Pine Association, who 
briefly explained the purposes of the salesmen’s 
meetings, which are to be held in various im- 
portant centers. Mr. Putman outlined the plans 
and purposes of these meetings and said the 
desire was to make each of them intensively 
practical. With this aim in view, it had been 
determined to take up at each meeting some 
particular phase of the industry and to make 
practical tests that would give salesmen a knowl- 
edge of their product and equip them to dis- 
cuss intelligently arguments advanced by sales- 
men of materials that compete with wood. He 
discussed briefly the advertising campaign of 
the Southern Pine Association and the program 
it is carrying out of codperation with the sales- 
men and with the retail lumber dealers, as well 
as with the wood using industries. He said 
that these meetings were being conducted on a 
broad basis and would not be restricted to 
southern pine salesmen alone but that all lumber 
salesmen would be welcome, as these are not 
problems of southern pine alone but of wood. 
‘This is a fight of wood against the world,’’ 
said Mr. Putman, and he urged the salesmen to 
give the movement their fullest codperation. 


Speaks on Superiority of Wood Over Stéel 


In connection with the demonstrations that 
would be made at these meetings, Mr. Putman 
said that the next meeting would take up the 
matter of the use of wood in truss construction, 
and he took the opportunity at this time to 
introduce William H. Waddington, of the Amer- 
ican Roof Truss Co., of Chicago. 

Mr. Waddington spoke briefly on the superior- 
ity of wood over steel for truss construction, 
and displayed a miniature sample of the kind 
of wood truss manufactured by his company. 
He probably will address the next meeting of 
the salesmen in Chicago and at that time there 
will be a demonstration and exhibit of various 
types of wood trusses. 

J. F. Bryan, secretary of the Illinois Lumber 
& Material Dealers’ Association, was next in- 
troduced, and said he was delighted to see the 
lumber manufacturers ranging themselves 
along the fighting front. He thought they 
should have done that twenty-five years ago. 
He said the retail lumberman never has had real 
codperation from the lumber manufacturer, and 
it is encouraging now to note the tendency of 
the producers of lumber to coéperate more close- 
ly with the distributers to the end thatthe uses 
of lumber shall not be curtailed. He briefly 
outlined the efforts of his association in that 
direction, and spoke of the appreciation of the 
Illinois dealers of the interest that had been 
taken by the Southern Pine Association which 
has had representatives at the nine group meet- 
ings held throughout the State in the latter part 
of 1926. 

Manufacturers’ Viewpoint 


J. W. Watzek, of Crossett Watzek Gates, 
Chicago, was asked to give the manufacturers’ 
Viewpoint of salesman coéperation. He said 
there has not been enough of this kind of co- 
operation. The salesman continuously covering 
his territory should be able to gather much in- 


formation regarding trends in consuming 
industries, the needs of the dealers, the prob- 
lems of the dealers, and should pass this in- 
formation back to the mills in order that they 
might be in position more intelligently to regu- 
late production more in accordance with actual 
market conditions and needs. Salesmen have 
been somewhat sparing with suggestions of this 
kind, possibly for fear that the sales managers 
might think them pessimistic or impractical. As 
a manufacturer, he was strongly in favor of 
such meetings as this and of closer coéperation 
with all branches of the industry. 

A. A. Hood, of Minneapolis, Snark of the 
Universe of Hoo-Hoo, gave a brief but enthusi- 
astic talk on Hoo-Hoo, pointing out the facili- 
ties offered by that organization for bringing 
about the codperation and codrdination in all 
branches of the industry that is so essential 
if lumber is to hold its place in the sun. 


Southern Pine Flooring Market 


Herbert Vanlandingham, of the Edward 
Hines Lumber Co., led an interesting discus- 
sion on southern pine flooring and how to regain 
its former standing, especially in the Chicago 
market. In the discussion that followed his 
talk, many interesting facts were brought out 
as to the flooring situation in this territory and 
the reasons why the use of southern pine floor- 











L. R. PUTMAN, 





Cc. W. LAWRANCE, 


Chicago ; Chicago ; 
Explained Purpose of Who Presided at 
Meeting Meeting 


ing had declined so greatly in this section. The 
consensus was that the greatest obstacle that 
will have to be overcome is the wide divergence 
in price between southern pine and fir flooring, 
the latter selling in this market at approxi- 
mately $12 less than southern pine. The sug- 
gestion was made that southern pine flooring 
should not be marketed as softwood flooring, 
as it is the hardest of the softwoods and should 
be advertised exclusively as ‘‘hard pine floor- 
ing,’’ which term is generally used in the 
eastern market. 

An interesting sidelight on the flooring situa- 
tion was brought out by one of the salesmen 
who had found it difficult to get the mills he 
represents to supply the flooring in the lengths 
required in this market, this applying especially 
to flooring in 7-foot lengths. 


Marketing Lumber Specialties 


The subject of marketing lumber specialties 
was introduced by Fred Burnaby, who said that 
his concern had frequently attempted to work 
up new markets for short length lumber and 
specialties of various kinds, but they had found 
that a majority of the mills will have nothing 
to do with anything not standard. ‘‘They sim- 
ply will not codperate,’’ he said. ‘‘If they 
would, we salesmen could develop a lot of 
mighty attractive business for them. The manu- 


facturers need to be educated just as much 
as the salesmen do.’’ 

Indicating opportunities that exist for creat- 
ing new business if a salesman is alert, George 
Hoehne, of the Hoehne-O’Neil Lumber Co., gave 
some personal experiences. He had occasion 
recently to buy two different articles that came 
packed in paper cartons and were damaged. In 
each case he wrote to the manufacturer of the 
product, stating the facts and suggesting that 
the manufacturer could profitably use wood for 
crating his products, affording better protection 
and preventing losses. In both cases this effort 
resulted in contracts for crating material. 

The meeting, which lasted about three hours, 
was snappy, full of pep, and the discussions 
were illuminating in the extreme. 

In accordance with the program as outlined 
by Mr. Putman in the beginning, that at each 
meeting tests and demonstrations would be 
made, the tests at this meeting were made for 
the purpose of determining the insulating quali- 
ties of wood and Celotex and also the deflection 
qualities of the same materials in wall construc- 
tion. These tests were conducted under the 
supervision of J. F. Carter and W. H. O’Brien, 
of the Southern Pine Association, and the re- 
sults will be prepared in bulletin form and 
supplied to the salesmen and others interested. 

Another meeting of the salesmen will be held 
in Chicago within the next thirty days, and 
plans have been perfected for holding similar 
meetings in connection with a number of the 
annual conventions of the retail lumber dealers’ 
associations throughout the country. 


Mountain Dealers in Annual Session 


[Special telegram to AMERICAN LUMBERMAN] 

DENVER, COLo., Jan. 13.—Holding down costs 
was stressed during the opening session of the 
twenty-fourth annual convention of the Moun- 
tain States Lumber Dealers’ Association this 
afternoon. The results of a survey made by the 
extension department of the University of Colo- 
rado presented by Mortimer B. Daniels and Dr. 





Note: A full report of the annual 
convention of the Mountain States Lum- 
ber Dealers’ Association will appear in 
the Jan. 22 issue of the AMERICAN LuM- 
BERMAN.—EDITOR. 





Don C. Sowers was the feature. This report 
was made up from figures supplied by fourteen 
retail lumber yards in Colorado. 

In his opening address President R. E. 
Spencer spoke of the need of better codperation 
among lumbermen. He also spoke of the evils 
of price cutting, and said if the cost of doing 
business was better known there would be less 
cutting of prices. 

Reports given by Secretary T. J. Vincent and 
Treasurer Jay T. Chapin showed the organiza- 
tion to be in good condition and has made grati- 
fying progress during the last year. 

A general discussion followed on the subject: 
‘¢The rising cost of doing business; how can 
the dealer hold down his costs?’’ with R. C. 
Todd, of La Junta, Colo., as leader. Mr. Todd 
advocated watching expenses carefully and cut- 
ting wherever possible, with the exception of ad- 
vertising. In these days of keen competition, 
he said, a dealer can not afford to do without 
advertising. He should be sure, however, that 
his advertising is good. 

The subject of another interesting discussion, 
led by A. A. Ladd, was ‘‘Suggestions for ways 
and means of getting new business; securing 
prospects; building up mailing lists ete.’’ 

The afternoon session ended with an inspira- 
tional talk by Parson Peter A. Simpkin, chap- 
lain of Hoo-Hoo. 

The first session was attended by approxi- 
mately 300 lumbermen from intermountain ter- 
ritory. 

A Hoo-Hoo concatenation was held this eve- 
ning, beginning at 5 o’clock. 
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Associations Plans and Activities 


Jan. 17—Lumbermen's Association of Chicago, Associa- 
tion Rooms and Rainbo Gardens, Chicago. Annual. 


Jan. 17-21—Ohio Association of Retail Lumber Dealers, 
Neil House, Columbus, Ohio. Annual. 


Jan. 17-21—Union Association of Lumber & Sash & Door 
Salesmen, Neil House, Columbus, Ohio. Annual. 


Jan. 18-19—National Lumber Exporters’ Association, 
Hotel Peabody, Memphis, Tenn. Annual. 


Jan. 18-20—Northwestern Lumbermen's Association, 
Nicollet Hotel and West Hotel, Minneapolis, Minn. 
Annual. 

Jan. 19—Southern Hardwood Traffic Association, Hotel 
Peabody, Memphis, Tenn. Annual. 

Jan. 19-21—Ontario Retail Lumber Dealers’ Association, 
Prince George Hotel, Toronto, Ont. Annual. 


Jan, 20-21—Hardwood Manufacturers’ Institute, Hotel 
Peabody, Memphis, Tenn. Annual. 


Jan. 20-21—Dimension Lumber Manufacturers’ Associa- 
tion, Peabody Hotel, Memphis, Tenn, Annual. 


Jan. 21—Nylta Olub, Grand Central Terminal, New 
York City. Annual. 


Jan, 21—California White & Sugar Pine Manufacturers’ 
Association, San Francisco, Calif. Annual stock- 
holders’ meeting. 


Jan. 21-22—Hardwood Interior Trim Manufacturers’ As- 
sociation, Hotel Peabody, Memphis, Tenn. Annual. 


Jan. 22—Louisiana Retail Lumber Dealers’ Association, 
Alexandria, La. State-wide meeting. 


Jan. 24—Empire State Association of Wholesale Lum- 
ber & Sash & Door Salesmen, Hotel Onondaga, Syra- 
cuse, N. Y. Annual. 


Jan. 24-25—Mountain Lumber Manufacturers’ Associa- 
tion, Palliser Hotel, Calgary, Alta. Annual. 


Jan. 25—Canadian Forestry Association, Windsor Hotel, 
Montreal, Que. Annual. 


Jan. 25—Northern Pine Manufacturers’ Association, Rad- 
isson Hotel, Minneapolis, Minn. Annual. 


Jan. 25-26—Northern White Cedar Association, Radis- 
son Hotel, Minneapolis, Minn. Annual, 


Jan. 25-27—Northeastern Retail Lumbermen’s Associa- 
tion, Hotel Syracuse, Syracuse, N. Y. Annual, 


Jan. 26-27—Southeastern Iowa Retail Lumbermen’s As- 
sociation, Black Hawk Hotel, Davenport, Iowa. 
Annual. 

Jan. 26-28—Pennsylvania Lumbermen’s Association, 
Bellevue-Stratford Hotel, Philadelphia, Pa. Annual. 

Jan. 26-28—Western Retail Lumbermen’s Association 
(Canada), Fort Garry Hotel, Winnipeg, Man. An- 
nual, 

Jan. 26-28—Southwestern Lumbermen’s Association, 
Convention Hall, Kansas City, Mo. Annual. 

Jan. 27-28—National Association of Railroad Tie Pro- 
ducers, Hermitage Hotel, Nashville, Tenn. Annual. 

Jan. 27-28—West Virginia Lumber & Builders’ Supply 
Dealers’ Association, Morgantown, W. Va. Annual. 

Jan. 28—West Coast Lumbermen’s Association, Olympic 
Hotel, Seattle, Wash. Annual meeting of stock- 
holders. 

Jan, 28-29—American Forestry Association, New Haven, 
Conn. Annual. 

Feb. 1-3—Canadian Lumbermen’s Association, Windsor 
Hotel, Montreal, Que. Annual. 

Feb. 1-3—Retail Lumber Dealers’ Association of Penn- 
sylvania, WifNliam Penn Hotel, Pittsburgh, Pa. An- 
nual, 

Feb. 1-3—Southwestern Iowa Retail Lumbermen’s Asso- 
ciation, Iowana Hotel, Creston, Iowa. Annual. 
Feb. 2—Old Guard Lumbermen, Olds Hotel, Lansing, 

Mich. Annual. 

Feb. 2-3—-Western Pine Manufacturers’ Association, 
Davenport Hotel, Spokane, Wash. Annual. 

Feb. 2-3—Kentucky Retail Lumber Dealers’ Association. 
Louisville, Ky. Annual. 

Feb. 2-4—Michigan Association of the Traveling Lumber 
& Sash & Door Salesmen, Olds Hotel, Lansing, Mich. 
Annual. 

Feb. 2-4—Michigan Retail Lumber Dealers’ Association, 
Olds Hotel, Lansing, Mich. Annual. 

Feb. 9-10—National Association of Commission Lumber 
Salesmen, Palmer House, Chicago. Annual. 

Feb. 9-11—Illinois Lumber & Material Dealers’ Associa- 
tion, Edgewater Beach Hotel, Chicago. Annual, 
Feb. 10—Central Association of the Traveling Lumber 
& Sash & Door Salesmen, Edgewater Beach Hotel, 

Chicago. Annual. 


Feb. 14—Northern Wholesale Hardwood Lumber Aggp. 
ciation, Milwaukee Athletic Club, Milwaukee, wig 
Annual, . 

Feb. 15—Northwestern Lumber & Sash & Door T, 
oe See's Association, Milwaukee, Wis. 
nual. 

Feb. 15-17—Wisconsin Retail Lumbermen’s Association 
Pfister Hotel, Milwaukee, Wis. Annual. : 

Feb. 16-18—Nebraska Lumber Dealers’ Association ang 
Cornhusker Knot-Hole Club, City Auditorium, Lip. 
coln, Neb. Annual. 

Feb. 18—Eastern Millwork Bureau, Hotel Pennsylvanig 
New York City. Annual. . 

Feb. 18-20—Province of Quebec Retail Lumber Dealers’ 
Association, Lumbermen’s & Hoo-Hoo Club, Mop. 
treal, Que. Annual. 

Feb. 19-26—Own Your Home Building and Equipment 
Exposition, Madison Square Garden, New Yor 

i 


rave). 
An- 


Feb. 23-24—Eastern Iowa Retail Lumbermen’s Associa. 
tion, Hotel Lafayette, Clinton, Iowa. Annual. 
Feb. 23-24—North Dakota Retail Lumbermen’s Aggo- 

ciation, Fargo, N..D. Annual. 

Feb. 24.—Northern Indiana & Southern Michigan Retaji) 
Lumber Dealers’ Association, Oliver Hotel, South 
Bend, Ind. Annual. 

Feb. 24-25—Tennessee Retail Lumber & Millwork Asso- 
ciation, Peabody Hotel, Memphis, Tenn. Annual. 

Feb. 24-26—Western Retail Lumbermen’s Association, 
‘Winthrop Hotel, Tacoma, Wash. Annual. 

March 2-3—Central & Northeastern Iowa Retail Lum. 
bermen’s Association and Northwest Iowa Lam- 
bermen’s Association, Fort Des Moines Hotel, Des 
Moines, Iowa. Joint annual conventions. 

March 3—Lumbermen’s Exchange of the City of Phila- 
delphia, Lumbermen’s Exchange Rooms, Philadel- 
phia, Pa. Annual, 

March 5—Association of Trim Manufacturers (Inc.), 
Hotel Astor, New York City. Annual. 

March S8—Roofer Manufacturers’ Club, Columbus, Ga. 
Monthly meeting. 

March 9-10—South Dakota Retail Lumbermen’s Asso- 
ciation, Coliseum, Sioux Falls, S. D. Annual, 
March 24—North Carolina Pine Association, Monticello 

Hotel, Norfolk, Va. Annual. 





Northwestern Final Announcement 


MINNEAPOLIS, MINN., Jan. 11.—The program 
for the Northwestern Lumbermen’s Association 
annual convention, which is to be conducted in 
Minneapolis, Jan. 18-20, is filled with gems for 
the visiting and local retailers. 

Mayor George E. Leach will welcome the vis- 
itors to Minneapolis on the opening day and the 
annual address of H. T. Alsop, president, Fargo, 
N. D., will follow. He will lay out the business 
of the convention. Appointment of committees 
and the reports of Treasurer J. V. Dobson and 
Secretary W. H. Badeaux will follow. H. W. 
Wilbur, Milwaukee, Wis., president of the Wis- 
consin Retail Lumbermen’s Association, will 
speak on: ‘‘You Can’t Get the Price If You 
Don’t Ask It.’’ R. E. Saberson, Minneapolis, 
then will be heard on the ‘‘ Twentieth Century 
Lumber Yard.’’ T. P. Bonner, of Minneapolis, 
will discuss ‘‘ Merchandising and the Lumber 
Yard’’ as the final feature of the first session, 
which will begin at 2 p. m., Jan. 18. 

On the morning of Jan. 19, the speakers will 
include: J. M. Dobson, Minneapolis; B. A. 
Webster, Mason City, Iowa; George D. Rose, 
Dubuque, Iowa; John Miracle, Montevideo, 
Minn.; C. J. Connell, Cedar Falls, Iowa; and 
E. C. Hole, editor AMERICAN LUMBERMAN, 
Chicago. 

The officers and directors and the audit com- 
mittee and the resolutions committee all will 
meet Wednesday noon. Howard Melaney, the 
Northern Pacifie’s singing fireman, will enter- 
tain at the opening of the afternoon session. 
The annual meeting of the Retail Lumbermen’s 
Inter-Insurance Exchange then will be con- 
ducted. R. A. Young, governor of the Federal 
Reserve Bank, Minneapolis, then will deliver one 
of the principal addresses of the convention on 
‘*Business Conditions and the Future of the 
Northwest.’’ J. R. Randall and ‘‘ Parson’’ P. 
A. Simpkin, of Hoo-Hoo, also will speak at the 
session. 

An outstanding feature of the convention en- 
tertainment will take place Wednesday night 
when the ‘‘ Lumbermen’s Follies of 1927’’ will 
be presented. A dancing party will follow. 

The closing session will begin at 10 a. m., 
Jan. 20. Reports of the audit and resolutions 
committee will be followed by an address by 
Dr. R. R. Brown, Omaha, Neb., and another by 
D. F. Holtman, assistant director, National 


Committee on Wood Utilization, Washington. 
The election of officers will close the meeting. 

The program has been so arranged that the 
attendants will be able to have ample entertain- 
ment and at the same time will have an abund- 
ance of information packed away in concen- 
trated form for them to take back home to im- 
prove their business conditions. 


Canadian Lumbermen’s Association 


OTtawa, ONT., Jan. 10.—Secretary R. L. 
Sargant, of the Canadian Lumbermen’s Associa- 
tion, this city, advises that arrangements have 
been practically completed for the nineteenth 
annual meeting of the organization, to be held 
Feb. 1, 2 and 3 at the Windsor Hotel, Montreal, 
Que. There will be a series of group meetings 
on Tuesday, Feb. 1, beginning at 10 o’clock, 
and a program of subjects for each group has 
becn prepared. J. S. Gillies is chairman of the 
white pine group; A. E. Clark, of the hardwood 
group, and a prominent spruce manufacturer 
will be named chairman of the spruce group. 
One of the important features of this last named 
group meeting will be a discussion on the sub- 
ject of ‘‘Grading Rules for Spruce Lumber,’’ 
and other subjects of particular interest to man- 
ufacturers and wholesalers of spruce will be 
dealt with. Following the group meetings, the 
chairmen of the respective groups will report 
to the general meeting the results of the proceed- 
ings and at that time will submit any resolutions 
which may have been adopted by these groups 
and which should come before the general meet- 
ing. : 

The general business sessions will begin on 
Wednesday morning and will be featured by an 
address by Wilson Compton, secretary-manager 
of the National Lumber Manufacturers’ Asso- 
eiation, Washington, D. C., who will tell of the 
progress of the trade extension campaign fea- 
tured by the National organization. W. W. 
Schupner, secretary-manager of the National- 
American Wholesale Lumber Association, will 
tell what the wholesalers are doing in the work 
of trade extension. Dr. C. D. Howe, dean of 
forestry of the University of Toronto, will talk 
on ‘‘Relationship of University Training to 
Practical Lumbering,’’ and it is expected that he 
will have something good to impart to the mem- 
bership. W. F. Finlayson, minister of lands 


and forests of the Providence of Ontario, will 
address the convention delegates on the last day, 
Thursday, Feb. 3. 

In addition to these speakers, there will be 
discussion on ‘‘Obstacles to the Development 
of Trade with Particular Reference to the Lum- 
ber Industry,’’ and in this will be included trade 
conditions generally. This subject will be dealt 
with by two or three delegates from each of the 
Provinces, though the speakers have not yet been 
selected. 

The -entertainment features include a dinner 
dance on Wednesday evening, Feb. 2, at the 
Windsor Hotel, and the annual banquet which 
will take place on Thursday evening, Feb. 3. 
The ladies are invited to attend both affairs. 
Arrangements are now being made to have two 
prominent and interesting speakers. There will 
be voeal selections and community singing. 


Illinois Retailers’ Plans 


Secretary J. F. Bryan, of the Illinais Lumber 
& Material Dealers’ Association, Chicago, an- 
nounces that the 79 exhibit spaces for the annual 
convention to be held Feb. 9, 10 and 11, at the 
Edgewater Beach Hotel, Chicago, have been sold. 
There will be 15 exhibits by lumber concerns; 4 
by lumber manufacturers’ associations; 13 by 
roofing companies; 7 by cement companies, 6 by 
wallboard and insulation manufacturers; 6 by 
manufacturers of steel products; 5 by lime prod- 
ucts concerns; 5 by brick and tile companies; 3 
by millwork manufacturers; 2 by mutual insur- 
ance companies; and one each by stucco, con- 
veyor, ladder and cement and plaster bag manu- 
facturers. 

Secretary Bryan states that there will be no 
speeches at the banquet Thursday evening; in- 
stead it will be a night for the entertainment of 
the delegates and their ladies. Among the en- 
tertainment features planned are The Trouba- 
dors, consisting of four men, who will sing 
and play stringed instruments. Miss Felice 
French, prima donna, will entertain with some 
excellent vocal selections. Miss Letie Le Dare 
will present a faney acrobatic and contortion 
dancing exhibition. The Dancing Jordans will 
present a classic exhibition of dancing. Three 
young men, known as the Venetian Trio, will 
sing and play stringed instruments. In addition, 
there will be a professional song leader to assist 
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in the entertainment, and the Bostonian Orehes- 
tra, consisting of seven players and a singer, 
will play for the dance following the banquet. 


Practical Lumbermen on Speakers’ List 

MILWAUKEE, WIs., Jan. 11.—Every speaker 
on the program for the thirty-seventh annual 
convention of the Wisconsin Retail Lumber- 
men’s Association to be held here Feb. 15, 16, 
and 17, is a practical lumberman or building 
supply man, according to Don 8. Montgomery, 
secretary, and is able and well qualified. Their 
subjects are appropriate and timely and will deal 
with the problems confronting the field at pres- 
ent, Mr. Montgomery states. 

While the program is complete, it is not quite 
ready for announcement, Mr. Montgomery 
stated. Hawley W. Wilbur, president of the 
association during the last year, will be the first 
speaker. 

The 1927 Year Book of the organization will 
be mailed on Feb. 1 as will the final convention 
announcement and railroad identification cer- 
tificates. Reduced railroad rates will be in force 
for the convention, one and one-half fare being 
granted by the carriers from all points in Wis- 
consin, upper Michigan, Minnesota, and Illinois, 
and some parts of Manitoba and Saskatchewan, 
Canada. 

Mr. Montgomery is stressing to the members 
the fact that due to the remodeling of the Hotel 
Pfister, the registration room will be on the 
seventh floor this year and all exhibits will be 
confined to the fifth, sixth, seventh, and eighth 
floors. 

Among the entertainment features during the 
convention will be the annual theater party and 
the dinner dance. The theater party will be 
held at the Palace Orpheum Theater on Tuesday 
night, Feb. 15. 

The dinner dance will be held at the Hotel 


' Pfister this year instead of the Areadia ball- 


room where it was held last year. The Fern 
room at the Pfister has been secured, and due 
to its being enlarged there will be sufficient room 
for all. One of the highlights of the dinner 
dance will be a concert to be given by the Mil- 
waukee Lyrie Male chorus which will be a dis- 
tinctive diversion from the cabaret program of 
other years. 

The Milwaukee Hoo-Hoo Club is planning to 
hold a coneat on Tuesday evening, Feb. 15, in 
the clubroom of the Hotel Pfister and a dinner 
will also be served which will be open to all 
visiting lumbermen whether they are members of 
Hoo-Hoo or not. This is an annual event at 
the convention and the Milwaukee club will be 
honored by the presence of the Supreme Snark 
of the Universe, Arthur A. Hood, of Minneapo- 
lis, and the Supreme Secretary-Treasurer, H. R. 
Isherwood, of St. Louis. 


Northeastern Retailers’ Program 


Rocuester, N. Y., Jan. 10.—The tentative 
program for the thirty-third annual convention 
of the Northeastern Retail Lumbermen’s Asso- 
ciation, which will be held Jan. 25, 26, and 27 
at the Hotel Syracuse, in Syracuse, N. Y., has 
been prepared, and indicates that it will be a 
very interesting and profitable convention for 
those who attend. Following the registration on 
Monday afternoon, Jan. 24, the board of direc- 
tors will meet, and on the same evening there 
will be a reunion dinner of the members of the 
six former excursion parties. A concatenation 
also will be staged, to which all Hoo-Hoo are 
invited to assist in leading the kittens through 
the onion beds. 

Tuesday morning the service exhibit will be 
open for inspection, and there will be interest- 
ing displays of West Coast and southern woods, 
Tonawanda pine, millwork, glass, lumber trucks, 
window frames, wallboards, and office appliances, 
both on the lobby floor and on the tenth floor 
of the hotel. The opening session of the con- 
vention will begin Tuesday afternoon. There 
will be five business sessions in all, closing on 
Thursday afternoon. Speakers of note will lead 
the discussions, giving their opinions on various 
subjects, after which the dealers are invited to 
express their ideas and talk over the various 
matters with their fellow dealers. 

Among the speakers will be Harry R. Well- 


man, professor of marketing at Dartmouth Col- 
lege, who will talk on, ‘‘The Problem of Dis- 
tribution.’’ George E. Macllwain, well known 
economist, will tell the dealers how to help them- 
selves in business and also how to help general 
business. Hawley W. Wilbur, of the Wilbur 
Lumber Co., West Allis, Wis., and president of 
the Wisconsin Retail Lumbermen’s Association, 
is scheduled to talk on, ‘‘The Way to Get Your 
Price Is to Ask It.’’ Arthur A. Hood, Snark 
of the Universe, Concatenated Order of Hoo- 
Hoo, will make a snappy address on, ‘‘ Stop 
That Static.’’ Harry Colman, of Chicago, will 
give an interesting talk on the cost of doing 
business. 

A feature of the convention will be a debate 
between two well known advertising service men 
—L. R. Putman, of the Southern Pine Associa- 
tion, and O’Neill Ryan, jr., advertising manager 
of the Celotex Co., Chicago. Their debate will 
be on the question of distribution. 

H. E. Hellyer, of the Tenafly Lumber & Sup- 
ply Co., Tenafly, N. J., will show some plans 
and discuss the importance of yard layout. 
George Adams, of the George Adams Lumber 
Co., Far Rockaway, N. Y., will lead a discussion 
on inventory and investment. Some new ideas 
on the financing of home builders will be pre- 
sented by Orville H. Greene, of the Wilson & 
Greene Lumber Co., Syracuse. J. L. Debes, of 
the same company, will talk on credits. 

Decisions on the several prize contests—the 
clean yard and the display room layout and 
advertising contests—will be made during the 
course of the convention, and the winners an- 
nounced. 

Among the entertainment features planned 
are a smoker for the men on Tuesday evening, a 
theater party for the men and women on 
Wednesday evening, and the annual dinner and 
dance on Thursday evening. The ladies in at- 
tendance will be tendered an informal reception 
and tea on Tuesday afternoon, and on the same 
evening there will be a ladies’ dinner, both to 
be held at the Hotel Syracuse. Wednesday noon 


there will be a luncheon for the ladies, followed - 


by a bridge party. On Thursday morning it is 
planned to take the ladies for an inspection trip 
to the Onondaga Pottery, followed by a luncheon 
at the Onondaga Hotel. In the afternoon there 
will be a theater party at Keith’s Vaudeville 
Theater. 


Ohio Retailers’ Program 

ZENIA, OHIO, Jan. 11.—Findley M. Torrence, 
secretary of the Ohio Association of Retail Lum- 
ber Dealers, announces that the annual conven- 
tion of the organization will be held in Colum- 
bus, Jan. 17 to 21 inclusive, with headquarters 
at the Neil House. This will be the forty-sixth 
annual gathering of this association. 

The first two days of the convention will be 
given over to a household show for the general 
public. For this feature a program and ex- 
hibits have been arranged that should not fail 
to attract a large attendance. Interior decora- 
tion, household economies historic examples of 
Ohio architecture, heating economy, refrigera- 
tion ete., will bc some of the subjects discussed. 
A feature of this show will be ‘‘The Masque of 
the Home.’’ This will trace the development of 
home construction from the cave to the modern 
home, and will be shown with costumes, music 
and dances characteristic of the different periods 
depicted. This feature of the program will be 
in charge of Prof. Theodore F. Laist, of the 
association’s architectural department and 
head of the course in retail lumber merchandis- 
ing at Antioch College, Yellow Springs, Ohio. 
The women’s clubs of Columbus and surround- 
ing cities have been invited to attend this house- 
hold show, as have also the domestic science 
classes from the schools and colleges in this sec- 
tion of the State. Lectures on interior decora- 
tion and the early homes of Ohio will be deliv- 
ered by I. T. Frary, of the Cleveland Museum 
of Art. 

The business sessions of the convention will 
start on Wednesday noon, Jan. 19. The entire 
Thursday morning session will be given over to 
a discussion of operation costs. J. H. Peterson, 
chairman of the association’s cost accounting 
committee, will preside at this session. Various 
members of the association who have made re- 
markable records in lowering their operating 


costs will be present and will describe the 
methods employed by them to achieve these re- 
sults. The session will conclude with a playlet 
at which will be burlesqued some of the current 
follies in lumber merchandising. 

The newly elected directors, as well as those 
who served throughout 1926 will meet at a 
luncheon in the Neil House Tuesday noon, Jan. 
18. A luncheon and business meeting of the 
Ladies’ Auxiliary will also be held at the Laza- 
rus store on Tuesday noon; On Wednesday 
afternoon the ladies will be entertained at a 
theater party. The annual banquet of the asso- 
ciation will be held Tuesday evening and will be 
followed by dancing. Charles W. Neweomb 
will be the speaker at this function. 

There promises to be an unusually complete 
exhibit this year. But a few of the ninety ex- 
hibit spaces remain unreserved and applications 
for space are still coming in. This feature of 
the conventions of the Ohio association has 
always been popular and the indications are that 
this year it will be more interesting and instruc- 
tive than at any previous convention. 

Everything considered this promises to.be one 
of the most instructive and enjoyable annual 
gatherings that this organization ever has held. 
Economy in the operation of the retail lumber 
yard will be the keynote of the convention and 
the programs of the business sessions have been 
arranged to give to those in attendance valuable 
information on ways and means of increasing 
the spread between costs and selling prices, not 
by increasing prices but by reducing the cost of 
doing business. 

The Union Association of Lumber & Sash & 
Door Salesmen will hold its convention in the 
Neil House, Columbus, on the same dates as the 
convention of the Ohio Association of Retail 
Lumber Dealers—Jan. 17 to 21. The annual 
banquet of this association will be held Tuesday 
evening, Jan. 18. 


Michigan Salesmen to Exhibit 


Detroit, Micu., Jan. 10.—Announcement is 
made by R. A. McGrath, secretary-treasurer of 
the Michigan Association of the Traveling Lum- 
ber & Sash & Door Salesmen, that its annual 
convention will be held at the same time and 
place as that of the Michigan Retail Lumber 
Dealers’ Association; i. e., Lansing, Mich., Feb. 
2, 3 and 4, at the Hotel Olds. The salesmen 
will put on a cabaret lunch and show at 11 p. 
m., Feb. 2. Beeause of the fact that the sub- 
stitute or synthetic lumber and shingle manu- 
facturers will have more exhibit space than the 
real lumber and shingle manufacturers, the 
salesmen have taken a very large exhibit space 
and are preparing an exhibit that is expected to 
aid in making a good showing for the lumber 
industry. 


Program for Tie Producers 


Sr. Louis, Mo., Jan. 10.—E. A. Morse, secre- 
tary of the National Association of Railroad Tie 
Producers, announced today that the program 
for the association’s ninth annual convention, 
which will be held at Nashville, Tenn., Jan. 27 
and 28, had been completed. The business ses- 
sions will be held at Hotel Hermitage, while the 
association’s annual dinner will be held at the 
Andrew Jackson Hotel. 

Following the call to order by President John 
T. Logan, of Texarkana, Tex., an address of 
weleome by Henry E. Colton, president of the 
Nashville & Atlantie Railroad, Nashville, Tenn., 
will be heard, which will be responded to by 
C. D. Christian, association first vice president. 
Then will follow the address of the officers and 
the reports of the standing and special commit- 
tees. Reports of general conditions in the tie 
industry will then be made by district officers 
of the association. The association dinner will 
be held at 7 p. m. at the Andrew Jackson Hotel. 

On Friday morning, G. C. Graeter, of the 
Western Tie & Timber Co., St. Louis, will talk 
on ‘‘ Tie Production Costs.’’ O. H. L. Wernicke, 
Gull Point, Fla., will take for his subject, ‘‘ Phil- 
osophical Engineering and Cross Ties.’’ A. W. 
Douglas, statistician, St. Louis, Mo., will dis- 
cuss, ‘ ‘General Business Conditions.’’ This will 
be followed by an address by Dr. Gus W. Dyer, 
of Vanderbilt University, Nashville, Tenn. 

The Friday afternoon program will be led off 
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by an address by J. B. Hill, president of the 
Nashville, Chattanooga & St. Louis Railway, on 
‘*The Tie Producers’ Part in the Consumers’ 
Problems.’’ ‘‘Future Sources of Cross Tie 
Supply’’ will be the subject of an address by 
E. A. Sterling, of James D. Lacey & Co., New 
York City. J. H. Townshend, executive vice 
president, Hardwood Manufacturers’ Institute, 
will talk on ‘‘Statistical Information.’’ Fol- 
lowing the reports of the auditing committee 
and the committees on resolutions and nomina- 
tions, officers will be elected. 


Southeastern Iowa Annual 

Packwoop, Iowa, Jan. 10.—President A. L. 
Dice, West Liberty, Iowa, and Secretary Oscar 
F. Steigleder, this town, advise that all ar- 
rangements have been completed for holding 
the annual meeting of the Southeastern Iowa 
Retail Lumbermen’s Association, the date being 
Jan. 26 and 27 and the place the Black Hawk 
Hotel, Davenport. 

(@f@2eaeaeaee2e@20000@ 
Central Traveling Men 

INDIANAPOLIS, IND., Jan. 10.—Official an- 
nouncement is made by T. H. Nelson, secretary 
of the Central Association of the Traveling Lum- 
ber & Sash & Door Salesmen, this city, that the 
organization will hold its annual convention on 
Feb. 10 at the Edgewater Beach Hotel, Chicago. 
This convention will be held during the annual 
convention of the Illinois Lumber & Material 
Dealers’ Association, and Mr. Nelson states that 
it will be a very important meeting. Arrange- 
ments are being made for a luncheon on Feb. 
10, following which the business session will 
be held, at which officers and directors for the 
new year will be elected. 

ceeeane eee 

Mountain Lumber Manufacturers 

Netson, B. C., Jan. 8.—Official announce- 
ment is made by I. R. Poole, secretary of the 
Mountain Lumber Manufacturers’ Association, 
this city, that the association will hold its an- 
nual meeting on Jan. 24 and 25 at the Palliser 
Hotel, Calgary, Alta. 
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Western Pine Date 

PORTLAND, ORE., Jan. 8.—A. W. Cooper, see- 
retary-manager of the Western Pine Manufac- 
turers’ Association, announced today that the 
association ’s annual meeting has been scheduled 
for Spokane, Wash., Feb. 2 and 3, at the Daven- 
port Hotel. The Western Pine Manufacturers’ 
Association’s box bureau will hold its meeting 
immediately after the adjournment of the regu- 
lar association meeting. 

Reports received at association headquarters 
the last few days indicate a considerable volume 
of business during the closing week of the year. 
It is also noted that about 50 percent of the 
association mills showed production during the 
week between Christmas and New Year’s. 

Hardwood Institute Program 

MEMPHIS, TENN., Jan. 10.—Henry Ashurst, 
United States Senator from Arizona, one of the 
most forceful speakers in the Senate, has ac- 
cepted the invitation of the Hardwood Manu- 
facturers’ Institute to be the principal speaker 
at the banquet on Thursday night, Jan. 20, at 
the close of the first day of the fifth annual 
meeting of the institute. This announcement 
is made by W. A. Ransom, chairman of the pro- 
gram committee. Senator Ashurst’s subject 
will be ‘‘Civilization’s Triumphant Advance.’’ 

The program committee is working out the 
program for the sessions of the institute which 
are to be held both Thursday and Friday in the 
ballroom of the Hotel Peabody. They have ar- 
ranged for speeches by such men as Joseph 
Grew, under-secretary of State, Washington, D. 
C.; W. F. Gephart, vice president of the First 
National Bank of St. Louis; Wilson Compton, 
secretary-manager of the National Lumber Man- 
ufacturers’ Association; B. C. Currie, president 
of the National Hardwood Lumber Association, 
and F. 8. Underhill, president of the National- 
American Wholesale Lumber Association. 

Arrangements are also being made for a most 
unusual cabaret entertainment as one of the 
banquet features. Reservations for more than 
400 persons have already been received. 


Philadelphia Wholesalers’ Annual 


PHILADELPHIA, Pa., Jan. 13.—The thirty-third 
annual meeting of the Philadelphia Wholesale 
Lumber Dealers’ Association was held here to- 
day at the Manufacturers’ Club, a detailed ac- 
count which will appear in the next issue of the 
AMERICAN LUMBERMAN. On the day before the 
meeting President Charles Kreamer stated that 
the members of his organization were looking 
with optimistic eyes, toward the future, saying: 

The year 1926 was not a very profitable one for 
the lumber interests, due to the fact that sales 
volume fell off to a considerable extent, making 
competition very keen, and the result in a great 
many cases was not sufficient to cover the expense 
without any regard for return on the money in- 
vested and the risk involved. Inventories have 
shown light stocks at the consuming end with the 
mills carrying only a normal supply. In Philadel- 
phia, I believe that 1927 consumption will equal 
1926 with the possible further curtailment of pro- 
duction, making the two ends more equitable. 


Eighteenth Pacific Logging Congress 

[Special telegram to AMERICAN LUMBERMAN] 

Tacoma, WAsH., Jan. 10.—The eighteenth an- 
nual meeting of the Pacific Logging Congress 
will be held at Tacoma, Nov. 2 to 5, according to 
an announcement made today by Minot Davis, 
of the Weyerhaeuser Timber Co., president of 
the congress. The selection of Tacoma as the 
convention city for 1927 was made at a meeting 
of the executive board held here last Saturday 
afternoon. 

The logging congress is the third big lumber 
convention which will meet at Tacoma during 
1927. The other two are the annual conventions 


=—— —— 
of the Weste tail Lumbermen’s Association 
and the Natéogith Retail Lumber Dealers’ Aggo. 
ciation, the foieer in February and the latter 
in August. + 

The congregsyill open Nov. 2 at the Winthrop 
Hotel and th@@imnual banquet will be held the 
night of No¥..%. Following the banquet, the 
delegates willieard a specially charted steamer 
and proceed to Port Angeles, where an entire 
day will be devoted to an inspection of the 
operations of the Charles R. McCormick Lumber 
Co. 


National Exporters’ Association 

BALTIMORE, Mp., Jan. 10.—The annual meet- 
ing of the National Lumber Exporters’ Associa- 
tion, is scheduled to take place Jan. 18-19 at the 
Hotel Peabody, in Memphis, during what has 
come to be known as lumber convention week, 
inasmuch as not less than four bodies connected 
with the lumber trade will hold their yearly 
sessions in the Tennessee City. 

There is every expectation that the yearly 
session of the exporters’ association will bring 
out a large attendance, since many matters re- 
lating to the export hardwood trade are to be 
taken up for discussion, together with condi- 
tions in the various foreign markets and the 
problem of ocean freight rates, the latest ad- 
vance in which is still a matter of adjustment 
with shippers. 

The work done by Edward Barber, the associa- 
tion’s director of foreign affairs, who makes his 
headquarters in London and who has been at 
that post since April 1, will also come up for 
special consideration. 


Last Minute News 


(Continued from page 39) 

public and private, do not exceed $2,000,000 a 
year. The committee points out that this is 
much less than single corporations devete to re- 
search in other departments of industry. The 
report dwells on the fact that the present for- 
ested area of the United States equals the total 
of the plow and pasture land of the country and 
that in the future it will probably be larger. 
The total value of primary and secondary for- 
est products is placed at $4,000,000,000 a year. 
The United States Government itself owns about 
20 percent of the forested area of the country, 
and the future value of this immense public 
domain, it is remarked, depends in great measure 
upon successful research. 


Argument in Surplus Lumber Case 

[Special telegram to AMERICAN LUMBERMAN] 

WasHINeTON, D. C., Jan. 13.—Justice Bailey, 
of the District of Columbia supreme court, to- 
day heard argument of counsel on the motion 
of the Government to dismiss supplemental 
answers filed by John L. Phillips, of Atlanta, 
Ga., and other defendants in the suit for an 
accounting growing out of the disposal of sur- 
plus lumber after the armistice, The Govern- 
ment is seeking to collect more than a million 
dollars, which it contends is due from Mr. 
Phillips and John Stephens, of Jacksonville, 
Fla., who handled the lumber for the Govern- 
ment. The Government sought to convict these 
and other defendants under criminal indict- 
ments, but they were acquitted. 

Counsel for defendants insist that the acquit- 
tal in the criminal case acts as a bar to the 
present action of the Government. Should 
Justice Bailey rule in favor of the Government, 
the case will be heard on its merits. A ruling 
for defendants would end the matter unless 
upset on appeal to the higher courts. 


Millwork Firm Promotes Employees 
[Special telegram to AMERICAN LUMBERMAN] 

Sr. Louis, Mo., Jan. 13.—E. L. MeColm, first 
vice president of the Huttig Sash & Door Co. 
for the last twenty years, was elevated to the 
office of the chairman of the board at the com- 
pany’s annual meeting here Tuesday. Mr. Me- 
Colm has been very active in an executive ca- 
pacity with the company ever since he was made 


vice president. Other men long connected with 
the company were elected to positions of higher 
responsibility: Roy R. Siegel was promoted 
from secretary to vice president; J. H. Bock- 
stette was advanced from assistant secretary to 
secretary, and C. L. Timm and D. J. Costello 
were named assistant secretaries; L. E. Clark, 
vice president; P. Freyermuth, vice president, 
and J. C. Coburn, treasurer, were reélected. 
The changes were made necessary through the 
death of A. J. Siegel, president of the company, 
on Nov. 1 last. 

Roy Siegel has been with the company twelve 
years, four years as assistant secretary and 
three years as secretary. Mr. Bockstette’s serv- 
ice has continued for forty years, five years as 
assistant secretary. Mr. Timm has been with 
the company twenty-one years, and Mr. Costello, 
fifteen years. Mr. Clark began with the com- 
pany twenty years ago as traveling salesman and 
he has been promoted in succession to advertis- 
ing manager, sales manager, secretary and vice 
president. Mr. Freyermuth has been production 
manager for forty years, and J. C. Coburn has 
been with the company nine years, two years as 
assistant treasurer and two years as treasurer. 
The election of these officers means that there 
will be no change in the personnel or policies 
of the company. 


Rewarded for Faithful Service 


Kansas City, Mo., Jan. 12.—It became known 
here today that Miss Vinnie Brake, who retired 
Dec. 31, after twenty-five years as secretary to 
R. A. Long, was handsomely rewarded for her 
faithful service, the reward being a gift of 
$10,000 in cash and a lot 75x118 feet at the 
southwest corner of Gladstone Boulevard and 
Windsor Avenue, valued in itself at about 
$7,500. It is said that Miss Brake also is re- 
ceiving a good income from investments in Long- 
Bell stock and bonds. 

Miss Brake some years ago adopted a boy, 
who is now 12 years old. She lives with her 
aged parents, the necessity for caring for whom 
was one of the reasons for her retirement. ‘‘ Be- 
sides,’’ she said yesterday, ‘‘my adopted boy 
needs a mother and I am going to help him 
grow up.’’ 

In acknowledging his gift, Mr. Long said 
yesterday that Miss Brake was ‘‘ the personifica- 
tion of what an employee should be.’’ 
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Activities of Lumbermen’s Clubs 


Wholesale Club Elects 


CoLuMBUS, OHIO, Jan. 10.—The first annual 
meeting of the Wholesale Lumbermen’s Club of 
Columbus: was held at the Neil House, Jan. 8, 
when Ralph R. Adams, Adams-Winn Lumber Co., 
was elected president to succeed W. L. Whit- 
acre; Roy C. Brokaw, the Teachout Door, Sash 
& Glass Co., vice president, and H. J. Bau- 
meister, Central West Coal & Lumber Co., secre- 
tary-treasurer (reélected). The club was or- 
ganized by a few wholesalers in September, 
1926, and has grown rapidly until it has become 
a big factor in the industry in central Ohio. 
The membership is now 25. Charles A. Dawson, 
general manager H. H. Giesy & Bros. Co., of 
Columbus, made an interesting talk on ‘‘Sales- 
manship,’’ which brought out a number of 
salient points. 

The club has arranged for a ‘‘Customers’ 
Night’’ at the Neil House, Jan. 14, when a 
representative from each of the 50 or more re- 
tail yards in Franklin County has been invited. 


SSAA EAaE: 


Hear Talk on Merchant Marine 


CINCINNATI, OHIO, Jan. 11.—The fact that the 
Government owned a merchant marine prevented 
ocean freight rates from being boosted sky high 
during the recent British coal strike, members of 
the Cincinnati Lumbermen’s Club were told at 
the monthly dinner meeting at the club last 
night by Capt. Warren F. Purdy, assistant to 
Gen. A. C. Dalton, president of the United 
States Emergency Fleet Corporation. The cap- 
tain declared that the ninety-four vessels which 
the Shipping Board put into service during the 
crisis saved the day for American shippers. 

‘*Had there been no Government-owned ships 
to move cotton, grain and lumber from American 
ports,’’ said Capt. Purdy, ‘‘ American shippers 
would have been at the mercy of steamship 
profiteers and there is no telling where the ocean 
rates would have gone. As it was there was 
only a slight increase in the rates on lumber and 
other commodities. ’’ 

The speaker said that the Government ships 
were operating to the number of 348 on twenty- 
eight trade routes serving all the principal ports 
of the world. 

R. J. Williams, educational director of the 
Union Central Life Insurance Co., Cincinnati, 
gave an interesting account of his experiences 
in the Gallipoli eampaign in which he served as 
a private with the Anzacs. 

J. Clyde Griffith, chairman of the entertain- 
ment committee, reported on arrangements for 
the annual midwinter dinner dance of the club 
which is to be held the evéning of Jan. 24 at 
the Hotel Sinton Chatterbox. 

Three new members were elected, these being 


M. J. Byrns, of the M. J. Byrns Co.; J. W. Whit-’ 


lock, of J. W. Whitlock & Co., Rising Sun, Ind., 
and W. C. Smith, representative of the Gilchrist- 
Fordney Co., of Laurel, Miss. 


Pittsburgh Club Annual 


PITTSBURGH, Pa., Jan. 11.—Greater progress 
was made by the Pittsburgh Lumbermen’s Cluh 
during 1926 than in any previous year of its 
history, reports of officers and committee chair- 
men showed at the annual meeting and election 
of directors, Wednesday, Jan. 5, in the Crystal 
room of the William Penn Hotel. The club 
carried on more activities during 1926 and at 
less expense than ever before. Chief among the 
innovations of the year, was the organization of 
the Millwork Listing Co., the adoption of a 
monthly sales barometer, the appointment of a 
field secretary, and the appointment of a certi- 
fied publie accountant to work up cost records 
by gathering statistics from all members of the 
organization. 

A survey of merchandising costs, authorized 
by the club at its annual meeting, is expected 
to be one of the outstanding events of 1927, 


after having been gone into more efficiently 
and carefully than ever before. A detailed 
analysis of the consolidated report of the survey 
will be made and mailed to all members. 


At the annual meeting, reports were made by 
the following retiring officers, whose successors 
will be chosen by the incoming directors: 


Joseph Broido, of the Center Lumber Co., presi- 
dent; E. M. Diebold, of the E. M, Diebold Lumber 
Co., vice president; W. E. Ahlers, of the Ahlers 
Lumber Co., treasurer; H. F. Burnworth, secre- 
tary; J. H. Donovan, manager of the credit bu- 
reau; G. W. Wollett, manager of the listing bureau ; 
J. L. Broido, of the Center Lumber Co., president 
of the Estimators’ Club; E. A. Diebold, of the 
Higgins Lumber Co., chairman of the golf commit- 
tee; F. C. Hoffmann, of the Hoffmann Lumber Co., 
chairman of the advertising committee; E. Bruce 
Hill, of the E. M. Hill Lumber Co., chairman of 
the executive committee; W. H. Williams, of the 
Keystone Lumber Co., chairman of the territorial 
committee ; Walter BD. Hatch, of the same company, 
chairman of the committee on inventories, and 
T. C. Graham, field secretary of the club. 


The new board of directors elected for the 
ensuing year is as follows: 


J. L. Broido, Center Lumber Co.; L. C. Clark, 
Clark Lumber Co.; C. 8. Dyer, Eiler Lumber & Mill 
Co.; George N. Glass, Keystone Lumber Co.; E. B. 
Hill, E. M. Hill Lumber Co.; C. W. Iams, Hilltop 





E. M. DIEBOLD, G. N. GLASS, 


Pittsburgh, Pa. ; 
Vice President 


Pittsburgh, Pa. ; 
A Director 


Lumber Co.; H. E, McBride, McBride Lumber Co. ; 
S. W. Means, Means Lumber Co.; J. B. Wallace, 
Greenfield Lumber Co. 


The directors met this afternoon and elected 
the following officers for the year: 

President—L. C. Clark, Clark Lumber Co. 

Vice president—E. M. Diebold, E. M. Diebold 
Lumber Co. 

Secretary—H. F. Burnworth. 

Treasurer—W. E. Ahlers, Ahlers Lumber Co. 





Baltimore Wholesalers Elect 


BALTIMORE, Mp., Jan. 10.—The Wholesale 
Lumbermen’s Club held its annual meeting Jan. 
6 and elected Thomas A. Myers, of Thomas A. 
Myers & Co., president, with Francis K. Read, 
of the Ryland & Brooks Lumber Co., vice presi- 
dent, and Ivan Brent, of Thomas A. Myers & 
Co., secretary-treasurer. The yearly report sub- 
mitted by the retiring president, Harry Burgan, 
of the Burgan Lumber Co., showed the club to 
be in a satisfactory condition, financially and 
otherwise, and various matters of special inter- 
est to the wholesale trade were discussed, among 
them being the attempt now pending to have 
the charges for the use of the city wharves for 
the storage of lumber increased. 


Standing Committees Appointed 


EVANSVILLE, IND., Jan. 12.—The Evansville 
Lumbermen’s Club met at the Vendome Hotel 
last night and installed new officers elected at 
the Dee. 14 meeting. 

President Holtman announced his standing 
committees for the year as follows: 

Membership—Francis Davis, Charles Wolflin and 
Claude Wertz. 


Publicity and resolutions—W. B. Carleton, Frank 
C. Storton and Harry V. Moore. 


River and rail—W. S. Partington, Carl Wolflin 
and John C. Keller. 


Entertainment—Gus A. Bauman, A. Dimmett 
and N. G. Harding. 


Coéperative—Frank Donnell, Daniel Wertz and 
J. L. MeChesey. 

David Ellis, inspector for the National Hard- 
wood Lumber Association, made a short talk 
on the work of the association. 

The next meeting of the club will be held 


Feb. 8. - me 


Club’s First Meeting of Year 


SuHREveEpPorT, La., Jan. 10.—‘‘The Study of 
the Bible as an Asset to Business,’’ was the 
subject of an address delivered to the Shreve- 
port Lumbermen’s Club at its first meeting this 
year, by Ben Johnson, president of the Commer- 
cial National Bank of Shreveport. .In announc- 
ing the subject President F. J. Hortig said it 
was véry appropriate in view of the fact that the 
local lumbermen’s club always opened its meet- 
ing with prayer. 


Named Hardwood Club Secretary 


COLUMBUS, OHIO, Jan. 10.—M. W. Stark, pres- 
ident Appalachian Hardwood Club, announces 
that arrangements have been made with C. M. 
Morford to act as secretary of the club, and 
that Mr. Morford wil] establish permanent head- 
quarters in Cincinnati. 

Mr. Morford’s experience in the lumber busi- 
ness extends over twenty-five years, he having 
started as the operator of a sawmill in the Cum- 
berland Mountains near MeMinnville, Tenn. 
Subsequently he was in the manufacturing busi- 
ness in Nashville, where he was president of the 
lumbermen’s club. During the war he acted as 
lumber purchasing agent of the Navy Depart- 
ment, being recommended to this position by a 
number of leading hardwood organizations of 
the country, and he discharged his duties there 
with the greatest success and satisfaction. After 
the war he went with the H. H. Wiggin Lum- 
ber Co., of Boston, Mass., and Plaquemine, La., 
with which concern he was connected for seven 
years. Lately he has retired from active partici- 
pation in the lumber business but desiring to 
reéstablish his connection with the industry he 
has accepted the connection with the Appa- 
lachian Hardwood Club. On account of his 
practical experience in mountain lumbering, and 
his late diversity of experience in lumber mer- 
chandising, he is expected to prove a particularly 
suitable incumbent of the office he assumes. 

Mr. Stark also announces that S. F. Horn, 
who has been acting as secretary-treasurer of 
the club, will continue in the capacity of treas- 
urer of the organization, and also a member of 
its executive committee. 


Veneer Concern Reorganized 


RICHLAND CENTER, WIs., Jan. 10.—The busi- 
ness of Charles A. Parfrey, manufacturer of 
rotary cut veneer, of this place, recently has 
been reorganized as the Southwestern Veneer & 
Box Co. (Ine.). The new company will continue 
the business which was organized in 1863 and 
has been active ever since that time. Ground is 
now being broken for a new mill, which, with 
the power house addition, will cover 70x264 feet. 
H. L. and R. C. Burnham, Joseph Wolf and 
Charles A. Parfrey are the incorporators of the 
new company and will be active in the business. 
All of the old lines, including veneer, cheese 
boxes and square boxes, will be maintained. 
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NOTES FROM WASHINGTON 











Corporation Income Tax Rate 


Trade association executives are making a 
final drive to prevent the corporation income 
tax rate going to 131% percent on last year’s 
earnings and, if possible, have it reduced to 
12% percent, the rate carried in the 1924 law. 

Wilson Compton, secretary-manager of the 
National Lumber Manufacturers’ Association, is 
sending to affiliated organizations, directors and 
others copies of recent reports he has made to 
President Frank G. Wisner. He is urging mem- 
bers of the lumber industry to write strong let- 
ters to Secretary of the Treasury Mellon point- 
ing out that the increase in the corporation tax 
rate in the 1926 law was imposed only at the in- 
sistence of the Treasury that it needed the 
money, which subsequent facts have fully dis- 
proved. 


Opposes Passage of Public Lands Bill 


Secretary of the Interior Work has submitted 
to the Senate committee on public lands and 
surveys a report strongly opposing the passage 
of a bill introduced in the Senate proposing that 
the Federal Government cede to the States the 
entire unreserved public domain. Mr. Work 
estimates the royalty and sale value of the re- 
maining lands and resources belonging to the 
Federal Government total $13,697,500,000, not 
including water power possibilities with an an- 
nual royalty income of $1,500,000. He declared 
that these resources should be retainefl, con- 
served and developed by the nation for the gen- 
eral good. Cession of these lands and resources 
to the States, he said, would mean the end of 
Federal reclamation and conservation. 


Bill Covering Public Buildings 


The House committee on public buildings and 
grounds has reported favorably a bill introduced 
by Representative Reed, of New York, increas- 
ing from $100,000,000 to $200,000,000 the pro- 
gram for public buildings outside of the Dis- 
trict of Columbia adopted by Congress at the 
last session. The new measure contemplates the 
expenditure of $25,000,000 annually outside of 
Washington. 


General Market Research Studies 


Secretary of Commerce Hoover announces the 
appointment of a committee of representative 
business men to make a study of the funda- 
mental statistical information being gathered 
by Federal, State and private agencies, and ad- 
vise on the needs of market research with a 
view to improving present statistics for com- 
mercial use and educating the business public 
to the need of expanding phases of this work 
believed desirable in the interest of market re- 
search. 

The committee will be assisted in its work by 
the domestic commerce division of the Depart- 
ment of Commerce. The first meeting will be 
held in Washington Jan. 17, at which time it is 
expected that the committee will recommend to 
the department modifications and extensions in 
present statistics collected by the department 
and formulate a priority list of the most im- 
portant general market research studies which 
should be undertaken. 


Crates for Shipping Automobiles 


A sheet steel crate, corrugated for greater 
strength, has been developed under the auspices 
of the National Automobile Chamber of Com- 
merce for use in shipping automobiles for ex- 
port. The chamber also has under way experi- 
ments to develop a crate covered with plywood 
as a substitute for the usual heavy wooden box. 
The National Lumber Manufacturers’ Associa- 
tion has been invited to collaborate in the de- 
velopment of a plywood crating specification. It 
is hoped that by improvement in crate design, 
resulting in greater strength and lightness, this 
market for lumber may be retained. 

On behalf of the corrugated steel crate it is 





said to oeeupy less cargo space than the cus- 
tomary wooden crate, to afford certain other ad- 
vantages over the wooden crate as now used. 
According to its inventor it is capable of being 
used many times, while the wooden erate gen- 
erally is not returnable. It is estimated that 
somewhat more than 200,000,000 feet of lumber 
was used in 1925 as erating for automobiles. 
Therefore the National Lumber Manufacturers’ 
Association is much interested in the proposal 
of the Automobile Chamber of Commerce to 
work out a new plywood crate design. 


Funds for Acquisition of Forest Lands 


Senator MeNary, of Oregon, joint author of 
the Clarke-MeNary forestry law, plans to push 
actively during this session his bill authorizing 





Peterpiperisms 
Prize Contest 


Open to any lumberman, or the 
employees of lumbermen. No em- 
ployee of the AMERICAN LUM- 
BERMAN may enter this contest. 


Each contestant may submit as 
many Peterpiperisms for each con- 
test as he desires. 


Each Peterpiperism must be a 
complete sentence and must say 
something about wood, lumber, 
home building, or the lumber in- 
dustry. Prizes will be awarded on 
the basis of originality and clever- 
ness, and winners will be announced 
in the issue of the AMERICAN 
LUMBERMAN next after the date 


each contest closes. 


Peterpiperism Contest for Jan- 
uary ends Jan. 31, 1927. 


FIRST PRIZE..... $5.00 
SECOND PRIZE... 3.00 
THIRD PRIZE..... 2.00 


FOURTH PRIZE... 1.00 


Each month the AMERICAN 
LUMBERMAN will designate what 
letter is to be used for the coming 
month. The letter for January will 
be “‘B.” All words must begin with 
the letter ““B.”” The examples given 
below are just samples showing how 
the letter “S” is used instead of 
“B,”’ designated for January: 


Spruce siding spells satisfaction, says 
Sam Smith, senior sawyer Saylor’s 
sawmill. 


Send some shortleaf shiplap Satur- 
day, says south side salesman. 


All entries must be addressed to 
Contest Editor, AMERICAN LUM- 
BERMAN, 431 South Dearborn 
Street, Chicago, Ill., must be 
plainly marked with the month of 
the contest and must be in Con- 
test Editor’s hands by the day con- 
test ends. 











an appropriation of $40,000,000 to be expended 
over a period of ten years for the acquisition of 
forest lands in aceordance with the Weeks law 
and the Clarke-MeNary law. This bill was con- 
sidered during the last session, but was passed 
over from time to time. Senator Overman, of 
North Carolina, objected to taking it up for 
action on several occasions. Senator McNary 


has had the bill restored to its former place on 
the Senate calendar. 


—— 


LUMBER TRANSPORTATION 


Year’s Revenue Freight Loadings 


WASHINGTON, D. C., Jan. 10.—The volume of 
freight handled by the railroads in 1926 was the 
greatest ever moved by them in any correspond- 
ing period, according to complete reports for the 
year filed by the carriers with the car service qi- 
vision of the American Railway Association. Load- 
ing of revenue freight for the 52 weeks period 
ended on Dec. 25 amounted to 53,309,644 cars. 
This was an increase of 2,085,492 cars, or 41 
percent, over the best previous record established 
in 1925, and an increase of 4,775,211 cars, or 9,8 
percent, over 1924. 

This record freight movement in 1926 was han- 
dled without transportation difficulties, congestion 
or car shortage except in a few instances of 
temporary nature. It was also moved with the 
greatest expedition and dispatch ever attained by 
the rail carriers. Loading of revenue freight ex- 
ceeded one million cars in twenty-seven separate 
weeks in 1926, the largest number of such weeks 
ever reported and an increase of seven over the 
number of such weeks in 1925. 

For the first time on record, the total loading 
of 53,309,644 cars was a weekly average in ex- 
cess of one million cars for the entire 52 weeks 
in 1926. The peak loading for any one week in 
1926 came in the week ended Oct. 30, for which 
the total was 1,216,432 cars. This exceeded by 
91,994 cars the peak week in 1925. 

Total loading by commodities for 1926 compared 
with 1925 follows: 




















1926 1925 

Forest products ......... 3,654,432 3,736,824 
Grain and grain products. 2,406,111 2,305,731 
Ff oa 1,603,322 1,635,610 
| eee eee 9,928,059 8,905,384 
Se. avtneteceesnaees ee 692,221 623,331 

| er eee ree 2,184,893 2,011,640 
Merchandise and less than 

earload lot freight..... 13,457,847 13,192,591 
Miscellaneous freight .... 19,382,759 18,813,041 

a ere 53,309,644 51,224,152 


Week’s Loadings Show Seasonal Decline 


Loading of revenue freight for the week ended 
Jan. 1 totaled 740,348 cars, a decrease of 1,212 
ears under the corresponding week last year, and 
26,750 cars under the same week in 1925. Due 
to the usual seasonal decline, the total for the 
week of Jan. 1 was a decrease of 32,242 cars under 
the previous week. 

Coal loading for the week of Jan. 1 totaled 171,- 
573 cars, an increase of 12,638 cars above the 
same week last year, but 10,031 cars below the 
corresponding week in 1925. 

Grain and grain products loading totaled 36,498 
cars, a decrease of 1,461 cars under the correspond- 
ing week last year, and 4,409 cars below the same 
week two years ago. In the western districts alone, 
21,901 cars were loaded with grain and grain 
products, 2,201 cars below the same week in 1926. 

Forest products totaled 38,050 cars, 5,895 cars 
under the corresponding week last year, and 9,937 
cars below the same week two years ago. 


Oral Argument Date Set 


WASHINGTON, D. C., Jan. 10.—On Feb. 23, Divi- 
sion 4 of the Interstate Commerce ‘Commission 
will hear oral argument in Docket No. 17,658— 
Dawkins Lumber Co. vs. Chesapeake & Ohio Rail- 
way Co. et al. 


Railway Equipment and Supplies 
In the latest issue of Railway Age inquiries and 
orders for railway cars are reported as follows: 


INQuIRIES—Chicago, Burlington & Quincy, 1,000 
box cars, 40 tons’ capacity ; Northern Pacific, plans 
to purchase 500 freight cars and rebuild 500 log- 
ging cars; Baltimore & Ohio, 100 underframes 
and superstructures for caboose cars. 


OrpeRS—Missouri, Kansas & Texas will build 
500 freight cars in its own shops at Denison, 
Tex.; Burlington Refrigerator Express, 200 steel 
underframes, with Ryan Car Co.; Cuban-American 
Sugar Co., 100 cane cars, 15 tons’ capacity, with 
Gregg Co.; Southern Pacific will build at its Sac- 
ramento shops, 500 box cars, 150 flat cars, 40 feet 
long and 100 flat cars 50 feet long, and at its 
Los Angeles shops, 50 caboose cars. This equip- 
ment is for service on the Pacific Lines of the 
Southern Pacific Co. 





THE ANNUAL consumption of lumber in Mary- 
land, it is estimated, is two and one-half times 
the yearly growth. 
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Surplus 
The man who thinks an apple tree 
In March as full of fruit will be 
As in October—well, he’s nutty. 
The man who thinks at noon today 
The sun is here, and here to stay, 
Has brains that much resemble putty. 


And yet some fellows run a mill, 
Or run a yard, or run a bill, 

With methods really quite as funny. 
With lumber high and business good 
They act as though they always would 

Be making fully that much money. 


Now, I am not a pessimist; 
I hate the whole infernal list 
Of growling, grewsome, grouchy groaners. 
And yet the optimist and such 
Who’s optimistic over-much 
Is pulling just as many boners. 


The man who all his wages spends, 
Pays all he earns in dividends, 

Is acting drunk instead of sober— 
Is like the man who thinks a tree 
In March as full of fruit will be 

As are the orchards in October. 


Save half you earn, or half you make, 
And lay aside a little stake, 

Build up a little surplus, brother; 
Yes, when the day is bright and fair 
Then for another sort prepare, 

In ease you chance to have another. 


It’s making twenty, paying ten, 
That keeps a business going when 
The other yards are going under. 
Then, if the sky should turn to gray, 
And business has a cloudy day, 
You needn’t fear a little thunder. 


We See b’ the Papers 


They must have had pants in ancient times. 
Anyway, they had Croesus. 

In this country every young man has an equal 
opportunity to be turned down. 


If business continues the way it is, Henry may 
decide that the five-day week was not such a bad 
idea. 

Few men are as great as they think they are, 
and no man is as great as the toastmaster says 
he is. 

Judge Gary has recently cut a steel melon, 
but we wonder if he ever tried to cut a cast-iron 
squash ? 

We just called The Boy for breakfast, but he 
didn’t answer. It must be that we failed to 
enclose a stamp. 


A financial editor is a man who says he can 
not predict the course of the market, and then 
proceeds to do it. 


Bishop Diaz, of Tobasco, has been ordered 
deported, but what kind of a bishop do they 
expect in Tobasco? 


Intellectually the American people seem to 
think that what the Declaration of Independence 
said they were entitled to was Life, Liberty and 
College Humor. 


There is a new play in Philadelphia, ‘‘ What 
Every Woman Knows,’’ to be followed, we as- 
sume, by a much more interesting one, ‘‘ What 
Every Woman Guesses.’’ 


If you want to get away from people and 
think, we suggest a log in the woods; if you 
want to get with a lot of people and not think, 
we suggest a seat in a movie. 


The American people seem to be divided into 
three great classes: those who read the tabloid 
daily, those who read Collier’s Weekly, and 
those who read the Atlantic Monthly. 


_ The name of Reginald Denny’s (whoever that 
is) new picture has been changed from ‘‘ Slow 


, 


Ear 





Down’’ to ‘‘Fast and Furious,’’ showing that 
movie magnates do know something about their 
public, after all. 

And there’s another thing: in spite of all 
that the professors are trying to teach our kids 
in ecdllege, this department is still old-fashion 
enough to think that the Declaration of Inde- 
pendence should be spelled with a capital D and 
a capital I. 


But our colleges are all right; their only diffi- 
culty is that our religious colleges are full of 
professors who are atheists, our State univer- 
sities of professors who are communists, and 
our national institutions of professors who are 
internationalists. 


Us 
Egotism is a wonderful thing. We laugh at 
the funnies, when we are as funny as they are. 


Between Trains 


HammonpD, Inp.—When the directors of the 
Boston & Maine wanted a new president, they 
didn’t go to Wall Street, they came to Main 
Street. They wanted a good man, and so they 
took George Hannaeur, of Hammond, head of 
the Indiana Harbor belt line; and when the 
East says a man from the West is good, he must 
be good. Tonight a lot of us gathered here to 
give George a proper sendoff. Pat Crowley, presi- 
dent of the New York Central, came all the way 
from New York to see that it was done right. 
By the way, you may remember the name that 
the New York Central brakeman gave P. E. 
Crowley—‘‘ Pull Eighty Cars.’’ Tonight, dur- 
ing the consumption of the soup, we asked Pat 
Crowley if that rule still held good. ‘‘No,’’ he 
said, ‘‘now we make ’em pull a hundred and 
twenty.’’ You fellows who worry because the 
railroads are making so much money (at last) 
ought to remember this: that it isn’t due as 
much to more business as it is to more efficiency. 
And the only way an individual is entitled to 
make more money is the same way. A lot of 
fellows sit down and wait for business to get 
better, when what they ought to do is to sit up 
and get better themselves. George Hannaeur is 
a good example. A lot of railroad men knew 
that there ought to be a better way of retarding 
cars when switching; George got busy and in- 
vented the Hannaeur retarder. Now he is presi- 
dent of the Boston & Maine railroad, which is 
a promotion or a punishment, whichever way you 
want to look at it. But we’ve noticed this: we 
have known a lot of railroad presidents, and we 
never knew one that didn’t have ecallouses; and 
they were where you could see them, not where 
you couldn’t. So we were glad to preside at 
George’s dinner, and to try to keep him from 
getting homesick for Hammond when he is in 
Boston, which is some different, you must admit. 
We hope Boston will accept the new president 
of the Boston & Maine, even though he is a 
little horny-handed, because that is the way we 
grow ’em out this way. 


Cal Shipman 


A tree-branch hit Cal Shipman’s head 

And struck him down and struck him dead, 
And there’s a boy across the way 

Who hears the things his elders say 

And just can’t understand it all, 

Why men should die and branches fall. 


Cal Shipman was the nicest man 

And played with boys the way men can, 
That is, a certain kind of men— 
But now they’ll never play again. 
So there’s a boy across the street 
Quite puzzled by a winding-sheet. 
Why, that was forty years ago! ‘ 
Yes, forty years of rain and snow 
Have come and gone, and forty years 
Of other friends and other tears. 

For still trees fall, and still men die, 
And still a fellow wonders why. 


All products guaranteed 


and delivered quick 


from Bartholomew's new 
steam heated warehouse, 
120x120 ft.,accommodating 
over 2 million feet of floor- 
ing and lumber. Located 
on Chicago River & Indi- 
ana Ry., connecting with 
all railways in Chicago. 





Over-night delivery with- 
in 100 miles on orders 
phoned or wired, our ex- 
pense, before noon. Quali- 
ty strictly guaranteed according to Association 
rules, with satisfaction to you and your customer 
or money back. No quibbling, Prices right. 


Look these over: 


Oak and maple flooring; 

Tennessee red cedar boards K. D.; 
Aromatic red cedar linings; 

Philippine mahogany (Lauan) finish; 

Sap and red gum K. D. and S2S; 

Plain red oak finish; 

Poplar, basswood and southern hardwoods. 


Earl Bartholomew 


NQOUPWNE 


Shipped direct from mill, or locally from Chicago, 
Any quantity, delivered anywhere. 























You Can Positively 
Increase Your Sales 


—by using Clancy’s Red Book Service of infor- 
mation as an aid in your sales and credit work. 
The Red Book is a complete directory of car- 
load buyers of lumber and allied products and 
new names are furnished TWICE a week asa 
part of this service. 


Write for Pamphlet 49-S, giving rates 
and full particulars. 





Try our Collection Department any time on 
ordinary past due or disputed accounts, wheth- 
er or not you are a subscriber. 


For rates ask for Pamphlet No. 49-C. 


Lumbermen’s Credit Association 
608 S. Dearborn Street 
CHICAGO, ILLINOIS 


Eastern Headquarters: 35 S. William St. 
NEW YORK CITY 




















O TIMBER ESTIMATORS O 
JAMES W. SEWALL 


Consulting Forester 
Old Town, tt Maine 
Largest Cruising House in America 











EL ayy poeettoniee 
ESTIMATORS F. H. Day 


Lemieux Brothers & Co. 


ESTABLISHED 1906 


1028-29 Whi Bank Bidg. 
Phone Man 24 79 4 NEW ORLEANS 











RANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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We Can 
SHIP 


Straight Cars— Mixed Cars or L.C. L. 
of the following woods:— 


ASH - BASSWOOD 
T BIRCH-SOFT ELM 
TY HARD MAPLE-OAK-SPRUCE 
[Js WISCONSIN HEMLOCK 
“Sure Fi” MAPLE AND 
BIRCH FLOORING 
WHITE CEDAR PRODUCTS 


Foster-Latimer 
MELLEN, 


WIS. Lumber Co. 


















A Brand to 


Tie to-— 


Peerless 


ROCK MAPLE, BEECH 


Members ot 
AND BIRCH Maple 


Flooring 
Manafacturing 


FLOORING 


manufactured according to standards guar- 
anteed to hold trade and shipped in straight 
cars and cargoes or mixed with Hemlock 
Lumber, Lath, Shingles and Posts. 


Manufacturers of and dealers in Staves, Hoops, Head- 
ing, Poles, Ties and Hemlock Tan Bark. Also leading 
manufacturers of Rotary Cut Northern Veneers. 


The Northwestern Cooperage, 
Gladstone, Mich. 





& Lumber Company 


Chicago Office: 1881 Monadnock Block. 





The Cleveland-Cliffs Iron Co. 


Mill Dept., MUNISING, MICH. 


Manufacturers of 


Hemlock*, Hardwood 


Lumber, Lath and Shingles 


Northern Forest Products 











Remember 


Mershon, Eddy, Parker Company 
SAGINAW, MICHIGAN 

Specialize in Mixed Cars of WHITE PINE and 

BASSWOOD Lumber, Siding, Ceiling, Flooring, 

Sash, Doors, Blinds, Window Frames, Mouldings 

and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 





























17 


_ 
wd 


VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 
Manufacturers of 17 different species 


| of Northern Hardwoods 


17 17 


MAKE your timber investments pay maximum 

returns. “Principles of Handling Wood- 
lands” by Henry Solon Graves tells how. $2.50, 
ostpaid. American Lumberman, 431 So. Dear- 
Coon St., Chicago, Ill. 











Hoo-Hoo Activities 


Indianapolis Hoo-Hoo Elect 


INDIANAPOLIS, IND., Jan. 10.—F. W. Young 
was elected president of Hoo-Hoo Club No. 41, 
composed of Indianapolis lumbermen, at a din- 
ner and meeting recently at the Hotel Severin. 
Mr. Young succeeds Charles Judson. B. A. 
Hondo was named secretary-treasurer, to suc- 
ceed W. H. Stein, and Mr. Stein was elected 
Snark to succeed William H. Bultman. 


Chicago Secretaries Guests of Hoo-Hoo 


A meeting unique in the annals of fraternal 
and associational effort was held at the Union 
League Club in Chicago last Tuesday evening, 
at which A. A. Hood, Supreme Snark, and Henry 
R. Isherwood, Supreme Secretary-treasurer, of 
the Coneatenated Order of Hoo-Hoo, were hosts, 
the guests being secretaries of a number of the 
lumber and forest products associations, with 
headquarters in Chicago. Of twenty stch or- 
ganizations with headquarters in this city, 
eleven of the secretaries were present, and in 
addition there were prominent local Hoo-Hoo 
officials and representatives of the lumber in- 
dustry. 

The purpose of the meeting, as outlined by Mr. 
Hood and Mr. Isherwood, was to secure the in- 
terest and codperation of the officials of the 
various associations in the effort being made 
by Hoo-Hoo to codrdinate all the organized 
activities in behalf of the lumber industry. It 
is planned to hold on the evening of Feb. 9, just 
prior to the annual meeting of the Illinois Lum- 





All of the representatives present spoke 
briefly and without exception they pledged their 
interest and support in making the coming ¢con- 
eatenation the biggest Hoo-Hoo gathering ever 
held in Illinois, and a few who were not mem. 
bers of the order showed their good faith by in- 
dicating they would become applicants for 
membership on that occasion. 

Secretary Isherwood told of some of the splen- 
did work that had been done by the Hoo-Hoo 
clubs, especially in the matter of codperating 
with the shingle manufacturers in helping to 
head off adverse legislation in some of the im- 
portant cities of the country. This was corrobo- 
rated by R. 8S. Whiting, secretary of the shingle 
bureau, who gave unstinted endorsement to the 
work of Hoo-Hoo. Altogether the meeting was 
an unqualified success, and it is certain that out 
of it will come a revival of interest in Hoo-Hoo 
in this territory. 


Reminiscences of President Wilson 


St. Louis, Mo., Jan. 11.—Gilbert F. Close, 
confidential secretary to the late Woodrow Wil- 
son and who accompanied the President to the 
peace conference, was the speaker at the regular 
weekly luncheon meeting today of the St. Louis 
Hoo-Hoo Club. One hundred members of the 
organization were present. 

Mr. Close said that President Wilson ‘‘ was 
not the austere man that he was generally 
thought to be.’’ The President was described 
as ‘‘a man of deep intellect with a vision too 
far advanced to be generally comprehended, 





I BELIEVE IT PAYS— 


vertising. 





To hold myself in high respect if I expect others to do so. 
To live less hectically and more heroically. 
To smile under any circumstance for a frown is always poor ad- 


To think about the good aspects of even bad circumstances. 

To treat every man alittle better than he treats you. 

To work for less than you are worth rather than to be idle. 

To cultivate the friendship of God for you may need Him some day. 








ber & Material Dealers’ Association, a big con- 
eatenation and Hoo-Hoo rally at the Edgewater 
Beach Hotel in Chicago, and an effort will be 
made to secure ‘the codperation of the secretaries 
of all the associations located in this city to 
enlist the interest of their members and to bring 
out on this oceasion the biggest attendance ever 
known at a Hoo-Hoo gathering. 

The fact that this little meeting brought to- 
gether around one table a number of secretaries 
who had met for the first time, indicated some- 
thing of what Hoo-Hoo can do and hopes to do 
in bringing about closer codperation and a more 
intimate acquaintanceship among the various 
organizations engaged in the promotion of the 
greater use of forest products. Associations 
with headquarters in Chicago which were repre- 
sented at this meeting by their secretaries or 
others of their personnel, were the Illinois 
Lumber & Material Dealers’ Association, 
the Wholesale Sash & Door Association, Mill- 
work Cost Bureau, Chicago Millwork Associa- 
tion, National Association of Wooden Box 
Manufacturers, Illinois Millwork Association, 
National Hardwood Lumber Association, South- 
ern Pine Association, National Lumber Manu 
facturers’ Credit Corporation, West Coast Cedar 
Shingle Bureau, and the Chicago Hoo-Hoo Club. 

In his preliminary talk, Snark Hood outlined 
some of the major troubles that were afflicting 
the lumber industry and suggested ways in which 
these could be met through closer coéperation 
and codrdination of activities, pointing out how 
Hoo-Hoo could be made effective in this direc- 
tion. He urged the support and interest of all 
of the organizations, both in the coming con- 
eatenation to be held in Chicago and in the work 
with the order in general. 


who sacrificed his life in his effort to put over 
his ideal of a league of nations.’’ 

The speaker opined that ‘‘ America eventually 
will find that it would have been far better to 
have risked the entanglements which opponents 
of the League of Nations cited in objecting to 
our participation than to have remained aloof, 
as we have done. President Wilson should have 
accepted the proposed reservations of the Senate 
instead of standing unalterably for his original 
plan.’’ . 

Harry D. Gaines, president of the club, who 
presided, asked the members to stand in silent 
tribute to James E. Gatewood, who died the 
previous evening. 


Presented With Flag 


SEATTLE, WASH., Jan. 8.—The Hoo-Hoo Club 
of Seattle is now the proud possessor of a silken 
American flag, regulation size, representing a 
present to the club by Robert W. Neighbor, gen- 
eral manager Pacific coast division of E. C. 
Atkins & Co. The club was put in possession of 
the flag through J. P. O’Connor, manager Seat- 
tle branch of E. C. Atkins & Co. It will be re- 
called that the incident of the presentation dates 
back to December, during the visit here of N. A. 
Gladding, vice president of E. C. Atkins & Co., 
Seer of the House of Ancients, at which time 
Mr. Neighbor asked permission to present the 
flag. At the eighty-first luncheon Thursday, the 
first meeting of the new year, President Roland 
C. Williams called the club to its feet, saluting 
the flag, and in that manner Mr. O’Connor’s 
offices as Mr. Neighbor’s representative were 
fulfilled. 
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Announces Innovation in Motor Truck Field 


Official announcement was made last week by 
John Hertz, chairman of the Yellow Truck & 
Coach Manufacturing Co., that early in 1927 it will 
market trucks of 1- and 2-ton capacity equipped 
with the famous overhead valve, 6-cylinder Buick 
engines and selling at astoundingly low prices. 

A complete line of these trucks were exhibited 
for the first time at the New York National Auto- 
mobile Show. 

This news which has so startled the commercial 
vehicle trade is the logical outcome of the amalga- 
mation of the Yellow Truck interests with General 
Motors. 

“Now, for the first time,” said Mr. Hertz, ‘‘there 
is available a commercial vehicle that combines 
a matchless 6-cylinder motor with a chassis that 
has been developed under the most exacting operat- 
ing conditions known to the transportation indus- 
try. These new 1- and 2-ton trucks have had the 
most grueling tests at the General Motors proving 
ground, under the supervision of General Motors 
engine ers. 

“They are built to meet present day needs; the 
6-cylinder power plant insures maximum accelera- 
tion and flexibility. They are capable of oper- 
ating at unusually high speeds and the braking 
equipment insures quick stops. The 2-ton trucks are 
equipped with four-wheel brakes. 

“IT know of no greater contribution to commerce 
today than a 1- or 2-ton truck with all the flexi- 
bility of a passenger car, equipped with a vibration- 
less motor, and with brakes that insure to traffic 
the greatest factor of safety that has ever been de- 
vised. Our engineers are convinced that the indus- 
try has never known the equal of the Buick power 
plant for high-speed trucks. 

“The casual observer knows of the deteriorating 
effect of vibration on both chassis and body. Hence 
the 6-cylinder vibrationless truck had to come, 
representing the same scientific advancement that 
made the place for the six in passenger car opera- 
tion. In the building of these trucks we have 
applied our experience in the operation of vehicles 
for millions and millions of miles. 


Advantages of New Type of Truck 


“Our extensive operating records show that as 
you improve mechanical equipment you grade up 
the class of drivers and you hold down driver 
turnover. This explains why the new Buick 
motored Yellocab trucks have self-starters, im- 
proved electric lights, commodious seating and 
leg-room and especially convenient steering gear 
and dash arrangements for the driver. 

“Obviously, all these advantages, coupled with 
low price, are made possible by the General Motors 
purchasing power, research and testing facili- 
ties, and huge scale production. 

“The marketing of the Yellocab trucks equipped 
with the Buick 6-cylinder motor has long been a vis- 
ion with me, and we are happy to have been able to 
bring this about in the interests of providing more 
efficient and economical motor truck transporta- 
tion. 

“Numerous applications for dealerships evidence 
the unusual demand for this new type of product, 
and sales and service facilities will be greatly ex- 
tended to meet the needs of the market.” 

The new 1-ton Yellocab Express and 2-ton Yello- 
cab Merchantmen, which will be manufactured at 
the General Motors Truck Co., Pontiac, Mich., 
make their bow with a number of advanced 
features. All will be equipped with the famous 
Buick power plant; self-starters; extra heavy 
truck type of axles; and on the 2-ton models four- 
wheel Bendix brakes. 

The engineers had in mind in the construction 
of the new models these essentials—simplicity, 
ruggedness and economy of operation. At the same 
time every consideration was given to provide the 
driver with the utmost comfort. Care and attention 
was also given to the matter of appearance in both 
chassis and body—the lines are pleasing and one 
gets an impression of rugged simplicity. 

The new chassis will be sold with or without 
bodies. A full line of bodies is announced with the 
line, 

Three New Models — 

The 1-ton model T-20 with a chassis road weight 
of 2,750 pounds will have a wheelbase of 132 
inches. The 2-ton model T-40, with a spiral bevel 
axle and pneumatic tire equipment, has a chassis 
road weight of 4,325 pounds and will be furnished 
in three wheelbases, 136, 150 and 162 inches. The 
2-ton model T-50 with a worm axle and solid 


tires, will have a chassis road weight of 4,630 
pounds and will have the same wheelbases as the 
model T-40. 

These three new models give this company a 
range of trucks from one to fifteen tons’ capa- 
city. The models are indicative of the broad and 
far-reaching plans which lie behind the amalgama- 
tion of the Yellow and General Motors interests. 

In the models T-40 and T-50 the company has 
without doubt developed vehicles which unques- 
tionably fit into the trend of the time, for they 
are offering in these vehicles, at a moderate price, 
trucks which should be capable of doing a large 
amount of work now being carried out by heavier, 
slower moving and more expensive equipment. A 
demand for these two types of commercial vehicles 
without doubt exists throughout the world. 


Tractor Firm Holds Sales Convention 


The eastern sales convention of the Caterpillar 
Tractor Co., held in Peoria, Ill., Jan. 7 and 8, 
was well attended by dealers handling ‘Cater- 
pillar’ equipment in the eastern States. Friday’s 
sessions were devoted to discussions on “Adver- 
tising,” led by W. H. Gardner, and “Sales Promo- 
tion,” under the chairmanship of A. E. Loder. An 
inspection trip through the Peoria factory was the 
feature of the Saturday morning session, followed 
by a service school in charge of R. L. Gilmore. 
Later, sessions were devoted to “Finance,” under 
the chairmanship of H. P. Mee; “Service Sales,” 
by O. L. Starr, chairman; “Parts Sales,” by L. B. 
Neumiller, and a dealers’ session conducted by M. 
M. Baker, chairman. 

During the convention addresses were delivered 
by the following guests: H. H. Chambers, E. A. 
Drott Tractor Co., Milwaukee, Wis.; J. B. David- 
son, professor of agricultural engineering, State 
College, Ames, Iowa; L. J. Fletcher, professor of 
agricultural engineering, University of California, 
Davis, Calif.; Ray M. Hudson, chief of the bureau 
of simplified practice, Department of Commerce, 
Washington, D. C.; H. W. Ladish, president Lad- 
ish Drop Forge Co., Cudahy, Wis.; R. H. Mulch, 
“Caterpillar” dealer, Toronto, Ont.; Col. J. R. Off- 
enhauer, United States Army, and William Hazlett 
Upson, Norwalk, Conn. 

The social features consisted of an informal 
dinner on Jan. 7 in the assembly room, in charge 
of H. M. Hale, and a smoker in charge of H. R. 
Viot; also a banquet on Jan. 8, at which W. H. 
Gardner acted as toastmaster, and R. C. Force, 
president of the Caterpillar Tractor Co., was the 
principal speaker. 


Motor Vehicle Exports Decline 


According to data compiled by the automotive 
division of the Department of Commerce, exports 
of passenger cars and trucks from the United 
States during October, under the influence of sea- 
sonal conditions in several of the foreign mar- 
kets, dropped to 20,395 units from the preceding 
month’s figure of 27,001 and from the October, 
1925, figure of 22,550. Correspondingly, produc- 
tion totaled only 331,738 units, as compared with 
397,123 in September. Passenger car shipments 
were valued at $12,901,015, and trucks at $3,- 
034,330. In the case of passenger cars, exports 
remained at 5.7 percent of production, the same as 
in September; for trucks, the percentage was 9.4 
as compared with 15 in the previous month. 

Truck exports in October, 1926, totaled 4,047, 
compared with 6,963 for the preceding month, and 
4,063 for October, 1925. For the ten months of 
1926, total truck exports were 55,615. Of the 
October, 1926, total 2,963 were up to 1-ton capac- 
ity ; 914 of 1- to 2%4-ton capacity, and 170 of over 
2%-ton capacity. 

A number of changes are seen in the relative 
importance of the motor truck markets, as com- 
pared with preceding months. Although Australia 
again occupied the first position with 1,799 units 
in October, 1926, Mexico, with 223 units, replaced 
the United Kingdom in second place, and Canada 
with 204 units advanced to third place from its 
position of sixth during September. The increased 
exports of trucks to Uruguay (174 in October, 
1926) has also placed that country among the first 
eight leading markets for the period under review. 


In October, 1926, 44 trailers, valued at $18,543, 


were exported from the United States, compared 


with 78, valued at $22,019, in September, 1926, 


and 37, valued at $30,842, in October, 1925. 





BABCOCK 


—— SPRUCE LADDERS —4 








Safety Step Ladder for 
Factory and Shop Work. 
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lf) SAFETY 
|  Rungs 
‘ ° Straight Grain 
Hand Split 
Q ‘ Hand Shaved 
White Ash Rungs 
NL Hf) Straight Grain 
f Tested 
| Spruce 
't} Side Rails 
=" Malleable 
Automatic 
i Spring Locks. 
‘| Will pass Labor Law 
\ Specifications. 
| SAFETY 
Champion Booklet Free. 
W. W. Babcock Co. 





BATH, N. Y. 
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Cc PITTSBURGA CI 
Babcock Lumber Co. 


PITTSBURGH, PA. 
Manufacturers and Wholesalers of 


Eastern Tennessee 
veeze Hardwoods 
White and Western Pine 
West Coast Products 
N. C. Pine and Yellow Pine 
Spruce and Hemlock 





BRANCH OFFICES; 
New York City, 43 Wall St. 
Chicago, Ill., 1216 Fisher Bidg. 
Providence, R. I., 115 Adebide Ave. 
Philadelphia, Pa., 1629 Land Title Bidg. 
H Detroit, Mich., Dime Savings Bank fiag. 
} Johnstown, Pa. 




















FOREST LUMBER CO. 


Manufacturers and Wholesalers of 


White & Yellow Pine, Spruce 
Hemlock and Hardwoods 


a PITTSBURGH. PA. 


mnarock, Va. 








North Carolina Pine and 
West Virginia Hardwood 











Kiln Dried, Well Manu- CASING, 
factured, High Grade. BASE AND 
Capacity, 950.000 feet MOULDINGS 

weet Mixed Cars Our Specialty. 





WILLSON BROTHERS LUMBER CoO. 
1530-35 Oliver Bldg., PITTSBURGH, PA_ 
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A NEW COLLECTION BY THE POET 
WHO MAKES LIVING A JOY 


COME ON HOME 


By 
DOUGLAS MALLOCH 


AUTHOR OF “TOTE-ROAD AND TRAIL" "THE WOODS? 
“1K FOREST LAND.” ETC . 
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Douglas Malloch known all over Amery 
swherever people gather to hear clean stores, 
exyoy happy evenings, and read aloud or stew 
to verse such as bu, filled with homely sent 
ents and a happy spint. “The poct whe 
wakes irvung 4 poy,” they say of bum. 

Ths new collecnon contains favonte: that 
Mr. Malloch has read oF recited throughous 
the country. All sides of fe and tumor are 
eepresented, but perhaps the commonest note 
the one struck om the lines, “Hus Heruage,” 

where « father sys to ins boy “I know you’ 

tt elonz,” and adds 
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A book that will help you sell homes, 
for it will fill you full of the sentiment 
of the home and the humor and phil- 
osophy of home folks. 


A new book by “the lumberman 
poer” that should be in every home, 
and on the desk of every lumberman. 
222 pages. 


You want “Come on Home” for 
yourself, and to send to the absent. 
Postpaid, $2. Address: 


American Lumberman 
431 S. Dearborn Street, Chicago 














Business Changes 


ARKANSAS. Hatfield—Choctaw Lumber (Co. discon- 
tinued operation of planer. 


COLORADO. Holly—Geo. E. Breece Lumber Co. sold 
local yard to G. H. Brown Lumber & Mfg. Co. Man- 
agement will not be changed. 


FLORIDA. Miami—Independent Cabinet Co., recently 
organized to purchase bankrupt business of Miami Cab- 
inet Co., is now in possession of the plant at 27 N. W 
13th St., and will continue the business. 


GEORGIA. Macon—Sessions-Swartz Lumber Co. suc- 
ceeded by T. W. Sessions Lumber Co. 


ILLINOIS. Chicago—John H. Shook Lumber Co. suc- 
ceeded by Shook Bros. 

Chicago—Geo. D. Griffith & Co. changing name to 
Griffith-Hubbard Lumber Co. 

Chicago—Gram Lumber Co. changing name to Gram- 
Willis Lumber Oo, 

Peru—Peru Lumber & Coal Co. succeeded by Russell 
F. Hunter & J, Fred Seitz. 

Sandoval—O. A. Glore Lumber Co. purchased the 
stock of hardware of A. L. Benoist and is remodeling 
lumber yard to take care of a hardware department. 


INDIANA. Evansville—Reliable Planing Mill Co. 
has incorporated its realty business under separate com- 
pany, Garrison Realty Co.; has incorporated planing 
mill business under old name with capital of $50,000. 

Terre Haute—T. J. Martin Co. succeeded by W. J. 
Giffel Co. 


IOWA, Strawberry Point—Ed Springer has purchased 
a half interest in business of the Preston Lumber Co. 


KANSAS. Bison—Elmore Lumber Co. and Davis Lum- 
ber & Hardware Co. succeeded by Humberg Lumber Co. 
Kirwin—H. H. Welty Lumber Co. succeeded by Cen- 
tral Lumber Yard, McAllister-Fitzgerald Lumber Co., 
rop. 
. La Crosse and McCracken—Davis Lumber Co. sold to 
Humberg Lumber Co. 

KENTUCKY. Richmond—P. M. Smither purchased 
interest of Luther Powell in Savage Whalen Lumber Co. 

MARYLAND. Cumberland—C. F. Beiter Lumber Co. 
succeeded by Currie & Campbell. 

MASSACHUSETTS. Great Barrington—Geo. A. 
Stevens Lumber Co. succeeded by Barrington Lumber & 
Supply Co. 

NORTH CAROLINA. Asheboro—Home Building & 
Material Co. succeeded by Home Building Co. 

High Point—V. A. J. Idol is reported to have ac- 
quired the plant of the Ideal Table Co. 

Winston-Salem—L. N. Bagnal Lumber Co. has com- 
pleted its removal from Columbia, 8. C., to Winston- 
Salem and is now permanently located here, according 
to announcement of L. N. Bagnal, president. 

NORTH DAKOTA. Tuttle—Winnor-Adams Lumber 
Co. sold to G. I. Feton Lumber Co., of Jamestown. 


OHIO. Attica—Tanner sawmill purchased by John 
Dalk, of Tiffin. 
OREGON. Grand Ronde—John Sundquist, John Nor- 


berg and E. Johnson have purchased an interest in the 
sawmill of the New Grand Ronde Lumber Co. 


PENNSYLVANIA. Philadelphia—MecFarland Lum- 
ber Co. succeeded by McFarland Lumber Co. of Phila- 
delphia. 


SOUTH DAKOTA. Hurley—F. H. Carpenter suc- 
ceeded by Thompson Yards (Inc.). 

Ward—Winnor-Torgerson Co. sold to C. M. Youmans 
Lumber Co. 


TENNESSEE. Martin—Ackland Hardwood Lumber 
Co. sold hardwood mill to G. W. Salle. 

Memphis—Fisher-Hurd Lumber Co. 
Fisher Lumber Corporation. 

Memphis—Pritchard-Wheeler Lumber Co. succeeded by 
Fisher Lumber Corporation. 


WASHINGTON. Centralia—John A. Graham and 
Virgil E. Graham have purchased an interest in the 
shingle mili of Albin C. Graham. 

Eatonville—Eatonville Lumber Co., sawmill, s6ld ma- 
chinery to Peterson & Wright. 

Monroe—Monroe Shingle Co. sold to Wm. Wagner. 

Seattle—Savage Lumber & Mfg. Co. changing name 
to Renton Woodwork & Mfg. Co. 

Tacoma—aA. Ohlson has purchased the business of the 
Modern Auto Body Works. 


Incorporations 


CALIFORNIA. Los Angeles—Western Sash & Door 
Co., incorporated. 

Oakland—Sequoia Mfg. Co. increasing capital to 
$75,000. 


succeeded by 


GEORGIA. Cochran—Dykes Bros. Lumber Co., in- 
corporated; capital, $10,000. 


IDAHO. Lewiston—Clearwater Timber Co. increasing 
eapital to $9,000,000. 


ILLINOIS. Chicago—Lippman Lumber Co. increasing 
capital from $20,000 to $50,000; 3058 W. Chicago Ave. 

Chicago—Jay B. Deutsch Lumber Co., increasing cap- 
ital to $100,000; 232 S. Michigan Ave. 

Chicago—Triphahm Frame Co., incorporated; capital, 
$10,000; 2423 Fullerton Ave. 

Chicago—West . Woodworking Co. decreasing capital 
from $600,000 to 4,000 shares no par value. 

Peoria—Hill Mfg. Co., incorporated; 50 shares no par 
value; to manufacture outing tables. 

Rockford—Hasty Johnson Mfg. & Sales Co., incorpo- 
rated; capital, $100,000; wood novelties. 


INDIANA. Beech Grove—Newcomer Lumber Co., in- 
corporated; 1,000 shares, no par value. 

Terre Haute—Hoosier Lumber Co., incorporated; cap- 
ital, $50,000. 


KENTUCKY. Barbourville—T. W. Minton & Co.. 
incorporated; capital, $360,000; hickory specialties and 
golf shafts; spokes. 


MAINE. Rumford—A. E. Small & Son, inco . 
——-, $50,000; to deal in lumber and builders’ ser: 
plies. 

MASSACHUSETTS. Great Barrington—Barrington 
Lumber & Supply Co., incorporated; capital, $30,000. 

MICHIGAN. Muskegon—Muskegon Wood Products 
Co., increasing capital from $200,000 to $500,000. 

MISSOURI. St. Louis—Sterling Flooring Co., incor. 
porated; capital, $50,000. 

NEW JERSEY. Passaic—Kramer Lumber Corpora. 
tion, incorporated; capital, $500,000. 

NEW YORK. Boonville—N. M. Sargents Sons, ip. 
corporated; capital, $100,000; to deal in lumber. 

New York—Eben B. Smith Lumber Co. increasing 
capital to $50,000. 

NORTH CAROLINA. Hickory—Southern Desk (Co. 
incorporated; capital, $500,000. , 
OHIO. Dayton—Parrott Lumber Co., incorporated, 
Toledo—Maumee Pattern & Mfg. Co., incorporated: 

capital, $15,000. 

OREGON. Astoria—Astoria Lumber Co., increasing 
capital to $50,000. 

La Grande—Mount Emily Lumber Co. increasing cap- 
ital from $1,000,000 to $2,000,000. 

aie Valley—Valley Mills Co., incorporated; capital, 


Portland—Mallory Logging Equipment Co., incorpo- 
rated; capital, $100,000; sawmill and logging supplies. 

Portland—American Revolving Window Co., incorpo- 
rated; capital, $100,000; sash and door manufacturing. 

Union—Oregon Trail Lumber Co., incorporated; capital, 
$10,000 

PENNSYLVANIA. Philadelphia—Martin H. Walrath 
& Son, incorporated; capital, $250,000. 

~ _c Beaumont—Longleaf Lumber Co., incorpo- 
rated. 

VIRGINIA. Rocky Mount—Bald Knob Furniture Co. 
increased capital from $1,500,000 to $3,000,000; factory 
No. 2 is under contemplation. 

WASHINGTON. Anacortes—Gold Medal Shingle Co. 
decreased capital to $36,720. 

Everett—Chas. A. Stubenrauch Co., incorporated: 
capital, $5,000; wholesale timber products. 

Seattle—American’ Export Door OCo., incorporated; 
eapital, $30,000. 

Seattle—Pankratz Lumber Co., incorporated; capital, 
$50,000; sawmill. 

Spokane—St. Maries Lumber Co., decreased capital 
to $25,000. 

Tacoma—Tacoma Lumber Co., incorporated: capital, 
10,000. 


New Ventures 


ARKANSAS. Calico Rock—J. T. Karnes, of Marshall, 
has leased site and will operate stave mill. 

CALIFORNIA. San Francisco—Golden Gate Cabinet 
& Frame Co. has engaged in business at 73 Converse. 

GEORGIA. Douglas—W. H. Bone, Jr., is planning 
establishment of mop and broom handle plant. 

ILLINOIS. Johnston City—Hobbs-Follis Lumber (Co. 
opening wholesale hardwood business. 

North Chicago—North Shore Lumber & Supply Co 
opening yard at 2046 Sheridan Road. 

LOUISIANA. Bogalusa—H. B. White and others organ- 
izing company to put in furniture plant. 


MISSOURI. Tipton—Weiler & Robinson will open 
lumber business. 
OREGON. Hood River—C. ©. Patrick has engaged 


in the lumber business as C. C. Patrick & Co. 

Portland—R. M. Webster has engaged in business 
as Hardwood Floor Co. 

Portland—Columbia Harbor Lumber Co. has been 
organized by Harry P. Edwards and has opened office 
in North West Bank Bldg. 

Westport—Westport Lumber Co. and Knappton Mills 
plan construction of eleven miles of logging railroad 
near Jewell. 

TEXAS. El Camp—H. ©. Smith will open lumber 
business. 


New Mills and Equipment 


ARKANSAS, Evening Shade—Mount Olive Stave Co.. 
of Batesville, is installing a mill south of here; will 
purchase timber on the stump and do own hauling. 

Mineral Spring—J. G. Friday & Sons leased lumber 
plant of J. M. MeMullan and are adding equipment. 

NEW YORK. Brandeth—Little Rapids Co. erecting 
veneer mill and storage house. 

TEXAS. Edinburg—C. J. Smith and C. L. Morris. 
formerly of Robstown, have opened the Smith & Morris 
Planing Mill here. 

Grapeland—Murchison Bros. erecting sawmill. 

Dallas—Wilkins Trunk Mfg. Co. let contract for erec 
tion of 2-story, 60x140-ft. factory building, to cost 
$21,000. 

WISCONSIN. Oshkosh—Oshkosh Millwork Co., taking 
over building on Ceape St., in which new machines and 
equipment are being installed. 


Casualties 


ALABAMA. Jackson—Mfifll of McGown Lumber Co. 
destroyed by fire; loss, $100,000; will be rebuilt; plan- 
ing mill saved. 

MISSISSIPPI. lLaurel—Eastman-Gardiner Hardwood 
Co.’s dimension plant and planing mill destroyed by 
fire; loss, $100,000. 

SOUTH CAROLINA. Charleston—Sash and door fac- 
tory of L. Wetherhorn & Son, 7 Smith St., destroyed 
by fire. 

TEXAS. Mineral Wells—Building and stock of J. O. 
Lewellyn Lumber Co., loss by fire, ,000, 

Woodville—Sawmill of T. O. Sutton near Grimes 
Ferry destroyed by fire; loss, $5,000. 

WASHINGTON. Goldendale—Cameron Lumber (Co.. 
sawmill destroyed by fire. 
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The sash and door market in the Minneapolis- 
st. Paul (Minn.) district has promising aspects, 
with seasonal inquiries coming in freely. There 
js little new business at this time, although it is 
expected to develop early. The mills are running 
on light schedules, with the exception of those 
which have large outside contracts. Some of the 
mills are doing a heavy business for eastern 
cities. Sash and door men in the Twin City terri- 
tory express the belief that 1927 should develop 
a large amount of building in the Northwest, 
especially in the rural districts. 

There has been an appreciable increase of orders 
among the mills of Columbus, Ohio. Factories 
are busy accumulating stocks for the spring trade. 
Prices are still low and irregular owing to strong 
outside competition. 

Kansas City (Mo.) plants are getting a little 
petter volume of local business than they had last 
week, but country demand is still slack. The out- 
look for a good early spring demand for special 
jobs is reported excellent, but it will be mostly 
for commercial buildings. 

At Baltimore, Md., construction work proceeds 
upon a scale which gives rise to fairly large re- 
quirements in the way of doors and sash, along 
with other mill products, so that the local mills 
are being operated most of the time, and some 
even report a considerable volume of business on 
their books. 

“So far as window glass is concerned,” re- 
marks the American Glass Review, ‘“‘there was not 
a great volume of sales last week, despite the 
lower prices. A number of national distributors 


The Publicity committee, in its letter, proceeds 
to explain the plan of raising funds, as adopted 
at a meeting held in Chicago last August, sub- 
scriptions being solicited on a voluntary basis, 
proportionate to the volume of annual sales. The 
goal sought for the millwork industry is the raising 
of $100,000 annually for a period of five years. 
The trade extension committee of the National 
Lumber Manufacturers’ Association will duplicate 
the entire subscription of the millwork industry, 
and appropriate for millwork publicity, promotion 
and extension work, twice the amount raised within 
the millwork industry itself. Representatives of 
the millwork industry are included in the personnel 
of the trade extension committee, so that the mill- 
work industry will have a direct voice as to all 
activities relating thereto. 

The personnel of the publicity committee of the 
millwork industry is as follows: 

E. C. Noelke, Burlington, Iowa, chairman; J. A. 
Loetscher, Dubuque, Iowa; C. A. Rinehimer, Elgin, 
Ill.; C. B. Harman, Atlanta, Ga.; A. C. Smith, 
Cleveland, Ohio. 


_ . sje 
Reinsures Outstanding Liability 

A joint statement issued Jan. 10 by James S. 
Kemper, manager of the western department of 
the Associated Lumber Mutuals and president of 
the Lumbermen’s Mutual Casualty Co., and 
Adolph Pfund, secretary of the National Retail 
Lumber Dealers’ Association, stated that the Na- 
tional Retail Lumber Dealers’ Inter-Insurance Ex- 
change has reinsured its outstanding liability as 

















Winter Hauling of Logs at Minimum Cost. 


from camp down to the mill. 


If one’s mill is on the Mississippi and the Mississippi 
freezes a foot and half thick as it has this winter, here’s an economical way of bringing the logs 


The photograph was taken several miles south of Prairie du Chien, 


Wis. The logs were cut on an island, and are en route to the mill of the Phoenix Products Co., 


of Prairie du Chien, manufacturer of egg cases, and veneers for wooden coat hangers. 


The little 


open car makes a speed of 20 to 25 miles an hour, as the bobs slip over the ice, requiring little 
power to keep them sliding along. The bob sleds are the same old kind oxen used to draw in early 
days of the logging game in the north woods 





reported that sales were few and far between just 
now, with no apparent prospects of any imme 
diate increase in demand.” 


Pushes Millwork Publicity Campaign 


The Publicity Committee of the Millwork In- 
dustry is putting forth strong effort to enlist the 
individual millwork producers in support of the 
trade extension campaign fostered by the National 
Lumber Manufacturers’ Association. The Mill- 
work Publicity committee works in close coépera- 
tion with the trade extension committee of the 
national. 


From the Millwork Publicity committee's head- 
quarters at 605 North Michigan Avenue, Chicago, 
there has this week gone forth a forceful appeal 
addressed “To all engaged in the millwork indus- 
try,” telling of the inroads that are being made 
by substitutes, and urging that everyone connected 
with the millwork industry support the campaign. 


The situation is summed up in the following 
paragraph : 

“We, the publicity committee of the millwork 
industry, knowing our industry to be losing favor 
and its position with the architect, contractor and 
the consumer, are positive that a codrdinated and 
codperative campaign with all wood-using indus- 
tries will enable us not only to regain the possi- 
bilities of the present market for wood, but through 
research and careful publicity to considerably 
enlarge our market.” 


of Dec. 31, 1926, in the Indiana Lumbermen’s 
Mutual Insurance Co., of Indianapolis. Continu- 
ing, the statement says: 

“The advisory committee of the exchange and 
of the board of directors of the Equity Service Co., 
attorney in fact, states that the decision to liqui- 
date the exchange was due to the fact that the 
comparatively small volume of business transacted 
did not warrant the expense necessary to main- 
tain a proper service organization. It was de- 
cided that the Associated Lumber Mutuals were 
best equipped to provide this service at a reason- 
able cost and arrangements were accordingly made 
with them through the Indiana Lumbermen’s Mu- 
tual Insurance Co. to reinsure the business. 


“In addition to the Indiana Lumbermen’s, the 
companies included in the Lumber Mutual group 
are Central Manufacturers’ Mutual Insurance Co., 
Van Wert, Ohio; Lumbermen’s Mutual Insurance 
Co., Mansfield, Ohio; Lumber Mutual Fire Insur- 
ance Co., Boston, Mass.; Northwestern Mutual 
Fire Association, Seattle, Wash.; Pennsylvania 
Lumbermen’s Mutual Fire Insurance Co., Phila- 
delphia, Pa. 

“The loss ratio of the exchange for 1926 was 
favorable, resulting in an increase in surplus to 
approximately $100,000. This will be distributed 
to the subscribers through liquidation of their ac- 
counts as the policies expire. 


“This arrangement will make available to the 
members of the National Retail Lumber Dealers’ 
Association the facilities of the Associated Lum- 
ber Mutuals and of the Lumbermen’s Mutual Cas- 
ualty Co. for the various lines of fire and casualty 
insurance. These companies have combined assets 
in excess of $20,000,000 with a combined net sur- 
plus of over $9,000,000.” 





WEEDS— 
A Fire Menace!! 


Remove this menace— 
by removing weeds! 
Wilson's WEED KILLER Kills Weeds 


Inexpensive, clean and easy to use. Simply dilute 
WILSON’S WEED KILLER [1 gallon to 40 gallons of 
water} and sprinkle around your yards. One good ap- 
plication a year is sufficient. 


Send in a trial order today ! 


1 Gallon, $2.00 10 Gallons, $15.00 
5 Gallons, 8 00 25 Gullons, 30.00 
50 Gallons, $50 00 
Freight Allowed East of Mississippi 


Booklet iled on req 


Department R 
SPRINGFIELD 





NEW JERSEY 








AREALWAYS IN THE 
MARKET TO BUY— 


Long and Short Leaf Sizes and 

Boards. 

Short Leaf Casing and Base. 
Also: — 

1x4 K. D. B & Better Rough. 

1x4 to 12”—6, 8 & 10’ Rough. 





Flooring, Ceiling and Siding 
Oregon & California White & Sugar Pine 











Send us your stock and price list 


Chas. F. Felin & Co.,inc. 





Old York Road & Butler St., PHILADELPHIA, Pa. 








Curtis Woodwork 866 
is identified by the 
mark to the right. 
Whatever you buy 


—sash, door, mold- 

ings, or interior woodwork—see that it bears 
this trademark. Curtis Woodwork is sold under 
the “1866 Curtis” trademark by Curtis dealers 
east of the Rockies. 


THECURTIS COMPANIES SERVICE BUREAU 
696 Curtis Building, Clinton, Iowa 
Established 1847 


(. B. Richard & Co. | “St 


29 Broadway, NEW YORK Customs Brokers. We 


handle all classes of 
Ocean Freight 


cargo, collect invo'ces 
and discount drafts. 

Brokers 
Special department handling export lumber ship ts 





Commercial Credits 
for exports & imports 
































a By 
Lo seins Ralph C. Bryant 
Have you a problem to solve in logging, 1 


transportation or harves' tan bark an 
turpentine Se ee “Longing” will 


tell you how. An invaluable reference book 
for logging superintendents timber owners, 
etc. , postpaid. 











‘ So. Dearbo 
American Lumberman “ Chicago. TIL. oat 
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Co PACIFIC COAST Co 





No. 1 or No. 2 
Common 84S 


Y West Coast 


HEMLOCK 


Here's the kind of stock you and your 
customers will like. It's cut from fine 
quality Upland timber and is nice, dry 
and bright. Wecan ship straight cars 
of 16’ or!8’ stock if you desire. Order 
some of it now. 


Pacific States 
Tas” Lumber Co. 


WASH. 
REPRESENTATIVES : 


S B.Marvin, 518 Peoples Gas Bidg , Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bldg , Minneapolis, Minn. 
JamesA Harrison, P.O. Box 745, Sioux Falls, 5. D. 
Joseph Lean, P.O Box 744, Omaha, Nebraska 
Frank Probst, P O Box. 1187, Fargo. No Dakota 
O G. Valentine, P.O. Box, 171, Denver, Colorado 














Producers and Deaiers 


Douglas Fir 


When You Want Service 
Buy from 


AAAAAsAAaes edge eons memes 


eee 





I | 
REDWOOD 


FINISH — SIDING 


Check up now on your stocks 
and then let us know your needs. 


Albion Lumber Co. 
General Office: Albion, Calif. 
Sales Office: Hobart Bldg., San Francisco 
San Diego Office: 320 Spreckles Bldg. 
Los Angeles Office: 397 Pacific Elec. Bldg. 
| Mills: Albion and Navarro, Calif. 

















WARREN AXE & TOOL CO. 


WARREN, PA. 


Were awarded highest 
honors Panama Pacific GRAND ad a 4 
International Exposition  sssssssssssssssssssss 

ALSO ALASKA-YUKON PACIFIC EXPOSITION 
AXES-LOGGING TOOLS AND DROP FORGINGS. Daily fac- 


tory capacity 3500 Axes& Tools 








HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 


News Notes from Ame 


TACOMA, WASH. 


Jan. 8.—The limitation on lath included in the 
proposed State building code was the principal 
subject of discussion at the regular meeting of the 
Tacoma Lumbermen’s Club yesterday. The code, 
which will be presented to the legislature at the 
session which opens next week, provides a maxi- 
mum width of 1% inches for all lath used in 
the State. This is opposed by many lumbermen 
on the ground that such a restriction has no con- 
nection with the public safety and is unnecessary 
regulation. 


The club has recommended that the lath pro- 
vision be stricken from the code and will have the 
support of the West Coast Lumbermen’s Associa- 
tion and the West Coast Lumber Bureau. 

W. C. Deering, chairman of the club’s committee 
for the coming convention of the Western Retail 
Lumbermen’s Association, reported on the progress 
made on plans for the convention. His report 
was approved and the members present made a 
number of informal suggestions for the action of 
the committee. 

Several other minor matters 
brought up and disposed of. 


of business were 


Cargo shipments of lumber showed a marked 
improvement this week. From the McCormick, 
Shaffer and Baker docks and Portacoma piers 


2,985,000 feet, Wheeler Osgood Co. 1,150,000 feet, 
Dickman Lumber Co., 2,850,000 feet, St. Paul & 
Tacoma Lumber Co., 1,700,000 feet and Defiance 
Lumber Co., 600,000 feet,—a total of 9,285,000 
feet. Destinations: Atlantic coast, 3,600,000 
feet; California, 2,900,000 feet; West Indies, 
250,000 feet; Europe, 1,010,000 feet; Japan and 


China, 525,000 feet, and South America—west 
coast, 1,000,000 feet. Other than lumber: Europe 
took 4,000 doors, 3 cars of floor blocks and 5 


tons plywood. 


The John Dower Lumber Co. 
yards to a new location on East 11th street which 
give ample space for the storage of lumber. A 
Milwaukee bridge crane has been installed and all 
the lumber handling is now done by its means 
which facilitates deliveries. The new site is 
200x800 feet. The offices of the company remain 
at the present building. 

A model bungalow, in 
lengths will be 


has moved its 


which the use of short 
illustrated, will be one of the 
features for the entertainment of the Western 
Retail Lumbermen’s Association delegates when 
they meet here next month. The bungalow will be 
erected on the roof of the Winthrop Hotel. The 
preliminary plans are being prepared by the John 
Dower Lumber Co.'s service department, and the 
lumber used will be donated by some of the lead- 
ing Tacoma mills. 


The tentative program for the convention in- 
cludes a number of the leading Tacoma manufac- 
turers on the speakers’ list. Everett G. Griggs, 
John Dower and George 8. Long will address the 
convention. Arthur A. Hood, Snark of the Uni- 
verse, will also be present and deliver an address. 

The Tacoma convention committee in charge 
of the arrangements is composed of John Dower, 
chairman; A. H. Landram, St. Paul & Tacoma 
Lumber Co.; L. B. McDonald, Builders Manufac- 
turing & Supply Co.; J. G. Newbegin, Newbegin 
Lumber Co., and Morris Kleiner, Liberty Lumber 
Co. 

Dedication of the new Pacific Highway bridge 
over the Puyallup River is to be held today. 
Although of steel and concrete, more than 2,000,000 
feet of lumber was used in the project, ranging 
from 1-inch flooring and shiplap to huge 12x12 
timbers SO feet in length. All this material was 
supplied by the John Dower Lumber Co., and 
furnished one of the largest single orders filled 
by the firm since its establishment in Tacoma. 

The Western Crossarm 
has filed proceedings in bankruptcy against the 
Rudell Lumber Co. in the local courts. William 
N. May was appointed receiver by Judge W. O. 
Chapman. The defendant consented to the re- 
ceiver’s appointment and admitted insolvency. 


Trial of the North Bend Lumber Co.’s suit 
against the City of Seattle, involving more than 
$400,000, was begun in the superior court here 
this week before Judge Ernest M. Card. The 
case was transferred from the King County courts 
and is expected to take several weeks. The dam- 
ages claimed are for the value of the company 
plants on the Cedar River which were destroyed 
by the floods of December, 1918, and which the 
plaintiff alleges were due to the careless con- 
struction of the city’s power dam. A jury was 


& Manufacturing Co. 


ee 


obtained after two days of the trial and was 
taken Wednesday to the scene of the disaster. 

A conference of lumber manufacturers, timber 
owners and forestry officials on fire prevention in 
the forests will probably be held here next month, 
Tentative plans for the conference have been made 
by the Tacoma Chamber of Commerce and haye 
been endorsed by many of the officials who expect 
to attend. The conference will devote its time 
particularly to the question of the prevention of 
fires during the summer tourist season. 

Announcement that the Northern Pacifie rajj- 
way shops in Tacoma will start the construction 
of 400 new logging cars was made this week py 
officials of the company. ‘The cars are to be of 
the skeleton type and the work is to begin ip 
the near future. Last year the road hauled 140. 
000 cars of logs over the lines in the western 
part of the country. 

A total of 39 new factories were established in 
Tacoma during 1926. Of these 12 were plants 
where lumber is largely used in the manufacture 
of the products. 

Carl L. Seitz, of the China Import & Export 
Lumber Co. (Ltd.), was a visitor in Tacoma this 
week and called on a number of the local mills, 
Mr. Seitz’s headquarters are at Shanghai. He 
reported poor business conditions in China due 
to the disturbed political situation. 


ASTORIA, ORE. 


Jan. 8.—The work of further developing Pier 2 
of the Port of Astoria terminals as a cargo lum- 
ber shipping depot, was begun again the first of 
the year. During last fall, practically all of the 
east side of the pier was reconstructed, along lines 
specially designed to increase its efficiency and 
capacity as a lumber loading unit. The work of 
improving the face of the pier has now been 
undertaken, and this will be extended along the 
west side of the structure. Pier 2 of the Astoria 
terminals was constructed during the war for in- 
dustrial purposes in connection with marine iron 
works and the ship building industry. While a 
large volume of lumber has been handled over it 
annually since the war, its efficiency has left 
much to be desired. The pier has a storage capa- 
city of about 5,000,000 feet of lumber, but this will 


be increased to 12,000,000, making the pier the 
most important lumber depot on the Columbia 
River. 


BELLINGHAM, WASH. 


Jan. 8.—Bellingham lumber mills are humming 
with activity, no less than half a dozen shifts 
being operated on the waterfront, and mills on 
Lake Whatcom are also busy. The cargo mill ‘of 
the Bloedel Donovan Lumber Mills is working at 
capacity and the cedar plant of the Whatcom 
Falls Mill Co. will be ready to operate about Feb. 1, 
when repairs will be completed. Some logging 
camps are still idle and they probably will remain 
so until February. 

January promises to be a heavy month in the 
eargo business. This week’s business was not ex- 
ceptionally heavy, but many cargoes are in pros- 
pect. The Bloedel Donovan Lumber Mills shipped 
1,500,000 feet to California, 750,000 feet to Japan 
and 500,000 feet to the Atlantic coast. Arrivals 
next week will include two ships that will load 
2,200,000 feet for Hawaii. The Puget Sound Saw- 
mills & Shingle Co. shipped 1,000,000 feet to the 
Atlantie coast and 500,000 feet to California. 

Bellingham's municipal dock is making money 
for the port commission, whose membership in- 
cludes Commissioner H. W. Hunter, president 
Campbell River Mills (Ltd.) and the Campbell 
River Lumber Co. In 1926 the dock returned a 
net income of $14,714, or $3,000 more than the 
net profits of 1925. December's net returns were 
$2,023.31, the largest monthly income in the dock’s 
history. The dock’s business grew so rapidly in 
1925 and 1926 that last year the commission spent 
$75,000 enlarging it. Millions of feet of box 
shook are shipped from it to California by the 
Morrison Mill Co. and the Bloedel Donovan Lumber 
Mills. 

J. J. Donovan, vice president Bloedel Donovan 
Lumber Mills, and Archie Morrison, president Mor- 
rison Mill Co., were donors to the $1,500 cash 
prizes awarded here this week to sugar beet farm- 
ers of the three northwestern counties for the 
heaviest yield of beets. Jack Elsbree of Sumas, 
13 years old, raised a heavier tonnage, 23.51 
tons to the acre, than any of his numerous com- 
petitors. 

Cc. H. Park, for 19 years forest supervisor at 
Bellingham, has been transferred to the Olympic 
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national forest to direct timber sales, and Robert 
L. Campbell, long assistant forest supervisor here, 
has been ordered to the Umpqua national forest 
at Roseberg, Ore. Mr. Park will be succeeded by 
L. B. Pagter, now with the Colville national forest 
at Republic, Wash. 

J. J. Donovan was the chief speaker this week 
at the first 1927 meeting of the Sedro-Woolley Com- 
mercial Club. 


SAN FRANCISCO, CALIF. 


Jan. 8.—With a peaceful settlement of the strike 
situation in San Francisco and the Bay district 
seemingly assured and building permits already 
showing increase, the peace parley between mem- 
pers of the Industrial Association, advocates of 
the American plan of labor, and union officials, 
ended in a deadlock. City officials are working 
on a scheme for fuller protection of laborers work- 
ing under the American plan. The permit system 
of the Industrial Association has been resumed 
by retail lumbermen, and only American plan jobs 
can obtain materials. 

Rex Morehouse, secretary San Francisco offices 
of the National Association of Wooden Box Manu- 
facturers, recently opened, has just returned from 
an extensive trip into the northern California ter- 
ritory, where he addressed several of the civic 
clubs and other bodies on the superiority of wood 
boxes for shipping. Extensive publicity has been 
obtained through the local newspapers. 

F. R. Ferguson, of the Yosemite Lumber Co., 
has returned to San Francisco after an extensive 
tour of the United States, which consumed more 
than three months. Mr. Ferguson declares that 
the market for California pines in the East is 
picking up, and that he expects much better busi- 
ness the coming year. 

Prof. Emanuel Fritz, trade extension engineer 
of the California White & Sugar Pine Manufac 
turers’ Association, left Saturday for Chicago, 
where he will carry on trade extension work for 
the association. 

Cc. S. Brace, Los.Angeles representative of the 
Charles Nelson Co., spent the week in San Fran- 


WINNIPEG, MAN. 


Jan. 10.—There has been very little buying 
activity during the last two weeks. Coast prices 
have not as yet shown any indication of advanc- 
ing. Shingles, however, have advanced 10 cents 
a thousand on XXX, delivered in Winnipeg, and 
it is expected that there will shortly be another 
advance. Country retailers report that there is 
considerable figuring for spring business, but very 
little actual business being done. They have re- 
cently reduced their price to a $48 basis. The 
Mountain manufacturers are holding their annual 
meeting in Calgary on Jan. 23-24, at which time 
it is expected that they will announce a price ad- 


vance. Very few of the Mountain mills are over- 
stocked, particularly on items which interest 
Prairie trade. If they do raise their prices, 


northern spruce manufacturers will fall in line. 
Considerable business has been placed with the 
northern spruce manufacturers already at a price 
very little off regular list. 


EVERETT, WASH. 


Jan. 8 —The mill of the Canyon Lumber Co. will 
Start next Monday, following a shutdown of five 
weeks, running day shift and partial night shift 
to supply cants for the gangs. The Eclipse mill 
is down. The Parker Lumber & Box Co. is also 
shut down. Weyerhaeuser mills B and C resumed 
last Monday, while mill A, which has been run- 
ning steadily, is making ready to go down. The 
Clark-Nickerson mill is on a 5-day one-shift basis. 
The Robinson Manufacturing Co. is operating 
four days a week. Everett mills in fact continue 
on a somewhat rigid curtailment basis, there being 
small inducement to run in face of.the present 
market conditions and high priced logs. 

Association loggers maintain their stand not to 
msume work in the woods until Feb. 1. The supply 
of good fir logs is most negligible and the market 
Is very firm at $13, $19 and $25. Shingle cedar, 
owing to prolonged curtailment of shingle mills, 
is nominally on $18 base, with stock plentiful and 
the market weak. 

Work on the new mill of the Walton Lumber 
Co. progresses steadily, under the direction of E. B. 
Wight. The improvements and construction now 
under way will cost about $400,000, insuring the 
organization one of the best and most completely 


ricas Lumber Centers 


up-to-date mills in this district. There will be an 
increase of log storage capacity; also a machine 
shop and blacksmith shop to handle work that 
under the old system was sent out. 

The Everett building total during 1926 topped 
a clear million, with a total of 1,639 permits valued 
at $1,069,292. Residential construction is repre- 
sented by a total of 189 permits valued at $465,160. 
Almost half of the new construction during the 
year thus was of homes. While 1926 showed 
a slight decrease under 1925, it is pointed out that 
the aggregate for that year was considerably in- 
creased through permits for a number of large 
structures in the business district. 


KALISPELL, MONT. 


Jan. 8.—Montana lumbermen have started oper- 
ations in the timber formerly owned by W. A. 
Clark, in the Big Blackfoot area. Giant yellow 
pine trees in this, one of the most imposing forest 
areas, are at last being touched by the woodsman’s 
ax. The timber is being milled in the Blackfoot 
valley and some of the lumber is being marketed 
in Great Falls. It was also said that there are 
vast quantities of timber in the Blackfoot country 
which may never be lumbered because of the great 
cost of operating in that area. The operators are 
hopeful that a railroad from the Milwaukee will 
before long be built into this area, called the 
Missoula-Great Falls extension. 


SEATTLE, WASH. 


Jan. 8.—Joe Mergens, line yard operator of 
Weyburn, Saskatchewan, is spending some time 
in Seattle visiting his son Harold J. Mergens, 
connected with the Ball laboratory in the Stimson 
building. 

William K. Ljungdahl, wood distillation expert 
of the Department of Commerce, is slightly ill 
this week at Enumclaw, and has postponed a meet- 
ing in this city with charcoal manufacturers and 
others interested in wood products. 

A. L. Dunn, president of the Dunn Lumber Co., 
left a few days ago on his annual visit to Minne- 
apolis and adjacent territory. 

John Collins, president John Collins Lumber Co., 
has received a postcard dated Gibraltar from Roy 
W. Thomas, manager of the Walton Lumber Co., 
Everett, now on a tour of the world. 

Renton Woodwork & Manufacturing Co. is the 
new name of the Seattle Lumber & Manufacturing 
Co., with capital at $50,000, according to articles 
of incorporation filed this week with the secretary 
of State. 

Lyle S. Vincent, of Lyle S. Vincent & Co., has 
returned from an eastern trip that took him to 
the principal Atlantic coast centers. 

H. N. Proebstel, traffic manager of the West 
Coast Lumbermen’s Association, is at a local hos- 
pital suffering from blood poisoning. A few days 
ago, while moving into a new house, he acci- 
dentally scratched an elbow. His forearm has 
been slit to the hand and the case is progressing 


favorably. 
SPOKANE, WASH. 


Jan. 8.—Business in western pines picked up 
during the first week of the year, there being im- 
provement in both orders and inquiries. Prices 
have shown no change, but there is a decided tend- 


ency toward greater strength in Nos. 3 and 4 
pine boards, supplies of which are short. 
The Long Lake Lumber Co. recently bought 


from the Northern Pacific railway about a million 
feet of timber, mostly pine but containing some 
fir, on a section west of the Spokane River, near 
Highland siding on the Great Northern. The con- 
tract to log this timber has been let to Frank 
Worthington, Spokane, who has already started 
operations. A second shift has been started at 
the Phoenix mill of the Long Lake Lumber Co., 
Spokane, to handle the logs. The timber is but 
a few miles by truck from the Phoenix mill. 

Arthur Bevan, of the Red Cedar Shingle Bureau, 
Seattle, is to address the meeting of the fire and 
accident prevention bureau of the Chamber of 
Commerce on Jan. 19. Mr. Bevan will discuss the 
alleged fire hazard of cedar shingle roofs. The 
invitation to Mr. Bevan was extended at the sug- 
gestion of R. W. Beal, chairman of a special com- 
mittee of the Spokane Hoo-Hoo Club. 

T. J. Humbird, president Weyerhaeuser Sales 
Co. and the Humbird Lumber Co., accompanied by 
Mrs. Humbird, will leave the latter part of the 
week for Valrico, Fla., where he and Mrs. Hum- 
bird will be the guests of his uncle, David Humbird. 

I. N. Tate, assistant sales manager Weyer- 
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in leather, $8.50. AMERICAN LUMBERMAN, Publish- 
ers, 431 S. Dearborn 8t., Chicago, Ill. 


haeuser Sales Co., is expected home the latter 
part of this week from a month’s eastern trip. 

E. C. Wert, secretary-treasurer Long Lake Lum- 
ber Co., accompanied by Mrs. Wert, left on a 
month’s stay in southern California. 


DENVER, COLO. 


Jan. 10.—The local lumber market continues 
quiet. Weather has been warm during the last 
week, and building was worked on in this section, 
so there was a slight increase in demand over that 
during the two cold and stormy weeks prior to 
Christmas. Jay T. Williams, Denver building in- 
spector, reports that the outlook for building dur- 
ing 1927 is bright. A similar report comes from 
the building inspector of Pueblo. Wholesalers here 
state that very few orders are coming in now, 
and they do not look for much change until toward 
spring. 

The McPhee & McGinnity Co. has just completed 
the construction of a large shed, 30x170 feet, at 
Alamosa, Colo., in which will be stored sash, doors, 
roofings and finished lumber for the retail trade. 


VANCOUVER, B. C. 


Jan. 8.—When Premier Stanley Bruce, of Aus- 
tralia, reaches British Columbia next week, to 
take passage for the southern commonwealth on 
his return from the Imperial conference of pre- 
miers he will be waited on by Premier Oliver and 
members of the British Columbia government to 
take up the question of a preference on lumber 
from this Province imported by Australia. The 
British Columbia authorities have seen a larger 
and larger share of the 


JANUARY 15, 1997 


54-inch Wickes Bros. self-contained gang—the first 
self-contained gang of that size ever built—ang 
also has a Prescott vertical band resaw. One wing 
of the plant will contain a shingle mill, which is 
not yet equipped. The kilns are in process of con- 
struction. The planing mill has not yet been built 


MINNEAPOLIS, MINN. 


Jan. 11.—The new year is too young to be pro- 
ductive of any measurable amount of lumber busi- 
ness. Buyers are reluctant to place large orders. 
There are some encouraging signs, however, There 
has been a large number of inquiries for northerp 
white cedar poles. Post buyers are still holding 
off, though their stocks are light. They express 
a belief, however, that in the spring there Will be 
considerable fence building. The hardwood whole. 
salers have likewise had some inquiries, for stocks 
of factory users are running extremely light, f¢ 
the season opens favorably, there is assurance of 
heavy sales of sash and doors. Millwork plants are 
running on short schedules as a general rule. 

Woods work is continuing, although under some- 
what of a handicap, due to heavy snow and poor 
weather. The white cedar men are doing little 
work. 

Fred Bauman has been added to the sales force 
of the Tozer Lumber Co. 

Harry C. Cheney has been appointed assistant 
to S. W. Backus, vice president of the Backus- 
Brooks companies. The announcement showed 
that among the companies now owned by the Back- 
us-Brooks interests are: The Insulite Co.; the 
International Lumber Co.; the M. & O. Paper Co.: 





great market for lumber 
in the Australian com- —— 





monwealth being cap- 
tured by American lum- 
ber mills in spite of the 
trade treaty between 
Canada and _  <Australia. 
Alteration of that treaty 
will be sought in the in- 
terests of British Colum- 
bia products. Reduction 
in Australia’s duty on 
Canadian lumber and box 
shook will be asked. 


Announcement by Pre- 
mier Oliver that this 
change of policy will be 
urged on Premier Bruce, 
followed a conference be- 
tween the government 
and representatives of 
the Canadian Manufac- 
turers’ Association, head- 
ed by Hugh Dalton, sec- 











retary of the British 
Columbia branch. It was 
pointed out that Aus- 
tralia admits other Brit- 


Primitive methods used for air drying mahogany in Central America. 
The sawn boards are stacked on end in the air to season in the sun 





ish Columbia products on 
a preferential tariff, but that lumber products 
were not included in the treaty arranged between 
the governments of the two Dominions. 

To support their claim the Canadian manufac- 
turers state that Australia, under the trade treaty, 
is granted preferential tariffs in Canada on cer- 
tain specified articles. In addition she is granted 
by Canada the same preferences allowed Great 
Britain. The making of treaties is exclusively in 
the hands of the Federal Government, but the 
provincial government hopes, by enlisting the 
sympathy of Premier Bruce to be able to effect 
the tariff changes in lumber by following the mat- 
ter up with the Dominion authorities at Ottawa. 

Almost unique among the larger mills on the 
Coast, the Barnet Lumber Co.’s plant is again 
operating at full capacity on a day shift. It is 
the hope of the management to secure sufficient 
business to begin operating on night shift again 
soon. Other mills are still busy with overhaul, 
and many of them are holding off commencement 
of cutting indefinitely, because of dull trade and 
present market conditions. Logging camps are 
still down, few men having been sent back to the 
woods since the holiday. Activity in getting out 
logs is now contingent on the movement on the 
part of the sawmills. Some interesting develop- 
ments are expected shortly in that connection. 

The new sawmill of Capilano Timber Co., North 
Vancouver, started up the middle of December, and 
has been cutting very largely on material for its 
own uses. The Capilano Timber Co. is one of the 
well known timber owning and logging concerns of 
British Columbia, and is now entering the manu- 
facturing business on a large scale, having hereto- 
fore operated a shingle mill. The new mill is de- 
signed especially for manufacturing western red 
cedar and western hemlock. It is a double mill, 
although only one band mill has been installed so 
far. The mill is of generous proportions, of extra 
heavy construction, and is up-to-the-minute in 
every respect. It has an 8-foot Wheland band, a 


The Northern Pole & Treating Co.; the Keewatin 
Lumber Co.; the M. D. & W. Railway Co.; the 
Midwest Land Co. 

Paul Gray has become associated with the Luce- 
Lindgren Co., of Minneapolis. 


NEW YORK, N. Y. 


Jan. 10.—Wholesalers and retailers agree that 
fundamentally the market is sound, and that im- 
provement in business once it starts will be rapid. 
A good sign is that prices on all lumber are hold 
ing their own. All agree that business is better 
now than it was a year ago, prices firmer and the 
outlook generally brighter. 

On Jan. 21 the annual meeting and election of 
the Nylta Club will take place. Bighteen nomi- 
nations have been made for the six vacancies in 
the directorate, so that balloting will be lively. 
The directors will meet later to select the new 
Nylta officers. 

O. J. Mann, wholesaler, returned today from a 
stay of two weeks at mills in Georgia. Mr. Mann 
visited the plants of the Reynolds Bros. Lumber 
Co., Albany, Ga.; the Reynolds and Manley Lumber 
Company, Savannah, and the Cleveland-Oconee 
Lumber Co., Atlanta. He said there are fair stocks 
of lumber at the mills. Mr. Mann’s office here is 
receiving a nice line of inquiries for hardwoods, 
and some orders. 

Parks Motlow, formerly with the Williams & 
Voris Lumber Co., Chattanooga, Tenn., has started 
his own business in New York as a wholesaler, with 
temporary headquarters at the Knickerbocker 
Hotel. 

G. F. Farrell, wholesaler, will leave Wednesday 
for California to spend nearly three months. 

LeRoy Christy, of the Christy Lumber Co., re- 
turned recently from an extensive trip to mills on 
the Pacific coast. He is spending the present week 
on a business trip in the East. 

H. S. Bond, recently vice president Lawson & 
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McMurray, Hoboken, N. J., has entered the whole- 
sale business in New York under the title of Bond 
Lumber Co., with offices in Grand Central Ter- 
minal. 

A number of New York, Westchester and Long 
Island lumbermen have obtained reservations on 
the Lumbermen’s Special, which will leave Jan. 24 
for Syracuse, where the Northeastern Retail Lum- 
permen’s Association will hold its annual conven- 
tion, Jan. 25, 26 and 27. 

G. F. Herdling, new president of the Knot 
Golfers and a prominent lumberman, will leave Jan. 
22 for Pinehurst, N. C., on a vacation. 

Lawton & Everett is the name of a new whole- 
sale organization that has just started business 
in Grand Central Terminal. Principals are W. C. 
Lawton and R. B. Everett. Mr. Lawton was 
formerly in the lumber business in Baltimore and 
Philadelphia, as well as on the Pacific coast. Mr. 
Everett was lately with the Hoban, Hunter & 
Feitner Co. 

Ralph M. Davenport, formerly of the Daven 
port-Evans Co., Boston, has been placed in charge 
of a new department by Robert R. Sizer & Co. The 
Sizer company plans to extend its service in West 
Coast uppers, cedar siding, fir and hemlock molding 
and Sitka spruce. Ryland R. Sizer has been on a 
hunting trip in North Carolina, and also visited 
his father’s birthplace at Orange, Va. 


BOSTON, MASS. 


Jan. 11.—There has been a healthy expansion 
in the demand for some lumber lines during the 
last week. The lumber market as a whole is still 
quiet, however. Extremely severe weather has 
held yard trade to the minimum. 

Persistent reports of a much lighter cut than 
usual in New Brunswick, Nova Scotia and Quebec 
are being circulated, but retailers say that if spring 
offerings are inadequate, they can always depend 
upon plenty of West Coast softwoods. Four schoon- 
ers brought cargoes of Provincial lumber last week, 
and two shipments also arrived by steamer, all 
from Nova Scotia ports. 

R. W. Beecher, of the Woodstock Lumber Co., 
has been appointed assistant to Karl D. Scates, 
assistant general manager and specialist on West 
Coast woods. The company recently added four 
new offices. 

The Merrick Lumber Co., East Hampton, has 
installed concrete piers under the yard piles with 
very satisfactory results. 

W. T. Butler, president Berkshire Lumber Co., 
Pittsfield, recently enjoyed a duck hunting expedi- 
tion in the South. 

Ralph B. Wilson, of the Wilson Lumber Co., 
Portland, Me., recently spent several weeks on the 
West Coast, studying sources of supply. 


PITTSBURGH, PA. 


Jan. 11.—The lumber market continues quiet, 
road men reporting to their wholesale headquar- 
ters here that dealers are still taking inventory. 
Retailers report 1926 to have been fairly good, 
but not as good as 1925. Lumber is now 5 per- 
cent lower than at this time last year, according 
to reports from retailers, and generally speaking, 
there has been a lower level of prices through- 
out the last year. Inventories are lower than ever 
at the beginning of the year, and there is more 
hand-to-mouth buying than ever before. There 
are few transit cars now, indicating that the 
market is slow. Wholesalers report collections 
very slow. Some hardwood wholesalers reported 
today a decided increase in activity, demand being 
especially brisk among Detroit automobile fac- 
tories. Some increase is noted in red and white 
oak prices, especially in No. 2 common and sound 
wormy grades. In No. 2 common red oak, which 
is scarce, the advance has reached $2 to $3 a 
thousand. Wholesalers generally report Idaho 
white pine and Pondosa pine prices soft in spots, 
owing to mills being long on some items, par- 
ticularly No. 2 and better. There are scarcities 
in No. 3 of both Idaho and Pondosa, and in No. 4 
Idaho. California white and sugar pine prices 
are unsettled. Southern pine is reported to be 
selling below cost of production, and for that 
reason many mills hold for better prices. Bad 
weather in the South has held up production. 
Fir, cedar and redwood show some advances, as 
loggers have increased log prices, and for the 
further reason that the mills closed down over the 
holiday period. Prices of lath in the Pittsburgh 
market ‘show an upward trend. Spruce lath are 
$7.70@8, depending on freight rates. 

John W. Kendall, secretary Kendall Lumber Co., 
has returned from a trip to the Bermudas and is 
spending this week in the East in the interest 
of the company. 

The board of directors of the Retail Lumber 
Dealers’ Association of Pennsylvania has dispensed 
with its meeting this month on account of the 
annual convention here the first week in February. 

Joseph Broido, president Pittsburgh Lumber- 
men’s Club, left the latter part of the week for 


a month's tour of Florida and other southern 
States. 

Two Pittsburgh lumbermen were elected mem- 
bers of the board of directors of the Pittsburgli 
Builders’ Exchange at the annual meeting held 
last Thursday, these being Charles H. Bruckman, 
Bruckman Lumber Co., and Walter E. Hatch, 
Keystone Lumber Co. 


PHILADELPHIA, PA. 


Jan. 10.—The Philadelphia Wooden Box Manu 
facturers’ Association, through its secretary, has 
made a very interesting report on last year’s activi- 
ties, which in part states: “The volume of lumber 
consumed by the box industry in Philadelphia was 
xreater in 1926 than it was the preceding year. 
In other years the manufacturers of substitute 
containers made great gains among our customers, 
but 1926 shows that we have held our own very 
well. Many of the former customers have returned 
to the use of wood boxes after a trial with substi- 
tutes. If the railroads were to adjust their rates 
so that each kind of package would have to bear its 
just burden of handling costs, the increase in rates 
on goods packed in substitute containers would 
surely improve the wooden box business.” 

The Cherry River Boom & Lumber Co. is one of 
the local companies that reports a fairly good year, 
with all mills and woods operations running full 
time, and sales keeping pace with its production. 
The sales force is ready for its annual visit to 
the mills. This year the itinerary will be extended 
to inelude a visit to the recently acquired hardwood 
operations in North Carolina. 

Luther C. Ogden, president Pennsylvania Lum- 
bermen’s Association and a widely known retailér 
of Cape May, was reélected director of the Cape 
May County Board of Freeholders for 1927. He 
was also named director of public affairs. Ogden 
has been responsible for a number of new projects 
in the seashore municipality. 

E. D. Wood, of the Camp Manufacturing Co., 
succeeded in bagging 56 ducks during the week he 
spent on his house boat at Chincoteague. 

James A. Richardson and Joseph Hyde have 
severed their counections with the Geissel & Rich- 
ardson firm, and will engage in the retail lumber 
business under the firm name of Hyde & Richard- 
son. They will select a location in the near future, 
their temporary office being in the Otis Building. 


TORONTO, ONT. 


Jan. 10.--During November and December the 
market was a little firmer and dealers have been 
slowly picking up any real bargains. As a result, 
the larger buyers are fairly well stocked up, and 
there is not likely to be much activity until these 
stocks begin to move out. Wholesalers, however, 
appear to have been doing as much business this 
month as they expected to. A prominent whole- 
saler says that the dealer himself is beginning to 
realize that he will have to pay a little more 
money for some lines than he has been paying 
during the last few months. Production has been 
reduced and the demand is holding up. As a result, 
some stocks have become broken, and lines that are 
ready sellers are scarce. 

R. J. Davies, of Toronto, has built a lath mill 
at Blind River, Ont., on the site of the former 
White Pine Lumber Co., and will start operations 
in a few weeks. 

Bert Harling, for the last eight years associated 
with the Seaman-Kent Co. (Ltd.), Toronto, has 
joined the sales staff of E. H. Stanners, hardwood 
flooring, Toronto. 

D. L. Davidson has joined the sales staff of P. W. 
Gardiner & Son, Galt, Ont., succeeding the late 
A. C. MeDonald, Toronto. Mr. Davidson was for 
a number of years with the Boake Manufacturing 
Co., Toronto. 

D. H. Johnston, Montreal representative of R. G. 
Chesbro, Toronto, wholesaler, has been appointed 
eastern Canadian sales manager of the Vancouver 
Lumber Co., Vancouver, B. C. 

A. E. Roberts, Vancouver, B. C., formerly Brit- 
ish Columbia lumber commissioner for the East, 
has returned to Toronto after an absence of some 
time and will take up his residence here. 

E. L. Sauder, of the Sterling Lumber Co., Van 
couver, B. C., is spending some time in Toronto 
on business. 

Peter J. Grant, northern Ontario lumber manu- 
facturer, has been elected mayor of New Liskeard, 
Ont. 

Col. Milton Francis, lumberman, Port Arthur, 
Ont., has been reélected mayor of that city for 
1927 by acclamation. 

W. A. Fraser, of the Trenton Cooperage Co., 
Trenton, Ont., has been elected mayor of Trenton 
by acclamation. 

D. McLaren, president Union Lumber Co. (Ltd.), 
Toronto, while exercising in the squash courts of 
the Carlton Club, had the misfortune to sever one 
of the ligaments of his leg, and was laid up for 
some time. 
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alifornia White Pine 
alifornia Sugar Pine 


and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 


4sk LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHICAGO, ILL. 


Tel. Harrison 1295 


/ California \ 
White Pine 


BOX, SHOP AND CLEARS 














H. B. Hewes. C. D. Terwilliger, 
President Sec.-Treas. & 
W. T. Virgin. Mgr. 
Vice-President F. E. Walker, 
R. H. Downman Asst, Sec. & 
1. W. McWilliams Treas. 











We invite your inquiries and orders. 
Clover Valley Lumber 
\ Cc o LOYALTON, 
e9 CALIFORNIA 





CALIFORNIA q 


REDWOOD 


Siding Tank Stock Shop 
Finish Silo Stock Ties 
Ceiling Squares Timbers 
Mouldings Flitches 


Union Lumber Co. 


FORT BRAGG, CALIFORNIA 


Crocker Building, - - 
Lane Mortgage Bldg., - - 


San Francisco 


Los Angeles 


Grand Central Terminal, - - New York 
London Guarantee Building, f . 

360 North Michigan pon ll t Chicago 
W. O. W. Building, . - Omaha 
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The MULTNOMAH HOTEL 


PORTLAND, OREGON 























Local Headquarters for Timbermen 
550 ROOMS—300 WITH BATH 
ERIC V. HAUSER, President R.W.CHILDS, Manager 


“Another of America’s Exceptional Hotels” 
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Special Source 
for Industrial 
Buyers 
PORT ORFORD 


CEDAR 
a Specialty. 


Philippine Mahogany 
Spruce, Red Cedar, Redwood 
Fir, Hemlock and Pine. 





Ladder stock — Box shooks— 
Casket shooks. 


Air dried, 4/4 to 16/4 
Port Orford Cedar and 
Spruce in stock North 
Kansas City yard. Can for- 
ward on through rate, east 
and south. 


A trial order will prove 
the advantage of buy- 
ing from us. 


R. L. SMITH 


Lumber Co. 


1900 Armour Road 
North Kansas City, Mo. 
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The oO i - 
WHITE dive atty bloc tn 
HENRY yok wend 
STU ART district. 
Building, 


Office headquarters for the Nerthwest 
Lumber Industry. 
Let us tell you all the reasons why. 


METROPOLITAN BUILDING COMPANY 


1301 Fourth Avenue 























saun SHORTLEAF 


Base, Casing, Edge and Flat 
Grain Flooring, Ceiling, Partition 
Finish (all thicknesses), Mouldings 
1" and 2" Yard Stock up to 20’ long 


| = 


Also SOUTHERN HARDWOODS 


DAVIS BROS. 


LUMBER CO., Ltd. 
ANSLEY, LA. 
































































































































DULUTH, MINN. 


Jan. 10.—Sales officials have experienced a dis- 
tinct improvement in the inquiry for all classes of 
northern pine lumber during the last few days. 
That has been attributed to operators of retail 
yards over this territory having been compelled to 
come into the market to round out depleted stocks. 
Mixed carlots of northern pine lumber have been 
going out from mill yards on a larger scale lately 
and trade conditions are regarded as generally on 
a sound basis, with the credit situation thought 
to be satisfactory. Quotations have been fully 
maintained in all classes of northern pine lumber, 
no disposition to shade being reported from any 
quarter. 

Bookings of some moderate orders of the top 
grades of northern pine lumber for prompt ship- 
ment to middle western and eastern points for use 
in pattern making are reported. 

The market in woods products has developed 
more satisfactorily than had been looked for. 
Buyers for the railroads have been actively in 
the market for ties and the closing of some sub- 
stantial contracts is reported, with the market 
on hardwood ties standing at 90 cents to $1 and 
on softwoods at 75 to 85 cents. More active 
contracting for pulpwood is_ reported. Paper 
mills show anxiety to cover their wood require- 
ments for the season as early as possible in the 
belief that the output of wood this winter would 
be curtailed by extreme cold and deep snows in 
the woods. The general impression is that the 
season’s output of pulpwood will fall short of 
requirements and buyers are reported to be offering 
better prices in some cases in zones carrying higher 
freight rates. 

All the sawmill companies as well as the smaller 
operators who had planned to work this winter 
are now actively engaged in the woods and logs 
are moving out in sufficient volume to maintain 
mills in full operation. It is estimated that on 
the whole, however, outputs of saw logs and other 
woods will fall short of estimates. 

Duluth dealers are reported to have landed some 
fair sized orders from contractors to carry through 
new construction projects awarded since the begin- 
ning of the year. Under that category is included 
some round lots of lower grade lumber for con- 
crete forms. 

Charles Matson, sales manager of the Virginia 
& Rainy Lake Co. at Duluth, reports a good open- 
ing-up of inquiry for northern pine lumber from 
retailers at Duluth and Superior. 

Officials of the Zenith Box Lumber Co., Duluth, 
expressed gratification over the recent active in- 
quiry for boxes and box shook from points over 
the middle West. 


COLUMBUS, OHIO 


Jan. 10.—Hardwood trade has shown marked 
activity since the first of the year. Buying, espe- 
cially by industrial plants, has developed rapidly 
and a gradual expansion of business is expected. 
Owing to short stocks both in the hands of retailers 
and factories a better run of business is expected. 
Automobile factories are probably the best buyers, 
while furniture factories, concerns making musical 
instruments and agricultural implements are not 
far behind. Box factories absorb low grade stocks 
to a large extent. ag expect to buy to 
replace broken stocks in order to be in a position 
to take care of the spring building rush. The tone 
of the market shows improvement in all sections. 

F. B. Pryor, sales manager of the W. M. 
Ritter Lumber Co., has returned from a business 
trip to Detroit and other Michigan points. He 
reports a general revival in the automobile trade. 

Southern pine trade is still rather weak and 
irregular although signs of improvement are ap- 
pearing. Wholesalers believe that trade will grow 
better as the spring building season approaches. 
It is believed that building operations in 1927 will 
equal those of 1926. Transit cars are numerous 
and often sold at rather low quotations. All items 
are rather weak, rough finish, flooring and siding 
showing the most strength. 

The year 1926 was the second best year in the 
building history of Columbus. According to a 
report of the Columbus Building Department there 
were 6,915 permits issued during the year for 
structures valued at $25,350,700, compared with 
7,049 permits and a valuation of $29,356,300 in 
1925, the banner year. In December the depart- 
ment issued 296 permits with a valuation of $1,- 
054,300, compared with 336 permits and a valua- 
tion of $1,693,400 in December, 1925. During 
the year dwellings to the number of 2,377 were 
licensed, compared with 2,404 in 1925. These rec- 
ords do not include the residence building in 
the suburbs of Columbus, many of which are sepa- 
rate corporations. 

Two safes in the office of the H. H. Giesy & 
Bros. Co., wholesale house of Columbus, were 
broken into recently and about $75 was stolen. 

The Department of Education of Ohio, of which 


Vernon M. Reigek is director, backed by the Ohio 
Forestry Department, of which Edmund Secrest 
is the head, and with the assistance of the Diyj- 
sion of Conservation of the Ohio Federation of 
Women’s Clubs has ordered that the Forestry 
Primer be placed in all of the public schools as 
supplementary reading. Every school is urged to 
go through the primer during the school year. 

L. C. Castoe, with the Morgan Lumber Sales 
Co., who was taken seriously ill at Tiffin, Ohio 
several months ago, has recovered sufficiently to 
start work on the road. 

George F. Bareis, retailer of Canal Winchester, 
Ohio, and chairman of the board of directors of 
Heidleberg College, Tiffin, has donated $1,000 to 
that institution. 

E. H. Bullard, of the W. M. Ritter Lumber Co., 
traveling in Central Ohio territory is recovering 
from the effects of an appendicitis operation. 

Joseph McNally, head of the Grandview Lumber 
Co., has moved into a new home in Upper Arling- 


ton. 
KANSAS CITY, MO. 


Jan. 11.—With buyers representing some 600 
line yards getting into the market the latter part 
of last week, the volume of orders placed took a 
sudden spurt and prices began to stiffen. It is 
said that line-yard inquiry approximating 5,000,000 
feet was put out during the week and there is more 
to come. Some straight cars were in the lot, but 
mostly the early orders were for mixed cars to fill 
out assortments for the early trade, to be followed 
later by regular spring stock orders. In addition 
to the line-yard buying was the inquiry for, or the 
placing of, a good volume of industrial business, 
particularly by millwork plants and box factories. 
Aside from this business, sales managers reported 
a good inquiry from individual yards in the South 
and Southwest. Northern and eastern yards have 
not yet come into the market, and some sales man- 
agers are not looking for much eastern demand for 
awhile. 

R. E. Long, who handles commission accounts in 
Oklahoma City, Okla., visited among local lumber- 
men last Friday and Saturday. 


ALBUQUERQUE, N. M. 


Jan. 10.—The Atchison, Topeka & Santa Fe 
Railway treating plant has put in a new timber 
sizer, with blower, and a concrete unloading 
sump, and the entire plant has been motorized. It 
is now running full capacity, treating about 6,500 
ties a day with 8 pounds to the cubic foot, 45 
percent oil and 55 percent creosote. The heavy 
proportion of oil is to prevent checking in the dry 
regions in which the treated ties are laid. In 
October the last of the 515,000 ties bought from 
the Santa Barbara Tie & Pole Co. were brought 
from Domingo, whither they had been driven 
down the Rio Grande to a boom. The 1927 tie con- 
tracts include Arizona ties from the Cady Lumber 
Corporation, at McNary and Flagstaff; the Arizona 
Lumber and Timber Co., Flagstaff; the Saginaw 
and Manistee Co., at Williams, and the Standard 
Lumber Co., at Standard; and New Mexico ties 
from the McGaffey Co., at McGaffey, and the 
Gross Kelly Co. at various points from Springer 
to Mountainair, including hewed ties. 

R. M. Wirka, of the Forest Products Laboratory, 
Madison, Wis., is here on a codperative study with 
the Santa Fe in the utilization of cork bark fir 
ties. About 600 ties of this wood are being 
shipped to Madison for testing different kinds of 
preservative methods to determine which are best 
suited to the peculiarities of this wood; painting 
ends, and using S-irons, wire, and other binders 
to overcome end checking. Twelve hundred will 
be laid in a test track for observation. The Santa 
Fe has four miles of test track here, and another 
at Socorro, N. M. 

After a holiday visit to Albuquerque relatives, 
Otto J. Olson has returned to Ferndale, Calif., 
where he is pond foreman for the Sugar Pine Lum- 
ber Co. He was formerly with the American Lum- 
ber Co. plant here, now the Breece mill. 

Roy Nickerson, manager of the Saginaw & 
Manistee Lumber Co., at Williams, Ariz., was in 
Albuquerque on business this week. 

A. C. McIntyre has resigned as technical forester 
on the Coconino Forest, Flagstaff, Ariz., to engage 
in research for the Department of Forestry of 
Pennsylvania State College. 

The investigative committee of the Southwestern 
Forest Service District met in Albuquerque, Jan. 
10, to review work accomplished and discuss and 
plan new projects. District Forester Frank C. W. 
Pooler is chairman of this committee, and other 
members include Assistant District Foresters John 
Kerr (Grazing), Quincy Randles (Forest Manage- 
ment), Hugh G. Calkins (Operation), John D. 
Jones (Public Relations), and Morton M. Cheney 
(Lands) ; Directors G. A. Pearson (Southwestern 
Forest Experiment Station, Flagstaff), M. J. Culley 
(Santa Rita Range Reserve, Tucson), and J. D. 
Schoeller (Jornada Range Reserve, Las Cruces, N. 








JANT 


Mex. 
Fore 
(Car 
Coop 


— 


. om & «> o@ | tes et 


27 


lio 
st 
vi- 
of 
Ty 
as 
to 


es 
0, 
to 
Tr, 


of 
to 


—rteoonar ae OS 


i ee ee 


 - 


SR OO Oe a ee ee Ce Oe 





January 15, 1927 


AMERICAN LUMBERMAN 


91 





—s 


Mex.) ; Supervisors Paul H. Roberts (Sitgreaves 
Forest, Holbrook, Ariz.) and Stanley F. Wilson 
(Carson Forest, Taos, N. Mex.), and Charles K. 
Cooperrider. 


LAKE CHARLES, LA. 


Jan. 10.—There was very little activity in south- 
ern pine last week, but inquiries were sufficiently 
numerous to indicate an early, rather marked im- 
provement. Unfavorable weather over most of the 
South has delayed buying to some extent. Re- 
tailers are just now getting ready to take on more 
stocks. In this immediate locality the weather has 
been very favorable with practically no rain. Log- 
ging camps are operating without great difficulty 
and production at most of the larger mills is grad- 
ually getting under way. Some smaller plants are 
closed down and will no doubt remain idle until 
after the market opens up to some extent. 

Outside of timbers and heavy dimension, no 
items show any marked activity. Building mate- 
rial is in fair demand and demand for all items 
of upper grades and finish should show a marked 
improvement during the coming week. Oil field 
material moves well in this territory and manu- 
facturers are encouraged over the export outlook. 

General conditions are improved and recently 
the rice market has begun to open up at greatly 
improved prices. The price of cotton is still un- 
satisfactory and very little is being sold. Banks 
are assisting materially in an orderly marketing 
of both crops. Lumber manufacturers show a dis- 
position to move slowly and hold firm to present 
prices. There is still a tendency on the part of 
buyers to bargain for lower prices but mills pay 
very little attention to such inquiries. 


BEAUMONT, TEX. 


Jan. 10.—Texas and Louisiana pine mills report 
that stocks are lower even than on Jan. 1, 1926, 
when they were. lower than for many years and 
as there has been a big increase in orders during 
the last week the mills are going to have little 
chance to build up badly broken stocks. Retail 
yards are filling out their stocks by rush orders, 
and future delivery orders are also piling up at 
the mills. Prices are holding firm, and every indi- 
cation points to big business for the pine mills 
from this time forward. Locally, Beaumont is 
entering upon the biggest building year in her 
history. 

The hardwood situation is declared to be very 
satisfactory. The market is the best “normal 
times’ market in any January of recent years. 
There are no weak items, and the gums continue 
to lead the market in both price and demand. 

Increasing volume of pine and hardwood exports 
from Beaumont to Mexican Gulf ports has resulted 
in the Gulf Export & Transportation Co. (the 
Bowie Line) to announce a 12-day service between 
Beaumont and Mexican ports. The schooner 
Nomis, loaded with pine and hardwood here, 
sailed for Tampico Sunday. The big schooners of 
the line are towed to Tampico by the ocean-going 
tug, Col. Rockwall, and sail back under their own 
canvass. The company also operates three former 
steamers which have been converted into barges, 
which, of course, are towed both ways. 


HOUSTON, TEX. | 


Jan. 10.—Stabilized prices and increased de- 
mand for general yard items in pine were reported 
last week. Retail buying became lively, although 
most of the orders seemed to be for rush business. 
Yards have not been putting in heavy stocks, but 
merely replacing items they were short of. Busi- 
ness is reported fair to good in all sections of 
the State, and particularly good in the Valley. 
Local lumbermen say they have received more in- 
quiries' in the last two weeks than for the six 
weeks previous. Longleaf finish is moving slowly, 
on account of fir competition. Shortleaf finish is 
in good demand. Dimension is moving especially 
well. The timber market is strong; thirty cubic 
average for export being 50 cents higher than in 
December, and $1 more than in November. 

Overflowed timber land and low stock have com- 
bined in putting up hardwood prices. Inquiries 
pouring in indicate numerous orders will be re- 
ceived within the next week or so. Sap gum is the 
leading item, with prices $50 for FAS ; $38@40 for 
No. 1. Plain red gum, No. 1 common, has been 
showing some signs of life. The price quoted last 
week was $45. Preparations for spring building 
have created a better demand for cypress. One 
firm last week booked an order for 1,000,000 feet 
of gum from a furniture factory. 

A. M. Hill, president, and W. L. Behan, vice 
president, of the Hill-Behan Lumber Co., St. Louis, 
were in Houston on business last week. 

J. E. Dulwetter, of Cincinnati, Ohio; F. V. 
Ford, of New York City, and G. M. Whitson, of 
Grand Rapids, Mich., were visitors at the hard- 
wood department of the Kirby Lumber Co. last 
week. They were taken over the mills of the com- 
pany at Voth and Call, Tex., and Maryville, La., 


by E. F. Horan, manager of hardwood sales. Mr. 
Dulwetter represents the Kirby company in Ohio 
and Indiana, Mr. Ford, in New York, and Mr. 
Whitson, in Michigan. 

R. P. Creson, of the Morgan Lumber Sales Co., 
of Columbus, Ohio, visited with Houston lumber- 
men last week. 

R. W. Wier, president R. W. Wier Lumber Co., 
announced the birth of his first-born, a daughter, 
on Jan. 2. 

Cc. P. Myer, of San Antonio, vice president and 
general manager of the R. W. Wier Lumber Co., 
visited the main offices in Houston Thursday. 


BOGALUSA, LA. 


Jan. 10.—V. M. Scanlan, president of the Lamar 
Lumber Co., Hattiesburg, Miss., accompanied by 
the stockholders in his concern, visited Bogalusa 
a few days ago and were guests at a meeting of the 
Bogalusa Chamber of Commerce. Returning to 
Hattiesburg, Mr. Scanlan, in appreciation for 
hospitality shown, wrote a letter to W. H. Sullivan, 
president of the great Southern Lumber Co. and of 
the Chamber of Commerce, in which he comments: 
“We were impressed deeply with the manpower 
present at this meeting, with the fine spirit of 
coéperation, the wonderful coédrdination of the 
forces represented and the decisive evidences of 
civic pride and loyalty.” 

Visiting Bogalusa for the first time in eighteen 
years, Mrs. C. I. James has been spending some 
days here. She is the widow of the late C. I. 
James, a director of the Great Southern Lumber 
Co. who was well known for his interest in Boga- 
lusa. Mrs. James expressed amazement at the 
city’s metropolitan appearance compared with that 
of the town she used to know. 

The report that the Great Southern Lumber Co. 
has leased over 700,000 acres of land to the Gulf 
Oil & Refining Co., for oil prospecting and well 
drilling purposes, was confirmed by W. H. Sullivan 
at a big dinner-meeting of the Bogalusa business 
community, held under the auspices of the Cham- 
ber of Commerce. Mr. Sullivan expressed his 
certainty that oil will be found in Washington 
Parish, and pointed out the vast industrial advan- 
tages which such a discovery would bring to Boga- 
lusa. The meeting was attended by three hundred 
citizens and was the most enthusiastic booster 
gathering held since the days of the World War. 

H. C. White, president Bogalusa Furniture Co. 
(Inc.), left a few days ago for Grand Rapids, Chi- 
cago and New York, where he will exhibit some 
of the products of his company at the furniture 


shows. 
BIRMINGHAM, ALA. 


Jan. 10.—Owing to continued rains, woods work 
is about at a standstill. Repairs are going on at 
most mills. Stocks are broken as a general thing. 
Few mills show any surplus in the Nos. 2 and 3 
grades. Partly dry dimension can be seeured for 
immediate shipment but thoroughly dry items can 
be had in limited quantity only. Lath are slug- 
gish, and prices took another tumble early this 
week, though only green stock seems to be offered 
in more than one-car lots. Dropping grades of 
flooring and siding in patterns Nos. 117 and 105 
are in demand, and mills are selling in limited 
quantities. Retailers complain at delays in getting 
rush orders filled, as contractors are demanding 
immediate delivery. Dealers expect a larger pro- 
gram for residence construction this year than 
last. Buying for the new year is getting under 
way, and, if weather permits, the incoming ship- 
ments will hit the usual stride by the end of next 
week. Southern pine prices for special items are 
about the same as last week’s. Southern hard- 
woods continue slow. Mills are operating as usual, 
and with fairly satisfactory order files in most 
instances. Stocks are in good shape. Hardwood 
flooring prices did not register any change this 
week, except on the select plain and No. 1 com- 
mon, which were $1 less in straight car lots. 
Upper grades are firm. Stocks of dealers here are 
in good shape. 

Carlot prices this week were: 


Southern pine flooring, 1x4-inch, B and better 
rift, $55; No. 1 and C, $54; No. 2 $34; 1x3-inch, 
B and better rift, $75; No. 1 and C, $60; No. 2 
$35 ; 1x4-inch, B and better flat, $44; No. 1 and C, 
$40; No. 2 $21.50. 

Drop siding, 1x6-inch, B and better, No. 105, 
$46; No. 1 common, $41; No. 2 $25. 

Dimension, 2x4—8, $21 ; 2x4—10, $20.50 ; 2x4— 
16, $22. 

Roof boards, air dry, 1x6-inch, $22 to 23; 
1x8, $23.50, 1x6 and wider, mixed, $23.50. 

Oak flooring, plain, red and white, }$x2%4 No. 
1, $51; select, $71. 

Lath, %x1%4x4 foot, No. 1 green, $4.25; No. 2 
green, $3.90. 

Poplar, 4/4 FAS, $83; clear saps, $66; panel 
No. 1, 10-23 inches wide, $117. 

Red gum (sap), 4/4 FAS, $45; No. 1 and 
select, $30; No. 2, $16. 


LISON’ 


SHORTLE AF-— 
YELLOW PINE 


" 


f 


FTER your inventory is 
completed you'll want 
to balance assortments and 
be ready for early builders. 
Allison’s Shortleaf Yellow 
Pine possesses those soft, 
easy working qualities so 
much desired by builders. 
Check up now on your re- 
quirements in 


Rift and Flat Grain 
Finish, Siding, Roofers 
Flooring, Mouldings, Roofers 
Shiplap, Kiln Dried Lath 


We also manufacture White 
and Red Oak, Red and Sap Gum, 
Beech, Cottonwood, Elm, Syca- 
more, Yellow Poplar lumber, 
and other Southern Hardwoods. 
Order straight or mixed cars of 
Pine and Hardwoods. 


AllisonLumberCo. 


BELLAMY, 
ALA. 




































Hardwoods 


OAK Fits.123 Qured 
Poplar, Ash, Chestnut 
Hickory and Walnut 


TIMBERS — PLANKING 


MADE (MR) RIGHT 


OAK FLOORING 


The 


Mowbray & Robinson 


Lumber Company 
CINCINNATI, OHIO 























Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler”’ | 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 
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Quality and Price 
Are Selling It 


These two together mean val- 
ue and any dealer who doesn’t 
think that right value will help 
him increase his Oak Flooring 
sales is invited to test out our 


HUDSON 
Oak Flooring 


We're producing an Oak Flooring 
of unusual value. The sales prove 
it. Let us send you samples of our 
flooring so that you can examine it 
and see if we don’t deserve your pat- 
ronage. 


Or better still try a sample order. 


Hudson Hardwood 


Flooring Company 
Sales Office: MEMPHIS, TENN. 


Plants at 


Memphis, Tenn. Vicksburg, Miss. 




















Houses and apartments 
in which closets are lined 
with Brown's Supercedar 
are easier to sell or rent. 


Because a woman 
always makes the final de- 
cision and where she finds 
Brown's Supercedar she 
makes her decision 
quickly. 

Ask for samples, prices 

and special circular. 

Some desirable exclu- 
sive territory still open. 
Write us if interested. 


C 


Gd: MEMPHIS 


WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR. 





Ash, 4/4, FAS, $85; No. 1 common, $60; No. 2, 
$28; No. 3, $20. 

Plans for the new Birmingham stadium will 
soon be ready for the contractors to make an 
estimate of costs. About a million feet of lum- 
ber will be used for forms. Lumbermen over the 
territory have subscribed liberally for stock. 

The Keeton Lumber Co., of Jasper, pine pro- 
ducer, has been taken over by the Keeton-Massey 
Lumber Co., (Inc.). One of the sawmills and plan- 
ing mills will be enlarged. 

The Jenkins Lumber Co., for many years on 
the corner Ninth Avenue and Nineteenth Street, 
has under construction a new yard at Rickwood 
Park. This will be one of the largest and most 
uptodate in this section, and will use a 10-acre 
site. 

“Shorty” Propst, one of the brothers operating 
the Propst Lumber Co., retailers, out in the Ens- 
ley-Pratt City section, has completed three months’ 
service as coach of the freshman team at the 
University of Alabama. “Shorty” sells lumber 
and building material for eight months in the 
year. 

Two concentration yards at Andalusia and New 
Brocton, Alabama, are being opened by the S. G. 
Swaim Lumber Co., of Tuscaloosa, Ala. This firm 
operates two retail yards in Florida, from which 
stocks will be brought. 

The Tuscaloosa Lumber Co., Tuscaloosa, Ala., 
has opened an office in Birmingham. This firm 
manufactures as well as retails lumber and build- 
ing materials. The Ensley-Pratt City business of 
the firm is handled through the Ensley-Fairfield 
Lumber Co. 


HATTIESBURG, MISS. 


Jan. 10.—Weather has been very favorable to 
the sawmills, and most of them are back again on 
usual running time. They are building up stocks 
slightly, but there is little chance of any surplus. 
Longleaf timbers, and especially heart specifica- 
tions, are strong in price, with the mills loaded up 
with orders for such eutting. Many orders of- 
fered now are for prompt shipment. 

The Helen White Lumber Co., Clyde, Miss., cut 
its last log a few days ago. The planing mill 
will continue for at least thirty days. Some of 
the equipment will be taken to Columbia, but 
most will be disposed of. Lee Johnson, who has 
been general manager, will become a company offi- 
cial at Columbia. 


JACKSONVILLE, FLA. 


Jan. 10.—Conditions throughout the State should 
show a betterment during the coming year. How- 
ever, it is going to be a time when utmost caution 
will have to be exercised, as the period of readjust- 
ment is not yet ended. There are a number of 
yards in this State, started during the last twelve 
to eighteen months, that are operating on a narrow 
margin of safety. Since the depression set in, 
they have not been able to meet competition and 
will gradually drop out. When they do, the bet- 
ter established yards will have sufficient business 
to operate at a profit without destructive competi- 
tion. Conditions at the mills are none too good, 
due to the increase of stocks during the holidays. 

The pine mills have good stocks and are offering 
some inducements, but prices seem now to be at 
rock bottom, as there have been no serious reduc- 
tions recently. Buyers appear unwilling to take on 
stock. The demand turns to the lower grades, 
and price is the biggest inducement. There has 
been a price war going on in some of the cities 
of the State during the last month or so, which has 
brought framing and sheathing down to $30. 
Yards have made some purchases of low grades 
in these two items, but are getting down to No. 3 
common longleaf and air dried shortleaf. Demand 
for even low grade of shed stock is very light. 
There is little demand for B&better shed stocks, 
and they are moving in mixed cars only. 

Cypress is moving slowly. There have been no in- 
ducements offered by the larger concerns, although 
some of the smaller mills are making concessions. 
There are large mill stocks of cypress in all grades 
and better assortments of dry lumber than in years. 
The trade has shown no inclination to give cypress 
the preference, as long as competitive woods are 
much cheaper. The lack of advertising in the 
cypress industry, while other woods have pushed 
their programs, should not be overlooked. 

Hardwood mills have no great amount of stock, 
and manufacturing consumers are short of rough 
material. They have, however, been holding off in 
their purchases. Prices are somewhat low, but 
are likely to advance soon. 

W. M. Petrie, vice president, and W. W. Si- 
monds, sales manager, Gulf Red Cypress Co., 
Savannah, were in town Friday visiting the cypress 
plant of the Putnam Lumber Co. They were 
accompanied by Messrs. Trotter and Kelleran, of 
the Trotter-Kelleran Lumber Co., Buffalo, N. Y., 
sales representative in that territory. The party 
left Jacksonville Thursday night for Perry, to 


visit the cypress mill of Burton-Swartz Cypress 
Co. 
H. W. Strong, general manager Cannon Co. 
Greenville, Fla., was a visitor to Jacksonville over 
the week end. Mr. Strong had just returned from 
a business trip to south Florida and was en route 
home. 

Mark Hendricks, of the Terrell-Chiasson Lumber 
Co., was called to Tampa Thursday by the sudden 
death of his mother. 

It is understood that the new cypress mill of the 
Putnam Lumber Co., near Deland, Fla., will soon 
be ready for operation. The plant was recently 
acquired from the Bond Lumber Co., and has under. 
gone a thorough remodeling under supervision of 
J. H. Hecker. This plant is a single band mill, ana 
will have a capacity of about one million feet q 
month, practically all cypress. 

H. W. Taylor, announces that he will soon have 
a new single band plant at Dennett, Fla., ready 
for operation. This plant will have a capacity of 
about one million feet a month, and will cut ey- 
press, pine and hardwoods, but mostly cypress. 


WHITESBURG, KY. 


Jan. 11.—The year 1927 will be an active build- 
ing year in eastern Kentucky, and especially in 
the coal field towns, considerable building having 
already been arranged for and material purchased. 
Lumber and supply dealers report much activity in 
sales since Jan. 1. The Whitesburg branch of The 
Hazard Lumber & Supply Co. is having good 
business in lumber and supplies, now negotiating 
some large deals in connection with building sched- 
uled to be started this spring. 

Several new mining towns that will spring up 
within the year will give dealers a good volume of 


business. 
WARREN, ARK. 


Jan. 10.—Arkansas soft pine demand has shown 
some improvement. Prices have remained firm, 
and concessions that had been offered by some 
mills are withdrawn. Most orders are for mixed 
ears of yard stock, for prompt shipment. A few 
orders are being placed for shipment later in this 
month. Inquiries from the dealers are increasing. 
Industrial buying is light. Car material is quiet. 
Some mills in this vicinity have received a large 
volume of orders from automobile manufacturers 
at good prices, these being for common items prin- 
cipally. Finish and finish products are not moving 
in any appreciable quantities. Production this 
week has been normal; shipments have been about 
in line with new business, both shipments and 
new business being under production. Though 
mill stocks are larger than they were two months 
ago, they are badly broken. Small mill production 
is low, due to the seasonal shutdown. Car supply 
is adequate, and there is a surplus of labor. 


SHREVEPORT, LA. 


Jan. 10.—The first week in the new year has 
passed without any noticeable change in prices. 
However, demand has increased considerably. Mills 
and wholesalers state they are now beginning to 
get orders that should have been placed the latter 
part of December. In a general way the outlook 
seems improved. While there has been no particu- 
lar pressure of demand for any special kind of 
stock, there seems to be a good assortment of busi- 
ness that will enable the mills to keep busy. Orders 
at some mills began to grow so scarce that planing 
mill activities were suspended and some merely 
operated their sawmill departments. However, 
the weather up to a week ago was so bad that there 
has been little accumulation of stock. 

The heavy rains in the latter part of December 
hampered logging practically everywhere. Many 
of the mills on this account have caught up with 
their log supply and are slowing up production 
until the flood water runs off. It will probably 
be a month or more, without further heavy rains, 
before the situation becomes normal again. 

Labor supply and railroad facilities are good, 
especially the latter. Prices at the beginning of 
the year being on a rather low level, the tendency 
will very likely be upward even if the demand is 
no greater than last year. Conservative opinions 
are that demand will likely be heavier this year 
than last. 

The hardwood market is in excellent shape. De- 
mand is good and prices quite firm. Buyers are 
beginning to fear that they will have difficulty in 
covering their requirements in gum and oak this 
year, and for that reason are taking the lumber 
as fast as it is offered by the mills. 

The Louisiana State Fair Association’s board 
of directors, at its annual meeting held here re- 
cently, reélected all of its officers, including Presi- 
dent George Freeman, superintendent of the Vic- 
toria Lumber Co. 

L. D. Gilbert, of Texarkana, secretary and gen- 
eral manager of the Southern Pine Lumber Co., 
has been appointed chairman of the forestry de- 
partment of the East Texas Chamber of Commerce. 
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Several other experts on forestry will be named 
goon to work with Mr. Gilbert in formulating and 
carrying out a constructive forestry policy for east 
qexas. Mr. Gilbert is widely known as an author- 
ity on forestry matters. He believes there is great 
need for missionary work along conservation lines 
relating to forestry in east Texas. ‘This section 
must husband its timber resources if the industry 
js not to be crippled,” he said. 


MILWAUKEE, WIS. 


Jan. 11.—Stocks of retail yards and also wood- 
ysing industries are low, and sales should improve 
within the next several weeks. Retailers are not 
doing a heavy volume. However, permits issued 
totaled high for the first week of the new year, 
and building is expected to take a spurt as soon 
as the weather opens.’ Some yards have started 
to make inquiries, and reports state that a few 
West Coast items have firmed up recently. Hard- 
wood operators expect a good volume when the 
industries are ready to buy. Furniture men are 
expected in the market within a few weeks. Auto- 
mobile body plants are announcing a good produc- 
tion schedule and their stocks are low, so will be 
in the market to replenish them. Flooring, box, 
and millwork factories are expected to start buy- 
ing soon. Prices on all hardwoods from the North 
have a tendency toward more strength. 

Charles Stolper, president Stolper Cooperage Co., 
and also of the Stolper Steel Products Co., of 
Milwaukee, has been elected president of the newly- 
organized Sherman Park State Bank in Milwaukee. 
Other lumbermen and millwork owners interested 
in the bank who have been chosen officers and for 
the board of directors include: Rudolph Best, 
president Best & Lade Lumber Co., vice president ; 
George F. Eller, president Eller Lumber Co., vice 
president; H. W. Meyer, secretary-treasurer Mil- 
waukee Woodwork & Building Co.,; John W. Wil- 
ging, president Milwaukee Sash & Door Co. 

The Seaman Body Corporation, of Milwaukee, 
a subsidiary of the Nash Motor Co., used 42,000,000 
feet of lumber in the production of bodies for 
Nash automobiles in 1926, according to a report 
by the Nash company. 


NEW ORLEANS, LA. 


Jan. 10.—Comment on the market situation is 
distinctly more cheerful, better demand for nearly 
all southern woods being reported. No. 1 common 
sap gum seems to be leading the gain, with so 
active call that prices have climbed $3 to $4 since 
Jan. 1, because buyers realize what the heavy rains 
and floods in southern territory are doing to winter 
production. Red gum, elm and maple are sharing 
the improvement. A substantial gain in southern 
pine bookings likewise is reported, while some of 
the cypress folks report orders in better volume 
than for any December week. Southern pine 
quotations are well held with few exceptions, and 
cypress prices stand unchanged. 

Reports from Thibodaux, La., states that J. W. 
McClelland has taken over Lafourche Parish land 
tracts of the Bowie Lumber Co., and will work up 
the remaining timber thereon into hewn cross ties 
and rived cypress shingles. It is estimated that 
sufficient material is available to keep 100 men 
employed for several years. The trapping priv- 
ileges will be leased. 

J. M. Jones, of the J. M. Jones Lumber Co., 
Ferriday, La., announces the sale to the Inter- 
state Natural Gas Co. of a 14-acre site for the 
establishment of a $150,000 compressing station 
near Ferriday. 


NORFOLK, VA. 


Jan. 10.—There has been a better tone to the 
North Carolina pine market during the last week, 
although the improvement has been confined to a 
few items. The prospects for January are a 
little brighter, but the disposition of buyers is 
to hold off. Some yards are pretty well stocked, 
but most of them are not crowded. There is not 
a’ great deal of good air dried boards or framing 
available, due to very bad weather for the last 
month or more, and kiln dried stock is going to 
be in better demand and will advance. Should 
the vards come on the market shortly for even a 
fair volume of stock, the supply is soon going to 
be exhausted, and prices are bound to strengthen. 

There has not been much demand for 4/4 edge 
No. 2 and better, either band or circular, and a 
good deal is being offered. Edge 4/4 No. 3 has 
been moving better in the South, planing mills 
being more liberal in their purchases. No. 2 and 
better 4/4 stock widths, both band and circular 
sawn, have been very quiet. Prices remain about 
the same. Edge, 5/4 and thicker, also stock 
Widths, have been quiet, and the same is true of 
Nos. 1 and 2 bark strips and miscuts. 

There has also been a better demand for 4/4 
edge No. 1 box, kiln dried rough, and as there 
has been some improvement in demand for boxes, 
shooks ete., it is very likely that sales of kiln 
dried box will show further improvement. There 


is very little good air dried stock available, and 
there will not be much before March 1 even if 
better weather prevails. Edge 4/4 No. 2 box, kiln 
dried, is in better demand, but No. 1 air dried 
will compete with it later in the season. Inch, No. 
1 kiln dried stock has been in fair demand. There 
is some good air dried being offered dressed, and 
1x4-, 5- and 6-inch are more active than for sev- 
eral weeks. No. 2 4/4 stock box has not been 
very active. Box bark strips, 4/4 dressed, have 
been selling better, several large sales being made 
at very good prices. There are not many strips 
for sale, and mills are looking for higher prices. 

Demand for flooring, thin ceiling, and other 
dressed items has been slightly better, but total 
sales are very small. Much flooring is being 
offered, but millmen show no disposition to give 
stock away. Kiln dried roofers have been quiet, 
except in }{}-inch thickness. Several rather large 
sales of 6- and 8-inch, worked to this thickness, 
have been made at good prices. Air dried roofers 
have not been moving so well recently. The mills 
do not seem to be burdened with stock, but whole- 
salers are finding sales rather difficult to make 
at a fair profit. 


MACON, GA. 


Jan. 10.—Production of roofers has been slowed 
up this week, due to unfavorable weather, accord- 
ing to reports of manufacturers who assembled 
here on Tuesday for the January meeting of the 
Roofer Manufacturers’ Club. While wholesalers 
are still trying to hammer the price down to $18 
and $19, a canvass of manufacturers indicated that 
most of them are selling limited amounts at $18.50 
and $19.50. The market is still weak, but a better 
demand is expected in a short time, especially from 
the East. Some of the manufacturers said that 
they noted an improvement’ this week. 

Further railroad development in the Southeast, 
including an extension of the Frisco System in 
Alabama, has’ kept the longleaf pine market active. 
Prices have continued firm, with every indication 
that the takings will equal the production for many 
weeks. Mills in southwest Georgia and southeast 
Alabama are busy, but bad weather has decreased 


production. 
PORTLAND, ORE. 


Jan. 8.—Generally speaking, business during the 
week was slack, but some dealers reported having 
booked considerable orders. 

There are only a few rafts of unsold logs in 
the water, and for that reason about 10 percent 
of the logging industry in the Columbia River dis- 
trict resumed operations last Monday. These are 
camps in the lower altitudes, where operations are 
seldom interfered with by weather. There is no 
likelihood of reduced log prices for some time but 
reason to believe they will go higher. 

A formidable quantity of lumber was shipped 
by water transportation from the Columbia River 
district during 1926 statistics were issued today by 
the Columbia River Loggers’ Information Bureau, 
it was found that the total shipments for 1926 
exceeded those of 1925 by more than 200,000,000 
feet. The lower river mills shipped nearly 100,000,- 
000 more to California, but Portland mills shipped 
about 100,000,000 feet more than did Astoria mills 
to foreign destinations. Following table shows total 
shipments for 1926: 


To— From Astoria From Portland Both 
California ..251,052,867 159,812,379 410,865,246 
Atlantic 

Seaboard 153,220,321 155,881,346 309,101,667 
Foreign ...264,138,907 319,240,871 583,379,778 





Totals ..668,412,095 634,934,596 1,303,346,691 

Webb Ballord, manager Somers Lumber Co., 
Somers, Mont., arrived in Portland Saturday on a 
tour of the Pacific Northwest. 

J. M. Driscoll, of the International Lumber Co., 
Portland, is on his way home from Pennsylvania, 
where he was called by the illness and death of 
his father. 

S. J. Sharp, statistician Western Pine Manufac- 
turers’ Association, returned this week from Santa 
Ana, Calif., where with his wife and children he 
spent the holidays as guest of his parents. He 
thinks the demand for lumber down there will be 
better than it was last year. 


LAUREL, MISS. 


Jan. 10—While a fair amount of southern pine 
business has been booked by local mills during the 
last week, orders were below expectations. There 
has been some improvement on certain items, but 
the general market continues somewhat slow. With 
the exception of a slight weakness in the lower 
grades, very little change has taken place in prices. 
The export situation shows little change. Inquiries 
for practically all export stocks are numerous, but 
actual business is not plentiful. 

R. D. Walker of the R. D. Walker Lumber Co., 
Mobile, was a recent visitor to local mills. 

Herndon Lehr, of the Lehr Lumber Co., has re- 
turned from a business trip to New Mexico. 





You Can Get More 
Flooring Sales 


Flooring sales usually tend to 
swing to the dealer who offers 
the best values. If you aren’t 
getting the volume of flooring 
sales you feel that you should be 
getting it will pay you to stock 
Dixie Brand Oak Flooring. Here 
is a flooring with the quality that 
brings sales to dealers who sell 
it. Write for prices. 


, See us also on your needs 
in Oak, Gum, Ash, Elm, Cot- 
tonwood and Cypress lum- 
ber. Produced from finest 
Arkansas stumpage. Big val- 
ue in every foot. 


JEROME HARDWOOD 
LUMBER CO. 


JEROME, :: ARKANSAS 





Caddo River 


Lumber Company 
R. A. Long Bidg., KANSAS CITY, MO. 
MANUFACTURER 


Yetiow Pine 


ana Oak Lumber 


Softest, Close Grain Arkansas Pine 
Grades Uniformly Good, Manufacture Perfect 





MILLS 


Rosboro, ‘Ark. We Solicit 
Glenwood, Ark. 
ae A Your Patronage 
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FRANK PAYNE 
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LUMBER TIES TIMBERS PILING 





JACKSON, Miss. 


Cummer CGypress Go. 




















Mills: Jacksonville and Sumner, Fla. 


LUMBER 
Cypr CSS. Rough and Dressed 


Shingles and Lath 


Sales Office, 300 Madison Ave., New York City | 
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Buy Wisely—Buy 
Hodge-Hunt 


BRAND 


CEDAR CLOSET LINING 
OAK FLOORING 

GUM FLOORING 

BEECH FLOORING 

RED and WHITE OAK TRIM 
RED GUM TRIM 

SAP GUM TRIM 





YELLOW PINE LUMBER 


OF ALL GRADES 


Mixed or Straight Carloads. 


Hodge-Hunt Lumber Co., Inc. 


HODGE, 
LA. 


Try our service. 
We can please 
you. 
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Lutcher €& Moore 
Cypress Lumber Co. 


LUTCHER, LA. 


Manufacturers of 


Cypress«“’Tupelo 


We Specialize in Tupelo 
Flooring, Trim and Moulding 
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Manufacturers 


Short Leaf Pine and Hardwoods 





CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 





Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER,*LOUISIANA 











HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 





| OBITUARY 


JAMES EDWIN GATEWOOD, editor of the 
Lumber Manufacturer and Dealer and for 35 
years in lumber trade journalism, died at his 
home in St. Louis, Jan. 10, after a long illness. 
Mr. Gatewood was born Aug. 16, 1857, at. Bowling 
Green, Mo. As a young man he taught school 
in the little town of LaDuc, Mo. Later, at the 
age of 22, he was appointed clerk of the com- 
mittee on education of the Missouri House of 
Representatives. In 1879 he returned to teach- 
ing, going to Pike County, Missouri, and in 1880 
went to Washington, D. C., as clerk of the House 
committee on banking and currency. He re- 
turned to educational work the latter part of 
that year, teaching in Johnson County, Missouri, 
and in Charleston, Tenn. In 1881 Mr. Gatewood 
gave up teaching and went to St. Louis, where 
he became, Mar. 24, 1882, treasurer of the Jour- 
nal of Commerce Co., and associate editor of its 
two publications, the Age of Steel and the St. 
Louis Lumberman. The former journal ceased 
publication many years ago. Mr. Gatewood con- 
tinued with the St. Louis Lumberman until 
shortly after it was sold by the heirs of the late 
William Eddy Barns, and he established his own 
paper, Cut Over Lands. Mr. Gatewood later 
went with Lumber, the successor to the St. 
Louis Lumberman, and continued with the 
Lumber Manufacturer and Dealer, as it is now 
known, being appointed editor in 1924. Mr. 
Gatewood had been a member of Hoo-Hoo since 
the first year of its existence, and was No. 54. 
He is survived by his widow, Lillias Sinclair 
Gatewood, and two daughters, Mrs. W. H. Sam- 
uel, and Jean Morrison Gatewood. Funeral serv- 
ices were held Jan. 12 from the family residence. 








JAMES W. BREEN, aged 63, assistant secre- 
tary of the Robinson-Slagle Lumber Co., of 
Shreveport, La., died at his home there Tuesday 
afternoon, Jan. 4, following an illness of several 
months with heart trouble. Born in Weston, 
Mo., Mr. Breen moved to Louisiana 28 years ago 
as general manager of the sawmill of the Allen 
Manufacturing Co., Shreveport, and ever since 
that time had been prominently connected with 
the lumber industry in and around that city. 
He assisted in the organization of the Shreveport 
Long Leaf Lumber Co. in 1914, serving, as its 
general manager until 1919, when he resigned to 
assist in the organization of the Robinson-Slagle 
Lumber Co., headed by William A. Robinson, 
who had been a business associate of Mr. Breen 
since the latter went to Shreveport. Mr. Breen, 
during the last two years, was a member of the 
Shreveport State charity hospital board and was 
chairman of its building committee. His body 
was taken to his old home, Weston, Mo., for 
interment. Besides his wife, Mr. Breen is sur- 
vived by the following brothers and sisters: 
Mrs. Margaret Hamon, Mrs. Nannie Mann, Mrs. 
Robert Engleman, Mrs. Ed. Gillette, C. P. 
Breen, T. A. Breen and John M. Breen, all of 
Parkville, Mo. 


JACOB NORMAN FRANK, 54 years old, 
Mishawaka, Ind., for many years in the lumber 
business in that city, died recently at the home 
of his sister. He had been an invalid for fifteen 
years. At one time he was associated with his 
father, the late Mayor Charles Frank in the 
lumber business. Mr. Frank had not seemed 
particularly ill of late, but was found dead by a 
member of the family after he had retired for 
the night. He was born in Woodland, near 
South Bend, and following the early years of his 
life spent in Woodland he was a resident of 
Mishawaka. He was married to Miss Anna 
Tremel in 1907, who with their son, Jacob Nor- 
man Frank, jr., of Milwaukee. Wis., survives. 


JONATHAN PLATT UNDERWOOD, of Chi- 
cago, who for many years had been associated 
with lumbering operations and was one of the 
largest owners of timber land in this section, 
died at his winter home in Altadena, Calif., on 
Friday, Jan. 7, aged 77. Mr. Underwood had 
been in ill health for some time but his condi- 
tion was not known to be serious. He had gone 
to California about two months ago. Born in 
Auburn, N. Y., Mr. Underwood came to Chicago 
in 1890. He married Miss Carolina Trumbull, 
of this city. His timber holdings were very 
extensive in Michigan, Minnesota and the south- 
ern pine regions and he was also owner of large 
tracts on the Coast. Funeral services were held 
in Altadena and the body taken back to Auburn, 
N. Y., his birthplace, for burial. 


RICE P. SCOBEE, president of R. P. Scobee 
& Son Co., of Winchester, Ky., died at his home 
there on Jan. 6 at the age of 79. Mr. Scobee had 
retired from active participation in the business 
but still remained president of the lumber com- 
pany which he had founded after being dis- 
charged from the Confederate Army. He had 
joined when 14 years of age and saw severe 
service during the Civil War. He is survived 
by a daughter, three sons and two brothers. 


RICHARD T. BURKE, physician for the Sno- 
qualmie Falls Lumber Co., at Snoqualmie Falls, 
Wash., died Jan. 3, as the result of a revolver 
wound, accidentally inflicted, Dec. 11. He was 
45 years old, and as a surgeon had performed 
distinguished service in the World War. He 
was head of the Snoqualmie Falls hospital. Dr. 
Burke is survived by his widow, small son, his 
mother, and a sister. 





MRS. LYBIA GETZEL, 39, vice president of 
the Woodwork Manufacturing Co., of Milwaukee 
Wis., of which her husband, Walter A. Getzel 
is president, died at the Milwaskee hospital on 
Jan. 9. She was very active in.commercia] and 
civic affairs in the city and Was a worker jp 
many of the enterprises of St. ‘Peter’s Lutheran 
church at Milwaukee. She is survived by her 
husband, her father, four sisters, and one brother 


TIMOTHY J. HARRIGAN, yard superintend- 
ent of the George H. Storm Co., of New York 
City, for a number of years, died Jan. 2 after 
a brief illness. He was thirty-eight years old 
Officials of the Storm company paid high tributé 
to Mr. Harrigan. 


ANDREW BROWNE, of Wiarton, Ont., die 
recently in his 76th year. Mr. Browne wag 
engaged in farming until 1894, when he moveg 
to Wiarton and entered the lumber business. 


| MANUFACTURER and DEALER 


Dry Kiln Firm in New Home 


It is not an uncommon thing for some household- 
ers to have a “moving day” every year, but it is 
rather an infrequent occurrence for an industria] 
establishment to change its location. However, 
some months ago the National Dry Kiln Co., of 
Indianapolis, Ind., which had up to last fall been 
located for many years at 1118 East Maryland 
Street, moved to a new home at Georgia and West 
streets, Indianapolis, where modern production 
methods characterize the plant layout. This mo- 
mentous happening and the layout of the plant are 
interestingly described in the January issue of the 
Spokesman, published bimonthly by the National 
Dry Kiln Co., from which the following extracts 
are culled: 

“Think a minute over the fact that a ‘moving 
day’ isn’t always a day; that it required twenty- 
one of the biggest flats and gondolas that the 
Baltimore & Ohio could place at our disposal; 
that eight 5-ton trucks helped out on the job for 
several days; that ‘the army of the unemployed’ 
had its ranks considerably depleted during the 
moving ‘day’: that over 350 tons of stock mate- 
rial was picked up, moved and put into new 
berths. 

“We are not going to tell you about the glass- 
enclosed offices or the well-lighted engineering and 
drafting departments, or about Mr. Minnick’s big 
game and fish trophies that hang on the tinted 
walls. The fireproof vault, the cabinets and the 
files, the battleship linoleum and glass partitions 
are but details in a brick and tile office that 
must be seen to be appreciated. But let us go into 
the plant for a moment. 

“We pass from the office to the packing room and 
notice the compact arrangement of bolt and fitting 
bins and cupboards. Instruments, such as ther- 
mometers, hygrometers, scalometers, and evaper- 
centers, recording thermometers and psychrometers, 
electric heaters and ovens, are stocked here ready 
for shipment. Nipple and valve stock is also car- 
ried here in bins and cupboards. From here we 
pass into the well-lighted machine shop. Here is 
the milling machine, the lathe, the shaper, the 
grinders, the drill presses, the Wheel press, the 
band saw and the tool room. Each machine is set 
in its proper place on the concrete floor, so that 
there is no lost space between the machines and, 
at the same time, no interference to their opera- 
tion. 

“As we step out of the machine shop into the 
erecting shop, there is a momentary pause as we 
look about the steel, mill-type building. Probably 
the first thing we notice is the 90-foot, 10-ton 
Toledo crane picking up a load of steel from a 
gondola car that is on the enclosed siding. We 
watch for a moment as the load goes down to the 
other end of the building to the steel stock near 
the shears. That is the first loag and as it will 
take them a couple of hours to urfdad the car, let 
us go down there and start back this way from 
that point. 

“Here are beams and channels, both in mill 
lengths for special work and in stock lengths for 
regular production. We look on as the machine 
operator puts in a set of channel shears and starts 
the big machine. The channel stock is right there, 
handy. It passes through the shears, cut to proper 
lengths, and on to the first punch press, where 
the half-round holes are punched. The _ stock 
passes on to another punch press where bolt 
holes are punched, and from here to the painting 
operation and then into a drying rack. The wheels, 
axles, roller bearings, bolts and separators are 
right behind the truck benches and the assembly 
is made by competent workmen. The crane picks 
up a big load of the finished trucks and carries 
them to the loading platform. We can load a car of 
them in a little over an hour. 

“Over behind a screen a man is welding base 
plates on to I-beam posts with an are welder. 
Those things are damper frames that he has just 
finished welding up. The big thing over there is 
an asbestos-board dry kiln door. We build an- 
other type of door here, using ingot iron with @ 
cork-board insulation. Pipe is carried in the racks 
over there and cut to length, as required, on this 
machine. The other one there puts on as perfect 











a thread as you ever saw. There are a hundred and 
one other operations that are interesting. We 
have got a great plant, and we are proud of it. 
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Finnish Advance Export Sales 


WasurncTon, D. C., Jan. 10.—Frederick Lyon, 
trade commissioner, Helsingfors, cables the De- 
partment of Commerce that Finnish advance ex- 
port lumber sales for 1927 delivery are 1,188,000,- 
000 feet, and that total 1926 exports were 2,138,- 
000.000 feet, both figures establishing new records. 
The 1926 exports were 7 percent above 1925 and 
10 percent over 1924, those years holding the pre- 
vious high record. 

(Sg e202 282008888: 


Egyptian Trade in American Woods 


WASHINGTON, D. C., Jan. 10.—William D. Mann, 
assistant trade commissioner, Alexandria, Egypt, 
reports that 3,552 carloads of lumber were dis- 
patched from that port to the interior during 
November, against 2,482 in October and 3,883 in 
September. 

One shipment of American pitch pine arrived 
during November, not affecting prices. The de- 
mand for southern pine is still light on account of 
competition from Balkan pitch pine (black pine), 
although the local stocks of the latter are practi 
cally exhausted. 

Sixteen carloads of red gum and white oak from 
America arrived at Alexandria in November and 
there was not much demand. The quotations of 
American exporters are too high to interest local 
merchants at present, the furniture makers giving 
more attention than ever to European plywoods, 
mostly of French manufacture of African tropical 
woods, chiefly okume. 

Mr. Mann states that the local market is very 
quiet, with a limited demand resulting from the 
eancelation of many building contracts in the inte- 
rior. It is believed in the trade that the unprece- 
dented building activity of the last several years 
will come to an end shortly. Permits for new con 
struction in Alexandria have already fallen off. 





Belfast Shipbuilding Prospects 


WASHINGTON, D. C., Jan. 10.—Russell M. Brooks, 
American vice consul at Belfast, Ireland, reports 
that owing to the prolonged mining dispute lumber 
consuming industries operated at a very low level 
of production during October and November. 
Building was particularly affected and almost 
all work suspended. While the shipyards have 
considerable work on hand and have received or- 
ders for approximately twenty vessels, these are 
to be constructed with steel decks and will require 
but little woodwork. It is probable, however, that 
a proposed 60,000-ton liner will be allotted to 
Belfast and this in conjunction with a new motor 
ship will require large amounts of decking lumber. 

The trade in Douglas fir is said to be expanding 
rapidly, this wood taking the place heretofore 
occupied by pitch pine. There is still consider- 
able difficulty regarding delays and available ship- 
ping for cargo from Pacific coast points. 

So far as can be ascertained, there has been no 
activity in the hardwood market during the last 
two months, this end of the wood using industries 
being quiet. 


South African Lumber Imports 


WASHINGTON, D. C., Jan. 10.—Perry J. Steven- 
son, trade commissioner at Johannesburg, cables 
the Department of Commerce that South African 
imports of lumber during 1926, when total figures 
are available, are expected to show an increase 
of about 20 percent over 1925. The record level 
of building throughout the Union is expected to 
continue in 1927. There is steady development in 
manufacturing and the fruit outlook is good. 

Congress is considering a request of Secretary 
of Commerce Hoover that provision be made for the 
appointment of a lumber trade commissioner in 


South Africa. 
SABAH 


Hamburg Market Shows Improvement 


WASHINGTON, D. C., Jan. 10.—Walter A. Foote, 
American consul at Hamburg, Germany, reports 
that conditions in the Hamburg lumber market 
have improved considerably during the last few 
months and expectations are high for a revival of 
German building activities to practically normal 
proportions. The piano industry is well employed 
and the furniture and veneer factories are turning 
out increased quantities of their products. While 
building and other activities may decrease slightly 
during the winter, the general conditions are far 
better than a year ago. 

American woods are benefiting from the present 
brisk demand for lumber. It also happens that 
certain woods that have been neglected for some 


D. 


ae ee 


time past are now in demand. In the case of 
poplar this is probably due to the fact that African 
okume wood has recently increased in price from 5 
to 7 pounds sterling a ton. Other American woods 
such as hickory and walnut are also in demand for 
certain specifications only. 

Mr. Foote states that it was believed during 
September and October that the Hamburg lumber 
market was approaching a normal basis, but it now 
appears that the chief effect of the delayed ship- 
ments and the ocean rate increases has been to pre- 
vent Hamburg’s lumber business getting into quiet, 
solid channels. When the report was written prac- 
tically no lumber shipments were arriving from the 
United States. Such lulls in arrivals, the consul 
says, usually result in a later rush of excessive 


quantities and a consequent drop in prices. 


Lumber Outlook in Uruguay 


WASHINGTON, D. C., Jan. 10.—L. B. Clark, com- 
mercial attaché at Montevideo, has cabled the De- 
partment of Commerce that the general outlook for 
1927 prospects for American business in Uruguay 
indicate that lumber and construction materials 
are likely to show a falling off. 


HYMENEAL 


HOLT-DU MONT. A feature of the holiday 
season in New Orleans social circles was the 
marriage of Miss Yvonne du Mont to Frank F. 
Holt, of London, England. The ceremony took 
place in Trinity Episcopal Church, Rev. Robt. 8. 
Coupland officiating. The bride is the daughter 
of E. R. du Mont, president and general manager 
of the Standard Export Lumber Co., New Or- 
leans, La., and one of the leading factors in the 
southern export field. The groom is member of 
a prominent English family. Following the 
wedding reception at the home of the bride’s 
parents, Mr. and Mrs. Holt left on a honeymoon 
trip and later will sail for London, where they 
will make their home. 








SMITH-JONES. Miss Ethel Merritt Jones, 
daughter of Mr. and Mrs. J. E. Jones, New 
Orleans, La., was united in marriage on Dec. 27 
to Dr. John F. Smith, the ceremony being sol- 
emnized at the residence of the bride’s parents 
in New Orleans, Rev. Dr. Mitchell of Rayne 
Memorial Church officiating. The bride’s father 
is chief inspector for the Southern Pine Asso- 
ciation and enjoys a national acquaintance in 
lumber circles. Dr. and Mrs. Smith will make 
their home in New Orleans. 


FOX-BROWN. A holiday announcement 
which carried interest to a wide circle of friends 
was that of the engagement of Miss Dorothy 
Brown, daughter of Mr. and Mrs. E. F. Brown, 
and Abbott Fox, son of Mr. and Mrs. M. J. Fox, 
both of Iron Mountain, Mich., which was for- 
mally announced. The prospective groom is a 
son of M. J. Fox, head of the Von Platen-Fox 
Lumber Co. 


NICHOLS-BOWERS. Henry Nichols, young 
lumberman of Saluda, S. C., was recently mar- 
ried to Miss Annie Bowers, the ceremony being 
performed at the Lutheran parsonage, Silver- 
street, S. C. Mr. Nichols is the son of Mr. and 
Mrs. A. H. Nichols, of Saluda. The young cou- 
ple will make their home in Saluda, where the 
bridegroom is engaged in sawmilling and farm- 
ing. 


WENZ-SEIP. The engagement of William J. 
Wenz, of Lyndhurst, N. J., and Miss Emma L. 
Seip, of Hoboken, N. J., was recently announced. 
Mr. Wenz is manager of the molding and trim 
department of the Boyd-Sinclaire Lumber Co., 
of New York City. 


TIMBER LAND SALES 


VANCOUVER, B. C., Jan. 8.—Completion of the 
sale of a huge tract of timber in Queen Charlotte 
Islands by the British Columbia government to 
the Powell River Paper Co. is announced. Most 
of the timber is suitable for pulp-making. 


SHREVEPORT, LA., Jan. 10.—A stretch of hard- 
wood timber land on Sabine island was sold re- 
cently by the State of Louisiana for $45,500, the 
sale taking place at Lake Charles under direction 
of the State land office. The bidding was active, 
running the price up to what was declared to be 
an unprecedently high figure. Timber previously 
sold on Sabine island brought in $36,640, the re- 
cent sale having raised to $82,140 the total from 
this source. The Long-Bell Lumber Co., of Lake 
The State 


Charles, made the recent purchase. 
reserved land and mineral rights. 
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Why not give us an oppor- 
tunity to quote on your re- 
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Yard and Shed Stock 
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Hardwoods 


Gum — Oak 
Poplar — Hickory — Beech 
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LONGLEAF P i n e 


HEAVY PITCH 
For Export and Interior Trade 

We make shipments 

from New Orleans, 


Gulfport, Mobile and 
Pascagoula of 


Daily Capacity ‘TIMBERS, YARD 
400,000 Feet and SHED STOCK 


Dantzler Allied Mills 


L.N. DANTZLER LUMBER CO. 
Moss Point, Miss. Sales Agents 


MILLS AT 
[_ Moss Point Howison TenMile Cedar Lake Ld 
a 
Band Sawn Virgin ) 
LONG LEAF 


Yellow Pine 
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All grades, 3’’ and 4’’ Std. All of our 
Peeled Match. Edge Grain, Heart Stock is 
Piling and Sap Flooring; Shed Grade 


Stock ; 2x4—2.6”" Dimen- 


5”’ to 7”’ tip sion all grades S4S to 











10” to 16” butt | S&F Std. lengths 10’ to 
20’ to 100’ long | 24’; Timbers4x4”’ to20x20” 
brie lengths 10’ to 66’. 
Dally Gi ial 
Capacity EL..D 
e ee 
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Yellow PineCo. 


POPLARVILLE, MISS. 


ss Mills at Wilco, Miss. ) 
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Douglas Fir 


Redwood, White Fir, Hemlock 
California White Pine 
California Sugar Pine 


Our values will interest you. 


Hammond Lumber Co., Inc. 


SALES OFFICE: 


ee peidag, CHICAGO potsien'sin 


Mills at: Mill City, Ore., Samoa, Calif. 
and (Hutchinson Lbr. Co.,) Oroville, Calif. 








Manufacturers 
Moulding, Casing, Base 


Get in touch with people having the 
time, knowledge and connections nec- 
essary for the satisfactory handling of 
this class of lumber products— 
If it is Mouldings, Casing, Base, 
Factory Specials or Shorts, We Sell 'em. 
JouHN A. SPENCER LUMBER Co. 
Suite 800, 624 So. Michigan Ave., Chicago, Ill. 














3-Ply Fir Panels 


We are exclusive sales agents for the 
Portlana Mfg. Co., Portland, Ore., one 
of the largest and oldest Fir and 
Spruce veneer mills on the Pacific 
Coast. See us on id and 6-ply 
panels. Wholesale carload lots only. 


GRAM LUMBER COMPANY 
28 E. Jackson Bivd., CHICAGO, ILL. 
Telephones, Wabash 8117-8118 


WesternWood ProductsCo. 


Formerly OSGOOD-SIMONSON LUMBER CO. 

Specialists in Western and Northern 

FACTORY AND YARD STOCKS 
Phone, SUPERIOR 3531 Tribune Tower, CHICAGO 























Our facilities enable 
us to give exception: 
ally prompt service: 


FOR SAMPLES AND PRICES 
WRITE. T6 


SOUTHERN COUPON CQ. SIRMINGHAM, ALk. 


P.O. BOX 346 











L. M. Borgess, of the Steele & Hibbard Lumber 
Co., St. Louis, Mo., made a business trip to Chi- 
cago last week. 


R. F. Duncan, of the Robert Duncan Lumber Co., 
Minneapolis, Minn., stopped over in Chicago Jan. 
12 en route to Michigan on a business trip. 


Leo Schoenhofen, of the Bissell Lumber Co., 
manufacturer of northern hardwoods, Marshfield, 
Wis., was in Chicago this week on business. 


W. D. Wheeler, of W. D. Wheeler & Co., Marsh- 
field, Wis.. was in Chicago this week calling on 
his friends in the northern hardwood trade. 


J. Speer, of the Speer-Harris Lumber Co., south- 
ern pine manufacturer, of Tallahassee, Fla., spent 
a couple of days in Chicago this week calling on 
the trade. 


A. J. Sine, of Albuquerque, N. M., formerly con- 
nected with Sine Bros., of Chicago, spent several 
days in Chicago this week visiting old friends 
in the local trade. 


George C. Eccles, of the Eccles Lumber Co., spe- 
cialist in northern lath and lumber, has opened an 
office in Suite 1242 Conway Building, 111 West 
Washington Street, telephone Dearborn 9857-8. 


Charles Berkner, formerly connected with the 
Ohio Match Co. at Spokane, Wash., passed through 
Chicago Jan. 12 on his way to Buffalo, N. Y., to 
join the sales organization of the C, F. Sullivan 
Co. 


J. M. Driscoll, of the International Lumber Co., 
wholesaler of West Coast woods, of Portland, Ore., 
stopped over in Chicago for a day this week on his 
return to the Coast from the East where he spent 
the holidays. 


H. F. Below, of the H. F. Below Lumber Co., 
Marinette, Wis., spent a day in Chicago this week 
ealling on his friends in the northern hardwood 
trade with a view to getting a line on the situation 
in the local territory. 


F. H. Burke, district manager, and Robert Mark- 
ham, sales representative of the Weyerhaeuser Sales 
Co., spent several days in Indianapolis this week 
attending the annual convention of the Retail Lum- 
ber Dealers’ Association of Indiana. 


T. D. Higgins, jr., manager of the Chicago office 
of the Turner-Farber-Love Co., returned this week 
from a business trip to Memphis, Tenn. It seems 
that wet weather has considerably curtailed bhard- 
wood production in many sections of the South. 


A. B. Ziegler, in charge of the white pine depart- 
ment of the Hilgard Lumber Co., is spending this 
week calling on the trade in western Michigan 
in company with A. Q. Powell, of Grand Rapids, 
Mich., the company’s representative in that terri- 
tory. 


I. C. Swan, of Madison, Wis., sales manager 
Foster Creek Lumber & Manufacturing Co., with 
southern pine mill at Stephenson, Miss., spent a 
day in Chicago last Friday en route to Toronto, 
New York, Baltimore and other eastern consuming 
centers. 


Cc. J. Gerster, of the H. B. Waite Lumber Co., 
Minneapolis, Minn., spent a few days in Chicago 
this week looking over the local situation. He said 
production in the North has been cut down con- 
siderably owing to bad logging conditions caused 
by heavy snow. 


D. G. Shelby, sales manager of the Clark & Boice 
Lumber Co., manufacturer of southern pine and 
hardwoods, Dallas, Tex., spent several days in Chi- 
cago this week. He reported business as fair, 
with prospects bright for a good turnover within 
the next sixty to ninety days. 


Effective Jan. 24, the northern office of the 
Peavy-Byrnes Lumber Co. will be moved from the 
Marquette Building to Suite 1966, Conway Build- 
ing, 111 West Washington Street, Chicago. Through 
the courtesy of the Bell Telephone Co. the same 
telephone number—State 8496—will be retained. 


Announcement has been made that effective 
Feb. 1, J. L. Shumate, who for several years has 
been connected with the sales department of the 
Sumter Lumber Co., Electric Mills, Miss., will go 
with the Pioneer Lumber Co., Elrod, Ala., as as- 
sistant to W. M. Nichols, in the sales department. 


L. D. Leach & Co., of Chicago, opened an office 
Jan. 1 at Hattiesburg, Miss., for the purchase of 
railroad and car material, in charge of William 
H. Sparrow, who was formerly connected with the 
King-Sparrow Lumber Co., of Hattiesburg. Mr. 





Sparrow has specialized in railroad and car mate. 
rial for the last twelve years. 


E. W. Thompson, jr., sales manager of the Peavy. 
Byrnes Lumber Co., Shreveport, La., and J, 4 
Gillespie, manager of the northern office of the 
Peavy companies at Chicago, conferred Monday 
Jan. 10, at St. Louis, Mo., regarding the car ma. 
terial requirements of the car companies who were 
awarded the building of several new cars for the 
Missouri Pacific Railroad. 


Murray HH. Bissell, sales manager Marathon Lum. 
ber Co., of Laurel, Miss., was in Chicago Jan. ll, 
und while here attended the meeting of the south. 
ern pine salesmen at the Palmer House. He left 
here for Indianapolis and Columbus, Ohio, where 
he expected to take in the annual conventions of 
the Indiana and Ohio Retail associations. Mr, 
Bissell had no complaint to make about the volume 
of business and was optimistic regarding the out- 
look for spring trade. 


Jacob H. Rumbold, general manager of the 
Hanna Lumber Co., Rochester, N. Y., and who for 
fifteen years prior to his present duties represented 
the Weyerhaeuser Sales Co. in western New York: 
also secretary-treasurer of the Empire State Aggo- 
ciation of Lumber Salesmen, entered the Genesee 


- Hospital in Rochester, on Jan. 10 to be operated 


on for an injury he received in August, 1926. Mr. 
Rumbold has many friends in the lumber trade 
who wish him a speedy recovery. 


H. E. Frost, of Milwaukee, Wisconsin represen 
tative for the Exchange Sawmills Sales Co., and 
Cc. B. MeVey, the company’s representative in 
Peoria, Tll., spent a day in Chicago this week 
conferring with F. R. Linroth, manager of the Chi- 
eago office of the Exchange Sawmills Sales Co. 
Messrs. Frost and McVey report a little more 
activity in the demand for southern pine and Cali- 
fornia white pine, with indications that there will 
be a healthy demand before the end of the month. 


A. J. MeQuatters and J. G. McNary, of the Cady 
Lumber Corporation, McNary, Ariz., were in Chi- 
cago this week looking after important business 
matters. At the annual meeting of the corpora- 
tion, held in McNary recently, Mr. McNary was 
elected president, succeeding in that position W. 
M. Cady. Mr. McNary feels quite optimistic as 
to the outlook for business in general, and sees 
no reason why the lumber industry should not 
share in this general prosperity. At McNary the 
company is now installing an additional boiler, 
said to be the largest single unit of the kind 
in the Southwest, to provide additional steam 
power for its battery of twenty dry kilns. As soon 
as this installation is completed, the plant will 
resume operation on full double time. While 
these improvements are being made, the plant is 
running only part of its capacity. Mr. McNary 
expects a production by the Cady Lumber Cor- 
poration this year of approximately 150,000,000 
feet. 


Cc. J. Winton, jr., of the Winton Lumber Co., 
manufacturer of Idaho white pine exclusively, 
with mill at Gibbs, Idaho, spent Friday and Sat- 
urday of last week in Chicago conferring with A. 
K. Southworth, local representative of the com- 
pany. Mr. Winton reports fair stocks of upper 
grades but a shortage of lower grades in Idaho 
pine. He also stated that the company enjoyed a 
pretty fair turnover in 1926, and indications point 
to an increased volume in 1927. The capacity of 
the Winton Lumber Co. is 100,000,000 feet a year 
of Idaho white pine, but the mill output in 1926 
was below this figure. While in this part of the 
country Mr. Winton spent some time in the Mich- 
igan consuming territory in and around Lansing 
with James B. Stricker, representative of the Win- 
ton Lumber Co., with headquarters at Jackson, 
Mich., and reports haying booked a few good 
orders, with encouraging prospects of more to 
follow. Mr. Winton left Chicago the latter part 
of this week on his return to Gibbs, Idaho. 


New Wholesale Firm Organized 


The Jay B. Deutsch Lumber Co. is the name of 
a new wholesale concern organized Jan. 1 with a 
capital of $100,000. Offices have been established 
in Suite 1332, 332 South Michigan Avenue, Chi- 
eago. The officers are Jay B. Deutsch, president; 
John E. Orr, treasurer; Frank E. Mullaly, secre- 
tary, all of whom were formerly connected with 
the Lake Independence Lumber Co. in the same 
capacity as they now hold in the Deutsch com- 
pany. The Deutsch concern will specialize in 
northern and southern hardwoods, and will also 
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La 
handle hemlock, fir and northern and western pines. 

Mr. Deutsch has been in the lumber business for 
twenty-one years, and was with the B. Heinemann 
Lumber Co., of Wausau, Wis., for five years. He 
was connected with the Lake Independence Lum- 
per Co. for sixteen years, as treasurer and general 
manager for twelve years and four years as presi- 


dent. eusauusasans 


Two New Representatives Appointed 


Announcement has been made by the Pickering 
Lumber Co. of the appointment of Anson Dewey 
as its representative in Detroit territory, with head- 
quarters in the General Motors Building, Detroit, 
Mich. Mr. Dewey was formerly connected with the 
Edward Hines Lumber Co. in Michigan territory. 

The Pickering Lumber Co. has also named P. H. 
(Pat) McNamara as sales representative in the 
Milwaukee (Wis.) district. Mr. McNamara was 
formerly the Cleveland (Ohio) representative of 
&. G. Stitzinger Co., wholesalers of Newcastle, Pa., 
and prior to that represented large southern manu- 
facturers in Chicago and surrounding territory. 

The Pickering Lumber Co. is one of the promi- 
nent manufacturers of California white and sugar 
pine, white pine sash and doors, southern pine and 
southern hardwoods. Its mills are located at Has- 
lam, Tex,; Standard, Tuolumne and Sonora, Calif. 


To Cover Eastern Territory 


R. H. Kay, for the last ten years general man- 
ager of the Smith-Fassett Lumber Co., North Tona- 
wanda, N. Y., and previous to that time and for 
ten years with the E. B. Foss Lumber Co., of Bay 
City, Mich., on Jan, 1 became affiliated as direct 
representative in the eastern territory with the In- 
ternational Lumber Co., manufacturer of northern 
pine, with mills at International Falls, Minn., and 
Keewatin, Ont. Mr. Kay is well known in the 
northern pine field, not only in the producing cen- 
ters but also in the eastern distributing territory 
which he will cover for the International Lumber 
Co., with headquarters at Buffalo, N. Y. Mr. Kay 
is now making a tour of investigation at the com- 
pany’s mills—which have a combined yearly capaci- 
ty of approximately 150,000,000 feet—familiarizing 
himself with further details of the operations. 


Missouri Dealer Makes Hole in One 


MARYVILLE, Mo., Jan. 10.—I. A. Goodson, lumber 
dealer at Ravenwood, Mo., has the honor of being 
the first member of the “Hole-in-One” club of the 
Maryville Country Club. He made the single on 
No. 4, a 125-yard mashie shot. 


New Manager for Grease Firm 


M. B. Urquhart, who has been Northwestern 
manager for the Keystone Lubricating Co., of 
Philadelphia, Pa., for the last twenty years, has 
resigned his position with this concern and on 
Jan. 1 assumed the western management of the 
Philadelphia Grease Manufacturing Co., of Phila- 
delphia, Pa., manufacturer of the well known Phil- 
adelphia grease, with offices and warehouses located 
in the Ideal Build- 
ing, Denver Colo., 
and 144 South 
Fifth West Street, 
Salt Lake City, 
Utah. Mr. Urqu- 
hart is well and 
favorably known 








M.B. URQUHART, 
Denver, Colo. ; 
Western Manager 
Philadelphia 
Grease Manufac- 
turing Co. 





to the trade since 
he has covered the 
entire Northwest- 
ern territory in 
person all these 
years, and_ this 
fact together with 
his wide acquaint- 
ance will, no doubt, prove advantageous in his 
hew position. 














Takes Charge of Chicago Office 


Harold A. Knapp, who since May, 1921, has been 
manager of the Chicago office of the Union Lum- 
ber Co. in suite 909 London Guarantee Building, 
having resigned to enter another field, has been 
sucereded by Harold P. Plummer, vice president 
of the Union Lumber Co., who has been directly 
connected with the San Francisco office. Mr. 
Plummer, who has already taken charge of.the 


Chicago office, has been in the redwood business 
all his life, and has been an officer and director of 
the Union Lumber Co. for several years. 


Redwood Expert Enters New Field 


The Celotex Co. announced this week, through 
Cc. E. Stedman; vice president and general sales 
manager, that Harold A. Knapp, formerly manager 
of the sales organization of the Union Lumber Co., 
of San Francisco, Calif., had been appointed as- 
sistant general sales manager of the Celotex Co., 
with headquarters at Chicago. 


This announcement closely followed the notice 
sent out by the Celotex Co. on Jan. 2 that O'Neill 
Ryan, jr., formerly advertising manager, had been 
appointed assistant general sales manager in 
charge of sales promotion, and that Edwin Cox, for- 
merly assistant advertis- 
ing manager, had been 
made advertising man- 
ager. 

These various develop- 
ments in the organization 
of the Celotex Co. are 
the result of the expan- 
sion program of that 
company in developing 





HAROLD A. KNAPP, 
Chicago ; 
Assistant General Sales 
Manager Celotex Co. 





its sales organization to 
service the Celotex deal- 
ers who are located all 
over the country. 

Mr. Stedman _ stated 
that the Celotex Co. felt 
particularly gratified in 
obtaining the services of 
Mr. Knapp, who is very well known throughout 
the lumber industry. For several years Mr. Knapp 
has been in charge of the sales of the Union Lumber 
Co. in the United States, Canada, Mexico, Cuba 
and Central America, and he has taken a very 
active part in the development of the sales policies 
and organization of the Union company. During 
the last few years he has been a member of the 
trade extension council of the National Lumber 
Manufacturers’ Association; member of the Cali- 
fornia Redwood Association, and chairman of the 
redwood trade extension committee. 


Previous to his association with the Union Lum- 
ber Co., Mr. Knapp was connected with the C, A. 
Goodyear Lumber Co., where he acted as an ofli- 
cial in various sales offices before he was appointed 
general sales manager. 


Mr. Knapp not only has had invaluable sales and 
executive experience with these companies, but he 
dates his knowledge of the lumber business back 
to the time when he started work in the mill yard 
and shipping shed of the J. J. Newman Lumber Co. 
of Hattiesburg and Sumrall, Miss., and later, dur- 
ing his early history, was connected with Eastman, 
Gardiner & Co., the Chicago Lumber & Coal Co. 
and the Kirby Lumber Co. 


According to advice received through Mr. Sted- 
man, the Celotex Co. plans a continually expand- 
ing program of merchandising and advertising for 
the benefit of retail lumber dealers who handle and 
sell Celotex. Due to the volume of business de- 
veloped by the Celotex Co. and the size of its sales 
organization, both Mr. Knapp and Mr. Ryan will 
be actively associated with Mr. Stedman in the 
direction of the sales policies and plans of the com- 
pany. 





Chicago Association to Work and Play 


Plans are completed for the fifty-eighth annual 
meeting and banquet of the Lumbermen’s Associa- 
tion of Chicago, according to announcement sent 
out Jan. 8 by E. A. Thornton, president of the 
association. The business session will be held 
in the association rooms at 30 North Dearborn 
Street, on Monday, Jan. 17, at 1:30 p.m., imme- 
diately following luncheon. Reports of officers 
and committees will be submitted and election 
will occur for board of directors, committee on 
arbitration and committee on appeals. 

Rainbo Gardens, Clark Street at Lawrence 
Avenue, has been chosen for the annual banquet, 
scheduled for 7 o'clock, and immediately following 
the adjournment of the business session the mem- 
bers will journey to the scene of festivities. In 
this connection, Mr. Thornton says: “We desire 
this to be strictly a social gathering and this 
invitation is addressed not only to the members 
of the lumbermen’s association, but in general to 
the lumber trade of Chicago. Please note that 
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A. J. BARKER H. T. FALL A. J. BOYLES 


Red Cedar Idaho White 
Lumber and 
and Shingles Western Pine 





Acme Lumber & Shingle Co. 
Tel: Wabash 2991-2992 
20 W. Jackson Boulevard, CHICAGO 





R. G. KEIZER FRED L. LEIDINGER 


INLAND EMPIRE 


LUMBER Co. 
White Pine—Pondosa Pine 


Spruce—Fir and Larch 
Pacific Coast Products 


Telephone Central 5691 


Suite 758-760 CHICAGO 


Conway Building, 





“Good Lumber at Prices YOU Can Afford to Pay” 


E.L. Cook Lumber Co. 


Kiln Dried and Air Dried 


Northern -HARDWOODS-— Southern 


Ash Chestnut Plain Oak Walnut 

Basswood Red Gum Quartered Oak Mahogany 

Birch Sap Gum Poplar Maple 
White Pine Western Pine Fir Cedar 


3800 West 38th Street, CHICAGO, ILL. 





Winegar-Gorman 


Lumber Co. 


Birch, Maple, Ash, Basswood, 
Elm, White Pine, Hemlock, Lath 
Mills:— Winegar, Wisconsin and Bonifas, Michigan 


Sales Office:— 
39 So. LaSalle St., CHICAGO, ILL- 





WHITE STAR LUMBER COMPANY 


811 Lumber Exchange Bldg., CHICAGO 
Randolph 1069 Mills at Mattoon, Wis. 
Jobbers of Yellow Pine, Fir and Red Cedar 
Manufacturers of HEMLOCK and CEDAR 
Sales Agents for Redwood Manufacturers’ Co., and 
“I.F.C.O.” Maple. Beech and Birch Flooring. 





PILSEN LUMBER COMPANY 


White Pine — Yellow Pine 
Hemlock, Lath and Shingles 
Straight or Mixed Cars. 

Quick shipments from our mills or from a 
large stock in our seven acres of yard at 
Laflin and 22nd Sts., . - CHICAGO 











Hall, Kellogg & Co. 


Room 1010, 208 So. LaSalle Street, Chicago 

522 Spring Street, - Hot Springs, Ark. 

511 Spalding Building, - Portland, Ore. 
Foresters to Leading 
Lumber Companies 
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Your Profit from 


Minimum Investment 
and Maximum Turnover 


is assured when you order 
Bruce Oak Flooring in a 


MIXED CAR SHIPMENT 


with plain or quartered oak or gum finish and 
mouldings, veneer stair treads, oak wagon 
stock, oak and gum dimension stock, oak 
bridge plank and timbers, beech and gum 
flooring, cedar lumber and Ceda’line, Southern 
hardwoods, air or kiln dried. Arkansas short 
leaf Pine (Rosemary Species) smoke-dried lum- 
ber, moldings and finish. 


Freight costs less than L. C. L. Your 
stocks are kept balanced and turned 
often, with less capital investment. You 
can order from us what you need, when 
you veedit. Try a Bruce mixed Car. 


E. L. BRUCE COMPANY 


Manufacturers 





Memphis, 


Tennessee 


? 














Old 
Reliable || 


Maple, Birch, Beech 


FLOORING 


Made from Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Reciever for WILLIAM HORNER 


























Plant: Perkins Building, 
Newberry, Mich. Grand Rapids, Mich. 
renee = meee 





THE LUMBERMAN’S ACTUARY 


Shows at a glance the amount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition. A 
book every lumberman can use. Price postpaid, bound 
in leather, $8.50. AMERICAN LUMBERMAN, Publish- 
ers. 431 S. Dearborn St., Chicago, Ill. 








ladies are invited and dancing will be one of the 
features of the entertainment.” 


Northern Pine Sales Conference 


A sales conference was held last week by the In- 
ternational Lumber Co., northern pine manufac- 
turer, in the Chicago headquarters at 737 Conway 
building, at which the following were present, rep- 
resenting various territories in which the company 
solicits business: J. P. Carroll and O. H. Paddock, 
of the Chicago territory; A. J. Wood, Wisconsin ; 
W. R. Depew, Michigan; F. R. Retter, Ohio; J. B. 
Burkholder, Pennsylvania; R. H. Kay, eastern, and 
E. W. Kettlety, of the Chicago office. All the rep- 
resentatives reported conditions quite favorable for 
a continued satisfactory volume of business this 
year, following a good turnover in 1926. 


Dealer Runs Striking Holiday Ads 


Considerable attention has been attracted by two 
very striking advertisements, each occupying a 
full newspaper page, appearing over the signature 
of Walter H. Schenk, president Walter H. Schenk 
Co., retailer of lumber and building materials at 
6601 South Central Avenue, Chicago. These adver- 
tisements appeared in the Liberty Bell, a com- 
munity newspaper circulating throughout that dis- 
trict, in the issues of Dec. 23 and Dec. 30, the 





former being specifically a Christmas advertige. 
ment while the other was appropriate to the 
Year. 

The advertisements were notable in that the 
reflected sentiments of good will and service a. 
propriate to the season, rather than being devoted 
to the direct solicitation of business. In othe, 
words, to quote Mr. Schenk’s comment thereon 
“they are a sincere reflection of the personnel of 
the Walter H. Schenk Co.” 


New 


To Represent Western Concern 


During a recent trip through the East, Claude 
N. LaLone, sales manager for the Hedlund Lumber 
& Manufacturing Co., of Spokane, Wash., concluded 
arrangements with John I. Pfeiffer, 105 West 
Monroe Street, Chicago, as the Hedlund company’s 
exclusive mill representative in the Chicago terri- 
tory. This arrangement becomes effective imme. 
diately, according to Mr. LaLone, and is the direct 
result of a steadily increasing volume and bright 
prospects for the future. Mr. Pfeiffer will spe- 
cialize in the marketing of Hedlund k. d. white and 
Pondosa pine frames, as well as Pondosa pine lum- 
ber, moldings, boxes and crates. He will serve all 
interested dealers in Illinois, Indiana, southwestern 
Michigan, and Iowa points along the Mississippi 
River. 


New Retail Yard Opens for Business 


An editorial representative of the AMERICAN 
LUMBERMAN had the pleasure one day last week 
of looking over the new and splendidly equipped 
retail yard of the Bader-Russell Lumber Co., situ- 
ated at 107th and Rockwell streets, right in the 
heart of one of the largest undeveloped “close-in” 




















Straight, true piling of lumber is a noticeable 
feature of the new Bader-Russell company yard. 
Fhe man in the foreground, wearing an overcoat, 
is J. Memmesheimer, jr., manager of the yard 


residential tracts in or near Chicago. The plant 
was very recently completed and epened for busi- 
ness. 

The term “undeveloped,” is here used in the 
sense that the building of residences in that imme- 
diate district has only begun, although as regards 
such utilities as sidewalks, lighting, water, sewers, 
gas etc., the district is fully developed, and awaits 
only lot-buyers and home-builders to become a 
high class residential district, being immediately 
adjacent to the fine Morgan Park and Beverly 





Hills sections. In other words, the Bader-Russell 
company is getting in on the ground floor, and 
inevitably will develop a large business as the new 
district settles up. The buildings and all other 
equipment have been planned with a view not 
only to present needs but to the expansion that is 
certain to come. 

The plant is exceptionally substantial and wel) 
constructed throughout. The lumber storage ware. 
house is an immense brick structure, with two 
alleys. Alongside runs the company’s private 
switch track, being an extension of the Baltimore 
& Ohio Chicago Terminal Railroad, permitting the 
spotting of cars for the greatest convenience and 
facility in unloading. 

The plant has a full equipment of Standard 
gravity rollers, made by the Standard Conveyor 
Co., North St. Paul, Minn., which effects very sub- 
stantial savings in labor costs and greatly facili- 
tates the handling of lumber from the cars to all 
parts of the warehouse and yard. 

An interesting feature of the shed construction 
is the wooden truss roof, doing away with the 
need for supporting columns. These trusses—the 
product of a concern specializing in that line— 


. have been fully described and illustrated in various 


issues of the AMERICAN LUMBERMAN (notably that 
of July 26, 1919). They are delivered to the job 
in sections, needing only to be set in place and 
bolted. 

All the lumber piles rest on solid cement founda- 
tions, and the entire yard is surrounded by a 
high steel mesh fence. A huge sign bearing the 
name of the company surmounts the roof of the 
big lumber warehouse. This sign is brilliantly 
illuminated at night and can be easily read at a 
distance of several blocks in either direction. 

Because the streets in the newly opened section 
from which the company naturally will draw most 
of its trade are not yet paved, horse-drawn trucks 
will be used mainly for delivery, and the yard 
equipment includes a substantially built stable. 

The Bader-Russell company is headed, as presi- 
dent, by C. D. Russell, who also is actively iden- 
tified with the Hausler Lumber & Coal Co. and 
the South Chicago Sash & Door Co., being secre- 
tary and manager of both these concerns, which 
are located at South Chicago, Ill. The other officers 
of the Bader-Russell company are C. W. Bader, vice 
president and treasurer, and M. Hausler, sr., secre- 


tary. J. Memmesheimer, jr., is the manager of the ; 


new yard. 











Left—A rear view of the new lumber warehouse of the Bader-Russell Lumber Co., Chicago. Right—View in the yard, showing the substantial con- 
crete foundations prepared for the lumber piles 
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re Flooring Finish—Dressed Dimension—Dressed Fencing and Boards sieve 
ich li ” ” toe “SS” No. 1 No. 2 ‘ No.1 No.2 oO. 
ers Edge grain —_. na gel ie ee he | are $34.50 $17.25 $14.75 
ice <r ee y e $72.50 DE. ccvantaasadese cate $67.50 veoee 12, 14, sa a3, 5 ’ 20 ’ Sat endl tenn 36.50 20.50 16.50 
: B&better .........-. CGS Te Fe aces cecisiccosevav 69.50 ..... 16 m eS errr 35.75 22.50 18.00 
va nc a a uuaemeee meilew 67.50 CU. alasivp eee ok-ate Lay peunwe oy | yng = 8 ey 4 pd 1x10” 37.00 22.75 18.00 
” Se adh cian athnies 7:00... : x 6” Bie eecuks 22. : 
Flat grain— S56, 136, Sek, 00 ccs THES |x save 26.50 28.25 2x 8” 22.50 24.00 Bee) naivn casas 50.00 26.25 19.00 
B&better .:......... 56.50 47.00 | 1%, 1%, 2”xb, 10, 12”. 78.75... as: Se 22 fa we Casing and Base 
Oe WF kaeiinias «a50ech-aeael 37.50 om - 29.00 31. os , B&better 
NO. 2 yeseeeseeeesees ceees 38.60 Re ie t. $2S&CM—Shiplap RON re Fe a It $14.25 
Cl Clg. 1g ar CE MN oitecenccaoatedaees f 
: E; No.1 No.2 No.3 . 
Moldings Bé&better $39.00 $40.50 $41.50 $44.50 | 1x Meee $36.50 $20.75 $16.50 SR a 
154” and under. .28 percent discount | No. 1 ..... ...-. 37.50 ..... sesee 1X B87 nese eeees 35.75 ye ates 14"—4" $470 $4.05 
15,” and over...22 percent discount No. : aaa’ beinee 30. 50 amie aa eae RG sceasaweouone . Sa 96X11G"—4" neces . : 
The following are f.o.b. mill prices on Wisconsin hemlock: 
No. 1 HEMLOocK Boarps, S1S— No. 1 HeMiock, 81S1E— : : : 
g’ 10’ 12° 14’ 16’ 18&20’ 8/16’ 8° 10’ 12’ 14’ 16 18&20 22&24 
YF perro $26.00 $27.00 $27.00 $27.00 $28.00 $30.50 $27.00 a ae $29.00 $30.00 $29.00 $28.00 $30.00 $32.00 $34.00 


1x 6” .....+. 28.50 29.50 29.50 29.50 31.00 33.50 29.50 | 2x 6” ....... 26.00 27.00 27.00 27.00 29.00 31.00 34.00 
1x 8” ....... 30.50 31.50 31.50 31.50 33.00 35.50 31.50 | 2x 8” ....... 28.00 30.00 29.00 29.00 30.00 32.00 34.00 
mn ee 31.50 32.50 32.50 32.50 34.00 36.50 $2.50 | 2x10” ....... 28.00 31.00 31.00 31.00 32.00 33.00 35.00 
1x12” ....... 32.50 33.50 33.50 33.50 35.00 37.50 $3.50 | 2x12” ....... 29.00 32.00 32.00 32.00 33.00 34.00 36.00 


For merchantable S18, deduct $3 from price of No. 1; for No. 2, deduct $5. For shiplap or flooring, add 50 cents to prices of No. 1 boards. 
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Duluth, Minn., Jan. 10.—All classes of northern pine lumber are steady, no concessions being reported in any quarter. 


COMMON BOARDS, —e— 


NORTHERN PINE 


Frncine, Rougo— 





LL 


Prices f.o.b. Duluth follow: 





oe ae ae oe , , , , 

ae ae $55.00 $57.00 $62.00 $62.00 $62.00 $60.00 $65.00 $65.00 6” No.1 .......ee0.e.c0666-86200 $5600 1559-00" scico | aaa 
anes 61.00 63.00 69.00 71.00 66.00 66.00 71.00 71.00 No.2 2.222... 222222221%3800 "anion = Sastog «86808 (861.00 
MP anisenns 67.00 70.00 77.00 77.00 72.00 72.00 77.00 77.00 (AG Berta a 27.00 29.00 31.00 32.00 ne 

No. 2, 8”........ 35.00 37.00 46.00 46.00 46.00 44.00 50.00 50.00 4” No.1 212222.77.057°°5555 47.00 50.00 56.00 Sao (8200 
iP vcssetes 38.00 40.00 49.00 49.00 45.00 45.00 53.00 55.00 oe Tppresscamepeeaitn 36.00 41.00 $7.00 «632.00 
as 4s Be BS Se fe oe oe EB sccaccewccnsansesss GEUe 28.00 29.00 30:00 ay0 

NO 8 del SIIIIES 29°00 31:00 88:00 88:00 88:00 38:00 33:00 33:00 NO. 4, 6-foot and longer, mixed widths, 4”, $24; 6”, $28. ' 
IF’ .c0ee «++ 31,00 33.00 35.00 35.00 35.00 35.00 39.00 39.00 5” fencing same as 6”. 


For all white pine, Nos. 1 and 2, add $1. 


Boards, 6 to 20’, 8, 10, and 12”, No. 4, $30; No. 5, $21. 
add $i; for resawed, 


For 81 or 28, add 75 cents; SISIE 


Drop siding, grooved roofing and o. G. sh iplap, 8’ 


Shiplap and D&M, 8’ and up, add $1.25. 
No. 1 Pisce Sturr, 8181E— 


All white pine, Nos. 1 and 2, add $1. 


add $1. 
and up, add $1. 50. 


S1 or 28, add 75 cents; S1S1B, add $1. 
Flooring, %- and %-inch ceiling, or beveled well tubing, add $2, 
Drop siding or partition, add $1.50. 


Well tubing, D&M and beveled, add $2. 


SIDING, 4 AND 6”, -4 To 20’— 


27.50 $31.50 $33.50 $31.50 $31.50 $32.50 $34.60 $34.50 ” ” 4” 6” 
OR ‘ 7 ‘ ’ . f . 

IE? cahedenecons +7180 28.50 31.50 31.50 31.50 31.50 33.50 33.50 Bé&better...... sseeee$40.00 $44.00 E .............005. -$20.00 $22.00 
 esendés Sosent 27.50 30.50 32.50 32.50 32.50 32.50 34.50 34.50 © ------eeeeeeeees -+++ 33.00 38.00 Norway, C&better..::°34.00 "36.99 
2x10" ....++.+++++ 31.50 32.50 35.50 35.50 35.50 33.50 35.50 35.50 Di --seeeeseeeeeeeeeee - 28.00 31.00 

a METS 32. 50 36.50. 50 4.5 50 50 


33. 
2 piece stuff, 33 , than No. 
«5 eis. da $3. 


6. 36.50 34.50 36. 36. 
; pine, rough, deduct 75 cents; D&M 
A 44 larch, 2x4- and 2x6-inch, $3 under Norway pine. 


Siding may contain not to exceed 20 percent of 4- and 9-foot. 


Siding run to O.G., $2 a thousand extra; product of the strip as it grades, 


Beaded ceiling, %-inch, $1.50 more than same grade of siding. 





NORTH CAROLINA PINE 


Norfolk, Va., Jan. 10.—Following are typical 
average f.o.b. Norfolk prices, made during the 
week ended Jan. 7, as reported to the North 
Carolina Pine Association: 


Rough: 
4 a 
Te, Detter GERD cccccsveces'essweciagenes $50.75 
Pe oo. specs eseendcoswrhies cnrewewne 31.00 
DE. WEE. cedccadsedconcewepsecoreesannes 24.00 
BOO. B GENO DOM ode vvcccccvcdcscccseccess 20.00 
No. 2 & better— 
ee eee ila on bp ebeetenedneneeneeed 53.00 
DA dcdd deen dbedeecethetnthbeean ieee tees 55.00 
er EEE - ct eeseteesecnecéeeneens 31.50 
Wage, No. 2&better, 5/4.......cccccccccees 56.75 
Edge, No. 2&better, 6/4.........cceeeeeees 60.25 
Bark strips, Nos. 142 .......cccccccccesecs 30.25 
2k) Seen reer re re 5.75 
Dressed: a 
Flooring, }#}”— 2% 
ETT Teer Tee $59.25 
Sa ere ee, 45.50 
phates RE RE See RT. 43.50 $49.50 
Re ee ary eer ere 43.25 
Bark BETH WOFUHION oc ccscccccccczcsoceuces 39.00 
Box bark strips (dressed or resawn)....... 17.50 
*Air 
Roofers: No. 1 dried 
tt” ace uercecesindewswanhensbeds 27.50 $18.00 
gl RIS I pra e = 30.00 19.00 
DT “enn Gins Sot Rubens bem cae eee 29.25 19.25 
EER Eee ae Be 31.50 19.25 


*F.o.b. Georgia-Alabama mills. 


RED CEDAR SIDING 





Seattle, Wash., Jan. 8.—Prices of red cedar 

lumber, new bundling, 8-18’, f.o.b. mill, are: 
Bevel Siding, VY2-inch 

Width— Clear ras — 
DE stxespdecotsabdens 25.00 $24.00 $16.00 
PE’ suscéuddwcnkesen 27.00 25.00 20.00 
OS ae eae 30.00 28.00 24.00 
Pn” scbéessacdesdenee 35.00 ee aes 
DE  trhcaaravereakens 43.00 ‘ 

Clear Bungalow Siding, %-inch 

OE EEE LOL ORE ER RR GE ie $46.00 
PE. nck ccnecevedsseercnsbbereeusepeenexes 7.00 
DY: hice teu dade etes wh Sadenadee qantas 65.00 





RED CEDAR SHINGLES 


Seattle, Wash., Jan. 8.—Eastern prices, f.o.b. 
mill, are: 
Per square Per M 
4 bunches 4 or 5 bunches 
First Grades, Standard Stock 


Mxtra stars, 6/2 ...cccce- %. al 80 %. os. 25 
Extra stars, 5/2 


GE. ceccteccacees r 2 1.96 . 10@2. 45 
GFE nabessiecsoen 2.41@2.45  3.00@3.05 
I an ekki a eand nae 2.23@2.32  3.05@3.15 
EE SOLOS ES 2.75@2.78  3.70@3.80 


First Grades, Rite-Grade Inspected Stock 
Mixtra stare, 6/3 ...cceces $1.84@1.88 $2.30@2.35 
Extra stars, 5/2 1.92 2.40 


TERSCR CIOATD 2. cc ccccccccse 2.20@2.24 2.75@2.80 
OS SS Se ee 2.57@2.65  3.20@3.30 
Es Sok es Bhs ihe oe 2.44@2.51 3.35@3.45 
EE EE 2.49@2.93 3.90@3.95 


Second Grades, Standard Stock 


Common stars, 5/2 ....... $0. i6@ .88 ss > ty 10 
Common stars, 6/2 ....... 92@ .96 aon 20 
Common clears ....cscesee 1.40 


British Columbia Stock, Seattle Market 


CC) . cv sscccd. beasneaen $2.65 @2.70 
eh Gale Oe) senceeeas $2,57@2.65 3. 20@3.30 
RSA are ie 2.66@2.70  3.65@3.70 
EPR RS 2.89@2.93 3.90@3.95 





WESTERN PINES 


Spokane, Wash., Jan. 
rent prices, f.o.b. mill, 
Aug. 19: 

Pondosa Pine, 16-Foot, Inch— 
No.1 No. 2 Be. S No.4 No.5 


8.—Following are cur- 
which became effective 


- ~wenrestenas $42.00 $31.00 a 6 (ssane ~“seeee 

- -veseeaneun eee) Gee «Oo cw'ene. caccs 

oe Sapam Gees. Bee Gee. sesese  suans 

De swrveneenet | == - Bet eee 

1S”. cccvccvee ae «Dee 6B nesses” ches 

en cieas +haaes. atest $15.00 $ 7.00 
Pondosa Pine Shop— 
Factory 

No.1 No.2 No.3 Com 

Hy & 6/4 ...$61.50 $41.50 $25.50 $16.00 ..... 

Reuse’ e-. 71.50 51.50 36.50 1 a aienaial 

a Seksaeedhadeses. seeas... bidoe . dam¥e $24.50 

Idaho White Pine, 16-Foot— 

No.1 No.2 No.3 No.4 No.5 
re SOB.00 SELGO GEEGD  cccce  ccvce 
- ectesearas ' = 6 CC lCU—Reeee 
er BS A ee 

a ‘adinedewan 54.00 42.00 28.00 ..... cevcc 

De ntsnsnoans ee Oe ee 

Oe We Saund meine. \ d60de $17.00 $ 7.00 
White Fir, 6- to ,20-Foot, Inch— 

4” 6” 8&10” 12” 4”"&wdr. 

ag 1 & 2. > e 4 $25.00 $26.00 $27.00 ..... 

Oe a haetadle ; 20.00 21.00 22.00 ..... 

No © cekecde aedua ( sadeek .4heee. Gees $15.50 


[Special telegram to AMERICAN LUMBERMAN] 
Portiand, Ore., Jan. 11.—The following are 
f.o.b. Chicago prices on Pondosa pine shop, S2S: 


No.1 No.2 No.3 
© 8 SPS eee $55.00 $40.00 $32.00 
| REP Ree 65.00 50.00 32.00 

Above shop prices are for shipments of No. 3 
— _ For straight cars of specified grades, 
a 





CALIFORNIA PINES 


San Francisco, Calif., Jan. 8.—The following 
are average f.o.b. mill prices of California pines, 
those on common representing 1-inch stock only, 
as compiled from the report of the California 
White & Sugar Pine Manufacturers’ Associa- 
tion for the week ended Jan. 8: 


California White Pine 
Nos. we C sel. D sel. No. 3 clr. 


Ce. aeksat 9. ny 60 $53.70 $47.25 
BIGERW. cccces 73.15 3.00 52.20 57.55 
Le” -cavees 69.55 0. 20 45.95 55.90 
oe Ae 80.55 70.65 56.45 66.90 
California Sugar Pine 
Nos. hy clr. C sel. D sel. No. 3 clr 
CW, awoces 95 $86.90 $72.60 $53.80 
DE. cnnes's a2 81.50 60.00 66.15 
DP. sseneus 84.35 78.00 57.70 63.55 
eT. coneed 92.55 87.30 66.70 81.75 
White Pine Shop Sugar Pine Shop 
No. 1 shop, 5/4x Inch shop ....... $38.60 
Pies ace maee $42.60 “~ . shop, 5/4x 
“ 2 i Renee 5.25 
Af POR 24.80 No. 2 Seems 6/4x 
a ig shop Se | et awe 8.10 
Panel, %xa.w.... 69.00 White Fir 
Mixed Pines | ay ee $41.30 
No. 1 common...$49.75 = = & btr., 4/4x 
No. 3 common... 83.50 B:W. cccccseces 35 
“2 “Ss eee 22.50 No. + dimen., 145 
TRNOEE. «00002 0 29.85 KZ BW. ccccccee 20.45 
No. 1 dimen., 1/5 Douglas Fir 
KAW. sereecees ae: rer $40.15 
Lath No. 1...... 5.25 Common ........ 19.35 
Lath No. Beceued 4.55 Ties & Timbers. 25.20 
LOtR, BF" .cccces 2.00 Dimension ....... 18.00 
Australian Cedar 
WG iiss venue $53.45 Miscellaneous... .$20.75 


DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 

Portiand, Ore., Jan. 13.—F.o.b. mill prices on 
actual sales of fir, Jan. 10 to 12, direct and 
wholesale, reported by West Coast mills to the 
Davis Statistical Bureau, were as follows: 


Vertical Grain Flooring 
B Bé&btr. Cc 


De. ceeateeans anal $36.25 $36.00 $30.50 
ici ekddeianimn eek 37.50 ce 
EE sua a okie seuite edekae 40.25 
Flat Grain Flooring 
DT. .cenebevetacke Veiaue 25.00 22.75 
TS abate dona ieeacas 31.00 29.75 
Mixed Grain Flooring 
Ser Sséhetaavecse actus | Uneese cocce $16.60 
Ceiling 
ME anekbistckeeen aotee 24.25 20.25 
BE Sicwchisaxéntie haces 25.50 22.00 
Drop Siding, 1x6” 
Dt cscleigadvabewad boust 31.25 26.75 suas 
 aviexecuebiusaacceres = -" 27. ” wea 
NRE Se 16.25 
Finish, Kiln Dried and sastnes 
1x6” 1x8” 1x12” 
DN sidvicoueeavebueed $30.00 $48.50 $53.00 
Common Boards, and Shiplap 
1x6” 1x8” 1x10” 1x12” 
DG, Mh: “aed -hakeaiiolet $16.50 $18.50 $16.75 $19.00 
Een Ae ig:thuiceniatainin aa 11.25 12.25 14.25 14.75 
i aes: 10.50 8.75 8.75 vuken 
Dimension 
12° 14’ 16’ 18° 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4”..$16.25 $16.50 $18.25 $18.75 $18.50 . 
6”.. 15.256 15.25 17.25 17.25 17.75 $20. 6 $22. 95 
8”.. 15.75 15.50 17.25 17.25 17.25 20.50 23.50 
0”.. 16.00 16.75 18.00 18.00 17.75 22.50 25.50 
>. pe i = 16.75 18.25 19.25 18.25 22.50 24.50 
2x4”, 8’, $16.25; 10’, $17; 2x6”, 10’, $15.50. 
me. ch 2x4’ 2x6” 2x8” ‘2x10” 2x12” 
eh! & oencsead sar > ar 00 = - $14.50 we aes 
Oe ee EE  bemae © USoebe 
No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced... ccccccece $19.00 
a oe Gee” Gee Or. SU vcliccdvccscnsens 18.50 
5x5 to 12x12” to 40’, surfaced..........s00- 19.75 
Fir Lath 
OR Ee DE) GI sos aaecscencnesseeaad sees $2.75 
Bé&better, Flat Grain Car Siding, 9 or 18’ 
ORE PSE SIE Eg St Oe ee eee cre ae $35.00 
ME \ a 55 Mend cede seWebavun ov eeueeseneuie’l 38.50 





WEST COAST LOGS 


[Special telegram to AMpRICAN LUMBERMAN] 


Portland, Ore., Jan. 11.—Log market quota- 
tions: 
7, yellow: Firm, No. 1, $22; No. 2, $17; No. 


Fir, red: Strong at $16. Ungraded. 

Cedar: Demand light at $16. 

Hemlock: Scarce and strong, No. 2, $12 to 
$13; No. 3, $11 to $12. 
Spruce: Steady, No. 1, $25; 2, $19; No. 3, 


Everett, Wash., Jan. 8.—Log quotations; 


Fir: No. 1, $25; No. 2, $19; No. 3, $13. 

Cedar: Rafts of shingle logs only, $18 base; 
25 cents og + 3 each 1 percent 4 lumber logs. 

Hemlock: 2, $13 to $14; No. 3, $11 to $12. 


Spruce: $1 yor than fir. 
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POPLAR 


Cincinnati, Ohio, Jan. 10.—The following are 
average wholesalers’ carlot prices, Cincinnati 
pase, on poplar: 


5/4&6/4 
ay goer ‘ $100 110 ar toad 0 110120 


SSE Rg 
4 ye 
- ¢ So 8: 25 27 27 #29 28 «30 


~ oe $ 90@ 95 $ 95@100 $100@105 
Saps & selects. 60 65 
No. 1 com..... 45 48 52 55 55 £60 


‘ mA... 35 36 37 40 40 42 
No. 3 com. B.. 25 27 26 28 27 30 


POPLAR BEVEL SIDING 


Louisville, Ky., Jan. 11.—Inquiries for siding 
picked up during the last week, but not much 
actual business has been booked. There is a 
fair amount of building planning to start as 
soon as the weather opens. Prices of select 
grade have been reduced $1 a thousand, with 





HARDWOOD LOGS 


Memphis, Tenn., Jan. 10.—Following are av- 
erage quotations on logs in Memphis, and at 
points in the Memphis territory: 


F.o.b. cars 
Delivered Memphis 
Memphis territory 
Variety— Per M° Per M 
Red & white oak 
a0” and: G8.46< $32.00 to $37.00 $20.00 to $25. re 
Gum, 16” and up. 28.00 to 33.00 18.00to 23.0 


Elm, 12” and up.. 28.00 to 33.00 18.00to 23. 00 
Ash, 12” and up... 35.00 to 40.00  25.00to 30.00 
Hickory, 10” & up. 42.00 to 47.00 30.00 to 35.00 
Maple, 12” & up.. 28.00to 33.00 18.00 to 23.00 


Logs are classified by buyers here roughly as 
No. 1 and 2, and the foregoing price range is 
supposed to cover the average prices paid for 
both. 


‘The differences between delivered and. f.o.b. 
price ranges are based on the distance the logs 
are hauled, and the weight of the timber. Oak, 


all other prices steady. Quotations follow: 


ash and hickory are drawn from wider dis- 
Clear Sel. No.1 No.2 


tances; while gum, poplar and elm can be profit- 


a cesseceossesiae — 4 se ably drawn into Memphis only from nearby 
SED. cscmnoneee 50 36 24 18 | points. 








HARDWOOD INSTITUTE PAST SALES REPORT 


Memphis, Tenn., Jan. 10.—The following is a summary of Chicago/Cleveland average hardwood 
prices obtained during the week ended Jan. 4, as reported to the Hardwood Manufacturers’ 
Institute: 











RED GUM BLACK GUM-CONT'D RED OAK-CONT'D SOFT MAPLE-CONT'D CYPRESS-CONT'D 

Ghartered ~~ ae ss Pisin 

Chgo Clev Chgo Clev c Clev c Cley 
Firsts 4 Seconds No 1 Com & Sels Firsts e teenmas No 2 A "© WE 30 seoond 
5-8 81,75 4.6 4-4 33,00 ,,, 8-4 114,50 .., 6-4 29,50 i 
4-4 107,50 ... No 3 Common No 1 Com & Sels ro 81°25 ses 
64 113,25 ... an4 31,00 || 5-8 40,00 ,.. Firsts = Seconis 8-4 83,75 .., 
6-4 110,50 ..,. tibrr 4-4 59,00 67,75 4-4 175,75 10-4 111,25 .,, 
6-4 110,75 ... Quartered 5-4 65,25 72,00 12-4 119725 [°° 
No 1 Com & Sels Firsts & Seconds 6-4 69,00 ... Firsts & Seconds Selects R W 
4-4 61,00 .., 4-4 47,75 ... B-4° 75,00 ... 8-4 74,00 .., 4-4 69,00 .., 
5-4 64,75 ... No 1 Com & Sels lu-4@ 92,00 .., No 1 Com & 6els o-4@ 71,25 .., 
G6 GE icc 4-4 37,75 ... 12-4 102,50 .., 6-4 54,00 ,., 6-4 74.25 ... 
8-4 68,00 .., Plain 16-4 112,50 ,.. Bo 2 Common 8-4 77,00 ... 
10-4 85,25 ... Firsts & Seconds No 2 Common 8-4 36,25 30,00 |]10-4 80,50 .., 
12-4 88,75 ... 4-4 46,25 .., 4-4 46,25 48,00 |j1lU-4 38,50 ,., 12-4 90,25 .., 
Bo 2 Common 5-4 46,75 ... 5-4 45,25 ... No 3 Common No 1 Shop R W 
6-4 39,75 ... 6-4 53,75 °. Sound Wormy wixea || 8-4 32,50 || 4-4 40.75 .., 
8-4 41,75 ... No 1 Com & Seis 4-4 39,25 5u,00 || SOME J] 5-4 55:50 “ee 

Pie 5-8 28,25... a Firsts © Feoonts 8-4 54.75 °°" 
Firsts 4 Seconds 4-4 36,00 .., Quartered 6-4 64,25 .., 10-4 57,50 .., 
4-4 105,00 .., S-4 40,25 .., No 1 Common 8-4 70; es © 1 Common R W 
§-4 118,50 .., 6-4 42,50 .., 4-4 62,75 ... 12-4 ?32ou 22° 6-4 43,00 .., 
6-4 114,25 ... 6-4 44,00 ,.,.. Plein Yo 1 Com’ & Sels io 2 Common R W 
No 1 Com & Sels No 2 Common Panel & Wide No 1 4-4 37,25 ... 4-4 30.75 .., 
3-8 29,00 ... 5-8 21.75 ... 4-4 ... 142,00 |] 6-4 49,25 ... o-4 31,25 22. 


13-17" Box Boards 6-4 55,75 ... 


——wHitr vit*—"|_ 4-4 112,00 |/12-4 58:00 °° 








5-4 62,00 ,... Quartered Firete. & Seoonis No 2 Common 
6-4 63,00 .., Firsts & Seconds 88,00 118,75 8-4 34.25 
8-4 68,50 .., 4-4 125,50 .., b-4 104,00 124,50 
No 2 Common 5-4 142,75 ... Saps i rg Boards 
4-4 36,75 ... 6-4 145,75 .., 5-8 55,25 ... 66, 00 
5-4 39,50 ... 8-4 143,75 ... 4-4 75.75 77,00 ro F Com’ & Seis” 
No 1 Com'4 Seis D=4@ 75,75 .0¢ 38,00 ... 
Quartered 3-4 64,50 .., 8-4 ... 104,50 uo ° Common 
Firsts & Seconds 4-4 78,00 puie Saps & Selects 4-4 34,75 ... 
4-4 63,25 ... No 2 Common oe sss 68,75 || No 3 Common 
5-4 60, pies 4-4 99,75 .., 4-4 ... 84,25 || 4-4 23.75 
6-4 65,75 ... Plain 5-4 73,00 ... “THES tT 
8-4 69,00 |. S$-8 71,00 .., 6-4 73,00 ,., “~Yiein- 
No 1 Com’& Seis 3-4 76,00 .., No 1 Com & Sels y & Seconis 
4-4 50,50 ,,, 4-4 84,50 113,75 4-4 ... 62,50 “ee  f 
S-<4 62.25 ... 5-4 110,75 128,25 No 1 Common No +t Com & Sels” 
6-4 54,25 .., 6-4 114,25 4-4 51,50 ,., 4-4 58,75 
8-4 58,00 .., 8-4 147,25 132; 00 5-4 62,25 ... - a Common 
Bo 2 Common No 1 Com'& Sels” 6-4 56,25 ... 23,00 
#-4 32,00 .., 1-2 42,25 ... No 2 Common ris. S womy 
8-4 32,75 .., 5-8 51,00 .., 8-4 29,25 52,25 same: 66,75 
10-4 32,75 .., 3-4 57,25 .., 12-4 45,75 ... sound Wormy 
Plain 4-4 62,50 .., No 2A Common 4-46 veo 42,50 
Box Boards 5=4 66,50 ,., 4-4 36,75 42,251] 5-4 ... 47,25 
4-4 68,50 .., 6-4 72,25 .., 6-6 ace 51,75 || 6-4 ... 44,00 
13"4War Fas 8-4 .. 2°75 || No 2B Common 8-4 44,00 


8 , 

4-4 64,00 ,,, 0-4 [°° §=6103,25 4-4 26,75 31,60 || 3? 
so 3 Common Quartered 
4 eve 32,00 || Firsts & Seconds 
6-4 36,25 5-8 54,0U 

x8 No 1 Com’ s Seis 
we a & i~ conds o-8 42.00 ... 
4-4 95. oe Firsts & = conds 
5-4 96,25 ... 4-4 67, 
6-4 104;25 eco No 1 Com ry Seis” 
8-4 116,00 90,U0U 4-4 46,25 
12-4 12. —— 
No 1 Con" & Seis’ Firsts & as 
5-8 42,50 .,., 4-4 69,00 ... 
4-4 56.50 ... 8-4 79,50 .,, 
5-4 63,75 ... No 1 Com & Seis 
6-4 62,75 ... 4-4 47,50. 
8-4 76,50 75,00 
12-4 93,5U ... 
No 2 Common 
o-8 24,5u 











eee 
o-@ 52,50 .., 
6-4 52,50 .,, 
8-4 61,75 ... 
No 2 Common 























Qiartered Plain SO one 42,00 4-4 31,75 ... 
Firsts 4 Seconds rsts & Seconds |] 5-4 35,00 8-4 34,50 ... 
4-4 51,00 ... 1-2 Sl.oU .., 
No 1 Com & Sels 5-8 64,00 .., Firsts & wens No.1 Com & Sels 
4-4 40,00 .., 3-4 70,25 6-4 3,00 |] 4-4 67,25 

Plain 4-4 79. 75 117° "25 No 1 Com & re, 

Firsts 4 Seconis o=4 107, 25 127, 25 See ccs 99,50 | Firsts x Seconds Ri 
4-4 42,25 ... 6-4 106,75 127.25 4-4 76, oe 





WEST COAST SPRUCE 


[Special telegram to AMBRICAN LUMBERMAN] 
Portland, Ore., Jan. 11.—The following are 
prices for mixed cars prevailing here today: 


Finish— ‘ Factory stock— 
ge eae $73.00 Bes cneeedatae $30.00 
BEBE cvcecs 62.00 : “ se eeeeeeeee ys 
Bevel siding— ag Goetgqone 25: 34:00 
OF mm are 4.00 
Sn” -‘devaucaws 31.00 Green box lumber 19.00 





CYPRESS 


St. Louis, Mo., Jan. 10.—The following are cur- 
rent quotations on cypress, f.o.b. St. Louis: 
GULF COAST RED CYPRESS— 


New Grades— Factory No.1 
Tank Soles it Shop Box 


4/4 ossenen poe 8.75 75 $31.75 
ll wiscseusereas 1.75 78.75 33.75 
"| eee cece See 81.75 66.75 33.75 
i abiswncenane - 131.75 88,75 73.75 $1.75 
EE 136.75 93.75 78.75 . 
eee ere - 186.75 93.75 , See 
Paar oe 98.75 93.75 
Peck random, “4/4” ohne égnnrececdcn enengon $24.75 
Common ——— ‘e- 1 2 No.3 
ee ree «+ $54.75 #48 15 $32.75 
SN aitecekvebbidocone® 61.75 75 34.75 


Add $2 for specified lengths on pm... grades. 
Finish, $1S or S2S— 


Heart A B Cc 
1x4—10” ....$103.75 $ 98.75 $ 93.75 $ oF 15 #73. 75 
ee errr P 18. 75 106.75 101.75 91.75 75 
1x14” ....... 120.75 115.75 110.75 102.75 oda 
1x16” ....... 125.75 120.75 115.75 106.75 wake 
Bungalow Bevel Siding— A B Cé&btr. 
rr npemtaknenen wes $45 $43 
NS uieweain sed Wek tuna a ee ae 55 53 
a oé«eaes Mrewenintes coe 40 61 59 


Bevel Siding— B Cc D 
Ce sxccecscuces $48. 50 $45.00 $41.00 $28.00 


YELLOW CYPRESS— 


Factory— No.1 No.1 No. 2 
FAS Select Shop com, com. 
G/4 cccccneccecS U8 $59 $36 $31 $26 
EIS. cccecéecee Te 62 48 35 29 
C/E cvcccccece } 63 50 35 29 
S/4 ccceccecce 68 55 37 31 
16/4 cecccosces 100 75 65 ‘oe apr 
Boards— No. 1 com. No. 2 com. 1” random 
BO ccccccccccceseenee $33.00 pevab 
SED crsvcescccces. Ge 34.00 ocece 
| len Rl SRS eeee 43.50 35.00 oeeun 
le hemeae ee 36.00 neal 
POG, BEIT .00sccs .» asese $23.00 





CYPRESS SHINGLES & LATH 


Cincinnati, Ohio, Jan. 10.—The following are 
average wholesalers’ carlot prices today f.o.b. 
Cincinnati: 


Shingles— Best Primes Economies 
i Cseeceemetenaicaens $5.70 .20 ate 

OT) <eccdavaes ne didbed ~» 6.70 4.85 $3.90 

a ae «+ 6.95 5.45 4.30 

ST , awormnnediwdtiu 6.95 5.45 4.30 
Lath, 4- Foot, 36x1//-Inch— 

Se eee a. re -+++$7.90 





OAK FLOORING 


The following are average prices, Memphis base, 
obtained for oak flooring during the week ended 
Jan. 1, as reported by the Oak Flooring Manufac- 
turers’ Association : 


9x11” Hx2%” %x1%” %x2" 


Clr. qtd. wht. Seapes a ary 69 
Clr. qtd. red..... 86.64 
Sap. c.q.w.&r.... ..... 90.00 $66.00 $67.00 
ek. GR WA ee ie coe. s SO 
Clr. pln. wht....- 67.68 85.55 53.64 63.80 
Clr. pin red..... 65.45 76.86 55.42 56.39 
Sel. pln. wht.... 58.65 70.28 45.31 46.78 
Sel. pln: red..... 56.34 68.42 46.24 46.20 
No. 1 common... 43.58 48.93 28.82 30.31 
No. 2 common... 15.64 20.43 yobws sbteres 
x1” %%x2” ¥x1¥” x2” 
i i Sree Lt 2 gibson <4 wen 
BOS eee 70.50 rer ere 
Clr. pln. wht.... $77.50 75.52 $62.00 $80.86 
Cor. Fa, POR. a ds. 71.90 68.00 Ver Sali 
Sel. pln. wht.... 63.00 64.00 53.24 62.42 
Sel. pln. red..... 60.50 66.79 ~e Pe 58.30 
No. 1 common... 40.00 at atten ae om ” 
No. 2 common. 7.00 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring mills 
of maple, beech and birch flooring, as reported to 
the Maple Flooring Manufacturers’ Association, 
averaged as follows, f.o.b. cars flooring mill basis, 
during the week ended Jan. 8: 


MapPLe— Clear yas 1 Factory 
SOO on sib 60 «0b 08 $63.79 oe oks 
sie eck duke ders 65.97 oink 

, YA A aes 72.51 $64. 83 $39.29 

stg eR SPIRE 69.8 44.52 


3% 0 
LeeSS HH” | sccccsecwes 74.93 70.50 
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“SOFT TEXTURE” SOUTHERN HARDWOODS 


Cincinnati, Ohio, Jan. 10.—Average wholesale prices, carlots, Cincinnati base, on Virginia, West 


Virginia and Tennessee hardwoods today: 


4/4 5/4&6/4 8/4 nas i 4/4 5/4&6/4 
QUARTERED WHITER OAK— anewee es 7 
PAS occcccess $135@145 $145@155 $155@165 Siete tere teees +See Be het 
MERGED ocliccene 105 110 110 115 115 120 No 3 com....- 28 31 33 38 
No. 1 com..... 80 85 85 90 0. « COM..... 
No. 3 com..... 45 50 54 59 55 60 CHESTNUT— 
Sound wormy.. 43 45 52 57 55 60 | SEES $100@105 $112@118 
J R k— No. 1 com..... 60 65 65 67 
ot gpateendieg- ~ No. 3 com..... 20 21 21 22 
DD: «ne oe eee $110@115 A wenme ana 
oy oS Ss & No.2 com... 36 38 38 40 
0. 2 com..... Sd. wormy and 
PLAIN WHITB AND Rep Oaxk— No. 1 com. & 
Ee inte o ate aol $105@110 $115@120 $125@135 BOSSET cecces 38 42 43 45 
en ae ae a 
“|e 7 eee 
No. 2 com..... 42 45 47 50 48 52 ust. 
No. 3 com..... 22 24 23 25 24 27 ~~" Upon Siege 65 70 70 15 
Sound wormy.. 43 48 53 58 55 60 No. 2 com..... 31 33 33 88 
a cheneee sa eee «++ $ 95@105 $ 95@105 Dn. vibuanvns $ 60@ 65 $ 65@ 70 
St es wee eee 65 70 65 70 me 2 GRR cc 40 43 45 48 
No. 2 com..... \ oe? 35 40 35 £40 No. 2 com..... 25 28 28 30 
MAPLE— 4/4 5/4&6/4 8/4 10&12/4 
0 Se eee $ 72 17 $ 77@ 82 $ 85@ 90 $ 95@105 
tt Mi. cnedawtivesre coeeeéee 3@ 5 60 65 5 75 80 
Pt Pc ccotwetonestannecs 31 36 35 40 40 45 45 50 
WHITs ASH— 
a ee mee $ 90@ 95 $105@110 $110@115 $125@130 
a G6 GRE Gb. icceccsenss 53 58 70 75 75 80 95 110 
a ee ORD “i wedscdas feecorees 32 35 35 40 40 45 45 50 


8/4 
$ 70@ 75 
537 56 
38 43 
$122@128 
70) 8675 
21 22 
40 42 


45 47 


$110@120 


70 75 
388 40 


$ 70@ 75 
45 50 
30 33 

16/4 
$110@115 

85 95 

50 36««53 


$150@160 
100 105 
50 38655 





MICHIGAN HARDWOODS 


The following list represents present values of 
hardwoods, f.o.b. Lower Michigan mills: 


No.1 No.2 No.3 
FAS Selects com. com. com. 
Bass woop— 


4/4 $ 65@ 70 $ 55@ 60 $ nO 48 $24@26 $21@23 
5/4 T@75 60@ 6 47@ 50 28@30 


6/4 75@ 80 65@ 70 52@ 55 33@35 23@25 
8/4 80@ 85 T70@ 75 57@ 60 38@40 ...... 
10/4 95@100 85@ 90 T70@ 75 45@50 ...... 
Breeco— 

5/8 No. 2commonand better 30@32 12@14 
4/4 60@ 65 45@ 50 33@ 35 23@25 16@18 
5/4 65@ 70 50@ 55 35@ 37 28@30 18@20 
6/4 70@ 75 55@ 60 40 42 30@32 18@20 


8/4 80@ 85 
Brircu— 


4/4 95@100 75@ 80 47@ 50 
5/4 100@105 80@ 85 


65@ 70 50@ 52 33@35 20@22 


6/4 100@105 80@ 8 57@ 60 38@40 19@21 
8/4 105@110 85@ 90 70@ 75 40@45 ...... 
10/4 115@120 100@105 80@ 85 50@55 ...... 
12/4 120@125 105@110 85@ 90 50@55 ...... 
16/4 140@145 120@125 105@110 ...... ...... 
Sorr ELM— 

4/4 65@ 70 50@ 55 42@ 45 26@28 20@22 
5/4 T70@ 75 55@ 60 47@ 50 28@30 22@24 
6/4 80@ 8 65@ 70 55@ 60 30 : 22@24 


8/4 85@ 90 70@ 75 60@ 65 35 
80 65@ 70 
12/4 90@ 95. 75@ 80 65@ 70 
110@115 95@100 85@ 
Harp MAaPLe— 
4/4 $ 70@ 75 $ 60@ 65 $ 
5/4 80@ 85 65 


90 50@55 


i@ 50 $28@30 $15@17 
60 30@32 


6/4 90@ 95 T75@ 80 65@ 70 33@35 18@20 
8/4 95@100 80@ 8 70@ 75 38@40 20@22 
10/4 110@115 95@100 85@ 90 45@50 26@28 
12/4 120@125 105@110 95@100 45@50 28@30 
14/4 140@145 125@130 115@120 50@55 ...... 
16/4 160@165 145@150 135@140 50@55 ...... 
HarD MAPLE RovuGH FLOORING StocK— 

ee ewsedhcce  dubevees 40@ 42 26@28 17@19 
. abpsétes seaeuees 3@ 45 28@30 18@20 


Sort MaPLe— 
4/4 65@ 70 55@ 60 40@ 45 


5/4 75@ 80 65@ 70 50@ 55 33@35 18@20 
6/4 80@ 8 70@ 75 55@ 60 38@40 18@20 
8/4 85@ 90 75@ 80 60@ 65 40@45 20@22 
END Driep WHITE MAPLE— 

4/4 105@110 ........  wonsker otewns 
De: BEET scecwses ee eee 
6/4 116@120 .....00- + 4 a cheney, > cumeea 
8/4 120@126 ........ CT | Menesa<kbieaee 
OaKkK— 

4/4 90@ 95 W@T7 55@ 60 33@35 18@20 
5/4 95@100 T5@ 80 Ht 4 70 35@37 20@22 
6/4 95@100 75@ 80 65 0 38@40 20@22 
8/4 105@110 85@ 90 75@ 80 43@45 ...... 





SOUTHERN PINE TIES 


New York, Jan, 10.—Following are quotations 
on southern pine railroad ties, f.0.b. New York: 


All 8’ 6”— Sap Heart 
i. stndulestcebbinkcvecnsheus $1.45 $1.85 
Dt” “ssh sntecneubisednateveredt 1.35 1.75 
BEE Cebbentnsecsbendiyekceesses 1.25 1.65 


ASH— 


WISCONSIN HARDWOODS 


Following are prices of Wisconsin hardwood 
f.o.b. mill points: 

No.1 No.2 No.3 

FAS Selects com. com. com. 


4/4 $ 90@ 95 $ 80@ 85 $ 55@ 60 $33@35 $19@21 
10 0 95 67 70 38 40 20 21 


5/4 100 5 9 

6/4 110 115 95 100 70 75 40 45 20 21 
8/4 115 120 100 105 75 80 45 50 23 24 
Bass woop— 

4/4 70@ 72 60@ 62 48@ 50 28@31 20@22 
5/4 72 7 62 65 50 563 30 $2 22 24 
6/4 75 7 68 70 55 67 32 34 23 265 
8/4 oe s@S. 3B FW BS Be BF . ccckss 
BircH— 

4/4 100@105 80@ 8 48@ 50 30@32 20@21 
5/4 105 110 85 90 53 55 34 36 21 22 
6/4 110 115 90 95 58 60 36 38 21 22 
8/4 115 120 95 100 75 80 42 44 23 24 
10/4 125 130 105 110 90 95 55 60 ...... 
12/4 130 1385 110 115 95 100 60 65 ...... 
Sorr ELM— 

4/4 67@ 7 57@ 58 44@ 45 27@28 20@21 
5/4 72 74 62 47 5 0 32 21 28 
6/4 80 85 70 75 55 60 30 32 21 23 
8/4 8 90 75 80 65 70 35 40 23 25 
10/4 909 9 80 85 70 75 40 45 ..... 
12/4 95 100 85 90 75 80 46 650 ...... 
Rock ELM— 

4/4 |. a ree 45@ 47 25@28 19@21 
5/4 aeeooe 50 453 30 32 20° 22 
6/4 CE See 55 660 32 35 20 22 
8/4 = See 60 65 35 40 21 23 
10/4 St eee \ Ae 2 eae 
me «6 ED ok ceevcis 7% GO GO GB wvece 
HarRD MAaPLE— 

4/4 70@ 72 60@ 62 45@ 50 30@32 16@18 
5/4 7 78 65 68 50 55 33 35 18 20 
6/4 8 88 75 78 60 62 33 35 18 20 
8/4 909 9 80 85 65 70 38 40 20 22 
10/4 100 105 90 95 75 80 45 60 ..... ° 
12/4 115 120 105 110 90 95 55 60 . ° 
Sort MAPLE— 

4/4 65@ 68 55@ 58 42@ 45 27@28 20@21 
5/4 70 73 60 63 45 48 30 a6 a1? ae 
6/4 80 85 70 75 55 60 32 35 21 22 
8/4 909 9% 80 85 65 70 38 40 21 22 
OaKkK— 

4/4 95@190 75@ 80 60@ 65 38@40 20@22 
5/4 100 105 80 8&5 ad 70 ht 32” a4 
6/4 105 110 85 90 70 75 44 46 22 24 
8/4 110 115 90 95 75 80 47 50 23 25 





CROSS TIES 


tie prices prevail f.o.b. St. Louis: 


White 

Oa 
No. 5, 7x9”, 8’, 9-inch face..... $1.45 
No. 4, 7x8”, 8’, 8-inch face..... 1.35 
No. 3, 6x8”, 8’, 8-inch face..... 1.20 
No. 2, 6x7”, 8’, 7-inch face..... 1.10 
No. 1, 6x6”, 8’, 6-inch face..... 1.00 


Red oak and heart cypress ties, 10 


less than white oak. 





Switch 
Ties 
OO a cdwdicnes itdende he $43.00 
le GD wun baenstvbs teas covowke 40.00 


St. Louis, Mo., Jan. 10.—The following cross 


Untreated 
Southern 
Sap Pine 


cents less 


than white oak; tupelo and gum cross ties, 15 
cents less than white oak; sap cypress, 20 cents 


Bridge 
nk 


$42.00 
38.00 





PHILADELPHIA PRICES 


Philadelphia, Pa., Jan. 11.—Wholesale Prices 
secured from authoritative sources exclusively 
for the AMERICAN LUMBERMAN through the cour. 
tesy of Gregg & Co., of the Philadelphia Retail 
Board of Trade, are as follows: 

Southern Pine, Merchantable—i905 
(Steamer Delivery) 


3x4” and 4x4”....$45.00 10x10” .......,,, $50.00 
3x6” and 6x6”.... 44.00 3x12” ...1.27°"' 60.00 
3x8”, 4x8” an 12x12” Ceccccece e 57.00 

Et psaanessens CO BA occccccaeh 70.00 
Dansk eenees ns 52.00 14x14” 1..." 67.00 


Lengths 22 to 24 feet, add $2. 
_ 2 feet additional, add $1.50 to 32-foot 
rice. 

Each 1 foot over 32 feet, add $1. 


Longleaf Pine Flooring, 25/32x234-inch Face 
(Rail Delivery) 


p 


NS, WE Eva suncvcccicevaevs ss coeeesaen $90.00 
Ps ci ctcbecesocee seh dhecenae 81.00 
NET shtcidceckendeceiae dkedseneeel 60.00 
STS ar ree 51.00 
No. 2 com, sap flat..... ERE ILS 30.00 
Air Dried No. 2 Common Roofers 
1x6”, %x5%...... $27.00 1x10”, %x 9%4....$28.00 
S50. Ge hes ces 28.00 1x12”, %x11%.... 29.00 


Shortleaf Dimension, S4S, Y%-inch Scant, 10. to 
16-foot 


Dl” vcsbiookennet a Ee $29.50 
i cssiwacuneewn a QNE 60s0cnsseeen 30.50 
Be inwtacnnennse 28.5 
North Carolina Pine Flooring 

No. 2&btr. No. 3 No. 4 
NE WE oc ixiadieanen $82.00 $63.00 ...., 
EE Ds cn eacnnwee 57.00 48.00 $28.00 

Kiln Dried North Carolina Roofers 
i a: Se a inn cien teins hebeadbineexmeniel $29.00 
OF fk, Serr 80.50 
SG. EE Bde Riccgedenceeencehbedeinal 31.00 
ST oe SE teas’ biccenecéesccaneeeunaee 32.00 
}%-inch thick, $1 more. 
Red Cedar Bevel Siding 

MOE cvdavieetedeceuseesaeasenas mane $41.00 
GE sere andett x adcsld }uewe-ee-ewianmaaien 61.00 
ST SE ec scnsaneciedneesteweke oi en ivetah ihlede 68.00 


Maple Flooring f.o.b. Philadelphia 
} x24” clear 


ee eeeeee 
ete eeeee 
er 
eee eeeee 
eee eenee 





Lath, 4-foot No. 1 
0. ere ocveee$l- 00 £.0.D. Cars. 
Bho ciiccvseconces $5.60 c.i.f.—$6.10 delivered 





VALLEY HARDWOODS 


Cincinnati, Ohio, Jan. 10.—Average wholesal- 


ers’ prices, carlots, Mississippi Valley woods, 
Cincinnati: 
Rep GuM— 4/4 5/4&6/4 8/4 
is. $103@108 $108@112 $108@112 
No.1 com... 58 62 63 68 68 73 
Qtrd. red, sap no defect: 
FAS ....... 58@ 60 62@ 65 68@ 70 
No. l com... 47 52 52 
Plain red: 
ME ¢.0n6 06% 100@103 100@105 105@110 
No. 1 com 56 58 58 63 63 68 


Sar GuM— 
pe lee a er 
Plain FAS, 6” 


& wider... 52 55 54@ 58 58@ 62 
No. 1 com... 40 41 42 45 a one 
No. 2 com... 24 25 26 29 
CoTTON WwoopD— 
FAS, 6” &wdr.$ 53@ 58 $ 58@ 63 
No. 1 com..... 38 40 40 42 
No. 2 com..... 33 36 
Sorr ELmM— 
RR $ 65 $ 67 $ 70 
No. 1 com..‘*... 47 50 55 
No. 2 com..... 25 27 28 
MAPLE— 
Spot worms N. 
D log run...$ 40 $ 55 $ 60 
QUARTERED RED OAK— 
EE a ier orem as $105@110 
Os 2. Gee 65 70 
No. 3 cOM..... 35 40 
PLAIN WHITH AND RED fh @100 $105@110 
De ndns oes oa $ 82 87 $ 95@10 10: 
OS Pree S37 eo eo wm 73% 
No. 1 com..... 53 58 58 63 63+ 68 
No. 2 com..... 42 44 45 ... 45 50 
No. 3 com..... 24 2 25 30 


Sound wormy.. 37 38 40 45 45 50 
ay WHITe OAK— 


BS nccccccce 123@128 $128@133 $133@138 
Selects ....... . 32° 97 37 102 102 107 
No. 1 com..... 70 7 7 80 80 8 


No. 2 com..... 40 45 45 50 50 55 
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BLACK WALNUT 


A inci hio, Jan. 10.—The following are 
Se on American black walnut f.o.b. 
Cincinnati: 

FAS, 4/4, $230; 5/4, $240; 6/4, $245; 8/4, $255. 

Selects, 4/4, $160; 5/4, $165; 6/4, $170; 8/4, $175. 

No. 1, 4/4, $95; 5/4, $105; 6/4, $115; 8/4, $120@ 


17F 0. 2, 4/4, $45; 5/4 and 6/4, $50; 8/4, $55. 





For Editorial Review of Current Market Con- 
ditions See Page 41 


NORTHERN PINE 


CHICAGO, Jan. 12.—The northern pine mar- 
ket is holding very steady. Low grades, as well 
as commons and selects, are moving freely to 
the retail and industrial trade. Mill stocks are 
becoming somewhat broken, and some items in 
larger demand are rather difficult to find in dry 
stock. Among the short items are 2x4-inch 
16-foot, 2x10-16, and 2x12-1f; No. 1 Norway; 
2x8-, 10- and j2-inch select common Norway, 
and Nos. 4 and 5 boards. Prices hold strong. 


MINNEAPOLIS, MINN., Jan. 11.—The week 
began with modest orders for northern pine. 
Railroads are in the market. Mill stocks are 
in only fair assortment. Surplus items, how- 
ever, are being offered at special prices. 


BUFFALO, N. Y., Jan. 12.—The northern pine 
market is showing little activity. Some of the 
millmen visiting here lately have reported that 
the cut in Canada this year would be about 70 
percent of that of last year. 


BOSTON, MASS., Jan. 11.—The northern pine 
trade is slow in New England territory. Some 
concessions are offered, but buyers are not at- 
tracted, as some competitive woods are being 
urged on a still lower basis. The lower grades 
wanted by industrial consumers are in a stronger 
position than the more choice cuts. 


NEW YORK, Jan. 10.—Conditions up-State 
are worse than they were a month ago, and 
there has been a very dull market here. 


EASTERN SPRUCE 


BOSTON, MASS., Jan. 11.—Orders for eastern 
spruce frames have been few during the last two 
weeks, but not many dimension mills are now in 
operation, and there is enough business to keep 
prices steady at $39@40 base. Retailers are cau- 
tious about commitments for narrow random. 
Prices have shown no definite change. Some of 
the scantling offered at $32 is probably worth no 
more. Boards are quiet and sellers are not try- 
ing to get more than the modest prices lately 
quoted. 





NEW YORK, Jan. 10.—Little lumber has been 
sold in the last few weeks and inquiries are com- 
paratively few. A leading wholesaler said today 
that he is making no effort to get business and 
that if demand was brisk he could not get lum- 
ber to supply it. Prices are very unsatisfactory. 


WHITE CEDAR 


MINNEAPOLIS, MINN., Jan. 11.—A feature 
of the northern white cedar post and pole market 
is that inquiries are coming in from telegraph 
and telephone companies. There are some sales, 
but they are only fair. 


HARDWOODS 


CHICAGO, Jan. 12.—Northern hardwood de- 
mand is fair and inquiries are increasing. Auto- 
mobile, furniture, interior trim and retailers 
are all placing some orders, and these consuming 
interests are expected to become more active 
in the market within the next ten days. Mills 
are inclined to hold for present prices, as they 
believe the demand for lumber is going to be 
good. There is no surplus of northern stocks 
at the mills and should the business of the 
country continue satisfactory, it will be re- 
flected in an increased call for lumber. Demand 
for southern hardwoods has picked up since the 
first of the year, and prospects are bright for 
a large volume within the next two to three 
Weeks. Some mills have fair supplies of inch 
oak on account of export business falling off. 
Upper grades of plain sap gum, with the ex- 
ception of 1%-inch, are scarce. Tupelo stocks 
are fair and this wood is in good demand. Prices 
on common and better sap gum have advanced 
within the last week $3 to $5; tupelo about $2, 
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The Strongest Lumber 
Is At Your Door! 


There is no other structural timber supply as close to the 
marketing district as Southern Pine. 


No other producing territory can put its materials in your 
hands as promptly as Southern Pine. 


No other wood contains the qualities of strength, stiffness 
and rot resistance necessary in heavy structural timbers as 
does Southern Pine. 


Its strength and stiffness have been proven superior to all 
competitive woods through thousands of official tests. Its 
resinous content is an inherent preventive against decay. 
Unprotected Southern Pine timbers will withstand high 
temperature fires two to four times longer than unpro- 
tected steel. 


For beams, girders or joists, for posts or sills, for any place 
in construction where stress is a factor Southern Pine will 
give more service, and be available more quickly, than any 
other wood. 


You can obtain recommodations for the correct 
use of Southern Pine from the Southern Pine 
Association, of New Orleans, and NATALBANY, 
because of virgin timber, modern plants, experi- 
enced men, and certified products, is best equip- 
ped to furnish the materials. NATALBANY 
products are as safe as buying sterling. 


NATALBANY 


LUMBER COMPANY, LTD, 
SALES OF FICE 


HAMMOND, ZA LOUISIANA 


MEMBER SOUTHERN PINE ASSOCIATION 
8,000 cars a year of long and short leaf Southern Pine, trade-marked and grade- 
marked, from mills 71, 72 and 73. Illinois Central Main Line Speedy Service. 
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RATES 


Room with Bath 










Marble Coffee 


in .. 2 =e » 

















— 
O Rooms 
Room without Bath~ 
$2.00 and up 


$2.50 and up 


Double Room with Bath 
$4.00 and up 


TABLE D’HOTE 


Dinner . .. . 85c & $1.25 
Also A la Carte Service 





in~ 
Kansas 


City 








Welcome 
Visitors 
To 
Southwestern 


Lumbermen’s 
Convention 


Shop 


75¢ 














and other southern hardwood 
tendency to tighten up. 


items show a 


NEW ORLEANS, LA., Jan. 10.—A markedly 
active call for No. 1 common sap gum is said to 
have sent prices upward $3 to $4, with the prob- 
ability that the upward swing will continue. The 
trade seems suddenly to have awakened to the 
situation caused by floods and high water in 
southern hardwood timber territory, which will, 
it is believed, seriously restrict production for 
the remainder of the winter season. Red gum 
also shows signs of improvement, and there is 
said to be developing what is termed by some 
observers a “‘speculative demand’’ for elm and 
maple. Current call is said to be coming both 
from the furniture and automobile people. Im- 
provement in the call for the flooring grades 
of oak is considered a probability of the near 
future 

KANSAS CITY, MO., Jan, 11.—There is a bet- 
ter demand from retailers for interior trim, and 
a slightly better demand for flooring. The in- 
dustrial demand is somewhat larger, on a bet- 
ter demand from small consumers. With motor 
ear factories increasing output, there has been 
an increased demand from that source. De- 
mand from the furniture trade has shown no 
change. A better call for railroad and car 
material is expected. Prices on hardwoods are 
a little stronger. 


CINCINNATI, OHIO, Jan. 11.—Buying has not 
opened up yet. Dealers say that not much busi- 
ness will be booked until the automobile and 
furniture shows are out of the way. There is a 
fair amount of confidence that spring trade will 
account for a good volume of orders. Stocks 
of consumers are low, and hand to mouth buy- 
ing results in a continual stream of orders. 

ST. LOUIS, MO., Jan. 10.—Wholesalers are 
well satisfied with present conditions in the 
southern hardwood market Prices are up on 


almost every item and consumers are beginning 
to buy. Strong items are common and better 
plain sap gum; 4/4 and 8/4 common and better 
quartered sap; and 6/4, 8/4 and 12/4 elm. No 
resumption of activity in those sections of the 
logging country affected by the recent heavy 
rains is expected for at least 30 days. 

COLUMBUS, OHIO, Jan. 10.—The hardwood 
trade started off with quite a rush the first 
week in January. Business from industrial 
plants is coming in well and a general expansion 
of orders from that source is expected. Retail 
buying has not yet shown increase. They will 
follow the policy of buying to fill in broken 
stocks, however, and a fair volume is expected 
during the coming few months. Automobile, 
furniture and musical instrument plants are 
the best customers. The automobile trade 
especially is expanding and manufacturers are 
actively in the market. Dry stocks are still 
short and will remain so because of floods and 
winter conditions. The price list is fairly well 
maintained. Shipments are coming in promptly. 
Prices of oak at the Ohio river are: 


No. 1 No. 2 No. 3 

FAS com. com. com. 

Quartered ..$145 $90 $50 en 
Pe weeds 105 72 48 $20 


BALTIMORE, MD., Jan. 10.—Floods in the 
producing territory have prompted some mark- 
ing up of quotations, with sap gum especially 
affected. There is prospect of a more active 
foreign demand in the near future as the result 
of such favorable developments, such as the 
end of the British coal strike and the improved 
situation in the textile industry consequent 
upon the low price of cotton. 

MINNEAPOLIS, MINN., Jan. 11.—Factories 
are running on short schedules. They are ex- 
pected to require fair amounts of hardwoods as 
soon as their business shows activity. Prices 
are holding firm. 


ras: 
BUFFALO, N. Y., Jan. 12.—The hardwoog de. 
mand has not started up to any marked de- 
gree since the new year opened. The furniture 
factories are fairly busy, but are buying only 
current needs. The automobile factories report 
fairly good business and are expected to come 
into the market toward the end of the month 
Prices are firm. Some southern mills state that 
they are pretty well sold up for the next two 
months. 


NEW YORK, Jan. 10.—Wholesalers report g 
fair volume of spot business. Gum prices are 
stiffening, due to reports that supplies will be 
meager in the next few weeks on account of 
flood conditions in the South. Poplar is scarce 
in Nos. 1 and 2 common, Few wholesalers haye 
any stocks to speak of, and some mills are 
unable to supply demands. Oak and maple floor- 
ing are selling fairly well. 


BOSTON, MASS., Jan. 11.—Recent advices 
from producing districts in the South speak of 
shrinking stocks and continued curtailment 
caused by bad weather. Distributers are insist- 
ent that an early advance in prices is surely 
coming. Hardwood consumers are showing more 
interest. Some of the large hardwood houses 
here state they experienced quite a spurt in the 
demand last week. Flooring prices continue to 
be erratic .and retailers are hesitant. Quota- 
tions on inch hardwoods are unchanged. 


FIR, SPRUCE, CEDAR 


CHICAGO, Jan. 12.—Retail demand for fir 
has picked up within the last ten days. Some 
yards trying to buy at the old prices are find- 
ing it difficult to get their orders placed, as 
mills are holding for higher values. This has 
had its effect on the local market, where prices 
on common and upper grades are strengthening. 


SEATTLE, WASH., Jan. 8.—A _ considerable 
increase in fir production is indicated by prep- 
arations of mills to resume following the holi- 
day shutdown. The market continues without 
feature. Logs are scarce in all districts and 
it seems that there will be reopening of camps 
at once along the Columbia River, Grays Har- 
bor, Tacoma district and Olympic Peninsula. 


NEW YORK, Jan. 10.—There is an unusually 
light fir demand, even for the early days of a 
new year, and an abundant supply. However, 
the position of fir today is infinitely better than 
it was this time last year, and bargains are not 
so easy to obtain. Fir quotations are standing 
firm. Prices of common delivered c.i.f. New 
York harbor: Rough, $32@33; dressed, $39@31.50. 
Wholesalers say inquiries are double what they 
were a year ago at this time. 


BUFFALO, N. Y., Jan. 12.—The fir market is 
quiet, with prices not much changed. Mills are 
not disposed to make many concessions. Buy- 
ing is expected to improve toward the end of 
the month. Curtailment of mill output is not 
expected to continue long. 


BOSTON, MASS., Jan. 11.—Some distributers 
with wide eastern connections speak well of the 
demand for Douglas fir. Inquiry is seasonably 
quiet, but sellers look for early improvement. 
Ordinary schedules of 2-inch dressed fir are 
quoted 30@32, ship’s tackle. No. 1 common fir 
boards are $27@29.50. 

BALTIMORE, MD., Jan. 10.—Fir distributers 
have not so far this year found the drift of 
the trade sufficiently plain to predict the future. 
Quiet has continued to affect the movement and 
there has been a general holding back with 
orders. No price changes have occurred, they 
continuing to reflect keen competition, not s0 
much with woods produced in the East as be- 
tween manufacturers of fir themselves. The 
feeling, however, is rather hopeful. 


KANSAS CITY, MO., Jan. 11.—Fir demand is 
beginning to pick up and the volume of inquiry 
is encouraging. There have been a few price 
changes, but in general thé average is about 
what it was a week ago. The principal demand 
is from country yards, or from line-yard buyers. 


CYPRESS 


CHICAGO, Jan. 12.—Retailers and industrial 
interests are placing some orders for cypress, 
but the volume is hardly up to that of a year 
ago at this time. Most yards are still buying on 


a hand-to-mouth basis, but it is the opinion of 
local observers that the various consumers of 
eypress will place a normal amount of business 
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e- pefore long, notwithstanding the fact that the 
e- jast few weeks have not been prolific of many 
re large orders. Prices are maintained on a steady 
ly pasis. Z “ / iD 4 ln 

o an wr. f 4 rr ‘e¢ : [NS ? \ , | ; INV TK 7s 
~ NEW ORLEANS, LA., Jan. 10.—Better cy- 4, ¢ WS, boy win N 7\ We | ( 4) Van \} if 4 
h press call is reported locally, last week’s orders ww IS WF SS i} y WINS Un SION Ne ir Sf ) 


ding in volume, it is said, those for any 
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- Somnber week. Prices and character of call D> eNO }< DYO Qvas PA : wf 
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peing predominant. Inquiry is rated brisk. 





























a 
re KANSAS CITY, MO., Jan. 11.—With the holi- 
be days over and fair weather prevailing in the 
of Southwest, country buyers are back in the mar- 
ce ket and demand for cypress has shown consider- e 
ve able improvement. City yards are not placing Fitted b Nature 
re much business yet, but will be in the market y 
r- later. f F U 
ST. LOUIS, MO., Jan. 10.—Yellow cypress con- : or actory se 
es tinues quiet, wholesalers explaining that it is i 
still too early for the reaction expected after J P : ral 
: the inventory period. Retail yards show a slight pe Nature has in P e 8 
t. tendency to buy although most orders come 2 Mountain Qua ity onaosa 
ar 4 from coffin concerns. Prices are unchanged. e Pine the lightness, softness and 
re The red cypress demand continues light at un- whiteness that make it a won- 
es changed prices. ’ 
he be aa derful wood for factory use. 
to NEW YORK, Jan. 10.—Water and rail ship- 
: ments have been light of late, but there is a ne - 
: fairly well assorted supply. Prices are firm. It is wood easy to work, yet 
anne with a fibre that holds nails and 
BUFFALO, N. Y., Jan. 12.—Cypress trade is " . weight cuts 
slow, the buyers adding to their supplies only in Screws. Its fe h eigat I 
fir small lots. Prices hold steady. handling and freight costs. It 
i a ~ surfaces smooth with a min- 
d- BOSTON, MASS., Jan. 11.—Cypress is moving e : ° 
as very slowly in New England territory. Retail 4 imum of effort and holds paints, 
as yards are not buying. Factory demand, nor- oa stains, enamels and glue. 
es mally quiet in January, is further restricted by i 
ig. competition of low priced woods from the West. Try a car of 
Prices are widely spread, and some sellers are ‘° M g-o Pi 
le very modest in their views of value. : Craig Mountain Pondosa Pine 
i. BALTIMORE, MD., Jan. 10.—The quiet that | 
ut has prevailed in the cypress trade for some time : SALES REPRESENTATIVES 
nd shows no signs of yielding, though some con- -_ J. C, Lackey, 353 Lincoln Ave., 
ps sumers are buying a bit more liberally. Quota- a Lansdowne, Pa, 
T- tions continue to rule low. Ww. J. oa, Beaten Ried 
vd., 
HEMLOCK Kansas City, Mo. 
« G. 8. Patterson, Oconomowoc, Wis. 
ly NEW YORK, Jan. 10.—Water shipments from #m@ R. D. Hunting Lumber Co., 
Res the West Coast have been considerably in excess mf Merchants Be mek — 
ir, of sales during the last three weeks. The sup- Ite 4 Colorado Continental Lumber Co ' 
a“ plies are not excessive and prices are holding up | Chamber of Commerce Building, 
well. Eastern hemlock is rather scarce. Age | Denver, Colo. 
- —_—_—— Alex W. Stewart, 931 Lumber Ex. Bldg., 
0. BOSTON, MASS., Jan. 11.—Current hemlock [jae an 
ey demand is dull, and prices are unchanged. Very Po 
little western hemlock is in transit. Offerings 
of northern and eastern are quite moderate, and 
‘ sellers are not especially urgent. Eastern clipped 
1S boards, 10- to 16-foot, are $31@32; northern 
~ clipped, 12-foot, are $31, and random are $29@30. 
of ee 
ot BUFFALO, N. Y., Jan. 12.—Hemlock shows lit- 
tle activity, though retail stocks are admitted to 
be small. Wholesalers report prices about the 
same as they have been for several weeks, but 
= increased firmness is likely to develop. Mill bd 4 
e stocks are broken and the cut this year wiil be Tal oun ain um er O 
“4 smaller. ° 
re WESTERN PINES WINCHESTER, IDAHO 
fir CHICAGO, Jan. 12.—A rather quiet tone pre- E, H. VAN OSTRAND, President. W. C. GEDDES, Vice-Pres. & Gen. Mgr. 
vails in the local market for western pines. 
Stocks in the hands of retailers are light, and 
rs it is anticipated that before long yards will be 
of well represented in the market. Industrial buy- 
- ing is spasmodic. Prices are unchanged. Sash 
n and door factories are taking fair quantities of : aN Mon, _! , 
th California white pine. There is a better tone @ Cra Pe = SS eee Y ‘ 
ey to the Pondosa pine market. Some mills report eer ’ a 
so a scarcity of 12-inch No. 2 and No. 4 Pondosa, pu ” QORING ( K\ LMOTH”¢ FT LININ / 
e- and these items are firming up. \ QUALITY OAK FL LOS 
he . . > —aan, 9, i 
NEW YORK, Jan. 10.—Inland Empire woods ~ ore 
are listless in the New York market, but there 
is has been no change in prices. All branches 
ry of the business are quiet. Buyers are expected 


“4 to come into the market very shortly. ‘6 QUALITY 9 Go After Remodeling Jobs 








ue BUFFALO, N. Y., Jan. 12.—The buying in Oak Flooring There are numerous old homes in your locality which 
ss western pines is small, and a large percentage builds trade on merit. should be made up-to-date. “Quality” Oak Flooring should 
of the orders are placed only after shopping oo 4 in mixed cars be laid over old softwood floors and clothes closets should 
around. A great amount of lumber is being with ‘‘Kilmoth’’ Closet ‘ pelea J : ws hese 
offered nowadays, but many mills are shutting Lining. be lined with oe Weg pra gee acre yacol ——s 
ial down for the winter. good sellers in carlots or L. C. L. to suit your . 
3S, a 
+ 
. BOSTON, MASS., Jan, 11—Eastern distribu: | DeSoto Hardwood Flooring Company 
- ters of Pondosa pine are very urgent. Buyers 
of are not convinced that prices have touched bot- eee ae 
of , : y : Sledge Ave. and Southern Ry. MEMPHIS, TENN. 


tom. Sales of common grades have lately been 














106 AMERICAN 


LUMBERMAN 





JANUARY 15, 1997 

















Two More ORTON Cranes 
for International Creosoting 


That makes a total of 13 
ORTON Cranes owned by the 
International Creosoting and 
Construction Co. .one of 
the largest creosoting plants in 
the world. 


International has standardized 
on ORTON Cranes, operating 
13 of them at various plants 
where they handle millions of 
ties a year. 


The crane illustrated has a 
lifting capacity of 2% tons at 
50’ radius handling 100 
ties at a time. 


ORTON Locomotive Cranes 
are built in 9 sizes . from 
5 to 50 tons capacity. Drop us 
a line for catalog A-37—it de- 
scribes and illustrates every 
type of machine we build. 


ORTON CRANE & SHOVEL CO., 
Formerly ORTON & STEINBRENNER CO. 





608 S. Dearborn St. @ RT Oo N 


mem CRANE €& SHOVEL CO. 








CHICAGO, ILL. 











made on the following basis: No. 2, 1x6, $45.25; 
1x8 and 10, $41; 1x12, $42; No. 3 common, 1x6, 8 
and 10, $35.75; 1 x 12, $36.25. The New England 
market for Idaho white pine is not at all firm. 


Demand is slow and buyers are hesitant. Quota- 
tions: 

No. 1 No. 2 No. 3 
a a alah Sd ci'el nied bene $61.50 waeen Tyr 
8 SARS Sere errr ree 61.50 $55.50 $43.00 
OF Re ae eee eee 60.50 54.00 42.50 
ET iia « bate de he wath e eada 66.50 54,00 aeeee 
ate eisai = duran ease ay 58.50 43.50 


KANSAS CITY, MO., Jan. 11.—Millwork plant 
buyers have been active in the market the last 
few days and they have inquiry out for a con- 
siderable volume of stock. The demand from 
retailers, outside the line-yard concerns, is not 


large. 
; REDWOOD 


CHICAGO, Jan. 12.—Demand for redwood is 
holding up fairly well, but the volume is not 
quite up to that of the same period last year. 
While retailers are placing orders for immediate 
requirements, they are not expected to be 


actively in the market for spring needs until 
about the end of the month. Industrial trade 
is rather slow at the moment, but increased de- 
mand from this source is looked for in a few 
weeks. Mill stocks are in fair shape and prices 
are firm. 


NEW YORK, Jan. 10.—Industrial demand is 
slow. There is practically no call for building 
items. Stocks in storage are ample, though 
arrivals have been light. 


BOSTON, MASS., Jan. 11.—Retailers are show- 
ing little interest in redwood, but are expected 
to place some modest requisitions later this 
month. Industrial trade has picked up a little 
since the holidays. There has been no definite 
change in prices. Competition is keen among 
wholesalers and some concessions are offered, 
but there is no basic weakness. 


KANSAS CITY, MO., Jan. 11.—There is a 
better movement of factory items in redwood, 
but retailers are not yet in the market to any 
extent. Prices are a little firmer. 





NORTH CAROLINA PINE 


BOSTON, MASS., Jan. 11.—North Carolina 
pine is seasonably quiet. Rough edge is offered 
from $52.50 for circular sawed, to $58 for best 
band sawed. Roofer quotations have softened 
but demand remains dull; 8-inch air dried are 
$29.50@30.50. Very little shortleaf flooring has 
been sold here the last few weeks and retajj 
stocks are low. Prices are easy, ranging from a 
low figure of $75 for B&better rift, 1x4; $59 for 
C rift, and $52.50 for- B&better flat. The low 
price on }4-inch B&better partition is $53.50, 


NEW YORK, Jan. 10.—North Carolina pine is 
very dull. There have been no price deflections, 
and fundamentally conditions are good. 


BUFFALO, N. Y., Jan. 12.—The North Caro- 
lina pine demand has not picked up to any ex- 
tent, and unfavorable weather has doubtless con- 
tributed to the apathy shown by retailers. Mills 
are asking an advance on roofers, 6-inch being 
quoted here at $29.50, which is 50 cents higher 
than at the close of the year. Flooring prices 
in general are unchanged. 


BALTIMORE, MD., Jan. 10.—Business in 
North Carolina pine is not especially large, but 
there are features that tend to encourage dis- 
tributers. Kiln dried edge box has stiffened 
up lately under influence of a brisk factory de- 
mand. It is said that more than a million feet 
of edge box could be placed readily if the lum- 
ber were available. Quotations have advanced 
about $1 per 1,000 feet, to $26. Other stocks 
are less sought after, as end of the year de- 
tails, such as stock-taking, continue to claim 
the attention of distributers. The outlook, 
however, is fairly good. 


SOUTHERN PINE 


CHICAGO, Jan. 12.—Demand for southern 
pine shows more life. Sash and door factories 
are entering the market more actively than for 
some time. Retailers have completed inven- 
tory and are buying to balance up stocks for 
spring business. Car builders are buying heavily 
to cover their lumber requirements for Missouri 
Pacific, Rock Island and Wabash railroad 
equipment. Short lengths and crating material 
are still scarce at some mills. Finish lumber 
sales are picking up, but flooring inquiries are 
few. Timbers are in fair demand, particularly 
large sizes and long lengths. 


NEW ORLEANS, LA., Jan. 10.—Buyers are 
getting into the southern pine market a little 
earlier than usual for the season. Inquiry con- 
tinues good and prices, with the exception of 
those on a few items, are reported well held. 


ST. LOUIS, MO., Jan. 10.—No marked activity 
in the yellow pine market has materialized as 
yet, but business booked last week was more 
satisfactory. Most dealers have completed in- 
ventories and are examining stocks to determine 
spring requirements. However, they are not 
expected to buy in a large way until trade de- 
velops. Wholesalers entertain reasonable pros- 
pects for a fairly satisfactory business for at 
least the first six months of the year. 


KANSAS CITY, MO., Jan. 11.—Demand for 
southern pine speeded up last week, and”*some 
less plentiful items of yard stock took small 
advances. Call was mostly for fill-in stock, but 
inquiry for spring requirements is good. A 
good volume of business was placed by line- 
yard concerns and there is considerable more 
coming. The demand at present is for items 
on the right hand side and most of the strength 
of the market is in those items. 


CINCINNATI, OHIO, Jan. 11.—The pine mar- 
ket remains dull, with the tone somewhat easy. 
Building operations are practically at a stand- 
still. Wholesalers expect some business to de- 
velop from the yards in the next week or two, 
but do not look for large buying until later. It 
is believed that prices are about as low as they 
will go this season. 


NEW YORK, Jan. 10.—Satisfactory inquiries 
for southern pine point to a brisk buying period 
when the weather is a little better. Prices have 
not altered in the last two weeks, mainly be- 
cause business has been dull. Roofers are very 
scarce, some mills continuing to reject all orders. 


BUFFALO, N. Y., Jan 12.—The southern pine 
market holds firm, with a tendency on the part 
of mills to ask a little higher prices for certain 
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Output has been curtailed by heavy rains. 


ers pbuilding here is handicapped by deep 


Just now, 
snows. 





BOSTON, MASS., Jan. 11.—Inquiries for south- 
ern pine are coming along better the last few 
days, but there is not much actual buying. Bad 
weather is restricting yard trade. Prices have 
shown no definite change. Competition among 
wholesalers is very keen and there continues to 
be a tendency to concede, especially on such spe- 
cialties as longleaf flooring and partition. 


BALTIMORE, MD., Jan. 10.—Conditions in 
the Georgia pine trade are not materially 
changed, with the relatively high prices adhered 


-to by the mills somewhat of a check upon the 


demand. Stocks held here are very moderate 
and producers evince no disposition to mark 
down their figures as a means of stimulating 
jnquiry. The tendency among the dealers there- 
fore is to enter new commitments slowly. 


SHINGLES AND LATH 


SEATTLE, WASH., Jan. 8.—While the ma- 
jority of red cedar shingle mills are still idle, 
the tendency is toward early resumption. Stocks 
of clears are low and the market is firm at 
the increased prices of late December. 


MINNEAPOLIS, MINN., Jan. 11.—The red 
cedar shingle market in the Twin City territory 
can be characterized as firm, though there is 
little demand. Clears are being quoted at about 
$2.35, and stars at $2.20. 


KANSAS CITY, MO., Jan. 11.—There are 
said to be some clears offered at $2.35 here, but 
most mills ask $2.40. Stars are held at $2.20 
and domestic XXXXX stock at $3. The demand 
for shingles has improved a little, especially 
with small yards which are buying mixed cars. 
Lath demand has improved some and prices 
are a little stronger. There also is a little bet- 
ter tone in siding as a result of increased de- 
mand for cedar, redwood and California pine. 


ST. LOUIS, MO., Jan. 10.—Demand for shin- 
gles reflects no improvements. Extra stars show 
a 5-cent advance. Quotations: Extra clears, 
$2.35, mill base, and $3.86, St. Louis; extra stars, 
$2.20, mill base, and $3.54, St. Louis. 


COLUMBUS, OHIO, Jan. 10.—A slight in- 
crease in activity has developed in the shingle 
market. Inquiries from dealers, especially in 
the rural sections are more numerous and some 
orders have been booked. Buying, however, is 
restricted to immediate wants. With inven- 
tories over a better urban demand is expected 
soon. A large part of the shingle business 
among city dealers is for the stained variety. 
Prices are still weak and irregular. Transit 
cars are numerous. Prices of red cedar shingles 
delivered Columbus are: Columbias XXXXX, 
$4.73; Washington XXXXX, $4.53; Rite grade, 
$4.28; extra clears, $3.88; extra stars, $3.55. 
The lath trade rules quiet and prices unchanged. 


NEW YORK, Jan. 10.—Eastern spruce lath 
prices so far have not risen above figures quoted 
in the latter days of 1926. Shingles are plentiful, 
but prices show no digression. 


BUFFALO, N. Y., Jan. 12.—Shingles are off 15 
to 20 cents, except British Columbias, which are 
strong. Quotations are: British Columbia 
XXXXX, $5.16; Washingtons, $4.76; extra clears, 
$4.16; stars, $3.76. 


BOSTON, MASS., Jan. 11.—The shingle trade 
is now very dull. White cedar shingles are 
Steady at $4.25@4.50 for clears, and $4.75@5 for 
extras. Recent advances on red cedar shingles 
are well held. The best makes of British Colum- 
bia are now $5.11 for rail delivery. Buyers are 
showing little interest in lath. Prices are hardly 
So firm. Local business in eastern spruce lath 
is reported at $7.75 for 15,-inch, and $7 for 1%4- 
inch, Some manufacturers are asking $8.25 for 
wide lath, and claim to be getting $8 at outside 
points. The asking price for 15%-inch western 
hemlock lath is $6, ship’s tackle, but actual sales 
are being made at 40 cents: or so less. 


NEW ORLEANS, LA,, Jan. 10.—Cypress shin- 
gles are reported in seasonably quiet call, with 
mill stocks in this territory relatively light, and 
no change of prices reported. Cypress lath are 
said to be moving in satisfactory though not 








100% Pure Paint 


A comparison of Formulas proves that! ; 


; Here’s Kurfees 
Here’s Your Proof FREE fzgtes3i=*...39% : 
Get this sample (Sent Free to any Dealer). Test it. 100% 


You don’t have to be a chemist to recognize a superior Tinted with Pure Colors, 
paint—you can tellit. Satisfy yourself about the quality Ground and Mixed with Pure 
and then get the price. The price is just as interesting reese Oil and Dryer—that’s 
as the quality. — 


It’s Priced to Sell 


Kurfees quality and Kurfees prices on the complete 
Kurfees line is a money-making combination for you. 
Write us today. Get the sample—and the facts. 


J. F. KURFEES PAINT Co. 


Incorporated 


LOUISVILLE, KY. 






















Ross Carriers 


Handle 50,000 Feet 
More Lumber in 
Less Time 


Think what this means in dol- 
lars and cents to the Peninsula 
Lumber Company. 


There are many other lum- 
bermen who are doing as much 
since they installed Ross Car- 
riers. Some of them are saving 


as much as $269.23 daily. 


Let us tell you what RossCar- 
riers will do for you. 


Write for complete data on 
Ross Electric and Gasoline Carriers today. 


The Ross Carrier Co. MURRY JACOBS COMPANY 


69 Columbia Street, - - - - - - - Seattle 
Office and Plant 249 Monadnock Building, - - San Francisco 
Benton Harbor, : : Michigan 546 Maison Blanche Annex, New Orleans, La. 
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spectacular volume, largely on mixed car orders, 
with prices reported unchanged. 


MAHOGANY 


BOSTON, MASS., Jan. 11.—Local mahogany 
distributers report that their December bookings 
approached a record-breaking volume for this 
normally rather quiet month. Requisitions for 
solid mahogany and veneer are coming along 
especially well from furniture and talking ma- 
chine manufacturers. Substantial purchases 
also are being made for interior finish. Prices 
look a shade firmer. Quotations, air dried plain 
African mahogany, log run for figure, f.o.b. 
Boston: 

FAS No. 1com. No. 2 com. 


OSE cccccscccceces 190.00 $155.00 $ 85 
5/4 and 6/4...... 192.50 157.50@160 85 
B/E cccccccccccees 192.50 157.50@160 85 
W/E cciccccccccese 200.00 170.00 100 
BESG -ccccccccccssce 210.00 180.00 110@120 
BIS svcccccccesese 220.00 180.00@185 110@120 


NEW YORK, Jan. 10.—Demand is holding up 
fairly well in a slack period. Good supplies of 
logs are keeping local plants busy. Some indus- 
tries have already sent in attractive inquiries. 


BOXBOARDS 


BOSTON, MASS., Jan. 11.—There is a season- 
able demand for boxboards. Stocks in first hands 
are considerably lighter than they were a year 
ago, and the market is in a healthier condition. 
Occasional offers of distress lumber are report- 
ed, but surplus stocks are being steadily re- 
duced, and firmer prices are believed to be in 
prospect. Round edge white pine boxboards, 
inch, are $26@28. 


CLAPBOARDS 


BOSTON, MASS., Jan. 11.—Current orders for 
clapboards are few and unimportant. Inven- 
tories have confirmed the belief that retailers’ 
stocks are very light. Offerings of desirable 
eastern spruce and white pine clapboards are 
very light, and prices are firmly held. Distrib- 
uters of West Coast clapboards are rather urgent 
and disposed to be conciliatory. 


“Thus Saith the Law” 


Standing Timber Only Included 


Williams conveyed to May Bros. “all mer- 
chantable timber 18 inches and up in diameter 
measured at the stump, that is standing and being 
upon certain land .. . . .” And in a sub- 
sequent part of the deed it was provided that May 
Bros. should have “until Dec. 1, 1924, in which 
to cut and remove timber from the above described 
land.” At the time of the conveyance certain tim- 
ber had been cut and was down upon the land. 

The question is whether the deed conveys the 
timber which had been cut and was down, or only 
the standing timber. 

The court held that the words of the deed 
“standing and being’ embraced only the standing 
timber. 


[Lowery vs. Williams; Miss., 109 So. Rep. 670.) 














Failure to Deliver Not Excused by Rain 


It is a general rule of law that the nonper- 
formance of a contract is not excused by a for- 
tuitous event where it may be carried into effect 
by the party bound to perform although not in 
the manner contemplated at the time the con- 
tract was entered into. 

A mill contracted to deliver to a buyer two 
cars of 6-foot elm hoops at a specified date. It 
failed to do so, and, on being sued, set up in de- 
fense that throughout the greater portion of the 
year 1919 and during the first half of 1920 there 
was excessive rainfall, and that by reason thereof 
it was unable to obtain elm logs with which to 
manufacture hoops, and that it was therefore 
compelled to discontinue the operation of its hoop 
factory. 

The court held that the defense is not main- 
tainable. The obligation of the mills was not to 
furnish hoops of its own manufacture, but to 
furnish unconditionally a certain quantity and 
quality of hoops at a specified time. It did not 
do so. It was immaterial to the buyer how the 
mill secured the hoops. The contract was not 
impossible of performance, and, if the mill was 
unable to manufacture hoops at its own plant, it 
should have procured them from other manufac- 
turers or dealers in the same line of business. 


[Dallas Cooperage & Woodenware Co. vs. Creston 
Hoop Co., Louisiana, 109. So. Rep. 844.] 











Advertisements will be inserted in 
this department at the following rates: 
25 cents a line for one week. 

45 cents a line for two consecutive weeks. 

60 cents a line for three consecutive weeks. 

75 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. 

No rsd except the heading can be ad- 

m le 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


























WANTED—BALED SHAVINGS 


We pay 20 cents for baled shavings, send samples of 15 
pounds by parcel post. If satisfactory will place car- 
load orders. We also buy sawdust. 


NATIONAL SAWDUST CO., INC., 
69 North Sixth Street, Brooklyn, New York. 





Longshoreman loading lumber lightened liner’s load. 
See Piperism contest, page 80. 
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WANTED—ORDER CLERK 
In lumber office in a city of 125,000 in Michigan where 
most of the business is done over the phone. We are 
anxious to hear from young men who have had expe- 
rience in all departments in country yards. Should have 
a good knowledge of material required in garages and 
small homes. Nominal salary to start with; splendid op- 
portunities for advancement. 
Address “DP. 131,’’ care American Lumberman. 


WANTED—COMPETENT SASH AND DOOR MAN 
For salesmanager of a small but well established sash 
and door house in Central South, in city of 160,000 popu- 
lation. Jobbing and retail combined. Right man can 
have interest in business. Only man of high character 
and qualifications considered. 

Address “DPD. 119,’’ care American Lumberman. 


WANTED—YOUNG MAN 
Who is a competent stenographer, with lumber expe- 
rience, as private secretary to head of a large south- 
western operation. Satisfactory compensation with op- 
portunity for advancement. Position will entail con- 
siderable traveling. References required. 
Addfess “DP. 121,’ care American Lumberman. 


WANTED—MILL SUPERINTENDENT 
For interior woodworking plant doing business in a city 
of approximately 40,000 people in Michigan. Must be 
capable of superintending all kinds of interior wood and 
cabinet work and capable of handling men. 
Address “©. 102,”’ care American Lumberman. 


SOUTHERN PINE MANUFACTURER & 
Wholesaler, with headquarters in Mississippi, desires 
services thoroughly reliable young man to assist in sales 
part time at office, balance on the road. Excellent op- 
portunity for advancement. 

Address “©, 124,”’ care American Lumberman. 


EXPERIENCED SALESMAN & ESTIMATOR 
Or Bookkeeper and Yard Manager, to Invest $10,000 or 
more in Hstablished Retail Yard, Denver, Colo. State 
age, personal appearance, experience, salary, amount 
can invest and date. 

Address P. 0. BOX 355, Denver, Colo. 


WANTED—A MAN CAPABLE 
Of successfully operating a medium size retail lumber 
business in Chicago. To such a man we offer an ex- 
ceptional opportunity to secure an interest. No invest- 
ment required. But if desired can be arranged. 
Address “D, 134,’’ care American Lumberman. 


























WANTED—MANAGER FOR CITY YARD 
Do not apply unless you have the energy and confidence 
necessary to handle the situation. Salary will be in pro- 
portion to the job. . 

Address “D. 115,”” care American Lumberman 





. . pr Pepe ha 
young, active estimator, salesman for mill] 
builders’ supplies. MCB graduate familiar with sown! 
ern trade preferred. Must be recommended. 

Address “‘B. 107,’’ care American Lumberman. 
WANTED: SPECIAL MILLWORK ESTIMATOR 


Experienced, to list and estimate. Must know Cost 
Book A. RINEHIMER BROS. MPG. CO., Elgin, rm. 














WANTED—BAND RESAW FILER 
For small midwest box factory. Sober, industrious man 
for steady time to take care of all saws, largest being 
6-inch band resaw and numerous small circulars. Must 
be willing to take hold any work about mill when time 
not occupied with saws. Give references and experience, 


Address “DP. 109,’ care American Lumberman, 








YOU SEE THESE ADVERTISEMENTS 


Why not place your ad in the classified department of 
the AMERICAN LUMBERMAN? When you want em- 
ployment advertise in the paper that reaches the people. 





WANTED—TRAVELING SALESMAN 
Familiar with northern pine, with fair knowledge of yel- 
low pine and, if possible, some knowledge of hardwoods, 
especially birch—to represent a group of manufacturers 
of these diversified woods; preferably a man with ac- 
quaintance in Northern Ohio territory. Want reasonably 
practical man with an acquaintance and some following. 
In replying especially explain experience, with whom, 
where you traveled, married or single, approximate sal- 
ary wanted. 


Address “D. 116,”" care American Lumberman. 


WANTED—SALESMEN 
Wanted commission salesmen in Nebraska, Iowa, Illi- 
nois, Ohio, Kansas and Oklahoma, selling mixed cars 
for wholesale and distributing yards, both southern and 
western lumber. Wonderful way for small yards to 
buy. Exclusive territory. 
Address “©. 122,’ care American Lumberman. 


A WHOLESALE CONCERN 
Well and favorably known with the mills, wants a live 
hardwood commission salesman specializing in gum, elm, 
maple and ash, with good business following, to repre- 
sent us on commission basis in Chicago, Cleveland, Pitts- 
burgh and Detroit territory. 
Address ““C. 107,"’ care American Lumberman. 


WANTED—A-1 YELLOW PINE SALESMAN 
By large manufacturer to travel Pennsylvania territory. 
State in your application experience, age, married or 
single, salary expected and any other worth-while in- 
formation. 

Address “PD. 101," care American Lumberman. 


EXPERIENCED, ACTIVE COMMISSION 
Lumber salesmen to sell exceptionally high-class spruce 
factory stock and uppers. To active, permanent connec- 
tions we pay 5 percent commission on mill basis price 
upon acceptance of orders. 

Address “BE. 6,"’ care American Lumberman. 


WANTED—REAL SALESMEN 
For territories in Illinois and in Western Minnesota to 
sell white pine, also fir for high grade wholesaler. Order 
takers need not apply. Tell all about yourself in first 
letter and give employers as references. 
Address **C, 126,’ care American Lumberman. 


WANTED—BY MIDDLE WEST 
Sash and door manufacturer—experienced salesman for 
carload trade, Bastern territory. One acquainted with 
this territory preferred. 
Address “D. 138,’’ care American Lumberman. 


WANTED—A-1 YELLOW PINE SALESMAN 
By large manufacturer to travel Ohio territory. State 
in your application experience, age, married or single, 
salary expected and any other worthwhile information. 

Address “D. 102,’’ care American Lumberman. 


WANTED—SALESMAN 
Wholesaler wants competent experienced salesman fot 
industrial trade in Ohio. Prefer one with established 
following. Good proposition for producer. 
Address “DP. 108,’’ care American Lumberman. 


WANTED 
Salesman to sell southern pine lumber on a commission 
basis. Experienced salesman with an established trade 


desired. 
P. 0. BOX 792, New Bern, N. 0. 





























Address 


SALES AGENCY, REPRESENTING 
Daily capacity of 725,000 feet West Coast woods, wants 
reliable commission salesmen, exclusive territory. Ref- 
erences asked. 
Address 





“JY, 27,"" care American Lumberman. 


WANTED—SALESMAN 
By large Wholesaler to cover the state of Michigan. 
Wholesaler handles Yellow Pine, Western Pines and 
West Coast Stock, and maintains buying offices in each 
one of these territories. Can promise 100 percent sup- 
port. Address ‘‘W. 17,’’ care American Lumberman. 


EXPERIENCED LUMBER OR BUILDING 
Material Salesman. Permanent position. WEATHER- 
BEST STAINED SHINGLE CO., North Tonawanda, N. Y. 




















